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The  GENDRON  MFG.  CO.,  Limited,  Toronto 


Reed 
Furniture 

upholstered  in  all  new  designs  and 
patterns  of  chintz  and  tapestry. 


Factory:  137  Duchess  Street 
Sample  Room  :    55  Bay  Street 


New  Goods 


now  on  display  at  our  central  saniple 
room,  which  will  be  open  until  about 
February  4th. 


Lines  comprise — 


Baby  Carriages 
Carriers 
Sulkies,  etc. 

in  the  latest  styles,  and  new  combina- 
tions of  colors. 


1    Our  travellers  are  in  attendance  | 


The  GENDRON  MFG.  CO.,  Limited,  Toronto 
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JANUARY  13th  to  25th 

I  ARE  THE  DATES  OF  THE  | 

STRATFORD 
I  FURNITURE  EXHIBITION  1 


When  thousands  of  square  feet  of  floor  space 
will  be  filled  with  the  latest  and  best  in  new 
spring  and  summer  patterns,  the  product  of  the 
skill  and  ingenuity  of  the  Stratford  manufac- 
turers who  have  prepared  for  this  Exhibition  an 
unusual  array  of  trade-compelling  lines  that 
every  dealer  must  see  if  he  wants  to  know 
what  is  best  for  his  coming  season's  stock. 

To  neglect  a  visit  to  the  Exhibition  in  January 
will  mean  a  serious  handicap  to  the  merchant 
who  wants  his  stock  to  present  the  latest  and 
most  attractive  showing  to  the  public. 


Stratford  Furniture  Manufacturers 
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iSTRATrOMO 


FURNlTUItC 
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5052A— Buffet 


The  graceful  lines  of  this 
black  walnut 

William  and  Mary 

Diningroom  Suite 

cannot  fail  to  appeal  to 
all  buyers  who  appreciate 
something  really  exclusive. 


5057-Table 


5059A— Diner 


The  George  McLagan  Furniture  Co.,  Limited 

Stratford,  Ontario 
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FURNITURC 
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A  thorough  inspection  of 
our  entire  line,  into  which 
we  have,  this  year,  intro- 
duced many  new  and 
attractive  pieces,  will  very 
well  repay  you  for  a  trip 
to  Stratford. 


Dont  forget  the  date  of  our 
ANNUAL  EXHIBITION, 
January  13th  to  25th,  inclusive. 


5052— Buffet 


5059— Diner 


5054 — China  Cabinet 


The  George  McLagan  Furniture  Co.,  Limited 

Stratford,  Ontario 


=niliiiiiii||iiiiiiiiiiiiiiMiii 
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yjllllllllHI  lllirMllllllliriJ  Mill  IIIIIIIIMIIIIIIIIIIIIKMIIIII  Mllllll  IMII  II  II  Illlllll  Illllllllll  Mil  Illllllll  I  Illllllllll  Illlll  IIIMIIIMIIIIIIIIII  Illlllllllllllllllllllllllllllll  iniCIIIMIIIIII!lllllllli:U 


Meet  us  at 


Stratford  Furniture  Exhibition 


January  13 — 25 


We  will  show  an  immense  display  of  Livingroom  Furniture 
which  will  be  of  interest  to  every  furniture  dealer. 

Many  new  designs  representing  the  latest  in  styles  and  coverings 
are  awaiting  your  inspection. 

For  many  obvious  reasons  our  display  will  be  the  most  interest- 
ing we  have  ever  had. 

PLAN  TO  COME  TO^DA  Y 

The  Farquharson-Gifford  Co.,  Limited 


STRATFORD 


SPECIALISTS  IN  DAVENPORT  BEDS 
AND  LIVINGROOM  FURNITURE 


ONTARIO 
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I  Come  to  Stratford  Exhibition  | 

AND  INSPECT  OUR 
NEWEST  DESIGNS 


You  will  find  this  occasion  a  profitable  and 
enjoyable  outing. 

Any  dealer  visiting  Stratford  with  open  eyes 
and  ears  is  bound  to  obtain  information  and 
ideas  from  both  manufacturers  and  the 
dealers  he  meets. 

We  will  exhibit  the  newest  designs  in  Living-Room 
Suites,  Kroehler  Kodavs,  Davenos,  and  Bed  Davenports. 

A  Hearty  Welcome  Awaits  You — Come. 

The  Kttd^t  Bed  Company,  Limited 


STRATFORD 


ONTARIO 
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rURNITURB 
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679  B. -Top  21x50.  Mirror  12x42 
Height  56in. 


Quartered 
Oak  Suite 

Colonial  Design 

Get  this  new  suite  on  your 
floor  and  you'll  quickly 
find  that  in  design,  quality 
and  price,  it  is  just  what 
your  customers  have  been 
looking  for. 


IVrite  us  for  price  of  this 
suite  to-day.    It  will 
interest  you. 


422  — Top  15x39,  Height  59in. 


The  Stratford  Chair  Co. 

Limited 

Stratford    -  Ontario 


679A— Top  21x53.  Mirror  8x42 
Height  52in. 


TIIIIIIIIIIUiniinlnlininillMIMIJinilllllllllMllinillillllMMirillMIMIHIIIMIIIIIIMIMIMMIII'IIMIIIIIIMMIIMIMIIMIMIMIIMIMIMIIMIMIM   IIIIIIIIIIIIIMIIIIIIIIIIIII 


IIIIIIIIIIIIIIIIIIIIMIIIIIIIIIMIIIIIIIIIMIIMIIIIIIIIMIIMIIIIIIIIIMIIMIIIIIMIIIIIIMIIMIMIIIII  IMIIMIIMIIMinillMNIIIIr 
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IHUffiilllWICiiMK 


PURNITURS 


ilNIIIIIIIIIIIIIIIMIIMIIMIJIIIIIIIMIMIIMIIIIMIIIIIIIIIIIIIIIIIMMIMI  IJIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIilllMIIIIIIII  I  Iljllllll  IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII  Mil  Illlllllll  Mil  Illllll  IIIIIIIIIMIIIIIIIIIIIIIIII  MIIIIMIMIMIMIMIMIMIIIIIIIIHIMIM: 


We  Will  Show  Many  New 
Designs  at  the 

STRATFORD 
FURNITURE 
EXHIBITION 


IN  addition  to  the  attractive  Dining  Room 
Suite  illustrated,  we  will  display  our 
entire  representation,  consisting  of  many 
new  designs  in  Diners,  Den,  Library  and 
Office  Chairs,  complete  Dining  Room  Suites, 
Dressers  and  Stands,  in  plain  and  quartered 
oak  and  quartered  gum. 

DON'T  FORGET 

COME  TO  STRATFORD 

January  13th  to  25th. 


No.  374— Top  44x44 


No.  1691-1 


No.  1691  5 


The  Stratford  Chair  Co. 

Limited 

Stratford    -  Ontario 


"" "" """'"""""IIMIMIMIMIMIMI  1  „M  „„  „,„„lll„lll  DIIIMIIMIMIMIMIM  IMIIII.IIMMIIMIII  Mil  .|||l|  Illllllllllllllllllllll|llllllllllllllllllllllllll|llll|l|l|l|lll|||||  ||||,|,  ||||,|,||„|,||„||,= 
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STRjirrroitp 


FURNITURC 
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I  Come  to  Stratford  Furniture  Exhibition  1 


We  will  exhibit  upholstered  reed  chairs 
and  rockers,  leather  and  imitation  leather 
chairs  and  rockers  and  Old  Hickory 
furniture. 


1 


We  carry  the  most  select  stock  of 
tapestry,  chintz  and  denim  coverings  in 
Canada.    Come  and  see  for  yourself. 


IMPERIAL  RATTAN  COMPANY,  LIMITED 

STRATFORD,         -  ONTARIO 

IIIIIIIIIIIMIIIIIIillMMIilllMIIIIIIIIIIIIIIIIIIIIIIIIMIIIIMMIIIIIIIIIIMIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIM 


Mr.  Furniture  Dealer: 

Are  you  getting  and  reading  The  Canadian 
Furniture  World  and  Undertaker  regularly? 
If  not,  send  $  1 .00  to  address  below,  and  the 
paper  will  come  to  you,  postpaid,  each  month. 


The  Commercial  Press,  Limited 

32  Colborne  St.,  Toronto 


r^iMMiiiiniin^iii^iiiiinininiiiiiiiMiiiiiiiniMiiininiiiniiiiniiiiiiiiinininiiniiniiiiiiMiiniMiiiiiiiiiiiiiiiiiiiiiiiiiiMii^   iiiiiiiimiimiiiiiiiimiiiiii  iiiiimiiiiiiiiiiiiiimiiii  imii  iiiiiiiiiiiiiiiiiiiiiiiiMiiiniiiiiiiiiiiiiiiiiiiiiT- 
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Fifth  Annual 

CANADIAN  FURNITURE  WORLD 
BUYER'S  DIRECTORY 

Containing  the  Most  Extensive  and  Most  Conveniently  Arranged 
Buyer's  Guide  ever  compiled  for  Canadian  Furniture  Dealers 

and  Manufacturers. 


This  Directory  Number  has  not  been  hastily  compiled.  Every  furniture 
manufacturer  in  Canada  has  been  written  to  for  information,  and  months 
have  been  spent  in  making  the  Directory  complete.  If  the  Directory  is  in- 
complete in  any  way  it  is  the  fault  of  the  manufacturers  Avho  failed  to  supply 
information  in  answer  to  our  requests. 

£^  The  Directory  is  published  as  an  editorial  service  to  the  Furniture  Deailers 
^  of  Canaida.  Manufacturers  from  whom  the  Furniture  World  has  never  re- 
ceived a  dollar  for  advertising — and  some  from  whom  it  protoably  never  will — 
have  their  lines  listed,  as  well  as  other  manufacturers  who  are  more  progres- 
sive and  recognize  the  advertising  valne  to  be  obtained  in  the  pages  of  a 
trade  newspaper  for  which  subscribers  pay  real  money. 

JI|  Being  an  editorial  iservice  to  readers,  and  not  part  of  any  advertising  ])ro- 
-''  position,  the  names  of  advertisers  and  non-advertisers  are  given  in  the  same 
style  of  type.    The  Directory  is  intended  to  be  la  real  Directory. 

£n  Practically  every  furniture  retailer  in  Canada  will  receive  a  copy  of  the 
Directory  Number,  and  to  enable  him  to  more  conveniently  preserve  the 
Directory  for  reference  during  the  coimng  year,  each  copy  is  perforated  and 
corded  to  hanig  up  like  a  telephone  directory. 

^  Compare  this  Directory  Number  with  other  publications,  consider  the  broad 
policy  of  service  followed  by  the  Furniture  World,  and  the  reason  for  the 
rapid  gi'owth  of  this  paper  in  circulation  and  popularity  will  be  recognized. 
The  publishers  express  appreciation  for  the  liberal  support  given  the  Furni- 
ture World  'by  the  furniture  trade  in  Canada  during  the  past  eight  years,  and 
will  further  appreciate  isuggestions  as  to  how  next  year's  Directory  Number, 
and  the  Furndture  World  every  month,  can  be  made  of  greater  service  to  the 
trade. 


THE  COMMERCIAL  PRESS,  LIMITED 

TORONTO,  CAN. 


Pablithers 


32  COLBORNE  STREET 

Trade  Papers: 
Canadian  Furniture  World 
Canadian  Hardware  Journal 
The  Retail  Grocer  and  Provisioner 
The  Retail  Drueeist  of  Canada 
Motoring 


Technical  Papers: 

The  Canadian  Manufacturer 

The  Canadian  Builder 

The  Electrical  Dealer  and  Contractor 


14 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


January.  1919 


Bedroom  Furniture 

BEDS— Brass  only 

Alaska  Bedding  of  Montreal  Limiibed, 

Monta-eal. 
Canadian  Mersejeau  Co,  Toronto. 
Stratford  Bed  Co.,  Stratford. 

BEDS — Brass  and  Iron 

Aiaska  Bedding  of  Moutreal  Limifted, 

Montreal. 
Canadian  Mersereau  Co.,  Toronto. 
Dominion  Brass  &  Iron  Bedstead  Co., 

Montreal. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Ontario  Spring  Bed  and  Ma:ttress  Co., 

London. 

BEDS — Iron  only 

Aliaslia  Bedding  of  Montreal  Limited, 

Montreal. 
Reliable  Bedding  Co.,  Weston. 

BEDS — Davenports 

See  Davenports  (upholstered  furni- 
ture.) 

BEDS — Folding 

Alia.sika  Bedding  of  Montreal  Limited, 
MomtTeal. 

Antiseptic  Bedding  Co.,  Toronto. 

Canadian  Mersereau  Co.,  Toronto. 

rajquharson-Gifford  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Haehborn  &  Co.,  Kitchener. 
Ideal  Bedding  Co.,  Toronto. 
Imperial  Rattan  Co.,  Stratford. 
Kindel  Bed  Co.,  Stratford. 
D.  H.  Langlois  &  Co.,  St.  Johns,  Que. 
Li)ipert  Furniture   Co.,  Kitchener. 
Montreal  Upholstering  Co.,  Montreal. 
Snyder  Bros.,  Upholstering  Co.,  Wa- 
terloo. 

BEDS — Institution 

Alasika  Bedding  of  Montreal  Limiited, 

Mo'ntreal. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Ontario  Spring  Bed  and  Mattress  Co., 
London. 

BEDS — Sofa 

Alasika  Bedding  of  Montreal  Limited, 
Montreal. 

FarquharS'on  Gifford  Go.  Ltd., 
Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  H.  Haehborn  &  Co.,  Kitebener. 
Ideal  Bedding  Co.,  Toronto. 
Knpchtel  Furniture  Co.,  Hanover. 
Montreal  Upholstering  Co.,  Montreal. 
Snyder  Bros.  Upholstering  Co,  Wat- 
erloo. 

BEDS — Wooden 

.\ntl)f's  Furniture  Co.,  Kitchener. 

Art  Fumiture  Co.  Ltd.,  Kitchener. 

Beach  Furniture  Co.,  Cornwall. 

M.  F.  Beach  Co.,  Winchester. 

Bell  Furniture  Co.,  Southampton. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Crown  Furniture  Co.,  Preston. 

Dominion  Furniture  Mfg.  Co.,  St. 
Thorese.  Que. 

Eastern  Townships  Fum.  Mfg.  Co., 
Arthahaska,  Que. 

Gibbard  Furniture  Co.,  Napanee. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Hopworth  Mfg.  Co.,  Hepworth. 
Hespeler  Furniture  Co..  Hespeler. 
HiVjner  Furniture  Co.,  Kitchener. 


.Jacques  Furniture  Co.,  Kitchener. 

Kilgour  &  Bros.,  Beauharnois,  Que. 

Knechtel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesley. 

George  McLagan  Furniture  Co., 
Stratford. 

A.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malcolm  &  Souter    Furniture  Co., 

Hamilton. 
Markdale  I'urniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
Middlesex  Furniture  Co.  Ltd., 

Stratford. 
North  American  Furniture  Co.,  Owen 

Sound. 

North  American  Bent  Chair  Co.  Ltid., 

Owen  Sound. 
Peppier  Bros.,  Hanover,  Ont. 
Spiesz  Furniture  Co.,  Hanover. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Stratford  Chair  Co.,  Stratford. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

BEDROOM  CHAIRS  AND  ROCKERS 

Also  see  Upholstered  Chairs. 

Anthes   Furniture   Co.,  Kitchener. 

Art  Furniture  Co.  Ltd.,  Kitchen^er. 

Ball  Furniture  Co., -Hanover. 

Bell  Furniture  Co.,  Southamr>ton. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Chesley  Chair  Co.,  Chesley,  Ont. 

F.  E.  Coomibe  Furniture  Co.,  Kincar- 
dine. 

Elmira  Furniture  Co.,  Elmira. 

Fraserville  Chair  Co.,  Riviere  du 
Loup,  Quebec. 

Giddings,  Ltd.,  Granby,  Que. 

Hespeler  Furniture  Co.,  Hespeler. 

Hibner  Furniture  Co.,  Kitchener. 

Jacques  Furniture  Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Kitchener. 

Lippert  Furniture  Co.,  Kitchener. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

A.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Mc'Gill  Chairs  Limiited,  Cornwall. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Flora. 
North  American  Bent  Chair  Co.,  Owen 

Sound. 

North  American  Furniture  Co.,  Owen 
Sound. 

Owen  Sound  Chair  Co.,  Owen  Sound. 
Peppier  Bros.,  Hanover,  Ont. 
Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

Stanfold  Chair  Mfg.  Co.,  Stanfold, 
Quebec. 

Stratford  Chair  Co.,  Stratford. 
Sehierholtz  Furniture  Co.,  New  Ham- 
burg. 

Speisz  Furniture  Co.,  Hanover. 
Toronto  Furniture  Co.,  Toronto. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

BEDROOM  TABLES 

Anthes  Furniture  Co.,  Kitchener. 
Beach  Furniture  Co.,  Cornwall. 
Bell  Furniture  Co.,  Southampton. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Durham  Furnitnrp  Co..  Durham. 
Eastern   Townships  Furn.  Mfg.  Co.. 

Arthabaska,  Que. 
Gibbard  Furniture  Co.,  Napanee. 
Hespeler  Furniture  Co..  Hespeler. 
Hibner  Furniture  Co..  Kitchener,  Ont. 
.lacnues  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 


Krug  Bros.  &  Co.,  Chesley. 

G.  J.  Lippert  Table  Co.,  Kitchener. 

Lueknow  Table  Co.,  Lucknow. 

D.  H.  Langlois  &  Co.,  St.  John 's,  Que. 

Malcolm    &    Souter    Furniture  Co., 

Haimilton. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
G.  McLagan  Furniture  Co.,  Stratford. 
J.  C.  Mundell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 

Peiii)ler  Bros..  Hanover,  Ont. 

J  Oliver  &  Sons,  Ltd.,  Ottawa. 

St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Stratford  Chair  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 
Windsor  Furniture  Co.,  Windsor,  N.S. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

BEDSIDE  TABLES 

Anthes  Furniture  Co.,  Kitchener. 
North  American  Bent  Chair  Co.  Ltd., 

Owen  Sound. 
Otterville  Mfg.  Co..  Otterville,  Ont. 
Canada  Furniture  Mfgs.  Ltd., 

Woodstock. 

BED  SPRINGS 

Alaska  Bedding  of  Momtreal  I/im'iyte<l, 
MontTcal. 

Canadian  Feather  and  Mattress  Co., 
Toronto. 

Canadian  Mersereau  Co..  Toronto. 
Colleran  Spring  Bed  Co.,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Kilgour  &  Bro.,  Beauharnois.  Que. 
Leggett  and  Piatt  Spring  Bed  Co., 
Windsor. 

Marshall  Sanitary  Mattress  Co.  Ltd., 
Toronto. 

J.  Oliver  &  Sons,  Ltd.,  Ottawa. 

Ontario  Sprin-^  Bed  and  Mattress  Co., 
London. 

J.  C.  Sloane,  Owen  Sound. 

St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Quebec. 

James  Steel  &  Co.,  Guelph. 

The  Steel  Furnishing  Co.,  New  Glas- 
gow, N.S. 

Whitworth  &  Restall,  Toronto. 

BOX  SPRINGS 

Alaska  Bedding  of  Montreal  Limite<l, 
Montreal. 

Canadian  Feather  and  Mattress  Co., 
Toronto. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co..  Cornwall. 
F.  W.  &  S.  Mason,  St.  Andrews,  N.B. 
Ontario  Spring  Bed  and  Mattress  Co., 
Loudon. 

Quality  Mattress  Co.,  Waterloo. 
Standard  Beddin"  Co..  Toronto. 

BOLSTER  ROLLS 

Alaska  Bedding  of  ^Montreal  Limited, 

]\Iontreal. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Jtliddlese.x  Furniture  Co.  Ltd., 

Strathroy. 
Ontario  Spring  Bed  and  Mattress  Co., 

London. 

Quality  Mattress  Co.,  Waterloo. 
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CHIFFONIERS  (Odd  or  to  match  Dres- 
sers and  Stands) 

Anitthes  Fuiruitiure  Co.,  KitcheaieT. 

M.  r.  BeacJi  Co.  Ltd.,  Wiichester. 

Beaeh  Furniture  Co.,  Cornwall. 

Bell  Furniture  Co.,  Southampton. 

Oaniada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Crown  Furniture  Co.,  Preston. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Durham  Furniture  Co.,  Durham. 

Eastern  Townships  Furn.  Mfg.  Co., 
Arthabaska,  Que. 

Gibbard  Furniture  Co.,  Napanee. 

Hepworth  Mfg.  Co.,  HepwoTth. 

Hibner  Furniture  Co.,  Kitchener. 

.lacques  Furniture  Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesiley. 

Geio.  McLagan  Furniture  Co., 
Stratford,  Ont. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

Andrew  Malcolm  Furniture  Co.,  Kin- 
cardine. 

Markdale  Furniture  Co.,  Markdiale. 

Meaford  Mfg.  Co.,  Meaford. 

J.  Oliver  &  Sons,  Ltd.,  Ottawia. 

Pejjpler  Bros.,  Hanover,  Ont. 

Spiesz  Furniture,  Ltd.,  Hanover. 

Stratford  Chair  Co.,  Stratford. 

St.  Lawrence  Furniture  Co.,  Eiviere 

du  Loup,  Quebec. 
Windsor  Furniture  Co.,  Windsor,  NjS. 

COMFORTERS 

Ailiaska  Bedding  of  Montreal  Limited, 
Moditoeal. 

Canadian  Feather  and  Mattress  Co., 
Toronto. 

Toronto  Feather  and  Down  Co.,  To- 
ronto. 

COSTUMERS 

Alasika  Bediding  of  Montreal  Limited, 
MiontxeaJ. 

Anthes  Furniture  Co.,  Kitchener. 

Baetz  Bros.  &  Co.,  Kitchener. 

Beach  Furniture  Co.,  Cornwall. 

Bell  Furniture  Co.,  Southamipton. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Chesley  Chair  Co.,  Chesley. 

Hespeler  Furniture  Co.,  Hespeler. 

Ideal  Bedding  Co.,  Toronto. 

Ives  Modern  Bedstead  Co.,  Cornwall. 

Jacques  Furniture  Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Kitchener. 

Krug  Bros.  &  Co.,  Chesley. 

A.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elom. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 

North    American    Bent    Chair  Co., 

Owen  Sound. 
Snyder  Bros.  U^hols/tering  Co.,  Wlat- 

erloo. 

Toronto  Furniture  Co.,  Toronto. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wiindcr  Furniture  Mfg.  Co., 
Kitchener. 

COTS 

Canadian  Mersereau  Co.,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Krug  Bros.  &  Co.,  Ohesley. 
Munro  Wire  Works,  St.  Andrews,  N.S. 
.  Ontario  Spring  Bed  and  Mattress  Co., 
London. 


Otterville  Mfg.  Co.,  Otterville. 
ii^arkhill  Mfg.  Co.  Ltd.,  Montreal, 

Winnipeg,  Vancouver. 
St.  Lawrence  J!'urniture  Co.,  Riviere 
du  Loup,  Quebec. 

CRADLES 

See  also  Iron  and  Brass  Bea». 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Go.  Ltd., 

Victoriavilile,  Que. 
Eastern  Townships  Furn.  Mfg.  Co., 

Arthabaska,  Que. 
Kilgour  &  Bros.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Lea-Trimble  Mfg.  Co.,  Toronto. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
J.  Oliver  &  Sons,  Ltd.,  Ottawa. 
Boxton  Mill  &  Chair  Mfg.  Co.,  Wat- 
erloo, Quebec. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 

CRIBS 

See  Bedis  (brass  and  iron). 
See  also  cradles. 

DRESSERS  (Only) 

Canada   Fm'niture  Manufacturers 

Ltd.,  Woodstock. 
Crown  Furniture  Co.,  Preston. 
Jacques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 
Meaford  Mfg.  Oo.  Ltd.,  Meaford. 
Gibbard  Furniture  Oo.,  Napan.ee. 
Andrew  Malcolm  Furniture  Company, 

Kincardine. 
Peppier  Bros.,  Hanover,  Ont. 

DRESSERS,  CHIFFONIERS,  CHE- 
VALS,  WASHSTANDS,  SOM- 
NOES,  DRESSING  TABLES, 
ETC. 

Anthes  Furniture  Co.,  Kitchener. 

■Aa't  Furniture  Co.  Ltd.,  Kitcihener. 

Beach  Furniture  Co.,  Cornwall. 

M.  F.  Beach  Co.  Ltd.,  Winchester. 

Bell  Furniture  Co.,  Southampton. 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Dominion  Furniture    Mfg.    Co.,  St. 
Therese,  Que. 

Eastern  Townships  Furn.  Mfg.  Co., 
Arthabaska,  Que. 

Gibbard  Furniture  Co.,  Napanee. 

Hepworth  Mfg.  Co.,  Hepworth. 

Hespeler  Furniture  Co.,  Hespeler. 

Hibner  Furniture  Co.,  Kitchener. 

Jacques  Furniture  Co.,  Kitchener. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

Knechtel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesley. 

Geo.  McLagan  Furniture  Co., 
Stratford,  Ont. 

Malcolm   &    Souter    Furniture  Co., 
Hamilton. 

A.   Malcolm  Furniture  Co.,  Kincar- 
dine. 

Meaford  Mfg.  Co.,  Meaford. 
Middlesex  Fuirniture  Co.,  Strathroy. 
North  American  Furniture  Co.,  Owen 
Sound. 

Orillia  Furniture  Co.,  Orillia 
J.  Oiiver  &  Sons,  Ltd.,  Ottawa. 
Pejijiler  Bros.,  Hano\  er,  Ont. 
Spiesz  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Toronto  Furniture  Co.,  Toronto. 
Victoriaville  Furniture  Co.,  Victoria- 

ville.  Que. 
Windsor  Furniture  Co.,  Windsor,  N.S. 


DRESSERS      AND  WASHSTANDS 
(Odd) 

M.  F.  Beach  Co.,  Winchester. 
Bell  Furniture  Co.,  Southamipton. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Crown  Furniture  Co.,  Preston. 
Dominion    Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Eastern   Townships    Furniture  Mfg. 

Co.,  Arthabaska,  Que. 
Gibbard  Furniture  Co.,  Napanee. 
Hepworth  Mfg.  Co.,  Hepworth. 
Jacques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
J.  Oliver  &  Son,  Ltd.,  Ottawa. 
Spiesz  Furniture  Co.,  Hanover. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quetoec. 
Stratford  Chair  Co.,  Stratford. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

DRESSING  TABLE  DESKS 

Anthes  Furniture  Co.,  Kitchener. 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Gibbard  Furniture  Co.,  Napanee,  Ont. 

Hesiieler  Furniture   Co.,  Hespeler. 

.Jacques  Furniture  Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

Geo.  McLagan  Furni'^ure  Co., 
Stratford,  Ont. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 

HAMPERS 

Canada  Furniture  Mfrs.  Ltd., 
Wioodstock. 

IRON  BUNKS 

Alaiska  Bedding  Co.  Ltd.,  Montreal. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  IBedstead  Co.,  Cornwall. 
Ontario  Spring  Bed  &  Mattress  Co., 
London. 

LADIES'   DRESSING  TABLES  (Odd 
or  to  match  Dressers  and  Stands) 

Anthes  Fua-niture  Co.,  Kitchener. 

M.  F.  Beach  Co.,  Winchester. 

Beach  Furniture  Co.,  Cornwall. 

Bell  Furniture  Co.,  Southampton. 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Crown  Furniture  Co.,  Preston. 

Eastern    Townships    Furniture  Mfg. 
Co.,  Arthabaska,  Que. 

Gibbard  Furniture  Co.,  Nai)anee. 

Hespeler  Furniture  Co.,  Hespeler. 

Hibner  Furniture  Co.,  Kitchener. 

Jacques  Furniture  Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

Krug  Bros,  &  Co.,  Chesley. 

Geo.  McLagan  Furniture  Co., 
Stratford,  Ont. 

Malcolm    &   Souter    Furniture  Co., 
Hamilton. 

.And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Meaford  Mfg.  Co.,  Meaford. 
J  Oliver  &  Son,  Ltd.,  Ottawa 
Spiesz  Furniture  Co..  Hanover. 
Stratford  Chair  Co..  Stratford. 
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MATTRESSES 

Ala&ka  Bedding  of  Montreal  Limited, 

Montreal. 
Antiseptic  Bedding  Co.,  Toronto. 
Bothwell  Mfg.  Co.,  Bothwell. 
Canada     Furniture  Manufacturers 

Ltd.,  Woodstock. 
Canadian  Featlier  and  Mattress  Co., 

Toronto. 

Edmonton    Tent   and   Mattress  Co., 

Edmonton. 
Empire  Bedding  &  Upholstering  Co., 

Toronto. 

Gold    Medal    Furniture    Mfg.  Co., 

Toronto. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Keystone  Bedding  Co.,  London,  Ont. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Krug  Bros.  &  Co.,  Chesley. 
J.  B.  Larose,  Hull,  Que. 
Marshall  Sanitary  Mattress  Co.  Ltd., 

Toronto. 

F.  W.  &  S.  Mason,  St.  Andrews,  N.B. 
Ontario  Spring  Bed  and  Mattress  Co., 
London. 

Peterboro  Mattress  Co.,  Peterboro. 
Quality  Mattress  Co.,  Waterloo. 
Quebec  Mattress  Co.,  Quebec. 
Standard  Bedding  Co..  Toronto. 
Steel  Furnishing  Co.  Ltd., 

New  Glasgow,  N.S. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Whitworth  &  Restall,  Toronto. 

PILLOWS 

Alaska  Bedding  of  Montreal  Lim'ited, 
Montreal. 

Antiseptic  Bedding  Co.,  Toronto. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Feather  and  Mattress  Co., 
Toronto. 

Ideal  Bedding  Co.,  Toronto. 

Tves  Modern  Bedstead  Co.,  Cornwall. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

Krug  Bros.  &  Co.,  Chesley. 

.J.  B.  Larose  .Jr.,  Hull,  Que. 

F.  W.  &  S.  Mason,  St.  Andrews,  N.B. 

Munro  Wire  Works,  Ltd.,  New  Glas- 
gow, N.S. 

Ontario  Sjiring  Bed  and  Mattress 
Co.,  London. 

Quality  Mattress  Co.,  Waterloo. 

Resitmore  Mfg.  Co.,  Vancouver. 

Standard  Bedding  Co.,  Toronto. 

Toronto  Feather  and  Down  Co.,  To- 
ronto. 

Whitworth  &  Restall,  Toronto. 

WARDROBES 

Ant'hes  Furniture  Co.,  Kitchener. 

M.  F.  Beach  Co.,  Winchester. 

Bothwell  Mfg.  Co.,  Bothwell,  Ont. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Crown  Furniture  Co.,  Preston. 

Dominion  Furniture  Mfg.  Co.,  St 
Therese,  Que. 

Eastern  Townshijis  Furniture  Mfg. 
Co.,  Arthabaska,  Que. 

Hepworth  Mfg.  Co.,  Hepworth. 

Hespeler  Furniture  Co.,  Hespeler. 

.Jacques  Furniture  Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesley. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Markdale  Furniture  Co.,  Markdale. 
Meaford  ^Ifg.  Co.,  Meaford. 
J.  Oliver  &  Sons,  Ltd.,  Ottawa. 
Pepyjier  Bros.,  Hanover. 
Spiesz  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Que. 


Dining  Room  Furniture 


BUFFETS,  SIDEBOARDS,  EXTEN- 
SION TABLES,  SIDE  TABLES, 
CHINA  CABINETS,  DINERS. 

Anthes  Furniture  Co.,  itehener. 

Beaver  Furniture  Co.,  Kitchener. 

Beach  Furniture  Co.,  Cornwall. 

Bell  Furniture  Co.,  Southamipton. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Crown  Furniture  Co.,  Preston. 

Gibbard  Furniture  Co.,  Napanee, 

Hejiworth  Mfg.  Co.,  Hepworth. 

Hespeler  Furniture   Co.,  Hespeler. 

Hibner  Furniture  Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesley. 

Lippert  Furniture  Co.,  Kitchener. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mfg.  Co.,  Meaford. 
North  American  Furniture  Co.,  Owen 
Sound. 

Neustadt  Mfg.  Co.  Ltd.,  Neustadt. 
J.  Oliver  &  Sons,  Ottawa. 
Peppier  Bros.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Strathroy. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Toronto  Furniture  Co.,  Toronto. 
Windsor  Furniture  Co.,  Windsor,  N.S. 
BUFFETS  AND  SIDEBOARDS  (only) 

Also  see  Buffets,  etc. 

Canada  Furniture  Mianuf acturer  Ltd., 

Wiood  stock . 
Dominion    Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Eastern    Townships   Furniture  Mfg. 

Co.,  Arthabaska,  Que. 
Gibbard  Furniture  Co.,  Napanee. 
Hespler  Furniture  Co.,  Hespler. 
Kilgour  &  Bros.,  Beauharnois,  Que. 
H.  Krug  Furniture  Co.,  Kitchener. 
D.  H.  Langlois  &  Co.,  St.  John's,  Que. 
Markdale  Furniture  Co.,  Markdale. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 
Meaford  Mfg.  Co.  Ltd.,  Meaford. 
Megantic   Furniture    Co.,  Megantic, 

Que. 

Miididlesex  Furniture  Co.,  Strathroy. 
National  Table  Co.,  Owen  Sound. 
Orillia  Furniture  Co.,  Orillia. 
Paquet  &  Godbout,    St.  Hvacinthe, 
Que. 

Spiesz  Furniture  Co.,  Ltd.,  Hanover. 
CHINA  CABINETS  (Only— Odd  or  to 
match  Sideboards  and  Buffets) 

Amtihes  Furniture  Co.,  Kitchemer. 
Canada  Furniture  Mfrs.  Ltd., 

Wioodstoek. 
Crown  Furniture  Co.,  Preston. 
Dominion    Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Eastern    Townships    Furniture  Mfg 

Co.,  Arthabaska,  Que. 
Gibbard  Furniture  Co.,  Napanee. 
Hibner  Furniture  Co.,  Kitchener. 
.Jacques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Meaford  Mfg.  Co.,  Meaford. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 
Peppier  Bros.,  Hanover,  Ont. 
CURATES 

Canada     Furniture  Manufacturers, 

Ltd.,  'Voodstock. 
H.  Krug  Furniture  Co.,  Kitchener. 


DINERS  (only) 

Also  see  Buffets,  etc. 
Hall  Furniture  Co.,  Hanover. 
Chesley  Chair  Co.,  Chesley. 
F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Flora  Furniture  Co.,  Flora,  Ont. 
Elniira  Furniture  Co.,  Elmira. 
Fraserville   Chair   Co.,   Riviere  du 

Loup,  Que. 
Giddings,  Ltd.,  Granby,  Que. 
Gold  Medal  Furniture  Co.,  Toronto. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lipjiert  Furniture  Co.,  Kitchener. 
John  C.  Mundell  &  Co.,  Elora. 
Geo.  McLagan  Furniture  Co., 
Stratford. 
Meades  Upholstering  Co.,  Hanover. 
McGill  Chairs  Limited,  Cornwall. 
-N'orth  American  Bent  Chair  Co.,  Owen 

Sou nd. 

Owen  Sound  Chair  Co.,  Owen  Sound. 
Preston  Ohair  Co.,  Preston. 
Roxton  Mill  &  Chair  Co.,  Waterloo, 
Que. 

Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Stanfold   Chair  Mfg.   Co.,  Stanfold. 
Quebec. 

Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 
Kitchener. 

DINING  ROOM  TABLES  (not  adjust- 
able) 

Anthes  Furniture  Co.,  Kitchener. 
Chesley  Furniture  Co.,  Chesley, 

manufacturers  of  "Twins." 
Dominion  Furniture  Co.,  St.  Therese, 

Que. 

Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
National  Table  Co.,  Owen  Sound. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

EXTENSION  TABLES  (odd) 

Also  see  Buffets,  etc. 

Baird  Bros.,  Plattsville. 

Beaver  Furniture  Co.  Ltd.,  Kitchener. 

Ohesley  Furniture  Co.  Ltd.,  Chesley. 

Dominion    Furniture    Mfg.    Co.,  St. 
Therese,  Que. 

Eastern  Townships  Furniture  Co.,  Ar- 
thabaska, Que. 

Gibbard  FiirndtuTe  Co.,  Napanete. 

Hespeler  Furniture  Co.,  Hespeler. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Kitchener. 

Geo.  J.  Lippert  Table  Co.,  Kitchener. 

Lucknow  Table  Co.,  Lucknow. 

Geo.  McLagan  Furniture  Co., 
Stratford,  Ont. 

Markdale  Furniture  Co.,  Markdale. 

Meaford  Mfg.  Co.,  Ltd.,  Meaford. 

National  Table  Co.,  Owen  Sound. 

Orillia  Furniture  Co.,  Orillia. 

.J.  Oliver  &  Sons,  Ottawa. 

Spiesz  Furniture  Co.,  Hanover. 

Twin  Pedestal  Extension)  Tables. 


Parlor  and  Living  Room 


FOR  SPECIAL  LINES,  SUCIT  AS  PED- 
ESTALS, TELEPHONE  STANDS, 
ETC.,  SUITABLE  FOR  VARIOUS 
ROOMS,  SEE  NOVELTIES. 

CHESTERFIELDS 

See  upholstered  furniture. 
DAVENPORTS 
See  upholstered  furniture. 
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LIVING  ROOM  CHAIRS  AND 
ROCKERS 

Biaetz  Bros.  &  Co.,  Kitciiener. 
Canada  Furniture  Manufacturers 

Ltd.,  WoQidstack. 
Canaidian  Rattan  Chair  Co.  Lt'd., 

VTctoriavil'le,  Que. 
Chesley  Furniture  Go.  Ltd.,  C'hesley. 
F.  E.  Combe  Furniture  Co.  Ltd., 

Kincardine. 
Elinrira  Furniture  Co.  Ltd.,  Elmira. 
Ellis  Furniture  Co.,  Ingersol'l. 
The  FiarquharsoD-Gifford  Co.  Ltd., 

Stratford. 
The  Gold  Medal  Furniture  Co.  Ltid., 

Toronto. 
Kin  del  Bed  Co.  Ltd.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Life  Long  Furn'iture  Co.,  Ingeirsoll. 
Lippert  Furniture  Co.,  Kitchener. 
MrcGill  Chaiirs  Limited,  Cornwall. 
Meades  ITpiholstering  Co.,  Hanover. 
National  Table  Co.,  Owen  Sound,  Ont. 
North  American  Bent  Chair  Co.  Ltd., 

Owen  Sound. 
Wlmder  Furniture  Mfg.  Co., 

Kitchener. 

MUSIC  CABINETS 

Beach  Furniture  Co,  Cornwall. 

Bell  Furniture  Co.,  Southampton. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Gibbard  Furniture  Co.,  Napanee,  Ont. 

Gold  Medal  Furniture  Mfg.  Co  ,  To- 
ronto. 

Hespeler  Furniture  Co.,  Hespeler 
D.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
And.  Malcolm  Furniture  Co.,  Kim-ar- 

dine. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mtg.  Co,  Meaford. 
Newbigging  Cabinet  Co.,  Hamilton. 
North  American  Furniture  Co.,  Owen 
Sound. 

St.  Lawrence  Furniture  Oo.  Ltd., 
River  du  Loup,  Que. 

PARLOR  OJIAIRS  av.i  ROCKERS 

See  reed  .-nd  upliold i.-?co  1  riiniiluro. 
PARLOR  SUITES 

See  uj'li  )lsi  ered  fui'nitare 
PARLOR  CABINETS 

Canada  Furniture  Manufacturers 
Ltd.,  Woodstock. 

Knechtel  Furniture  Co.,  Hanover. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

PIANO  BENCHES 

Canada  Furniture  Manufacturers 

Ltd.,  Woodstock. 
Knechtel  Furniture  Co.,  Hanover. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 

PARLOR  TABLES 

Bactz  Bros.  Furniture  Co.,  Kitchener. 

Beach  Furniture  Co.,  Cornwall. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Chesley  Furniture  Oo.  Ltd.,  Chesley. 

F.  Fj.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dominion   Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Elmira  Furniture  Co.,  Elmira. 
Gendron  Mfg.  Co.,  Toronto. 


Hespeler  Furniture  Co.,  Hespeler. 

D  Hibner  Furniture  Co.,  Kitchener. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

Knecihtel  Furniture  Co.,  Hanover. 

J.  Kreiner  &  Co.,  Kitchener. 

H.  Krug  Furniture  Co.,  Kitchener. 

Krug  Bros.  &  Ca.,  Chesley. 

D.  H.  Langlois  &  Co.,  St.  John's,  Que. 

Geo.  J.  Lippert  Table  Co.,  Kitchener. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

National  Table  Co.,  Owen  Sound. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
J.  Oliver  &  Sons,  Ottawa. 
Orillia  Furniture  Co.,  Orillia. 
T'eppler  Bros.,  Hanover. 
Strathroy  Furniture  Co.,  Strathroy. 
Stratford  Chair  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Toronto  Furniture  Co.,  Toronto. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

PEDESTALS 

Baetz  Bros.  &  Co.,  Kitchener. 

Beach  Furniture  Co.,  Cornwiall 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Chesley  Furniture  Co.,  Chesley. 

Elmira  Furniture  Co.,  Elmira. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

D.  Hibner  Furniture  Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

J.  Kreiner  &  Co.,  Kitchener. 

Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Kitchener. 

G.  J.  Lippert  Table  Co.,  Kitchener. 

Lippert  Furniture  Co.,  Kitchener. 

IMalcolm  &  Souter  Furniture  Co., 
Hamilton. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

McGill  Chaiirs  Limited,  Cornwall. 
Meades  'U'pholstering  Co.,  Hanover. 
Meaford  Mfg.  Co.,  Meaford. 
Middlesex  FuTuiture  Co.,  Strathroy. 
.T.  C.  Mundell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
Peppier  Bros.,  Hanover. 
Strathroy  Furniture  Co.,  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 
Woeller,  Bolduc  &  Co.,  Waterloo. 


Library  and  Den  Furniture 


BOOKCASES 

Baetz  Bros.  &  Co.,  Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canada  Office  and  School  Furniture 

Co..  Preston. 
Dominion    Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Hibner  Furniture  Co.,  Kitchener. 
Jacques  Furniture  Co.,  Kitchener. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Kueohtel  Furniture  Co.,  Hanover. 
J.  Kreiner  &  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 


H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
Markdale  Furniture  Co.,  Markdale. 
And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

G.  McLa.gan  Furniture  Co.,  Stratford. 
Meaford  Mfg.  Co.,  Meaford. 

North  American  Furniture  Co.,  Owen 
Sound. 

Strathroy  Furniture  Co.,  Strathroy. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Spiesz  Furniture  Co.,  Hanover. 
Toronto  Furniture  Co.,  Toronto. 
Windsor  Furniture  Co.,  Windsor,  N.S 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

BOOK  STANDS 

(See  Magazine  Racks). 

BOOKCASES  (Sectional) 

Baetz  Bros  &  Co.,  Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Glcube-Wernicke  Co,.  Stratford. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture   Co.,  Hanover. 
George     McLagan     Furniture  Co., 

Stratford. 

CARD  AND  DEN  TABLES 

'Baetz  Bros.  &  Co.,  Kitchener. 
Bell  Furniture  Co.,  Southampton. 

-  Canada     Furniture  Manufacturers. 

Ltd.,  Woodstock. 

•  Chesley  Furniture  Co.,  Chesley. 
Elmira  Furniture  Go.  Ltd.,  ElmiTa. 
Hespeler  Furniture  Co.,  Hespeler. 

•Hourd  &  Co.,  London. 
D.  Hibner  Furniture  Co.,  Kitchener. 

-  Knechtel  Furniture  Co.,  Hanover. 
J.  Kreiner  &  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 

•  H.  Krug  Furniture  Co.,  Kitchener. 
•G.  J.  Lippert  Table  Co.,  Kitchener. 

Malculm  &  Souter  Furniture  Co., 
Hamilton. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

•  Geo.  McLagan  Furniture  Co.,  Strat- 

ford. 

•  Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 

•National  Table  Co.,  Owen  Sound. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 

Snyder  Bros.,  Upholstering  Co.,  Wat- 
erloo. 

•  Stratford  Mfg.  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Strathroy. 
Walker  &  Clegg,  Wingham. 

■  Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 
Kitchener. 

CELLARETTES 

Canada     Furniture  Manufacturers, 

Ltd.  Woodstock. 
J.  Kreiner  &  Co.,  Kitchener. 

H.  Krug  Furniture  Co.,  Kitchener. 
And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

J.  C.  Mundell  &  Co.,  Elora. 
North  American  Furniture  Co.,  Owe" 
Sound. 

Toronto  Furniture  Co.,  Toronto. 

CHAIRS  and  SETTEES 

See  upholstered  furniture. 
COUCHES 

See  upholstered  furniture. 
DAVENPORTS 

See  upholstered  furniture. 
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DESKS,  LIBRARY 

Anthes  Furniture  Co.,  Kitchener. 

Baetz  Bros.  &  Co.,  Kitchener. 

Baird  Bros.,  Plattsville. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canada  OiBce  and  School  Furniture 
Co.,  Preston. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dominion  Furniture  Co.,  St.  Therese, 
Que. 

Elmira   Furniture   Co.   Ltd.,  Elmira. 
Glohe-Wernicke  Co.,  Stratford. 
Hibner  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
Knechtel  Furniture  Co..  Hanover. 
Lippert  Furniture  Co.,  Kitchener. 
Meades  Ujiholstering  Co.,  Hamover. 
Meaford  Mfg.  Co.,  Meaford. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

And.  Malcolm  Furniture  Co.,  Kindar- 
dine. 

J.  C.  Mundell  &  Co.,  Elora. 
National  Table  Co..  Owen  Sound. 
North  American  Furniture  Co.,  Owen 
Sound. 

Preston  Furniture  Co.,  I'reston. 
Strathroy  Furniture  Co.,  Strathroy. 
Wunder  Furniture  Mfg.  Co., 
Kitchener. 

LIBRARY  TABLES 

Baetz  Bros.  &  Co.,  Kitchener. 
Baird  Bros.,  Plattsville. 
Bell  Furniture  Co.,  Southampton. 
Berlin  Office  &  Fixture  Co.,  Kitchener. 
Canadia     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canada  Office  and  School  Furniture 

Co.,  Preston. 
Chesley  Chair  Co.,  Chesley. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dominion    Furniture   Mfg.    Co.,  St. 

Therese,  Que. 
Durham  Furniture  Co.,  Durham. 
Elmira  Furniture  Co.,  Elmira. 
The  Gold  Medal  Furniture  Co.  Ltd., 
Toronto. 

Hespeler  Furniture  Co.,  Hespeler. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Jacques  Furniture  Co.,  Kitchener. 
Kilgour  &  Bros.,  Ltd.,  Beauharnois, 
Que. 

Knechtel  Furniture  Co.,  Hanover. 
J.  Kreiner  &  Co.,  Kitchener. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.,  &  Co..  Chesley. 

G.  J.  Lippert  Table  Co.,  Kitchener. 
And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meades  Upholstering  Co.,  Hanover. 

Meaford  Mfg.  Co.,  Meaford. 

John  C.  Mundell  &  Co.,  Elora. 

National  Table  Co.,  Owen  Sound. 

North  American  Furniture  Co.,  Owen 
Sound. 

Peyipler  Bros.,  Hanover. 

Spiesz  Furniture  Co.,  Hanover. 

Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

Stratford  Chair  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Strathroy. 
Toronto  Furniture  Co.,  Toronto 
Walker  <3s  Clegg,  Wingham. 
Waterloo  Furniture  Co..  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 
Kitchener. 


MAGAZINE  RACKS  AND  STANDS 

Baetz  Bros.  &  Co.,  Kitchener. 

Bell  Furniture  Co.,  Southampton. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Office  and  School  Furniture 
Co.,  Preston. 

P.  E.  Coombe  Furniture  Co.  Ltd., 
Kdneardine. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

D.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
J  Kreiner  &  Co.,  Kitchener. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
Lippert  Furniture  Co.,  Kitchener. 
And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Matthews  Bros.,  Toronto. 
J.  C.  M;undell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 
Sound. 

Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

Strathroy  Furniture  Co.,  Strathroy. 
Walker  &  Clegg,  Wingham. 
Wunder  Furniture  Mfg.  Co., 
Kitchener. 

MORRIS  CHAIRS 

Canada  Furniture  Manufasturers, 
Ltd.,  Woodstock 

Dominion  Furniture  Mfg.  Co.,  St 
Therese,  Que. 

Ellis  Furniture  Co.,  Ingersoll. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Hachborn  &  Co.,  Kitchener. 
Imperial  Eattan  Co.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
Morlock  Bros.,  Hanover. 

J.  C.  Mundell  &  Co.,  Elora. 

Parlor   Furniture  Manufacturers 
Ltd.,  Pointe-iaux-Trembles,  Que. 

Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo.- 
Woeller,  Bolduc  &  Co.,  Waterloo. 

SMOKERS'  SETS 

Canada  Furniture  Manufacturers 
Ltd.,  Stratford. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Knechtel  Furniture  Co.,  Hanover. 
And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Meaford  Mfg  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 
North  American  Furniture  Co.,  Owen 
Sound. 

National  Table  Co.,  Owen  Sound. 

Parlor  Furniture  Manufacturers, 
Pointe-aux-Trembles,  Que. 

WRITING    TABLES    AND  SECRE- 
TARIES 

Baetz  Bros.  &  Co.,  Kitchener. 
Bell  Furniture  Co.,  Southampton. 
F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 


Canada  Office  &  School  Furniture 
Co.,  Preston 

D  ominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Durham  Furniture  Co.,  Darham. 

Elmira  Furniture  Co.,  Elmira. 

Hibner  Furnitiire  Co.,  Kitchener. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

Knechtel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Kitchener. 

G.  J.  Lippert  Table  Co.,  Kitchener. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 
Geo.  McLagan  Furniture  Co.,  Strat 

ford. 

North  American  Furniture  Co.,  Owen 
Sound. 

Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

Spiesz  Furniture  Co.,  Hanover. 
Stratford  Ohair  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Strathroy. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Toronto  Furniture  Co.,  Toronto. 
Windsor  Furniture  Co.,  Windsor,  N.S. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 


Hall  r  urniture 


CONSOLE  TABLES  AND  MIRRORS 

Baetz  Bros.  &  Co.,  Kitchener. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Hesiieler  Furniture  Co.,  Hespeler. 

H.  Krug  Furniture  Co.,  Kitchener. 

And.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

North  American  Furniture  Co..  Owen 
Sound. 

Wunder  Furniture  Co.,  Kitchener. 
HALL  CHAIRS 

Baetz  Bros.  &  Co.,  Kitchener. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

C.  P.  Gilinas  &  Frere,  Three  Rivers, 
Que. 

Elmira  Furniture  Co.,  Elmira. 
Hespeler  Furniture  Co.,  Hespeler. 

D.  Hibner  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Kitchener. 
McGill  Chair  Co.,  Cornwall. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

J.  C.  Mundell  &  Co.,  Elora. 

North    American    Bent    Chair  Co., 

Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 

Stanfold  Chair  Mfg.  Co.,  Stanfold, 
Que. 

Stratford  Ohair  Co.,  Stratford. 
Wunder  Furniture  Co.,  Kitchener. 

HALL  CLOCKS 

Baetz  Bros.  &  Co.,  Kitchener. 
HALL  SEATS  AND  MIRRORS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstoclc. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
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Krug  Bros.  &  Co.,  Chesley. 
Lippert  Furniture  Co.,  Kitchener. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mfg.  Co.,  Meaford. 
Ma.rl<dale  Furniture  Co.,  Markdale. 
National  Table  Co.,  Owen  Sound,  Ont. 
North  American  Furniture  Co.,  Owen 

Sound. 
Peppier  Bros.,  Hano\er. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

HALL  TREES 

Baetz  Bros.  &  Co.,  Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Hespeler  Furniture  Co..  Hespeler. 
D.  Hibner  Furniture  Co.,  Kitchener. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lindsay   Library   &   Office  Fittings, 

Lindsay. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

J.  C.  Mundell  &  Co.,  Flora. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
North  American  Furniture  Co..  Owen 

Sound. 
Peppier  Bros.,  Hanover. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

HALL  RACKS 

Anthes  Furniture  Co.,  Kitchensr. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Dominion  Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Dymond-Colonial  Co.,  Strathroy. 
T>.  Hibner  Furniture  Co.,  Kitchener. 
Kilgour   Bros.    &    Co.,  Beauharnois, 

Que. 

Lippert  Furniture  Co.,  Kitchener. 
Meaford  Mfg.  Co.,  Meaford. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Peppier  Bros.,  Hanover. 

St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

UMBRELLA  STANDS 

Canada  Furniture  'Manufiu-turors, 
Ltd.,  Woodstock 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

UiiK  'a  Fur)iitu)f   (..)..  IMmira 

Hespeler  Furniture  Co.,  Hespeler. 

Interior  Hardwood  Co.,  Kitchener. 

J.  Kreiner  &  Co.,  Kitchener. 

H.  Krug  Furniture  Co.,  Kitchener. 

Kneehtel  Furniture  Co.,  Hanover. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mfg.  Co.,  Meaford. 

J.  C.  Mundell  &  Co.,  Flora. 

National  Table  Co.,  Owen  Sound. 

North  American  Bent  Chair  Co., 
Owen  Sound. 

North  American  Furniture  Co.,  Owen 
Sound. 

Pejipler  Bros.,  Hanover. 

Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 


Kitchen  and  Laundry 


BAKE  AND  IRONING  BOARDS 

H.  E.  Furniture  Co.,  Milverton. 
Krug  Bros.  &  Co.,  Chesley. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

CHAIRS 

Ball  Furniture  Co.,  Limited,  The, 
Hanover. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co.  Ltd., 
Victoriaville,  Que. 

Chesley  Chair  Co.,  Ltd.,  Chesley. 

Danville  Chair  &  Specialty  Co.,  Dan- 
ville, Que. 

Dominion  Chair  Co.,  Limited,  Bass 
River,  N.S. 

Durham  Furniture  Co.,  Durham. 

Fraserville  Chair  Company,  Fraser- 
ville,  Que. 

C.  P.  Gilinas  &  Frere,  Three  Rivers, 
Que. 

Giddings,  Limited,  Granby,  Que. 
Harriston  Furniture  Mfg.  Co.,  Har- 
riston. 

D.  Hibner  Furniture  Co.,  Kitchener: 
Kilgour    Bros.    &    Co.,  Beauharnois, 

Que. 

Krug  Bros.  &  Co.,  Chesley. 
Kneehtel  Furniture  Co.,  Hanover. 
McGill  Chairs  Limited,  Cornwall. 
North    American     Bent    Chair  Co., 

Owen  Sound. 
Neustadt  Mfg.  Co.,  Neustadt. 
J.  Oliver  &  Sons,  Ltd.,  Ottawa. 
Roxton  Mill  &  Chair  Co.,  Waterloo, 

Que. 

Stanfold  Chair  Mfg.  Co.,  Stanfold, 
Que. 

George  Valliere,  Quebec,  Que. 

CLOTHES  DRIERS 

Chesley  Chair  Co.,  Chesley. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

CLOTHES  WRINGERS 

.1.  H.  Connor  &  Sons,  Ottawa. 
CUPBOARDS 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Durham  Furniture  Co.,  Durham. 

Eastern  Townships  Furnituro  Mfg. 
Co.,  Arthabaska,  Que. 

H;  E.  Furniture  Co.,  Milverton. 

Harriston  Furniture  Mfg.  Co.,  Har- 
riston. 

Hejiworth  Mfg.  Co.,  Hepworth. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Kneehtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
J.  Oliver  &  Sons,  Ottawa. 
St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Que. 

CURTAIN  STRETCHERS 

Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

KITCHEN  CABINETS 

Canada     Furniture     Manuf  ..cturers 

Ltd.,  Woodstock. 
Eastern    Townships    Furniture  Mfg. 

Co.,  Arthabaska,  Que 
Wm.  Gray,  Sons  &  Cam])bell, 

Chatham,  Out. 
lIiMii  &  Nott,  Brantford. 
Hourd  &  Co.,  London. 
H.  E.  Furniture  Co.,  Milverton. 
Kneehtel  Furniture  Co.,  Hanover. 


Kneehtel  Kitchen  Cabinet  Co.,  Han- 
over 

Krug  Bros.  &  Co.,  Chesley. 
Markdale  Furniture  Co.,  Markdale. 
.1.  Oliver  &  Sons,  Ottawa. 
Stratford  Mfg.  Co.,  Stratford. 

PORCELAIN  TABLES 

TI.  E.  Furniture  Co.,  Milverton. 
Stratford  Mfg.  Co.,  Stratford. 

STEP-LADDER  CHAIRS 

Chesley  Chair  Co.,  Chesley. 
Stratford  Mfg.  Co.,  Stratford. 

STOVES  AND  RANGES 

Beach  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamilton. 
Clare  Bros.,  Preston. 
Gait  Stove  &  Furnace  Co.,  Gait. 
Enterprise  Foundry    Co.,  Sackvilli 
N.B. 

Findlay  Bros.,  Carleton  Pla^e. 
Gura(y  Foundry  Co.,  Toronto 
Hall-Zryd  Foundry  Co.,  Hespeler. 
Hamilton  Stove  .S:  ir._;itc:-  Co.,  Hamil- 
ton. 

MeClary  Mfg.  Co.,  London. 

Moffat  Stove  Co.,  Weston. 

D.  Moore  Co.,  Hamilton. 

Jas.  Smart  Mfg.  Co.,  Brockville. 

Jas.  Stewart  Mfg.  Co.,  Woodstock. 

TABLES 

Canada     Furniture  Manufacturers, 

Ltd.,  Wcodstcck. 
Gushing  Bros.,  Calgary. 
Eastern  Townships    Furnitur-3  Mfg. 

Co.,  Arthabasku,  Que.  ( 
Hepworth  Mfg.  Co.,  Hepworth. 
Kneehtel  Furniture  Co.,  Hanover. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Kilgour  &  Bros.,  Ltd.,  Beauharnois, 

Que. 

Kneehtel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Kitchener. 

D.  H.  Langlois  &  Co.,  St.  John's,  Que. 

Lucknow  Table  Co.,  Lueknow. 

G.  .T.  Lippert  Table  Co.,  Kitchener. 

Meaford  Mfg.  Co.,  Meaford. 

J.  Oliver  &  Sons,  Ottawa. 

St.  Lawrence  Furniture  Co.,  Riviere 

ilu  Loup,  Que. 
Stratford  Mfg.  Co.,  Stratford. 
Windsor  Furniture  Co.,  Windsor,  N.S. 
Weiler  Bros.,  Victoria,  B.C. 

TUB  STANDS 

J.  H.  Connor  &  Sons,  Ottawa. 

REFRIGERATORS 

Eureka  Refrigerator  Co.,  Toronto. 
Ham  &  Nott,  Branlford. 
John  Hillock  &  Co.,  Toronto. 
Sanderson,  Harold,  Co.,  Paris. 
James  Smart  Mfg.  Co.,  Brockville. 

WASHING  MACHINES 

J.  H.  Connor  &  Sons,  Ottawa. 
Cummer-Dovv'swcll,  Hamilton. 
Geo.  C.  Kaittins;  &  Son,  Gait. 
D.  Mn.xwell  &  Sons,  St.  Mary's. 

CLOTHES  WRINGERS 

Jas.  Steel©  Ltd.,  Guelph. 


Bathroom  Furniture 


BATHROOM  FITTINGS 

Gendron  Mfg.  Co.,  Toronto. 
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MEDICINE  CABINETS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Dominion  Furniture    Mfg.    Co.,  St. 

Tiierese,  Que. 
Gendron  Mfg.  Co.,  Toronto. 
H.  E.  Furniture  Co.,  Milvorton. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Meaford  Mfg.  Co.,  Meaford. 
IMarlvdale  Furniture  Co.,  Markdale. 
Matthevrs  Bros.,  Toronto. 
North  American  Furniture  Co.,  Owen 

Sound. 

J.  Oliver  &  Sons,  Ottawa. 

Philips  Mfg.  Co.  Ltd.,  Toronto. 

St.  Lawrence  Furniture  Co.,  Eiviere 

du  Loup,  Que. 
D.  L.  Shafer  Co.,  St.  Thomas. 

MIRRORS 

See  Novelties. 
STOOLS 

See  office  furniture. 


Verandah,  Lawn  and  Camp 


AWNINGS  AND  WINDOW  SHADES 

Geo.  H.  Hees  &  Sons  Co.,  Toronto. 
Fred  G.  Soper  Co.,  Toronto. 

BOAT  CHAIRS  (Revolving) 

H.  Krug  Furniture  Co.,  Kitchener. 

CAMP  STOOLS 

Ideal  Bedding  Co.,  Toronto. 
Krug  Bros.  &  Co.,  Chesley. 
Otterville  Mfg.  Co.,  Otterville. 
Roxtou  Mill  &  Chair  Co.,  Waterloo, 
Quebec. 

Stratford  Mfg.  Co.,  Stratford. 
CAMP  BEDS  AND  COTS 

(See  Iron  and  BraS'S  Beds). 

Colleran  Spring  Bed  Co.,  Ltd., 
Toronto. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 
Krug  Bros.  &  Co.,  Chesley. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

CHAIRS,  ROCKERS  AND  SETTEES 

Baetz  Bros.  &  Co.,  Kitchener. 

J.  E.  Beauchamp  &  Co.,  Montreal 

F.  Bibby  &  Co.,  Dundas. 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Co.,  Victoria- 

ville.  Que. 
Chesley  Chair  Co.,  Chesley. 
Danville  Chair  Co.,  Danville,  Que. 
Fraserville    Chair    Co.,  Fraserville, 

Que. 

Gendron  Mfg.  Co.,  Toronto. 
0.  P.  Gilinas  &  Frere,  Three  Rivers, 
Que. 

Imperial  Rattan- Co.,  Stratford. 
Krug  Bros.  &  Co.,  Chesley. 
Malcolm  Co.,  Limited,  Vancouver. 
J.  C.  Mundcll  &  Co.,  Flora. 
McGill  Chairs  Ltd.,  Cornwall. 
North  American  Bent  Chair  Co.  Ltd., 

Owen  Sound. 
Otterville  Mfg.  Co.,  Otterville. 
Roxton  Mill  &  Chair  Co.,  Waterloo, 

Que. 

Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 


Stanfold  Chair  Mfg.  Co.,  Stanfold, 
Quebec. 

COUCH  HAMMOCKS 

Ailasika  Bedding  of  Montreal  Limited, 

Montreal. 
Gait  Robe  Co.,  Gait. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  CHAIRS 

J.  E.  Beauchamp  &  Co.,  Montreal. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Co.,  Victoria- 

ville.  Que. 
Canadian  Steel    Specialty  Company, 

Grimsby. 
Chesley  Cliair  Co.,  Chesley. 
Krug  Bros.  &  Co.,  Chesley. 
Otterville  Mfg.  Co.,  Otterville. 
Roxton  Mill  &  Chair  Co.,  Waterloo, 

Que. 

Stratford  Mfg.  Co.,  Stratford. 
FOLDING  TABLES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Co.,  Victoria- 

ville.  Que. 
Hourd  &  Co.,  London. 
Krug  Bros.  &  Co.,  Chesley. 
^McGiU  Cliiaiirs  Limited,  Cornwall. 
National  Table  Co..  Owen  Sound. 
.1.  Oliver  &  Sons,  Ottawa. 
Roxton  Mill  &  Chair  Co.,  Waterloo, 

Quebec. 

Strathroy  Furniture  Co.,  Strathroy. 
Stratford  Mfg.  Co.,  Stratford. 

HAMMOCKS 

Otterville  Mfg.  Co.,  OtteTville. 
Gait  Robe  Co.,  Gait. 

LADDERS 

Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

LAWN  SEATS  AND  SWINGS 

.J.  E.  Beauchamp  &  Co.,  Montreal. 

Canadian  Buffalo  Sled  Co.,  Preston. 

Canadian  Rattan   Chair  Co., 
Victoriaville,  Que. 

Danville  Chair  &  Specialty  Co.,  Dan- 
ville, Que. 

J.  C.  Mundell  &  Co..  Elora. 

Stratford  Mfg.  Co.,  Stratford. 

.Tames  Smart  Mfg.  Co.,  Brockville. 

W.  F.  Vilas,  Cowansville,  Que. 

.lohn  Watson  Mfg.  Co.,  Ayr,  Ont. 

OLD  HICKORY  FURNITURE 

Imperial  Rattan  Co.,  Stratford. 

PARK  SEATS 

Stratford  Mfg.  Co..  Stratford. 
.Tames  Smart  Mfs.  Co.,  Brockville. 
John  Watson  Mfg.  Co.,  Ayr. 

REED  AND  RATTAN  FURNITURE 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co.,  Victoria- 
ville, Que. 

Gendron  Mfg.  Co.,  Toronto. 

Imperial  Rattan  Co.,  Stratford. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

J.  E.  Smith  &  Co.,  Windsor,  N.S. 

SEAGRASS  FURNITURE 

W.  B.  Jennings  Co..  St.  Thomas. 
The  Malcolm  Co.,  Vancouver,  B.C. 

WILLOW  FURNITURE 

F.  Bibby  &  Co.,  Dundas. 
Brantford  Willow  Works,  Brantford. 
Im-perial  Rattan  Co..  Stratford. 
Malcolm  Co.,  Limited,  Vancouver. 


Office  Furniture 


BOARDROOM  TABLES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canada   Office   &   School  Furn.  Co., 
Preston. 

F.  E.  Coombe  Furn.  Co.,  Kincardine. 
Globe  Furniture  Co.,  Waterloo. 
Interior  Hardwood  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchenerv 
Krug  Bros.  &  Co.,  Chesley. 
J.  C.  Mundell  &  Co.,  Elora. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
Snyder  Desk  &  Table  Co.  Ltd., 

Waterloo. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 

BOOKCASES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Globe  Furniture  Co.,  Waterloo. 
Globe- Wernicke  Co.,  Stratford. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Interior  Hardwood  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Geo.  McLagan  Furn.  Co.,  Stratford. 
Meaford  Mfg.  Co.,  Meaford. 
North  American  Furniture  Co.,  Owen 

Sound. 

Snyder  Desk  &  Table  Oo.  Ltd.. 

Waterloo. 
St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Quebec. 

CHAIRS 

Ball  Furniture  Co.,  Hanover. 

Bell  Furniture  Co.,  Southampton. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Caniailian  Rattan  Chair  Co.  Ltd., 
Victoriaville,  Que. 

Chesley  Chair  Co.,  Chesley. 

F.   E.   Coombe   Furniture   Co..  Kin- 
cardine. 

Danville  Chair  &  Specialtj'  Co.,  Dan- 
ville, Que. 

Elmira  Furniture  Co.,  Elmira. 

Fraserville    Chair    Co.,    Riviere  du 
Loup,  Quebec. 

Globe  Furniture  Co.,  Waterloo. 

D.  Hibner  Furniture  Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Kitchener. 

Krug  Bros  &  Co..  Chesley. 

Geo.  McLagan  Furniture  Co., 
Stratford,  Ont. 

McGill  Chairs  Limited,  Cornwall. 

John  C.  Mundell  &  Co..  Elora. 

North    American    Bent    Chair  Co., 
Owen  Sound. 

Owen  Sound  Chair  Co..  Owen  Sound. 

Stanfold   Ohair  Mfg.   Co.,  Stanfold, 
Quebec. 

Stratford  Chair  Co..  Stratford. 

Snvdev  Desk  &  Table  Oo.  Ltd., 

Wiaterloo. 
Woeller,  Boldue  &  Co.,  Waterloo. 

DESKS— FLAT  AND  30LL-TOP 

Baird  Bros.,  Plattsville. 
Beach  Furniture  Co.,  Cornwall. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Dominion    Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Glotoe-Wernioke  Co.  Ltd.,  Stra.tfiord. 
Interior  Hardwood  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
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-  Kilgour  &  Bros.,  Beaubarnois,  Que. 
Knechtel  Turniture  Co.,  Hanover. 
A.   Malcolm  Furniture   Co.,  Kincar- 
dine. 

Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 
Sound. 

J.  Oliver  &  Sons,  Ottawa. 
Paquet   &   Godbout,   St.  Hyaeinthe, 
Que. 

Preston  Furniture  Co.,  Preston. 
Stratiiroy  Furniture  Co.,  Strathroy. 

Snyder  hesk  &  Taibl'e  'Oo.  Ltd., 
Waterloo. 

St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Steel  Equpiment  Co.,  Ottawa. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

DESKS— STANDING 

Canada     Furniture  Manufacturers, 

Woodstock. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Globe-Wernicke  Co.  Ltd.,  Stratford. 
Globe  Furniture  Co.,  Wiaterloo. 
Interior  Hardwood  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
A.  Malcolm  Turn.  Co.,  Kincardine. 
Snvder  Desk  &  Table  Oo.  Ltd., 

Waterloo. 

FILING  CABINETS  AND  SUPPLIES 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Glob&-We.rnieke  Co.  Ltd.,  Stratford. 

Knechtel  Furniture  Co.,  Hanover. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Steel  Equipment  Co..  Ottawa. 
Snvder  Desk  &  Table  Oo.  Ltd., 
Waterloo. 

OFFICE  TRUCKS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Hespeler  Furniture  Co.,  Hespeler. 
Interior  Hardwood  Co.,  Kitchener. 
Snvder  Desk  &  Table  Oo.  Ltd., 

Waterloo. 

SETTEES 

Berlin  Interior  Hardwood  Co., 

Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  R-attan  Cha'-  Co,  Victoria- 

ville.  Que. 
Canada  Office  &  School  Furniture  Co., 

Preston. 

F.  E.  Goombe  Furniture  Co.  Ltd., 

Kincardine. 
Elmira  Furniture  Co.,  Elmira 
Globe  Furniture  Co.,  Waterloo. 
Imperial  Rattan  Co.,  Stratford. 
H.  Krug  Furniture  Co.,  Kitchener. 
.L  C.  Mundell  &  Co.,  Flora. 
North  American  Bent  Chair  Co., 

Owen  Sound. 
Snyder  Desk  &  Taible  'Oo.  Ltd., 

Waterloo. 
Walker  &  Clegg,  Wingham. 

STOOLS 

Ball  Furniture  Co.,  Hanover. 

Bell  Furniture  Co.,  Southampton. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co.  Ltd., 
Victoriavillc,  Que. 

Chesley  Chair  Co.,  Chesley. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Danville  Chair  Co.,  Danville,  Que. 


Elmira  Furniture  Co.,  Elmira. 
Globe  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Mfg.  Co., 
Toronto. 

Interior  Hardwood  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
J.  C.  Mundell  &  Co.,  Flora. 
McGill  Ohaiirs  Limited,  Oornwall. 
National  Table  Co.,  Owen  Sound. 
Neustadt  Mfg.  Co.  Ltd.,  Neustadt, 
Ont. 

North    American    Bent    Chair  Co., 

Owen  Sound. 
Snyder  Desk  &  Ta-ble  Oo.  Ltd., 

Waterloo. 
Stratford  Chair  Co.,  Stratford.  _ 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup.  Quebec. 
Stratford  Mfg.  Co.  Ltd.,  Stratford. 

TABLES 

Bell  Furniture  Co.,  Southampton. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Chesley  Furniture  Co.,  Chesley. 

Elmira  Furniture  Co.,  Elmira. 

Glolbe-Wernicke  Co.  Ltd.,  Stratford. 

Globe  Furniture  Co.,  Waterloo. 

Interior  Hardwood   Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Kitchener. 

Krug  Bros.  &  Co.,  Cheslev. 

G.  .1.  Lippert  Table  Co.,  Kitchener. 

.1.  C.  Mundell  &  Co.,  Flora. 

A.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
Preston  Furniture  Co.,  Preston. 
Peppier  Bros.,  Hanover. 
Strathroy  Furniture  Co.,  Strathroy. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Snyder  Desk  &  Table  Oo.  Ltd., 

Waterloo. 

Windsor  Furniture  Co.,  Windsor,  N.S. 

TYPEWRITER  DESKS 

Baird  Bros.,  Plattsville. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Globe-Wernicke  Co.,  Stratford. 

Interior  Hardwood  Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

A.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Preston  Furniture  Co.,  Preston. 
Snyder  Desk  &  Table  'Oo.  Ltd., 
Waterloo. 

WARDROBES 

"anada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Globe-Wernicke  Co.,  Stratford. 
Ca  Jidda  Office  &  School  Furniture  Co., 

Preston. 

Interior  Hardwood  Co.,  Kitchener. 
Jacques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Meaford  Mfg.  Co.,  Meaford. 
Preston  Furniture  Co.,  Preston. 
Peppier  Bros.,  Hanover. 
Snyder  Desk  &  Table  Go.  Ltd., 
Waterloo. 

WASTE  BASKETS 

See  Novelties. 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Globe-Wernicke  Co.,  Stratford. 


Imperial  Rattan  Co.,  Stratford. 
Interior  Hardwood  Co.,  Kitchener. 

nechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Malcolm   &    Souter    Furniture  Co., 

Hamilton. 
J.  C.  Mundell  &  Co.,  Flora. 
Preston  Furniture  Co.,  Preston. 
Snyder  Desk  &  Table  Co.  Ltd., 

Waterloo. 


Church  and  School  Furniture 


ASSEMBLY,  HALL  AND  THEATRE 

Ai*t  Furniture  Co.,  Kitchener. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Canadian   Steel  Specialty  Company, 

Grimsby. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Chesley  Chair  Co.,  Chesley. 

Danville  Chair  &  Specialty  Co.,  Dan- 
ville, Que. 

Dominion  Chair  Co.,  Bass  River,  N.S. 

Fraserville  Chair  Co.,  Fraserville. 

Globe  Furniture  Co.,  Waterloo. 

Interior  Hardwood  Co.,  Kitchener. 

J.  C.  Mundell  &  Co.,  Flora. 

National  Table  Co.,  Owen  Sound. 

North  American  Bent  Chair  Co., 
Owen  Sound. 

J.  Oliver  &  Sons,  Ottawa. 

Owen  Sound  Chair  Co.,  Owen  Sound. 

Royal  Chair  Co.,  Quebec. 

Stratford  Mfg.  Co.,  Stratford. 

Stanfold  Chair  Mfg.  Co.,  Stanfold. 

James  Smart  Mfg.  Co.,  Brockville. 

Valley  City  Seating  Co.,  Dundas. 

W.  F.  Vilas,  Cowansville,  Que. 

BLACKBOARDS 

Globe  Furniture  Co.,  Waterloo. 

CHURCH,  SCHOOL  AND  LODGE 

Art  Furniture  Co.  Ltd.,  Kitchener. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Canadian  Steel  Specialty  Company, 
Grimsby. 

Globe  Furniture  Co.,  Waterloo. 

Interior  Hardwood  Co.,  Kitchener. 

J.  C.  Mundell  &  Co.,  Flora. 

North  American  Bent  Chair  Co., 
Owen  Sound. 

J.  Oliver  &  Sons,  Ottawa. 

James  Smart  Mfg.  Co.,  Brockville. 

John  B.  Snider,  Waterloo. 

Stratford  Mfg.  Co..  Stratford. 

St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Quebec. 

Vnlley  City  Seating  Co.,  Dundas. 

W.  F.  Vilas,  Cowansville,  Que. 

Westport  School  Furniture  Co.,  West- 
port. 

Walker  &  Clegg,  Wingham. 

LODGE  SETTEES,  PEDESTALS,  AL- 
TARS, ETC. 

Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Canada     Fiirnitare  Manufacturers, 

Ltd.,  Woodstock. 
Globe  Furniture  Co.,  Waterloo. 
Interior  Hardwood  Co.,  Kitchener. 
McGill  Chair  Co.,  Cornwall. 
Walker  &  Clegg,  Wingham. 

PRAYER  DESKS 

D.  H.  Lauglois  &  Co.,  St.  John's,  Que. 
TEACHER'S  DESKS  AND  CHAIRS 

Globe  Furniture  Co.,  Waterloo. 
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Upholstered  Furniture 


CHESTERFIELDS 

Baetz  Bros.  &  Co.,  Kitchener. 

Canada  Furniture  Manufacturers, 
Ijtd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

De  Luxe  Upholstering  Co.,  Kitchener. 
EDis  Furniture  Oo.,  Ingersoll. 
Parquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  H.  Hachborn  &  Co.,  Kitchener. 

D.  Hibner  I\irniture  Co.,  Kitchener. 

Jeffries  Furniture  Co.,  Welland. 

Knechtel  Furniture  Co.,  Hanover. 

Kindeil  Bed  Co.  Ltd.,  Stratford. 

H.  Krug  Furniture  Co.,  Kitchener. 

Life  Long  Furniture  Co.,  Ingersoll. 

Montreal  Upholstering  Co.,  Montreal. 

Meades  Upholstering  Co.,  Hanover. 

Parlor  Furniture  Manufacturers  Ltd., 
Pointe-aux-Trembles,  Que. 

Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

Walker  &  Clegg,  Wingham. 

COUCHES 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Ellis  Furniture  Co.,  Ingersoll. 

Farquharson-Gifford  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  Hachborn  &  Co.,  Kitchener. 

D.  Hibner  Furniture  Co.,  Kitchener. 

Imperial  Rattan  Co.,  Stratford. 

Ideal  Bedding  Co.,  Toronto. 

Jeffries  Furniture  Co.,  Welland. 

Kindel  Bed  Co.  Ltd.,  Stratford. 

Kilgour  &  Bros.,  Beauharnois,  Que. 

Knechtel  Furniture  Co.,  Hanover. 

Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Kitchener.  . 

Meiades  Upholstering  Co.,  Hanover. 

Montreal  Upholstering  Co.,  Montreal. 

Morlock  Bros.,  Hanover. 

John  C.  Mundell  &  Co.,  T^lora. 

Parlor  Furniture  Manufacturers 
Ltd.,  Pointe-aux-Trembles,  Que. 

Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co.,  Wat- 
erloo. 

Steel  Furnishing  Co.,  New  Glasgow, 
N.S. 

Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Boldue  &  Co.,  Waterloo. 

COUCH  FRAMES 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Ellis  Furniture  Co.,  Ingersoll. 

Meades  Upholstering  Co.,  Hanover. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

H.  Krug  Furniture  Co.,  Kitchener. 
Kindp.1  Bed  Co.  Ltd.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
Parlor  Furniture  Manufacturers 
Ltd.,  Pointe  aux  Trembles,  Que. 

DAVENPORTS 

Baetz  Bros.  &  Co.,  Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock, 
r.  E.  Coombe  Furniture  Co.,  Kincar^ 

dine. 

Elmira  Furniture  Co.,  Elniira, 


Farquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  H.  Hachborn  &  Co.,  Kitchener. 
Ideal  Bedding  Co.,  Toronto. 
Jeffries  Furniture  Co.,  Welland. 
.  Kilgour  Davenport  Co.,  Toronto. 
Kindeil  Bed  !Co.  Ltd.,  Stratford. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
J.  C.  Mundell  &  Co.,  Flora. 
Montreal  Upholstering  Co.,  Montreal. 
J.  C.  Mundell  &  Co.,  Elora. 
Ontario  Spring  Bed  &  Mattress  Co., 
London. 

Owen  Daveno  Bed  Co.,  Hespeler. 

Parlor  Furniture  Manufacturers 
Ltd.,  Pointe  aux  Trembles,  Que. 

Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 

DAVENPORT  BEDS 

(See  also  Iron  and  Brass  Beds). 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Farquharson-Gifford  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  H.  Hachborn  &  Co.,  Kitchener. 
Ideal  Bedding  Co.,  Toronto. 
Kilgour  Davenport  Co.,  Toronto. 
Kindeil  Bed  Co.  Ltd.,  Steatford. 
Lippert  Furniture  Co.,  Kitchener. 
Montreal  Upholstering  Co.,  Montreal. 
John  C.  Mundell  &  Co.,  Elora. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co., 

Waterloo. 
Waterloo  Furniture  Co.,  Waterloo. 
Walker  &  Clegg,  Wingham. 

DAVENPORT  FRAMES 

Canada  Furniture  Manufacturers, 
Ltd..  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine, 

Gold  Medal  Furniture  Mfg.  Co., 
Toronto. 

H.  Krug  Furniture  Co.,  Kitchener. 
Kindeil  Bed  Co.  Ltd.,  Stratford. 
J.  C.  Mundell  &  Co.,  Elora. 
Snyder  Bros.  Upholstering  Co., 

Waterloo. 
Walker  &  Clegg,  Wingham. 

DEN  CHAIRS 

Baetz  Bros.  &  Co.,  Kitchener. 
Bell  Furniture  Co.,  Southampton. 
Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Ellis  Furniture  Co.,  Ingersoll. 
Elmira  Furniture  Co.,  Elmira. 
Farquharson-Gifford  Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Hachborn  &  Co.,  Kitchener. 
Jeffries  Furniture  Co.,  Welland. 
Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 

A.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Meades  Upiholstering  Co.,  Hanover. 
M'CGill  Chaiirs  Limited,  Corn  wall. 
Meaford  Mfg.  Co.,  Meaford. 
Montreal  Upholstering  Co.,  Montreal. 
Morlock  Bros.,  Hanover. 
J.  C.  Mundell  &  Co.,  Elora. 
North  American  Furniture  Co.,  Owen 
Sound. 


North  American  Bent  Chair  Co., 
Owen  Sound. 

Owen  Daveno  Bed  Co.,  Hespeler. 

Parlor  Furniture  Manufacturers  Ltd., 
Pointe-aux-Trembles,  Que. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Stratford  Chair  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Strathroy. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Wattrloo. 
Wunder  Furniture  Mfg.  Co., 
Kitchener. 

DIVANS 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Ellis  Furniture  Co.,  Ingersoll. 

Farquharson-Gifford  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co., 
Toronto. 

Ideal  Bedding  Co.,  Toronto. 

H.  Krug  Furniture  Co.,  Kitchener. 

Lippert  Furniture  Co.,  Kitchener. 

Montreal  Upholstering  Co.,  Montreal. 

Owen  Daveno  Bed  Co.,  Hespeler. 

Parlor  Furniture  Manufacturers  Ltd., 
Pointe-aux-Trembles,  Que. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Co.,  Kitchener. 

DIVANETTES 

Canada      Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Farquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co., 

Toronto. 

Geo.  H.  Hachborn  &  Co.,  Kitchener. 

Kindeil  Bed  Co.  Ltd..  Stiratford. 

Kilgour  Davenport  Co.,  Toronto. 

H.  Krug  Furniture  Co.,  Kitchener. 

Lippert  Furniture  Co.,  Kitchener. 

Montreal  Upholstering  Co.,  Montreal. 

J.  C.  Mundell  &  Co.,  Elora. 

Owen  Daveno  Bed  Co.,  Hespeler. 

Parlor  Furniture  Manufacturers 
Ltd.,  Pointe  aux  Trembles,  Que. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

LIVING  ROOM  CHAIRS  AND  ROCK- 
ERS 

Baetz  Bros.  &  Co.,  Kitchener. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
F.  E.  Coombe  Furniture  Co.  Ltd., 

Kincardine. 
Elmira  Furniture  Co.,  Elmira. 
Farquharson-Gifford   Co.,  Stratford. 
The  Gold  Medal  Furniture  Co.  Ltd., 

Toronto. 

Hibner  Furniture  Co.,  Kitchener. 
Imperial  Rattan  Co.,  Stratford. 
Kinidel  Bed  Co.  Ltd.,  Stratford. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 
Life  Long  Funiiture  Oo.,  Ingersoll. 
Meades  Ujiholstering  Co.,  Hanover. 
McGill  CTiaiirs  Limited,  Cornwall. 
North  American  Bent  Chair  Co.  Ltd., 

Owen  Sound. 
Parlor  Furniture  Manufacturers  Ltd., 

Pointe-aux-Trembles.  Que. 
Wundier  Furniture  Mfg.  Co.  Ltd., 

Kitchener. 

LIVING   ROOM    FURNITURE  AND 
SUITES 

Bell  Furniture  Co.,  Southampton. 

Baetz  Bros.  &  Co.,  Kitchener. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Ellis  Furniture  Co.,  Ingersoll. 
Elmira  Furniture  Co.,  Elmira. 
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Farquharson-GiflEord   Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 

The  Gold  Medal  FuTniture  Co.  Ltd., 
Toronto. 

Hibner  Furniture  Co.,  Kitchener. 

G.  H.  Haehborn  &  Co.,  Kitchener. 
Imperial  Rattan  Co.,  Stratford. 
.Jeffries  Furniture  Cj.,  Welland. 
KindeA  Bed  Co.  Ltd.,  Stnatford. 
Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 

A.  Malcolm  Furniture  Co.,  Kincardine. 
]Meiade«  ITiphol storing  Co.,  Hanover. 
Morlock  Bros.,  Hanover. 
McGill  Chairs  Limited,  Oornwall. 
Miontreal  Upholsteriug  €o.,  Momtreal. 
John  C.  Mundell  &  Co.,  Flora. 
North  American  Bent  Chair  Co., 

Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 

Owen  Sound  Chair  Co.,  Owen  Sound. 

Parlor  Furniture  Manufacturers 
Ltd.,  Pointo  aux  Trembles,  Que. 

Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg..  Co. 
Kitchener. 

LOUNGES 

Aliafsika  Beddinig  of  M'omtreal  Liimiited, 
Montreal. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Ellis  Furniture  Co.,  Ingersoll. 

Farquharson-Gifford  Co.,  Stratford. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Geo.  H.  Haehborn  &  Co.,  Kitchener. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

H.  Krug  Furniture  Co.,  Kitchener. 

JSIeades  U,pholstering  Co.,  Hanover. 

Montreal  Upholstering  Co.,  Montreal. 

Knechtel  Furniture  Co.,  Hanover. 

J.  C.  Mundell  &  Co.,  Flora. 

Owen  Daveno  Bed  Co.,  Hespeler. 

Parlor  Manufacturers  Ltd.,  Pointe- 
Ltd.,  Pointe-aux-Trembles,  Que. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

MORRIS  CHAIRS 

See  Library  and  Den  Furniture. 
PARLOR  FRAMES 

Baetz  Bros.  &  Co.,  Kitchener. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Ellis  Furniture  Co.,  Ingersoll. 

Elmira  Furniture  Co.,  Elmira. 

Elora  Furniture  Co.,  Elora. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Kitchener. 

Lippert  Furniture  Co.,  Kitchener. 

Meiades  Uipiholstering  Co.,  Hanover. 

Parlor  Furniture  Manufacturers 
Ltd..  Pointe  anx  Trembles,  Que. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 
Kitchener. 

PARLOR,  RECEPTION  AND  DRAW 
ING  ROOM  CHAIRS  AND  ROCK- 
ERS. 

Baetz  Bros.  &  Co.,  Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Co.,  Victoria- 

ville,  Que. 


F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Danville  Chair  &  Specialty  Co.,  Dan- 
ville. Que. 

Ellis  Furniture  Co.,  Ingersoll. 

Elmira  Furniture  Co.,  Elmira. 

Fraserville  Chair  Co.,  Riviere  du 
Loup,  Quebec. 

Gendron  Mfg.  Co.,  Toronto. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Haehborn  &  Co.,  Kitchener. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Imperial  Rattan  Co.,  Stratford. 
Jeffries  Furniture  Co.,  Welland. 
Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
Lippert  Furniture  Co.,  Kitchener. 
The  Malcolm  Co.,  Vancouver,  B.C. 
Montreal  Upholstering  Co.,  Montreal. 
Morlock  Bros.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

McGill  Chair  Co.,  Cornwall. 

Parlor  Furniture  Manuf acturers 
Ltd.,  Pointe  aux  Trembles,  Que. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Stanfold   Chair  Mfg.   Co.,  Stanfold, 

Quebec. 
Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co.  Ltd., 
Kiitehieiier. 

I 

PARLOR  SUITES 

Baetz  Bros.  &  Co.,  Kitchener. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Danville  Chair  &  Specialty  Co.,  Dan- 
ville, Que. 

Ellis  Furniture  Co.,  Ingersoll. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Haehborn  &  Co.,  Kitchener. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Jeffries  Furniture  Co.,  Welland. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Kitchener. 
Lipjiert  Furniture  Co.,  Kitchener. 
McGill  Chair  Co.,  Cornwiall. 
Meadeis  Upholstering  Co.,  Hanover. 
Morlock  Bros.,  Hanover. 

J.  C.  Mundell  &  Co.,  Elora. 

Parlor  Furniture  Manufacturers 
Pointe  aux  Trembles,  Que. 

Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

St.  Lawrence  Furniture  Co.,  Riviere 

rlu  Loup.  Que. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

RECLINING  CHAIRS 

Canada  Furniture  Manufacturers  Ltd. 

Woodstock. 
Gold  Medal  Furniture  Co.,  Toronto. 
Knechtel  Furniture  Co.,  Hanover. 
Ijijipert  Furniture  Co.,  Kitchener. 
Morlock  Bros.,  Hanover. 
Parlor  Furniture  Manufacturers,  Ltd, 

Pointe  aux  Trembles,  Que. 


Reed  and  Rattan  Furniture 


LIVING  ROOM  SUITES  —  CHAIRS, 
ROCKERS,  SETTEES,  COUCHES, 
FOOTSTOOLS,  TABLES,  DESKS, 
BOOK  STANDS,  FLOWER 
STANDS,  TEA  TABLES,  TEA 
TRAYS,  WORK  BASKETS,  CUR- 
ATES, WASTE  BASKETS, 
CRADLES 

F.  Bibby  &  Co.,  Dundas. 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co.,  Vietoria- 
ville.  Que. 

Gendron  Mfg.  Co.,  Toronto. 

Giddings,  Ltd.,  Granby,  Que. 
.   Imperial  Rattan  Co.,  Stratford. 

W.  B.  Jennings  Co.,  St.  Thomas. 

Kilgour  Bros.,  Beauharnois,  Que. 

Malcolm  Co.,  Limited,  Vancouver. 

J.  E.  Smith  &  Co.,  Windsor,  N.S. 

WILLOW  AND  GRASS  FURNITURE 

Brantford  Willow  Works,  Brantford. 
Eglinton  Willow  Works,  Toronto. 
W.  B.  .Jennings,  St.  Thomas. 


Novelties  and  Sundry  Lines 


ARTS  &  CRAFTS  FURNITURE 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

John  C.  Mundell  &  Co.,  Elora. 
Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Strathroy  Furniture  Co.,  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 

ASBESTOS  TABLE  COVERS 

Canadian  H.  W.  Johns-Manville  Co., 
Toronto. 

BABY  CARRIAGES,  GO-CARTS  AND 
SULKIES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Gendron  Mfg.  Co.,  Toronto. 
Giddings  &  Co.,  Granby,  Que. 
J.  W.  Kilgour  &  Bro.,  Beauharnois, 

Que. 

Lloyd  Mfg.  Co.,  Kitchener. 
Sidwav  Mercantile  Co.,  Toronto. 
J.  E.  Smith  &  Co.,  Windsor,  N.S. 

BABY  GATES 

Rock  Island  Mfg.  Co.,  Rock  Island, 
Que. 

Stratford  Manufa.eturing  'Co.  Ltd., 
Stratford. 

BENT  WOOD  FURNITURE 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
John  C.  Mundell  &  Co.,  Elora. 
North    American    Bent    Chair  Co., 

Owen  Sound. 

BREAKFAST  TABLES 

Antihes  Furniture  Co.,  Kitchemer. 
Biaetz  Bros.  &  Co.,  Kitdhener. 
Canada  Furniture  Manufacturers 

Ltd.,  Woodstock. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Geo.  MeLagan  Furniture  Co., 

Stratford,  Ont. 
BI-TABLES    (Combination   taWe  and 

desk) 

Baetz  Bros.  &  Co.,  Kitchener. 
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Canada     Furniture  Manufacturers, 

Ltd..  Woodstock. 
Xational  Table  Co.,  Owen  Sound. 

BUNGALOW  CHAIRS  AND  SUITES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
J.  C.  Mundell  &  Co.,  Flora. 
Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 

CAMP  FURNITURE 

Imperial  Eattan  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

CANDLESTICKS 

H.  Krug  Furniture  Co.,  Kitchener. 

CANDLESTICKS—  (Brass) 

Stratford  Brass  Co.,  Stratford. 

CARPETS  AND  RUGS 

Brinton  Carpet  Co.,  Peterboro. 
Canadian  Carpet  Co.,  Milton. 
Canadian  Carpet  &  Comforter  Mfg. 

Co.,  Toronto. 
Cobourg  Carpet  and  Matting  Co., 

Cobourg. 

Dominion  Axminster  Co.,  Toronto. 
Guelph  Carpet  Mills  Co.,  fnielph. 
Toronto  Carpet  Mfg.  Co.,  Toronto. 
Thomas  Bros.,  Toronto. 

CARS  AND  CYCLES  (For  chUdren) 

J.  E.  Beauchamp  &  Co.,  Montreal. 
Canadian  K.  K.  Co.  Ltd.,  Flora,  Ont. 

CEDAR  BOXES 

H.  E.  Furniture  Co.  Ltd.,  Milverton, 
Ont. 

Keenan  Bros.,  Owen  Sound. 
J.  C.  Mundell  &  Co.,  Eloria. 
Port  Dover  Planing  Mills,  Port 

Dover,  Ont. 
D.  L.  Shafer  &  Co.,  St.  Thomas. 
Tickell,  Sons  &  Co.,  Belleville. 

CHAIRS  AND  ROCKERS 

Baetz  Bros.  &,  Co.,  Kitchener. 
Ball  Furniture  Co.,  Hanover. 
Bell  Furniture  Co.,  Southampton. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Co.  litd., 

Vietoriaville,  Que 
Chesley  Chair  Co.,  Chesley. 

F.  E.  Coombe.  Furn.  Co.,  Kincardine. 
Danville  Chair  &  Specialty  Co.,  Dan- 
ville, Que. 

Ellis  Furniture  Co.,  Ingersoll. 
Elmira  Furniture  Co.,  Elmira. 
Fraserville    Chair    Co.,    Riviere  du 
Loup,  Quebec. 

C.  P.  Gilinas  &  Frere,  Three  Rivers, 
Que. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Haehborn  &  Co.,  Kitchener. 

D.  Hibner  Furniture  Co.,  Kitchener. 
Hespeler  Furniture  Co.,  Hespeler. 
Imperial  Rattan  Co.,  Stratford. 
Kneohtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 

H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 

A.  Malcolm  Furniture   Co.,  Kincar- 
dine. 

Morlock  Bros.,  Hanover. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 
McGill  Chairs  Limiited,  Cornwall. 
J.  C.  Mundell  &  Co.,  Flora. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
Owen  Sound  Chair  Co.,  Owen  Sound. 
Boxton  Mill  &  Chair  Co.,  Waterloo. 

Que, 


Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Stanfold  Chair  Mfg.  Co.,  Stanfold, 
Quebec. 

Stratford  Chair  Co.,  Stratford. 
George  Valliere,  Quebec,  Que. 
Walker  &  Clegg,  Wingham. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Co.,  Kitchener. 

CHAIRS— Children '  s 

Ball  Furniture  Co.,  Hanover. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Chesley  Chair  Co.,  Chesley. 

Canadian  Rattan  Chair  Company  Ltd., 
Vietoriaville,  Que. 

Danville  Ohair  Specialty  Co.,  Dan- 
ville, Que. 

Durham  Furniture  Co.,  Durham. 

Fraserville  Chair  Co.,  Riviere  du 
Loup,  Quebec. 

C.  P.  Gilinas  &  Frere,  Three  Rivers, 
Quebec. 

Gendron  Mfg.  Co.,  Toronto. 
Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
McGill  Chairs  Limiited,  Cornwall. 
Neustadt  Mfg.  Co.,  Neustadt. 
North  American  Bent  Chair  Co.,  Owen 
Sound. 

Stanfold  Chair  Mfg.  Co.,  Stanfold, 
Quebec. 

Stratford  Chair  Co.,  Stratford. 
Stratford  Mfg.  Co.  Stratford. 

CHILDREN'S  HIGH  CHAIRS 

Bell  Furniture  Co.,  Southampton. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Eattan  Chair  Co.  Ltd., 

Vietoriaville,  Que. 
Chesley  Chair  Co.,  Chesley. 

D.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
McGill  Chairs  Limited,  Cornwall. 
Neustadt  Mfg.  Co,  Neustadt. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
North  American  Furniture  Co.,  Owen 
Sound. 

Eoxton  Mill  &  Ohair  Co..  Waterloo, 
Que. 

Stanfold  Chair  Mfg.  Co.,  Stanfold, 
Quebec. 

Stratford  Chair  Co.,  Stratford. 

CLOCK  CASES 

Art  Furniture  Co.  Ltd.,  Kitchener. 

COMMODE  CHAIRS  (for  adults  and 
children) 

Canadian  Eattan  Chair  Co., 

Vietoriaville,  Que. 
Chesley  Chair  Co.,  Chesley. 
Canada  Furniture  Mfrs.  Ltd., 

Woodstock. 
Kneohtel  Furniture  Co.,  Hanover. 
McGill  Chairs  Limiited,  Cornwall. 
North  American  Bent  Chair  Co., 

Owen  Sound,  Ont. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Neustadt  Mfg.  Co.  Ltd.,  Neustadt. 

CROKINOLE  BOARDS 

Canadian  Buffalo  Sled  Co.,  Preston. 

CUSHIONS  AND  FORMS  (Plain  and 
Fancy) . 

Canadian  Feather  &  Mattress  Co.,  To- 
ronto. 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Elmira  Furniture  Co.,  Elmira. 
Ideal  Bedding  Co.,  Toronto. 
J.  C.  Mundell  &  Co.,  Flora. 


Toronto  Feather  &  Down  Co.,  Toronto. 
Whitworth  &  Restall,  Toronto. 

DESK  TRAYS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  OfBce  &  School  Furniture 

Co.,  Preston. 
Globe-Wernicke  Co.,  Stratford. 

DOLLS'  BEDS 

Beauchamp  &  Co.,  Montreal. 
Ideal  Bedding  Co.,  Toronto. 

DRAPERIES     AND  UPHOLSTERY 
GOODS 

A.  B.  Caya,  Kitchener. 

Daly  &  Morin,  Montreal,  Que. 

The  Ellis  Furniture  Co.,  Ingersioll. 

DRAPERY  HARDWARE 

Daly  &  Mordn,  Montreal. 

FALL  LEAF  TABLES 

Baetz  Bros.  &  Co.,  Kitchener. 
Canada  Furniture  Manufacturers 

Ltd.,  Woodstock. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 

FERN  STANDS 

Baetz  Bros.  &  Co.,  Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Kneohtel  Furniture  Co.,  Hanover. 
LI.  Krug  Furniture  Co.,  Kitchener. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 

FLOWER  STANDS 

Baetz  Bros.  &  Co.,  Kitdhener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
H.  Krug  Furniture  Co.,  Kitchener. 
McGill  Chairs  Limiited,  Cornwall. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 

FOLDING  TABLES 

(See  also  Card  and  Den  Tables). 
Baetz  Bros.,  Furniture  Co.,  Kitchener. 
Canada  Furniture  Manufacturers  Ltd., 

Woodstock. 
Hourd  &  Co.,  London. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

FOOTSTOOLS 

Baetz  Bros.  &  Co.,  Kitchener. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Elmira  Furniture  Co.,  Elmira. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Knechtel  Furniture  Co.,  Hanover. 

H.  Krus;  Furniture  Co.,  Kitchener. 

J.  C.  Mundell  &  Co.,  Elora. 

McGill  Chairs  Limited,  Cornwall. 

North  American  Bent  Chair  Co., 
Owen  Sound. 

Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Snyder  Bros.  IJipholstering  Co.,  Wa- 
terloo. 

Woeller,  Bolduc  &  Co.,  Waterloo. 

FURNITURE  POLISH 

Domestic  Specialty  Co.,  Hamilton. 

Ronuk,  Ltd.,  Toronto. 

St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Cross  Products,  Toronto. 
NiOTthern  Varaish  Co.  Ltd., 

Owen  Sound. 
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GO-CARTS  AND  CHILDREN'S  SUL- 
KIES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Gendron  Mfg.  Co.,  Toronto. 
W.  B.  Jennings  Co.,  St.  Thomas. 
Sidway  Mercantile  Co.,  Toronto. 
Lloyd  Manufa«tuiring  Co.  Ltd., 

Kitc'lbener. 

HOSPITAL  COUCHES 

Imperial  Rattan  Co.  Ltd.,  Stratford. 

HOTEL  AND  RESTAURANT  TABLES 

Canada  Furniture  Maniufaicturers 

Ltd.,  Woodstock. 
H.  Krug  Furniture  Co.,  Kitchener. 
Kneoh'tel  Furniture  Co.,  Hanover. 
Lucknow  Table  Co.,  Lueknow. 

ICE  CREAM  TABLES  AND  CHAIRS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian   Steel   Specialty  Company, 

Grimsby. 
Elmira  Furniture  Co.,  Elmira. 
H.  Ki'ug  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Lyons  &  Marks,  Toronto. 
Meaford  Mfg.  Co.,  Meaford. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
J.  Oliver  &  Sons,  Ottawa. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 

INVALID  CHAIRS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock.  » 
Gendron  Mfg.  Co.,  Toronto. 
Gendron  Wheel  Co.,  Toledo,  Ohio. 
Otterville  Mfg.  Co.,  Otterville. 

INVALID  TABLES 

Canada  Furniture  Manufacturers  Ltd.. 

Woodstock. 
National  Table  Co.,  Owen  Sound. 
J.  Watson  Mfg.  Co.,  Ayr. 

INVALID  TRAYS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
M'cGili  Chairs  Ldimiteid,  Cornwall. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Otterville  Mfg.  Co.,  Otterville. 

JARDINIERE  STANDS 

Baetz  Bros.  Furniture  Co.,  Kitchener. 

Beach  Furniture  Co.,  Coinwall. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Chesley  Chair  Co.,  Chesley. 

Ch'esley  Furniture  Co.  Ltd.,  Chesley. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Elmira  Furniture  Co.,  Elmira. 

H.  E.  Furniture  Co.,  Milverton. 

Knechtel  Furniture  Co.,  Hanover. 

G.  J.  Lippert  Table  Co.,  Kitchener. 

Andrew  Malcolm  Furniture  Co.,  Kin- 
cardine. 

Markdale  Furniture  Co.,  Markdale. 
Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

MrcGill  Chaiirs  Liniiteid,  OoTnwall. 
J.  C.  Mundell  &  Co.,  Flora. 
National  Table  Co.,  Owen  Sound. 
Otterville  Mfg.  Co..  Otterville. 
Peppier  Bros.,  Hanover. 
Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

Strathroy  Furniture   Co.,  Strathroy. 
Windsor  Furniture  Co.,  Windsor,  N.S. 
Woeller  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 
Kitchener. 


itlNDERGARTEN  SETS 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co.,  Victoria- 
ville.  Que. 

Chesley  Chair  Co.,  Chesley. 

Danville  Chair  &  Specialty  Co.,  Dan- 
ville, Que. 

Glolie  Furniture  Co.,  Waterloo. 

Durham  Furniture  Co.,  Durham. 

Gendron  Mfg.  Co.,  Toronto. 

J.  Oliver  &  Sons,  Ottawa, 

Roxton  Mill  &  Chair  Co.,  Waterloo, 
Quebec. 

Stratford  Mfg.  Co.,  Stratford. 

LADIES'  DESKS 

Baetz  Bros.  &  Co.,  KitelhetneT. 

Baird  Bros.,  Plattsville. 

Beach  Furniture  Co.,  Cornwall. 

Bell  Furniture  Co.,  Southampton. 

Jacques  Furniture  Co.,  Kitchener. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Crown  Furniture  Co.,  Preston. 

D.  Hibner  Furniture  Co.,  Kitchener. 

Knechtel  Furniture  Co.,  Hanover. 

J.  Kreiner  &  Co.,  Kitchener. 

H.  Krug  Furniture  Co.,  Kitchener. 

A.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Markdale  Furniture  Co.,  Markdale. 
Geo.  McLagan  Mfg.  Co.,  Stratford. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
Strathroy  Furniture  Co.,  Strathroy. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

LAMPS  (Reed  and  willow) 

Canada  Furniture  Manufacturers  Ltd., 

Woodstock. 
Im'])erial  Rattan  Co.,  Stratford. 

LAMPS,  Portables  and  Chandeliers 

Baetz  Bros.  &  Co.,  Kitchener. 
Beauehamp  &  Co.,  Montreal. 
Canada  Furniture  Manufacturers 

Ltd.,  Woodisto'ck. 
Hespeler  Furniture  Co.,  Hespeler. 
Timjierial  Rattan  Co.,  Stratford. 
Lamb  Bros.  &  Greene,  Napanee.  Ind. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 

LAMP  SHADES— (Silk) 

Biaetz  Bros.  Furniture  Co.,  Kitchener. 

MANTELS— Wood,  Tile,  Electric 

Walker  Bin  &  Store  Fixture  Co.  Ltd., 
Kitchener. 

MIRRORS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
G.  L.  Irish  &  Co..  Toronto. 
Matthews  Bros.,  Toronto. 
Moaford  Mfg.  Co.  Ltd.,  Meaford,  Ont 
Philliips  Mfg.  Co.  Ltd.,  Toronto. 

MOPS  (Polish  and  dry) 

Clements  Mfg.  Co.,  Toronto. 

MOULDINGS  &  PICTURE  FRAMES 

G.  L.  Irish,  Toronto. 
Matthews  Bros.  Ltd.,  Toronto. 
Phillij)is  Mfg.  Co.,  Toronto. 
Reliance  Moulding  Co.,  Kingston. 

NOVELTY  CURTAINS 

Daly  &  Morin,  Montreal. 

ORIENTAL  MATS  AND  RUGS 

Malcolm  Co.,  Limited,  Vancouver. 


ORNAMENTAL  TABLE  LAMPS 

J.  Walter  &  Sons,  Kitchenier. 

ORNAMENTAL  CANDLE  STICKS 

J.  Walter  &  Son®,  Kiteheai'er. 

PATRIOTIC  CHAIRS 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

PICTURES  &  FRAMING  SUPPLIES 

G.  L.  Irish  &  Co.,  Toronto. 
Matthews  Bros.,  Toronto. 
Phillips  Mfg.  Co.  Ltd.,  Toronto.' 

PIANO  LAMPS  (Reed  and  wUlow) 

Canada  Furniture  Manufacturers  Ltd., 

Woodstock. 
J.  E.  Beauehamp  &  Co.,  Montreal. 
Imperial  Rattan  Co.,  Stratford. 
Laim'b  Bros.  &  Green,  Napanee,  Ind. 

PILLOW  SHAM  HOLDERS 

Tarbox  Bros.,  Toronto. 

PHONOGRAPHS 

Berliner  Gramophone  Co.  Ltd., 
Montreal. 

Brantford  Piano  Case  Co.  Ltd., 
Brantf  ord. 

Canadian  Symphonola  Co.  Ltd.,  Brock 
Ave.,  Toronto. 

Canadian  Phonograph  &  Sapphire 
Disc  Co.  Ltd.,  407  Builders'  Ex- 
change Bldg.,  Winnipeg,  Man. 

Columbia  Graphophone  Co.,  Toronto. 

Farquharson,  Gifford  Co.  Ltd., 
Stratford. 

Gerhard  Heintzman  Piano  Co., 
Sherbourne  St.,  Toronto. 

Henderson  &  Richardson,  Board  of 
Trade  Bldg.,  Montreal,  Que. 

Lippert  Furniture  Co.,  Kitchener. 

I.  Montagnes  &  Co.,  Ryrie  Bldg., 
Toronto. 

Musical  Merchandise  Sales  Co.,  Ex- 
celsior Life  Bldg.,  Toronto. 

Musical  Instruments  Ltd.,  247  Yonge 
St.,  Toronto. 

The  Nordheimer  Piano  &  Music  Co. 
Ltd.,  Toronto. 

Phonola  Co.  of  Oaaiada  Ltd., 
Kitchener. 

Pathe  Freres  Phonograph  Co.,  of 
Canada  Ltd.,  4-6-8  Clifford  St., 
Toronto . 

Playola  Phonograph  Co.  Ltd., 
468  King  St.,  Toronto. 

Regal  Phonograph  Co.,  145  Church 
St.,  Toronto. 

Star  Company  of  Canladia  Ltd., 
London. 

Torcan  Sales  Co.,  Bay  St.,  Toronto. 
Walker  Bin  &  Store  Fixture  Co. 
Ltd.,  Kitchener. 

Motors,  Tone  Arms,  Sound  Boxes, 
Needles  and  Phonograph  Parts 

'Stratford  Brass  Co.,  Stratford. 
Otto   Heineman   Phonograph  Supply 

Co.  Ltd.,  Lumsden  Bldg.,  Toronto. 
Leonard  Markels,  New  York. 
Thomas  Mfg.  Co.,  Kent  Bldg., 

Toronto. 

Phonograph  Records 

Columbia  Phonograph  Co.,  Toronto. 
Berliner    Gramophone    Co.  Limited, 

Montreal . 
Edison  Phonograph  Co.  Toronto. 
Pathe  Freres   Phonograph   Co.,  of 

Canada  Ltd.,  Toronto. 
Phonola  C'o.  of  Canada  Ltd., 

Kitchener. 
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Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 
Star  Compiany  of  Canada  Ltd., 

London. 
Phonograph  Cabinets 
Newbigging  Cabinet  Co.,  Hamilton. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 

SCREENS 

Geo.  H.  Hacihiborn  &  Co.,  Kitcihener. 
Stratford  IMfg.  Co.  Ltd.,  Stratford. 

SEWING  TABLES 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
F.  E.  Coombe  Fui-niture  Co.  Ltd., 
H.  Krug  Furniture  Co.,  Kitchener. 
J.  C.  Mundell  &  Co.,  Flora. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
North   American    Bent    Chair  Co., 

Owen  Sound. 
National  Table  Co.,  Owen  Sound. 
Stratford  Mfg.  Co.,  Stratford. 

SHIRT  WAIST  BOXES 

H  E.  Furniture  Co.  Ltd.,  Milverton, 
Ont 

Imperial  Rattan  Co.,  Stratford. 
D.  L.  Shafer  &  Co.,  St.  Thomas. 

North  American  Bent  Chair  Co.  Ltd., 
Owen  Sound. 

SLIPPER  CASES 

!McGill  Chairs  Limited,  Cornwall. 

SLIP-ON  CHAIR  COVERS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Life  Long  Furndtiure  'Co.,  IngersoU. 

SHOE  SHINERS 

McGill  Chairs  Limited,  Cornwall. 
SMOKING  CABINETS 

Bell  Furniture  Co.,  Southampton. 
Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furn.  Co.,  Kincardine. 
H.  Krug  Furniture  Co.,  Kitchener. 
A.   Malcolm  Furniture   Co.,  Kincar- 
dine. 

Geo.   McLagan  Furniture  Co.,  Ltd., 

Stratford. 
Meaford  Mfg.  Co.,  Meaford. 
John  C.  Mundell  &  Co.,  Elora. 
North  American  Furniture  Co.,  Owen 

Sound. 

SMOKING  SETS— (Brass) 

Stratford  Brass  Co.,  Stratford. 
STATUARY 

G.  L.  Irish  &  Co.,  Toronto  (all  kinds). 
Li))|>prt  I'urniture  Co.,  Kitchener. 

(Wood). 

TABLES— DAVENPORT  END 

Baetz  Bros.  &  Co.,  Kitchener. 

H.  Krug  Furniture  Co.,  Kitchener. 
TABOURETTES 

Baetz  Bros.,  Kitchener. 
Elmira  Furniture  Co,.  Elmira. 
Knechtel  Furniture  Co.,  Hanover. 
G.  J.  Lippert  Table  Co.,  Kitchener. 
Li]i))ert  Furniture  Co.,  Kitchener. 
Andrew  Malcolm  Furniture  Co.,  Kin- 
cardine. 

Geo.  McLagan  Furniture  Co.,  Strat- 
ford. 

Meaford  Mfg.  Co.,  Meaford. 

J.  C.  Mundell  &  Co.,  Elora. 

North  American  Furniture  Co.,  Owen 

Sound. 
Peppier  Bros.,  Hanover. 
Strathrov  Furniture  Co.,  Strathroy. 
Woeller  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 


TEA  STANDS 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

McGill  Chairs  Limited,  Cornwall. 

TEA  TRAYS 

See  also  Reed  and  Rattan  Furniture. 
Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

G.  L.  Irish,  Toronto. 

Jacques  Furniture  Co.,  Kitchener. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Matthews  Bros.,  Toronto. 
McGill  Chairs  Liimited,  Cornwall. 
Geo.  McLagan  Furniture  Co., 

Stratford,  Ont. 
Phillips  Mfg.  Co.  Ltd.,  Toronto. 
Toronto  Furniture  Co.,  Toronto. 

TEA  TABLES 

(See  Card  and  Den  Tables). 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Gendron  Mfg.  Co.,  Toronto. 

H.  Krug  Furniture  Co.,  Kitchener, 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 

G.  McLagan  Furniture  Co.,  Stratford. 
Phillips  Mfg.  Co.,  Toronto. 

McGill  Chairs  Limited,  Coimwall. 
Woeller,  Bolduc  &.  Co.,  Waterloo. 

TEA  WAGONS 

Baetz  Bros.,  Kitchener. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

McGill  Oiairs  Limited,  Cornwall. 
TELEPHONE  STANDS 

Baetz  Bros.,  Kitchener. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Canada  Furniture  Mfrs.  Ltd., 
Woodstock. 

Elmira  Furniture  Co.,  Elmira. 

D.  Hibner  Furniture  Co.,  Kitchener. 

Geo.  McLagan  Furniture  Co., 
Stratford,  Ont. 

A.  Malcolm  Furniture  Co.,  Kincar- 
dine. 

J.  C.  Mundell  &  Co.,  Elora. 
McGill  Chairs  Limited,  Corniwiall. 
Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Kitchener. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 

Wunder  Furniture  Co.,  Kitchener. 
TRAYS 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

G.  L.  Irish,  Toronto. 
Matthews  Bros.,  Toronto. 
Malcolm  &  Souter  Furniture  Co- 
Hamilton. 

McGill  Oliairs  Limited,  CornwiaJl. 
Phillips  Mfg.  Co.  Ltd.,  Toronto. 

TOYS 

Victoriaville  Toy  Co.,  Victoriaville, 
Que. 

TOY  SETS 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co.,  Victoria- 
ville, Que. 

Chesley  Chair  Co.,  Chesley. 

Kilgour  &  Bro.,  Beauharnois,  Que. 

McGill  Chairs  Limited,  Cornwall. 

North  American  Bent  Chair  Co.  Ltd., 
Owen  Sound. 


J.  Oliver  &  Sons,  Ottawa. 
Victoriaville  Furniture  Co.,  Victoria- 
ville, Que. 

UMBRELLA  STANDS 

(See  Hall  Furniture.) 
VACUUM  SWEEPERS  &  CLEANERS 

J.  H.  Connor  &■  Sons,  Ottawa. 
Clements  Mfg.  Co.,  Toronto. 
Onward  Mfg.  Co.,  Kitchener. 

WAGONS  AND  SLEDS  (ChUdren's) 

J.  E.  Beauchamp  &  Co.,  Montreal. 
Canadian  Buffalo  Sled  Co.,  Preston. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Gendron  Mfg.  Co.,  Toronto. 
Sidway  Mercantile  Co.,  Toronto. 

WASTE  PAPER  BASKETS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Office  &  School  Furn.  Co., 

Preston. 

Imperial  Rattan  Co.,  Stratford. 

Knechtel  Furniture  Co.,  Hanover. 

H.  Krug  Furniture  Co.,  Kitchener. 

Malcolm  &  Souter  Furniture  Co., 
Hamilton. 

McGill  Chairs  Limited,  Cornwall. 

J.  C.  Mundell  &  Co.,  Elora. 

North  American  Bent  Chair  Co., 
Owen  Sound. 

Snyder  Bros.  Upholstering  Co.,  Wa- 
terloo. 

WINDOW  SHADES 

Daly  &  Morin,  Montreal. 
Geo.  H.  Hees,  Son  &  Co.,  Toronto. 
Paquet  &  Godbout,  St.  Hyaeinthe, 
Que. 

Stewart  Hartshone  Co.,  Toronto. 
WORK  BASKETS 

H.  E.  Furniture  Co.  Ltd.,  Milverton. 
Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 


Factory  Supplies 


ALUMINUM  GOODS 

Spielman  Agencies,  Montreal. 
(Sheets,  screws,  nails,  wire,  etc.) 

ALUMINUM  CAULS 

British  Aluminum  Co.,  Toronto. 
Spielman  Agencies,  Montreal. 

ALUMINUM  TOPS  FOR  KITCHEN 
CABINETS 

British  Aluminum  Co.,  Toronto. 

ART  WOOD  STAINS 

Adams  &  Elting  Co.,  Chicago. 
Marietta  Paint  &  Color  Co.,  Marietta. 
Ohio. 

CHAIR  SEATS 

J.  E.  Beauchamp  &  Co.  (fibre.) 

BED  FASTENERS 

J.  E.  Beauchamp  &  Co.,  Montreal. 
Jas.  Smart  Mfg.  Co.,  Brockville. 

BRASS  TRIMMINGS 

Hahn  Brass  Co.,  New  Hamburg. 

National  Lock  Co., 

Stratford  Brass  Co.,  Stratford. 

CASTERS 

A.  B.  Oay.a,  Kitchener. 
John  Duer  &  Sons,  Baltimore,  Md. 
Foster  Merriman  Co.,  Meriden,  Conn. 
James  Smart  Mfg.  Co.,  Brockville. 
Universal  Caster  &  Foundry  Co.,  New 
York. 
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HOUSE  FURNISHING  FABRICS 

Gold  Medal  Turniture  Mfg.  Co.,  To- 
ronto. 

Richard  Haworth  Co.,  Limited,  Man- 
chester, Eng. 

Stonards,  Ltd.,  Paternoster  Bldgs., 
London.  E.G.,  England. 

Thomas  Brothers,  Toronto. 

CLAMPS 

Batavia  Clamp  Co.,  Batavia,  N.Y. 
James  Smart  Mfg.  Co.,  Broekville. 

CLOTHES  WRINGER  SPRINGS 

J  as.  Steele  Ltd.,  Guelph. 
CURLED  HAIR 

Cudiahy  Curled  Hair  Co.,  Toronto. 
Delaney  &  Pettit,  Toronto. 
Griffin  Curled  Hair  Co.,  Toronto. 

DOWELS  AND  DOWEL  PINS 

Otiterx  ille  Mfg.  Co.,  Otter ville. 

DRY  KILNS 

Grand  Rapids  Dry  Kiln  Co.,  Grand 

Rapids,  Mi  oh. 
Morton  Dry  Kiln  Co.,  Chicago. 

EXCELSIOR— (For  packing) 

Delaney  &  Peittin,  Toronto. 
J.  B.  Larose,  Jr.,  Hull,  Que. 

FURNITURE  HARDWARE 

Hahn  Brass  Co.,  New  Hamburg. 
National  Hardware  Co.,  Orillia. 
James  Sm^art  Mfg.  Co.,  Brockville. 
Stratford  Brass   Co.,  Stratford. 

FURNITURE  SHOES 

Onward  Mfg.  Co.,  Kitchener. 
Stratford  Brass  Co.,  Stratford. 

GLASS  AND  MIRRORS 

Berlin  Plate  Glass  &  Mirror  Co., 

Kitchener. 
Consolidated  Plate  Glass  Co.,  Toronto. 
Excelsior  Plate  Glass  Co.,  Toronto. 
Hobbs  Mfg.  Co.,  London. 
Matthews  Bros.,  Toronto. 
Phillips  Mfg.  Co.,  Toronto. 
Toronto  Plate  Glass  Co.,  Toronto. 

HAIR  SUBSTITUTES 

F.  W.  &  S.  Mason,  St.  Andrews,  N.B. 
FURNITURE  CARVINGS 

J.  Wialter  &  Sons,  Kitchener. 

DRAW  KNOBS 

Stratford  Brass  Co.,  Stratford. 

GLUE 

Berlin  Glue  Co.,  Kitchener. 
Canada  Glue  Co.,  Brantford. 
Delaney  &  Pettit,  Toronto. 
Perkins  Glue  Co.,  Hamilton. 
Snap  Co.,  Montreal. 

HAT  WIRES  FOR  OPERA  CHAIRS 

Jas.  Steele  Ltd.,  Guelph. 

HELICAL  SPRINGS  FOR  WOVEN 
WIRE  BED  SPRINGS 

Jas.  Steele  Ltd.,  Guelph. 

HALL  RACK  HOOKS 

Stratford  Brass  Co.,  Stratford, 
JAPANS  AND  DRIERS 

Noi'thprn  Varnish  Co.  Ltd., 
Owen  Sound. 

KITCHEN   CABiiJET  ACCESSORIES 

American  (!an  Co..  Hamilton. 
American  Nikoloid  Co.,  Peru,  Ind. 
Northern  Aluminum  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toronto. 
Stratford  Brass  Co.,  Stratford. 
E.  T.  Wright  Co.,  Traniilton. 

LADDERS 

Stratford  Mfg.  Co.,  Stratford. 


LEATHER  and  LEATHER 
SUBSTITUTES. 

British  Leather  Cloth  Mfg.  Co.,  Man- 
chester, Eng. 

Boullee  Eraser  Leather  Co., 
New  York  City. 

Clarke  &  Clarke  Ltd.,  Toronto. 

Du  Pont  Fabrikoid  Co.,  Toronto. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Lackawanna  Leather  Co.,  Haeketts- 

town,  N.J. 
Marlatt  &  Armstrong,  Oakville. 
Peerless  Leather  Co.,  Kitchener. 
''Rexiue"  Toronto. 
Textileather  Co.,  New  York,  N.Y. 

OFFICE  STOOL  SCREWS 

.las.  Smart  Mfg.  Co..  Brockville. 
PAINTS  AND  ENAMELS 

S  i)ielimian  Agencies,  M'ont.real. 
PAINT  MILLS 

Jas  Smart  Mfg.  Co.,  Brockville. 
PLATIIhG 

p.  L.  Robertson  Mfg.  Co.,  Milton. 

Stratford  Brass  Co.,  Stratford. 

PLATE  GLASS  FOR  DESK,  TABLE, 
DRESSER,  SIDEBOARD  TOPS 

(See  also  glass  and  mirrors.) 
Matthews  Bros.,  Toronto. 
Phillips  Mfg.  Co.,  Tor'onto. 

REVOLVING  AND  TILTING  CHAIR 
FIXTURES 

Jas.  Smart  Mfg.  Co.,  Brockville. 

RIVETS   (Iron,  Copper.  Brass,  Alum- 
inum) AND  SCR3WS  (Wood) 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
Si)ielmaji  Agencies,  Montreal. 

(Aluminum.) 
British  Aluminum  'Co.  Ltd.,  Toronto. 
SCHOOL  DESK  CASTINGS 

Jas.  Smart  Mfg.  Co.,  Brockville. 
SANDPAPER 

Delaney  &  Pettit,  Toronto. 
SPRINGS 

Ailiaisika  Bedding  of  Mont  real  Limited, 

M'on'treal. 
Colleran  Spring  Bed  Co.,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 
National  Spring  Co.,  Windsor. 
James  Steele  &  Co.,  Guelph. 
James  Smart  Mfg.  Co.,  Brockville. 

Winnipeg,  Vancouver. 
Waterloo  Spring  Co.,  Waterloo. 

TABLE  SLIDES 

B.  Walter  &  Co.,  Wabash,  Ind. 

Stratford  Brass  Co.,  Stratford. 
TABLE  LOCKS  (for  extension  tables) 

Stratford  Brass  Co.,  Stratford. 
TRAY  HANDLES 

Stratford  Brass  Co.,  Stratford. 

Phillips  Mfg.  Co.  Ltd.,  Toronto. 

TRUCKS 

James  Smart  Mfg.  Co.,  Brockville. 
J.  Watson  Mfg.  Co.,  Ayr. 
UPHOLSTERERS'  SUPPLIES 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Hees  &  Son,  Toronto. 
Snyder  Bros.  Ujiholstering  Co.,  Wa- 
terloo. 

UPHOLSTERERS'  SPRINGS 

Gold  Medal  Furniture  Mfg.  Co., 
Toronto. 

National  S|)ring  &  Wire  Co.,  Windsor. 
Jas.  Steele  &  Co.,  Guelph. 
Waterloo  Spring  Co.,  Waterloo. 


VARNISHES 

Adams  &  Elting,  Chicago. 

Ault  &  Wiborg,  Toronto. 

Dougall  Varnish  Co.,  Montreal. 

Glidden  Varnish  Co.,  Toronto. 

International  Varnish  Co.,  Toronto. 

R.  C.  Jamieson  &  Co.,  Montreal. 

Northern  Varnisth  Oo.  Ltd., 
Owen  Sound. 

Sherwin-Williams  Co.,  Montreal. 

Standard  Paint  &  Varnish  Co.,  Wind- 
sor. 

VARNISH  STAINS 

Northern  Varndsh  Oo.  Ltd., 
Owen  Sound. 

VENEERS 

Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

J.  E.  Beauchamp  &  Co.,  Montreal. 
(Chair  seats.) 

VENEER  PRESSES 

Wm.  R.  Perrin,  Toronto. 

WASHERS 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
James  Smart  Mfg.  Co.,  Brockville. 

Stratford  Brass  Co.,  Stratford. 

WASHING  MACHINE  SPRINGS 

Jas  Steele  Ltd.,  Guelph. 

WIRE  NAILS 

P.  L.  Robertson  Mfg.  Co.,  Milton. 

WIRE  (Bright  or  annealed) 

P.  L.  Robertson  Mfg.  Co.,  Milton. 

WOODWORKERS'  VISES 

Jas.  Smart  Mfg.  Co.,  Brockville. 


Store  Equipment 


BANK,  OFFICE  &  STORE  FITTINGS 

Cameron  &  Campbell,  Toronto. 
Canadian  Office  &  School  Furniture 

CJo.,  Preston. 
Dominion  Office  &  Store  Fitting  Co., 

London. 

Interior  Hardwood  Co.,  Kitchener. 
Walker  Bin  &  Store  Fixture  Co., 
Kircbener. 

CARPET  AND  RUG  RACKS 

Steel  Furnishing  Co.,  New  Glasgow, 
N.S. 

COUNTER  STOOLS 

Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Neustadt  Mfg.  Co.  Ltd.,  Neustadt. 
North    American    Bent    Chair  Co., 

Owen  Sound. 

POLISHING  RAGS 

E.  Pullan  &  Co.,  Toronto. 

RUG  DISTIjA  X  RACKS 

John  H.  Best,  Galva,  111. 

Steel  Furnishing  Co.,  New  Glasgow, 

SHOW  CASES  &  SILENT  SALESMEN 

Interior  Hardwood  Co.,  Kitchener. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Kent-McClain  Co.,  Ltd.,  Toronto. 
Walker  Bin  &  Store  Fixture  Co., 

Kitchener. 

TABLE  DISPLAY  RACKS 

Strathroy  Furniture  '!o.,  Strathroy. 
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THE 

HEART 

OF  YOUR  EXTENSION 
TABLE  IS  THE 

SLIDE 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 
DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 

INSURE 
SATISFIED  CUSTOMERS 


WABASH 
TABLE  SLIDE 


WABASH  SLIDES 


HELP  SELL  TABLES. 
ELIMINATE  SLIDE  TROUBLES 


WE  ARE 

SLIDE  SPECIALISTS 

Having  manufactured  SLIDES 
exclusively — for  30  years 

Many  Canadian  Table-makers  u»e 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  Repreaentative  : 
Mr.  Frank  A.  Smith,  Kitchener,  Ont. 


AGAVA  HAIR 

Ensures  Comfort.  Service  and 
Satisfaction  in  Mattress  Making 

LIGHT,  AIRY,  RESILIENT,  ODORLESS,  DUST- 
PROOF,  and  VERMIN-PROOF  is  the  nature  of  the 
filling  required  for  good  mattress  making. 

These  qualities,  summed  up,  can  be  expressed  in  two 
words,  namely:  AGAVA  HAIR. 

With  the  use  of  Agava  Hair  a  superior  mattress  that  demonstrates  real  economy  can  be 
produced  at  a  price  within  reach  of  all. 

The  Mattress  Filling  that    Comes  Back^' 

The  Canadian  Feather  &  Mattress  Co. 

Limited 

Toronto  Ottawa 
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THE 


Andrew  Malcolm  Furniture  Co. 

LIMITED 

KINCARDINE  and  LISTOWEL 


Makers  of  ...  . 
The  Finest  General 
Line  of  High-Grade 

FURNITURE 

on  the  market .    .  . 

Announce  that  they  will  show 
a  comprehensive  display  of 

FURNITURE 

On  January  13th  to  24th,  1919 

on  third  floor  Craig  Building 

215  Victoria  Street,  Toronto 

You  are  cordially  invited  to  attend 


WE  wish  to  thank  our  friends  in  the  trade,  not  only  for  their 
liberal  patronage  during  the  year  which  has  just  closed,  but 
also  for  their  many  valuable  suggestions,  v  hich  we  have 
oftentimes  followed.  We  feel  that  much  of  the  success  we  have 
attained  during  the  past  year  has  been  due  to  the  advice  as  to  design 
and  business  policy,  which  we  have  received  from  our  customers. 
We  wish  you,  one  and  all,  A  Happy  and  Prosperous  Nevy  Year. 
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All  Under  One  Roof 
January,  1919 
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/ 


An  opportunity  to  see  the  greatest  aggregation  of  MADE-IN-CANADA 
Farniture  to  be  found  between  Halifax  and  Victoria. 


DO  NOT  FAIL  TO  VISIT  OUR  GREAT 

MID-WINTER 

FURNITURE 
EXHIBITION 

to  be  held  at  our 

Toronto  Showrooms 

136-140  King  Street  East 

It  will  pay  you  to  call  and  see  our  new  lines 
before  placing  your  Spring  orders. 

BUY  CANADIAN  GOODS 

Keep  your  money  at  home.    Canada  needs  all 
the  business  she  can  get  during  the  re-construction 
period,  to  keep  her  returned  men  busy. 

Come  ana  see  what  we  have  to  offer. 


THE  ONLY  EXCLUSIVELY  PERMANENT  WHOLESALE 
FURNITURE  SHOW  ROOMS  IN  CANADA 


AN  ADA  ruRNiTURE  Manufacturers 

Limited 


WOODSTOCK,  ONT. 
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GOLD  MEDAL  LINE 


No.  791 


Gold  Medal  "A' 


We  wish  all  our  friends  and  customers 
a  Bright  and  Prosperous  New  Year 


January  Exhibit 


DURING  JANUARY  WE  WILL  SHOW  AT 
OUR  TORONTO  FACTORY  A  FULL  LINE  OF 


UPHOLSTERED  GOODS 

DAVENPORTS  AND  DIVANETTES 

HERCULES  SPRING  BEDS  AND  STEEL  COUCHES 
GOLD  MEDAL  FELT  MATTRESSES 

GOLD  MEDAL  PHONOGRAPHS 

Factory  and  Show  Room:  TORONTO 
Corner  Van  Horne  Street  and  Bartlett  Avenue 

Phone  Junction  840  or  842.     We  will  call  for  you. 

The  Gold  Medal  Furniture  Manufacturing  Co.  Limited 

TORONTO      MONTREAL      WINNIPEG  UXBRIDGE 
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VICTORY!    "Your  boys  and  ours  have  won 

When  you  realize  that  your  Framed  Pictures  are  sold  out  before  the  season  is 
over  you  will  resolve  to  stock  heavier  next  season  and  also  make  up  your  mind 
to  continue  using  Matthews'  "Take  me  home  look"  Nobby  Picture  Frames. 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


Utility  Boxes 

Covered  in  assorted  chint- 
zes; trimmed  with  rattan. 
Made  of  3/"  B.C.  Cedar. 


D.  L.  SHAFER  &  COMPANY 

ST.  THOMAS  ONTARIO 


Attractive 

Parlor  Suite 


This  suite  is  made  in  Solid  Mahogany, 
with  an  absence  of  fussy  ornamentation 
that  stamps  it  at  once  as  a  practical 
design  that  is  pleasing  and  artistic. 

Our  other  lines  are  characterized  by  the 
same  good  taste.  These  are  Chester- 
fields, Steel-Constructed  Couches, 
and  the  celebrated  Push  Button 
Reclining  Chair. 

We  extend  to  one  and  all 
best  wishes  for  a  prosperous 
1919. 

MORLOCK  BROS. 


HANOVER 


ONTARIO 
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TWIN 


Begin  the  Year 
with 


THERE'S  A  REASON'* 


They  appeal  to  the  ladies  because  of  the 
convenience  in  handling  the  Tilt-Top 
Twin  Table. 

The  top  can  be  tilted  in  an  instant 
when  dusting,  and  it  can  be  easily 
moved  through  a  doorway  or  passage  on 
its  own  casters,  thus  eliminating  the 
necessity  of  lifting  sideways  or  taking 
the  table  apart. 

The  "TWIN"  pedestals  are  the  perfect 
pedestals,  closed  or  extended.  No 
danger  of  tipping  under  uneven  load. 

Demonstrate  these  special  features  to 
your  lady  customers.  They  will  not 
fail  to  see  the  point,  and  incidentally  you 
increase  your  sales. 


Chesley  Furniture  Co.,  Limited     -     Chesley,  Ontario 
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Npm  f far. 


Boullee  Fraser  Leather  Mfg.  Co.^  Inc. 

232  Canal  Street,  NEW  YORK 


VIIIMIMIIMIIIIMIIIIMIIIMIMIIUMIIUIIMIMIMIIIIMIIIIIIMIIIIIMIIIIIMIMIMMMIIMinilllllllMIIIIIIIIIIIIMIMIIIIIIIIIIIIMIMIIIIIIIIIIIIIIi- 


Upholstery  Springs 

Highest  quality  Upholitecy  Springs, 
made  from  the  finest  grade  High  Car- 
bon Steel  Wire,  oil  terapeted  after 
the  coiling  operation,  thus  insuring 
uniform  strength  and  "No  Set."  Re- 
member, the  quality  of  your  High- 
Grade  Upholstering  depends  entirely 
on  the  quality  of  the  springs  you  are 
using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit  ;  buy  Ce.nadian  springs. 

James  Steele,  Limited 

Guelph,  Canada 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High- 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


"Hygienic^'  Mattresses 


"Hygienic"  Mattresses  are  built 
on  "Hygienic"  principles,  and 
that  means  a  great  deal  with 
Standard  Bedding  Mattresses. 
Not  only  does  it  mean  a  thorough- 
ly sanitary  mattress  built  of  new 
and  clean  materials,  but  it  also 
means  a  mattress  that  will  give 
lasting  wear. 

You  can  recommend  an\)  "Hygienic" 
mattress  as  being  a  reliable  mattress. 


The  Standard  Bedding  Company 

Mattress  Specialists 

27-29  Davies  Ave.  Toronto,  Ontario 
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No.  660E  Bedroom  Suite 


Successful  merchandising  for  any  extended  period 
presupposes  a  thoroughly  faithful  line  of  merchan- 
dise of  known  value.  Such  a  line  is  our  bedroom 
furniture.  Knechtel  Bedroom  Furniture  will  help 
you  to  develop  and  maintain  a  most  satisfactory 
and  permanent  patronage.  Above  is  one  of  the 
suites  that  will  be  shown  in  our  new  catalogue 
now  in  press. 


THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  ONTARIO 
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IN  THE  1919  LINE 


No.  39205 — The  Maime  Ctost.  A  genuine  Chandler  pastel ;  in  4  inr-li  No.  60;iG-165  and  a])propri.ate  corner  ornaaneuts. 
Rich  burnished  antique  in  reddifih  tone.      Picture  size  20  x  :'0  inches. 


i 


1  '4  inch. 


2  inch. 


-  -J  1-  - 

(Cuts  about 


size)       3  ir.  ch,  4  inch. 

Xo.  60:!6— A  new  emboissed  gum  high  back  ma.de  in  four  widths,  in  proportion  as  shown  in  the  eiits  of  reduced  size. 
Made  in  finishes:  No.  480— Plain  antique  gold;  Finish  482— Antique  gold,  top  ormament  land  front  burnished;  Finish  165— 
Burnisheid  antique  gold,  centre  in  reddish  tone;  Finish  166 — French  gn-ey  amd  burnished. 

The  above  with  many  other  equially  good  niumibers  are  being  shown  in  ooir  travellers'  s.amples.  Be  sure  you  see 
their  line. 


Phillips  Manufacturing  Co.,  Limited 


258-326  Carlaw  Ave., 

TORONTO,  ONT. 
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KITCHENER-WATERLOO 

Furniture  Exhibition 


January  13  th  to  25th 


The  firms  listed  below  are  holding  their  Annual 
Furniture  Exhibition  in  January,  and  extend  a 
cordial  invitation  to  every  Canadian  furniture 
dealer  to  call  and  inspect  their  products.  Many 
new  and  interesting  designs  will  be  shown,  and 
dealers  should  be  greatly  benefited  by  attending. 

Anthes  Furniture  Co.  -  -  Anthes  Factory,  Kitchener 
Art  Furniture  Company,  Ltd.,  Factory  Showrooms,  Kitchener 
Baetz  Bros.  Furniture  Co.,  Ltd.,  Anthes  Factory,  Kitchener 
Beaver  Furniture  Co.,  Ltd.  -  Schreiter's  Furniture  Store 
Crown  Furniture  Company  -  -  Queen  St.  Auditorium 
Geo.  H.  Hachborn  &  Co.  -  -  Queen  St.  Auditorium 
D.  Hibner  Furniture  Co.,  Ltd.,  Factory  Showrooms,  Kitchener 
H.  Krug  Furniture  Co.,  Ltd.,  Factory  Showrooms,  Kitchener 
Lippert  Furniture  Co.,  Ltd.  -  -  Queen  St.  Auditorium 
Quality  Mattress  Co.,  Ltd.,  Factory  Showrooms,  Waterloo 
Woeller,  Bolduc  &  Co.     -     Factory  Showrooms,  Waterloo 

You  will  receive  a  cordial  reception. 


Do  not  forget  the  dates— JANUARY  13th  to  2Sth 
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Krug  Factory  Showrooms 

KITCHENER 

Furniture  Exhibition 


January 
13th 
to 


January 

25th 
Inclusive 


ONE  MINUTE'S  WALK  FROM  STATION 


Most  Up-to-date  Line  in  Canada 


The  charm  of  fine  furniture  lies  in  the  enduring  character 
expressed  in  its  symmetrical  design,  carefully  chosen  mater- 
ials and  masterly  workmanship. 

H.  Krug  Furniture  sells  and  satisfies. 

All  the  patterns  in  our  line  will  be  on  exhibition  during 
January,  in  addition  to  several  new  designs  which  will 
please  your  customers  during  the  coming  season. 

THE  TRADE  CORDIALLY  INVITED  TO  INSPECT  OUR  LINE 


The  H.  Krug  Furniture  Company,  Limited 

Kitch  ener,  Ontario 
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THE 
ANTHES 
FURNITURE 
COMPANY 


Annual  Furniture  Exhibition 

January  13th  to  25th 

Anthes  Furniture  Buildings 
KITCHENER 


THE 
BAETZ 
BROTHERS 
FURNITURE 
CO.,  Limited 
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MR.  DEALER-- 

Why  not  let  the  Lyraphone  play 
the  money  into  your  pocket  ? 

A  most  faithful  worker. 

Ever  at  your  service. 

Will  be  shown  at  the 

Kitchener  Furniture  Exhibition 

JANUARY  13th  to  25th 

at  the  Auditorium,  Queen  Street 


Satisfaction  and  Quality 

The  Lyraphone  Watchword 

These  are  the  merits  the  Lyraphone  are  sold 
on.  The  phonograph  that  is  unsurpassed  for 
tone  reproduction,  exquisiteness  of  design,  and 
perfection  of  scientific  making. 

RETAILING  AT  $48.50  TO  $450. 

Write  for  descriptive  circular  and  details,  so 
that  you  may  see  the  opportunities  the  Lyra- 
phone holds  for  you. 

Lippert  Furniture  Co.,  Limited 

KITCHENER,  ONTARIO 
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Come  to  Kitchener  Exhibition 

COUCHES 

and  Visit  Us 

PARLOR  SUITES 
CHESTERFIELDS 
DIVANETTES 
DAVENPORT  BEDS 
LIVING-ROOM  CHAIRS 

We  will  exhibit  our  complete  line  in  the 
Auditorium,  Queen  Street. 

An  inspection  of  our  1919  line  will  be 
of  great  help  to  you  in  choosing  a  good 
saleable  stock  for  the  coming  year. 

January  13th  to  25th 

GEO.  H.  HACHBORN  &  COMPANY 

KITCHENER         -         -  ONTARIO 

I 


Come  to  the 

KITCHENER  EXHIBITION 

January  13th  to  25th 

Dealers  throughout  Canada  should  attend 
this  Exhibition  and  see  the  wide  range  of 
patterns  offered. 

You,  Mr.  Dealer,  are  invited. 


January,  1919 
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Our  Warerooms 


You  are  cordially  invited  to  attend 
this  exhibition  of 
FINE  FURNITURE 

January  13th  to  25th 


Will  be  open  during  January  for  the 
inspection  of  buyers. 

We  will  show  a  range  of 


Diningroom  Suites 

Bedroom  Suites 

Parlor  Tables 

Library  Tables 

Bool^  Cases 

Parlor  Suites 

Hall  Racks,  Etc., 

in  the  newest  styles 
and  finishes. 


D.  Hib  ner  Furniture  Co..  Limited 

Kitchener  Ontario 


44 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


January,  1919 


An  Invitation 


We  invite  you  to  call  and  inspect  our  display  at 
Schreiters'  Furniture  Store,  King  Street,  Kitchener, 
during  the  Kitchener  Furniture  Exhibition. 

We  are  showing  a  complete  line  of  high-class  Dining 
Room  Suites,  and  are  confident  that  you  will  be  favor- 
ably impressed  with  the  quality  and  workmanship 
which  are  outstanding  features  of  our  furniture. 

All  our  tables  are  equipped  with  the  well-known 
automatic  slide. 

Do  not  neglect  to  see  this  display  Tvhen  in  Kitchener. 

The  Beaver  Furniture  Company,  Limited 

KITCHENER      -  ONTARIO 


1 » 


Come  to 
Kitchener 

January  13th  to  25th 


In  keeping  with  a  high  standard  of  quality  our 
prices  are  very  altractive.  The  "Art"  trade 
mark  is  our  promise  to  you  and  your  customers 
of  exc^  Hence  in  design  and  workmanship  and 
carefully  selected  wood. 

Our  complete  line  will  be  on  exhibit  at  the 
Kitchener-Waterloo  Furniture  Exhibition,  and 
we  extend  a  cordial  invitation  to  you  to  pay 
us  a  visit. 

Don't  forget  the  dates 
JANUARY  13th  to  25th 

Art  Furniture  Company,  Limited 

KITCHENER,  ONTARIO 
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"QUALITY  FIRST" 


These  High-Grade  Mattresses 

are  just  wliat  you  want  for  your  better-class  trade.  Every  mattress 
is  labelled,  showing  retail  price  and  what  it  contains.  We  stand 
behind  these  values.  That  is  your  customers'  and  your  own  protection. 
Quality  .Mattresses  will  increase  your  sales  and  double  your  profits. 


Superior  Felt,  showing  French  roll  edge. 


Perfect  Box  Spring  and  Mattress. 


"Quality  Felt." 


"Kapok,"  showing  Imperial  edge.    Weight  32  lbs. 


Compare  Quality  Mattres- 
ses with  any  make  made 
f  and  you  must  admit  that  for 
rest  -  promoting  qualities 
and  profit  they  offer  to  the 
trade,  Quality  Mattresses 
stand  beyond  competition. 


IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIMIIIIIIIIIIIIIIIIIMIMIIIIIIIIIIIIIIIIIIIIIi  IIIIIK 

IVe  extend  a  cordial  invi- 
tation to  every  furniture 
dealer  in  Canada  to  visit 
our  showrooms  during  the 

Waterloo  Furniture 
Exhibition 

January  13  th  to  25  th. 

IIIIMIIMIIIIMIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIMIIIIIIMIIIIIIIIIIIIIIIMIMIIIII 


Quality 
Mattress  Co. 

Waterloo,  Ont. 
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Chesterfields  and  Easy  Chairs 

The  Chesterfield  and  Easy  Chair  illustrated 
will  be  on  exhibition  at  our  January  Furniture 
Exhibition.  We  are  giving  our  customers  the 
opportunity  of  stocking  this  saleable  pattern 
at  an  advantageous  price  based  on  our  old  costs. 
Do  not  neglect  to  see  them. 


84  in.  long,  33  in.  deep,  33  in.  high 


35  in.  wide,  32  in.  deep 
32  in.  high. 


We  extend  a  cordial  in- 
vitation to  visit  our  display 
of  living  room  furniture  at 
our  permanent  Showrooms 
in  Waterloo.  You  will 
receive  a  hearty  reception. 


WOELLER,  BOLDUC  &  COMPANY  ^o™r.o° 

Furniture,  Upholstery  and  Phonograph 

Manufacturers 

ARE  YOU  IN  THE  MARKET 

for  Upholstery  Leather,  Tapestry,  plain  and  figured 
Velours,  Kapok,  Moss,  Cane,  Cabinet  Hardware, 
Locks,  Butts,  Screws,  Casters  and  Table  Slides  } 

Your  patronage  solicited.     Trade  enquiries 
will  be  given  every  attention. 


A.  B.  CAVA  28  King  Street  East  Kitchcner,  Ollt. 


PHONE  349w 


SUCCESSOR  TO  F.  A  SMITH 


January,  1^19 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


47 


Press  Advertising  Sold  Victory  Bonds 

BEFORE  the  war  bond  buyers  were  "marked  men."  In  number  they 
were  40,000  in  March,  1  9 1  7 — this  is  shown  by  the  number  of  pur- 
chasers of  the  Government  War  Loan  of  that  date.  But  in  the  autuH/U 
of  the  same  year  their  number  increased  twenty  times  —  to  820,000! 
This  was  the  number  purchasing  the  Victory  Loan,  1917.  Last  Month — 
November,  1918 — over  1,000,000  persons  purchased  the  Victory  Loan, 
1918! 

These  wonderful  results  were  accomplished  by  Press  Advertising. 

Before  the  war  one-half  of  one  per  cent,  of  our  people  bought  bonds.  Now  quite  twelve 
and  one-half  per  cent,  of  our  people  are  bond  buyers ! 


Before  the  stupendous  amount  of  $676, 
000,000  worth  of  bonds  could  be  sold  to 
our  Canadian  people  in  three  weeks  a  most 
thorough  and  exhaustive  campaign  of 
education  was  necessary,  and  this  campaign 
was  carried  through  by  advertising  in  the 
public  press.  The  power  of  the  printed 
word  never  had  a  more  convincing  demon- 
stration. 

By  means  of  printed  word,  through  the 
medium  of  advertisements  in  the  press  of 
our  country,  the  Canadian  people  were 
made  to  know  what  bonds  are,  the 
nature  of  their  security,  their  attractiveness 
as  an  investment,  and  why  the  Govern- 
ment had  to  sell  bonds. 

Every  point  and  feature  of  Victory  Bonds 
was  illustrated  and  described  before  and 
during  the  campaign — in  advertisements. 


No  argument  was  overlooked.  No  selling 
point  was  neglected. 

The  result  is  that  Canadians  to-day  are  a 
nation  of  bondholders. 

They  know  what  a  convenient,  safe  and 
profitable  form  of  investment  bonds  are. 
Instead  of  one  man  in  two  hundred  owning 
bonds,  now  one  Canadian  in  eight — men, 
women  and  children — owns  a  Government 
Security.  • 

This  complete  transformation  in  the  natio- 
nal mind  and  habits  was  brought  about 
by  advertising  in  the  press  of  the  nation. 
Press  advertising  has  justified  itself  as  the 
surest  and  speediest  method  by  which  a 
man's  reason  can  be  influenced  and  directed. 

The  Minister  of  Finance  acknowledges 
this.    His  own  words  are: 


"The  Wonderful  success  of  the  Loan  iDas  due  in  large  measure  to  their 
(the  press  of  Canada)  splendid  and  untiring  efforts  during  the  whole 
of  the  Campaign.  " 

Mr.  E.  R.  Wood,  Chairman  of  the  Dominion  Executive  Committee  having  oversight  of  the  campaign  to 
raise  Victory  Loan,  1 9  I  8,  said:  "...  The  press  publicity  campaign  .  .  .  will  ranl^  as  one  of 
the  most  remarf^able  and  efficient  publicity  campaigns  ever  undertaken  in  any  country;"  and  Mr.  J.  H. 
Gundy,  Vice-Chairman  of  the  same  committee  said :  "/  have  been  selling  bonds  for  a  long  time,  but  I  never 
found  it  so  easy  to  sell  them  as  at  this  time.  The  reason  is  the  splendid  work  ^he  press  has  done.  I  take 
off  my  hat  to  the  press  of  Canada." 

The  success  of  Victory  Loan,  1918,  and  the  knowledge  which  Canadians  now  possess  of 
bonds  are  a  straight  challenge  to  the  man  who  doubts  the  power  of  the  printed  word,  in 
the  form  of  advertisements,  to  sell  goods — and  this  applies  not  to  bonds  alone,  but  to  the 
goods  you  are  interested  in  selling. 


JlllllllUIMIIIIUIIIIIMIIIMIIinMIIIMJIMMMIIIIIMMIMIMIIIIIMMIMIMIIIIMIMIIIIMIMIinMNJHIIMIMIMIMIMIIIIIIIIMIIIIMIMMIIMIMIMIIIIMIIII 


48 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


January,  191 


9 


S 


ave 


20% 


We  are  moving  our  Statu- 
ary Department  Feb.  1st., 
and  we  make  this  extraor- 
dinary offer  to  save  movmg. 
We  have  good  selection  of 
models.  If  you  are  interested 
vv^e  w^ill  forward  our  cata- 
logue and  will  mark  statues 
we  can  ship.  This  offer  is 
only  good  for  January. 

Our  lines  of  Serving  Trays, 
Pictures,  Frames,  Mould- 
ings, etc.,  are  bigger  and 
better  than  ever.  Write 
for  our  catalogue,  you  can 
make  big  money  on  our 
lines.  If  you  haven't  got 
our  goods  you  are  losing 
money. 


G.  L.  IRISH 

499  Queen  Street  West 
TORONTO,  ONT. 


D.  O.  McKINNON 

GENERAL  MANAGER 


W.  B.  HART 

Advertising  manager 


Wm.  J.  BRYANS 
JAMES  O'MAGAN 

EDITORS 
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BRIGHT  OUTLOOK  FOR  FURNITURE  TRADE 

IMIIIIMIIIIIIIIIIIIIIMMIIIIIIIIMIMIMIMIIIIMIIMIMIIIIIIIIIIIIIIIMIIIMIIIIMIIMMIIIIIIMIIIMMniKIIIIMMIIIIMIIIIIIIIIIIIMIMIIMMII^ 

Big  demand  for  furniture  should  develop  during  next  year  or  so  Extensive  building  being  planned — Men  returning 
from  overseas  w^ill  be  establishing  homes — Now  is  the  time  to  make  plans  for  strong  drive  for  furniture  business 

IIIIIIIIIIIIIIMIIIIIIIMIIMIIIIMIMIMIMIIIIIIIIIIIIIIIIIIIiniMIMIIIIMMIIMIIIMIIIinillllHILMIIIIIIIIIIMIIiniMIMIIIIMIMIMIIIIII^ 


THE  business  outlook  in  tihe  furniture  trade  is  a 
very  promising  one  indeed.  There  are  many 
reasons  why  there  should  be  an  increased  de- 
mand for  furnishings  now  tihat  tIhe  war  is  over.  For 
one  thing-,  many  people  have  been  ibackward  about  in- 
vesting money  in  furniture  Avlien  the  future  was  so 
uncertain,  hut  now  that  the  return  of  normal  condi- 
tions is  assured,  they  will  be  looking  to  the  future  Avith 
eonfideuee,  auid  furnishing  their  homes  accordingly. 


call  of  duty  and  Avill  have  to  be  re-establisihed.  All 
this  ii3  grist  to  the  furniture  dealer's  mill  and  he 
should  enter  the  new  era  with  aggressiveness  and 
vim,  laying  his  selling  plans  on  a  big  wide  scale. 

Time  to  Formulate  Plans 

Now  is  tIhe  time  to  make  your  pkns.  It  is  the  care- 
fully prepared  campaign  that  is  productive  of  the  best 
result®. 


Much  Buildino^— Many  New  Homes  CALGARY  FIRM  HAS  DEPARTMENT  ADVERTIS- 

The  great  amount  of  new  'building  that  is  being  ING  DISTRIBUTION  BOOK 

planned  will  also  prove  a  big  boon  to  the  furniture  In  order  to  keep  track,  of  the  totals  of  advertising 
trade  for  all  these  new  residences  and  office  buildings  and  the  amount  used  iby  each  department,  tlie  Neilson 
must  be  fumislhed,  and  the  big  program  along  this  line  Furniture  Company  Ltd.,  of  Caligary,  have  a  "depart- 
that  is  being  mapped  out  in  practically  every  centre  in  ment  ladvertising  distribution  book  "'in  loose  leaf  form. 
Canada,  is  bound  to  create  a  demand  for  furniture  and  After  the  bill  for  an  ad.  is  cheeked  and  passed,  each 
furnishings  that  will  prove  most  beneficial  to  the  trade.  ad.  is  measured  and  the  space  used  by  each  depart- 
Many  new  home's  will  be  establislied  througliout  the  ment  is  charged  to  it.  Once  a  month  each  account  is 
length  and  breadth  of  the  laud  during  the  next  year  or  toitaled  and  recapitulaition  made  on  a  sheet  assigned  to 
so.  Many  men  were  married  just  previous  to  going  it.  Twice  a  year  a  recapitulation  is  made  by  mediums, 
overseas  and  have  to  furniLsh  a  home  on  their  return,  whic'h  acts  as  a  double  check  on  the  totals. 
Many  couples  have  beoi  waitinig  until  the  end  of  the  The  plan  also  Ivccps  a  close  check  on  advertising  ex- 
war  before  taking  the  marriage  vows.  Many  homes  penditure  and  enables  tlie  firm  to  keep  well  within  the 
were  broken  up  when  the  head  of  the  family  heard  the  appropriation. 
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Practical  Suggestions  for  Getting  More  Trade 


GIVE  THE  FILING  CABINET  A  CHANCE 

Desks  and  chairs  are  not  the  only  staple  of  office 
furniture.  The  filing  cabinet  belongs.  Some  dis- 
plays still  seem  to  ignore  it.  The  prospect  imagines 
himself  sitting  in  the  chair  and  using  the  desk.  Cor- 
rect sales  strategy.  Let  him  also  get  the  idea  of  using 
a  concrete  example  of  modern  filing  science.  Pro- 
gress in  filing  systems  has  been  one  of  the  notable 
achievements  of  the  last  decade.  Make  the  filing 
cabinet  prominent  in  your  display.  It  connects  up, 
readily,  with  every  other  line  your  handle. 


HAVE  ESSAY  CONTEST 

The  Retail  Merchants'  Association  of  Eagle  Pass, 
Texas,  arranged  recently  for  a  school  children's  con- 
test in  the  writing  of  an  essay  on  "Why  We  Should 
Buy  at  Home."  All  children  of  Eagle  Pass,  whether 
they  be  attendants  of  the  public  or  private  schools, 
were  eligible  to  enter  the  contest. 

A  first  and  second  prize  will  be  offered  for  the  best 
essays,  and  the  essays  will  be  published  with  the  name 
of  the  winners.  A  committee  composed  of  persons 
not  residents  of  Eagle  Pass  will  be  named  to  judge  the 
contest,  and  every  boy  and  girl  in  the  city  will  be 
given  a  fair  chance  to  win  the  prize. 


INSTALLED  AUTOMATIC  DOOR  OPENER 

A  dealer  in  one  of  the  northern  towns  of  the  U.  S., 
according  to  an  exchange,  has  installed  an  automatic 
door  opener  which  has  been  found  greatly  helpful  in 
his  business.  Before  putting  it  in  he  reasoned  vdth 
himself  this  wise: 

Did  you  ever  stop  to  think  of  the  inconvenience  ex- 
perienced by  a  customer  loaded  with  bundles,  in  try- 
ing to  open  the  front  door  of  the  store  on  wintry  days? 
An  element  which  largely  contributes  to  a  store's  suc- 
cess is  store  service — the  attention  to  the  little  things 
which  make  trading  there  a  pleasure.  It  was  not  al- 
ways possible  to  get  to  the  door  in  time  to  open  it  for 
customers  entering  or  leaving,  so  hitting  on  this  auto- 
matic opener  proved  a  decided  improvement  in  store 
service.  The  electric  door  opener  is  operated  through 
push  buttons  in  different  parts  of  the  store  by  the 
clerk  who  waits  on  the  customer.  Such  an  opener  is 
not  expensive,  and  can  be  purchased  from  and  installed 
by  any  electrician,  or  if  there  is  no  electrician  in  town 
it  can  be  purchased  and  the  wiring  done  by  the  dealer 
himself.  The  approximate  cost  of  the  different  parts 
of  the  outfit  is  about  five  dollars. 


DO  YOU  USE  FOLLOW-UP  LETTERS? 

Practically  every  merchant  should  have  a  follow-up 
letter  system.  He  should  have  some  dignified  and  ac- 
curate method  of  ascertaining  if  the  various  purchases 
made  by  customers  at  his  store  have  met  their  require- 
ments. He  should  try  to  learn,  too,  why  this  or  that 
customer  who  formerly  traded  with  him  quite  regularly 
now  goes  elsewhere  for  his  goods. 


A  customer  who  has  visited  your  store  regularly  for 
years  or  some  months,  and  then  ceases  coming  should 
be  sent  a  dignified,  courteous  letter,  asking  why  he  or 
she  has  ceased  to  trade  with  you. 

If  possible,  the  dealer  should  obtain  the  name  of 
every  new  customer  who  comes  into  the  store.  This 
may  be  done  by  offering  to  have  the  package  he  or 
she  buys,  delivered.  In  this  way  both  the  name  and 
rhe  address  are  easily  gotten.  A  record  of  this 
r.hould  be  kept,  together  with  the  date  of  purchase. 

Your  clerks  should  be  instructed  to  watch  for  the 
second  appearance  of  that  customer  in  the  store.  If 
the  customer  does  not  come  again,  a  polite  formal  note 
should  be  mailed,  asking  if  the  article  purchased  did 
not  meet  the  requirements  of  the  purchaser  and  offer- 
ing to  adjust  the  matter  satisfactorily  if  anything  is 
wrong. 


WHAT  ABOUT  DEBT-PAYING  DAY? 

[f  one  day  in  the  year  were  debt-paying  day  there 
is  many  a  shattered  friendship  that  could  be  mended. 

We  have  a  mother's  day  and  backyard  day,  clean-up 
week  and  the  good  Lord  only  knows  what  other  days 
and  weeks  set  aside  to  certain  ideals.  None  of  them 
interfere  with  regular  business  for  they  are  none  of 
them  holidays.  Mayors  throughout  the  country  might 
well  consider  the  propriety  of  promulgating  a  debt- 
paying  day,  setting  it  far  enough  ahead  on  the  calendar 
to  enable  debtors  to  prepare  against  it. 

The  Chinese  square  their  accounts  on  the  first  day  of 
their  calendar  year,  and  surely  we  could  also  have  a 
similar  day  to  clear  off  our  accounts. 


ADVERTISING  THAT  WILL  NOT  PAY 

Half-hearted-once-in-a-while  advertising  won't  pay, 
exaggeration  won't  pay.  Misrepresentation  won't 
pay.  Red-flag-brass-band  methods  won't  pay.  Ad- 
vertising not  based  upon  true  worth  and  merit  will 
never  pay.  Advertising  is  a  man's  game,  and  must  be 
played  as  such.  Successful  advertising  retiuires  the 
highest  type  of  business  instinct,  energy,  judgment  and 
integrity.  More  than  that,  it  takes  patience  and  time 
to  let  the  work  of  constant  repetition  convince  and 
educate.  Most  men  who  do  business  on  a  broad  basis 
advertise  liberally,  intelligently,  forcefully,  regularly, 
because  they  have  learned  that  wide  publicity  of  true 
worth  and  merit  pays,  and  pays  big. 


UNIQUE  WORDING  OF  STREET  CAR  CARD 

A  street  car  ciaa-d  with  unique  wording  is  useid  in  the 
civic  street  cars  Iby  Nioden,  Hiailitt  &  Johnston  Ltd., 
furniture  dealers  of  West  Toronto.     It  reads: 
A  young  maiden  loves  a  man, 

Tihat  is  her  business; 
A  young  man  loves  a  maiden, 

That  is  his  business; 
The  younig  maiden  and  man  get  married, 

That  is  their  business; 
We  furnish  the  home, 

That  is  our  business. 


January,  1919  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  51 


ATTEND  THE  JANUARY  EXHIBITIONS 


Fruitful  sources  of  information  for  the  furniture  dealer. 


ARE  you  in  line  for  the  January  Exhibitions?    If  not  already  prepared,  get  busy  at  once.  It 
is  now  time  that  you  had'  announced  to  your  head  salesiman  that  he  isi  going  to  have  a 
chance  to  show  what  he  can  do  when  you  are  not  on  the  job — time  that  you  had  packed 
your  pyjamas  in  the  little  old  club  bag,  kissed  good-bye  to  wife  and  kiddies  and  started  out  to 
visit  the  best  furniture  exhibitions  that  have  been  staged  since  Kaiser  Bill  started  out  and  made 
an  "exhibition"  of  himself. 

There  is  no  doubt  that  the  January  furniture  ex'hibitions  from  January  ]  3  to  25  this  year  will 
be  tlie  best  that  have  been  seen  in  years.  That  uncertainty  as  to  the  future  that  has  clouded  the 
business  horizon  during  the  past  four  years  has  been  swept  away  by  the  collapse  of  Germany  and 
the  coming  of  peace.  Manufacturers  are  looking  forward  to  the  future  with  the  highest  degree 
of  confidence  and  this  year's  exhiljitions  have  been  planned  on  that  basis.  They  will  be  found 
truly  worthy  of  the  first  peace  year  and  a  pleasing  introduction  to  the  era  of  expansion  and 
prosperity  which  we  are  now  entering. 

It  is  hardly  necessary  to  point  out  to  the  aggressive  furniture  dealer  the  value  of  attending 
these  exhibitions.  They  are  most  fruitful  sources  of  information  for  the  dealer,  and  this  for 
many  reasons.  For  one  thing,  the  dealer  acquires  a  first-hand  knowledge  of  the  trend  of  styles 
and  designs,  which  is  something  that  will  save  and  make  money  for  him  as  he  will  be  better  able 
to  buy  the  goods  that  will  sell  freely  and  not  develop  into  stickers.  At  these  exhibitions  he  gets 
in  touteh  with  the  new  and  novel  lines  that  are  frequently  so  valuable  in  stimulating  public  in- 
terest and  in  buoying  up  sales  in  a  manner  that  would  not  otherwise  be  possible. 

Conversations  with  other  furniture  dealers  he  meets  at  the  exhibitions  will  also  prove  of 
great  value.  From  them  he  is  bound  to  glean  many  ideas  which  will  prove  of  value  in  increasing 
sales  and  enlarging  profits.  Where  two  or  more  dealers  are  gathered  together,  talk  naturally 
drifts  to  business  matters  and  the  interchange  of  experiences  and  opinions  is  bound  to  prove  of 
mutual  advantage. 

The  man  who  goes  to  the  exhibitions  with  h^'s  eyes  and  ears  open  is  bound  to  benefit — 'bound 
to  find  the  tim'C  and  money  spent  in  the  visit  a  profitable  investment.  So  put  your  head  sales- 
man in  charge  (the  responsibility  will  probably  inspire  him  in  a  way  that  will  cause  him  to 
boost  sales  better  than  if  you  were  on  hand)  ;  pack  your  club  bag  for  a  real  visit  of  inspection  and 
hike  it  to  the  January  exhibitions. 


Remember  the  dates — January  13  th  to  25  th 
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TIME  FOR  THE  ANNUAL  STOCK  TAKING 

iiiiiimiiiiiiiiiiiiiiiiiiiiiaiiiiMiiiiiimimiiii^ 

Every  dealer  should  take  stock  at  least  once  a  year — Suggestions  as  to  method  of  procedure  given  by  a  retailer. 

llllil!IIIIIIIIIIUIII'IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII!lllllllllllllllllllllllllllllllllll!linillllllll^  :illlllllllllNIIIIIIIIIIII!llllllllllllllll[llllllllllllllllllllllllllllllllllllllllllllllll|i|lllllllllllll!i|»^ 


You  have  asked  me  to  tell  retail  dealers  why  they 
should  take  stock  and  how  to  do  it.  I  can 
hardly  see  any  reason  for  telling  a  dealer  why 
he  should  take  stock  and  make  out  a  financial  statement 
at  the  end  of  each  year,  because  if  he  is  a  real  business 
man  he  will  realize  not  only  the  need,  but  the  necessity 
of  doing  so. 

Necessity  to  Find  Standing  of  Business 

No  business  man  should  go  on  for  longer  than  a  year 
without  knowing  what  progress  he  is  making,  and  this 
cannot  be  ascertained  with  any  degree  of  accuracy 
without  taking  an  inventory  of  his  stock  as  well  as  his 
other  resources  and  liabilities.  The  amount  of  busi- 
ness done  during  the  year  is  not  an  accurate  gauge  of 
progress  because  big  sales  do  not  always  mean  satisfy- 
ing progress.  This  is  a  particular  in  which  many  re- 
tailers fool  themselves  badly  every  year.  For  instance, 
T  know  a  brother  dealer  who  has  not  taken  stock  for  a 
number  of  years.  When  I  took  him  to  task  for  not 
doing  so,  he  said,  "Oh!  I  am  getting  on  alright.  My 
sales  show  an  increase  every  year."  Yet,  I  would 
be  willing  to  bet  dollars  to  doughnuts  that  he  is  not 
making  half  as  much  money  as  he  thinks  he  is.  If  he 
were  he  would  be  able  to  look  after  his  liabilities  bet- 
ter. He  is  doing  the  business  but  he  is  not  making 
very  much  money.  If  he  would  make  out  a  financial 
statement  each  year,  it  would  show  him  clearly  that  he 
is  not  making  as  much  net  profit  as  he  should  on  the 
business  done,  and  he  would  then  get  busy  and  rectify 
the  leaks  that  are  at  present  eating  up  his  profits:  As 
long  as  he  neglects  such  a  yearly  statement,  however, 
he  will  never  realize  just  how  little  money  he  is  mak- 
ing. 

Insist  on  Accuracy 

Now  as  to  the  work  of  stock-taking.  I  would  first 
like  to  impress  on  dealers  the  need  for  absolute  accuracy 
in  taking  the  inventory.  Unless  this  point  is  insisted 
on,  the  result  will  not  be  a  proper  indication  of  actual 
worth  of  stock  and  the  purpose  of  taking  stock  is  de- 
feated. Do  not  leave  the  question  of  quantities  or 
prices  to  gues.swork.  Count  goods  and  make  certain 
that  prices  are  correct. 

It  is  better  to  underestimate  than  to  overestimate. 
A  man  can  always  afford  to  be  a  little  better  off  than 
he  figures,  but  it  is  dangerous  to  believe  that  he  is 
better  fixed  than  he  really  is.  It  is  like  going  on  a 
"spree."  It  feels  alright  at  the  time,  but  the 
"morning  after"  is  not  likely  to  be  so  pleasant. 

Hov^r  to  Go  About  It 

T  find  it  the  best  plan  for  those  engaged  in  the  work 
of  stock-taking  to  divide  themselves  into  twos.  One 
man  calls  off  the  stock  as  he  counts  it,  and  the  other  in- 
serts the  quantity,  description  and  cost  price,  if  it  is 
Icnown,  on  the  inventory  sheet.  A  little  system  will 
lessen  work.  For  instance,  goods  of  the  same  kind 
can  be  put  together  and  counted  in  one  sum,  or  space 
can  be  left  on  the  line  to  add  more  articles  of  a  similar 
nature  if  they  come  to  light  later.     This  saves  the 


work  of  writing  out  several  lines  for  the  same  article. 
Don't  jump  all  over  in  stock-taking.  Start  at  a  cer- 
tain place  and  cover  it  thoroughly.  Otherwise  you 
are  liable  to  miss  some  goods. 

Preventing-  Duplication 

If  stock-taking  is  to  extend  over  a  considerable 
business  period,  precautions  will  have  to  be  taken  so 
that  articles  listed  and  afterwards  sold  will  be  de- 
ducted from  the  total  stock  showing.  Clerks  who  are 
soiling  goods  may  make  a  note  of  checked  goods  sold  in 
a  book  for  the  purpose,  and  deduct  the  total  amount 
of  such  sales  from  the  total  stock.  Some  dealers 
leave  a  slip  on  each  line  of  goods  which  has  been  listed 
so  that  sales  may  be  noted  on  it.  It  is  not  necessary 
to  make  a  note  of  goods  sold  but  which  has  not  been 
listed,  as  they  will  appear  in  cash  on  hand  or  amount  on 
books  in  your  financial  statement. 

Once  the  goods  have  been  listed,  all  that  is  necessary 
is  to  make  extensions  and  add  up  totals  and  the  total 
amount  of  stock  on  hand  will  be  known.  Compare  it 
with  the  amount  of  stock  of  the  previous  year.  If 
there  has  been  any  large  increase,  look  into  the 
cause. 

Once  the  amount  of  your  stock  is  known,  you  are  in 
a  position  to  go  ahead  and  make  out  a  financial  state- 
ment that  will  show  the  exact  standing  of  your 
business. 


BE  SURE  GOODS  ARE  RIGHT 

The  first  great  problem  is  to  be  sure  the  goods  are 
right  and  that,  of  course,  is  a  buying  problem.  And 
to  that  old  saying  that  goods  well  bought  are  half  sold 
I  would  add  be  sure  of  the  quality  first. 

There  is  a  natural  curiosity  and  a  desire  to  know 
about  things,  even  things  of  every-day  use  and  you 
will  find  about  90  per  cent,  of  your  customers  are  in- 
terested in  information  about  the  goods  they  buy. 
They  want  to  know  how  they  are  made  and  where  they 
came  from. 

Every  interesting  idea  about  your  goods  that  you 
can  pass  to  a  customer  will  make  all  the  stronger  the 
hold  your  goods  will  have  on  that  customer  when  she 
buys.  And  it  is  not  difficult  to  get  people  to  absorb 
facts  about  your  goods  if  they  are  presented  in  the 
right  manner. 


Send  Us  Your  Xmas  Window 

A GOOD  many  clerks  have  photographs  taken  of 
their  Christmas  window  displays  to  retain 
as  souvenirs  of  their  special  Christmas  efforts 
aiid  as  a  source  of  suggestion  for  other  years.  To 
such  clerks,  we  extend  an  invitation  to  send  us  along 
copies  of  such  photographs  for  reproduction  in  our 
paper  that  other  clerks  may  see  what  they  are  doing 
and  benefit  from  their  work. 

Mail  with  a  brief  description  to  The  Editor,  32  Col- 
borne  St.,  Toronto. 
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HAVE  PROPER  CATALOGUE  FILING  SYSTEM 

nil,  I  I  IIIIIIIIIIIIIIIMI  I  iiiiiiiiMiiiiiiiiiiiiii'  I  II  I  Ill  1  Illlllllllllllllllllll  mill  I  I  nil  I  III!  miiim  i  '  >  "i""  "»  

Many  sales  lost  because  dealer  cannot  locate  desired  catalogue — Have  a  system  that  prepares  for  any  emergency 

111  I  I  II  niiiiniii  I  I!  iiiiiiiiiii  mil  iiiiiiiiiiiiiiiiiii  I  iiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiii;miiiiiii;;:i::i;;;iiiiiiiiiiiiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiii;iMiiiiiiiiiiiiiiiiii  iiiiiiiiii  iiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiii  iii  i  iiiiiiii  


A CATALOGUE  file  is  so  extremely  useful  to  the 
merchant  that  the  little  trouble  involved  in 
preparing  one  and  keeping  it  in  good  shape,  is 
many  times  repaid.  Yet,  a  canvas  of  retail  merchants 
will  reveal  the  fact  that,  with  rare  exceptions,  no 
orderly  memorandum  of  manufacturers'  catalogues  or 
of  their  contents  is  kept.  The  handsomely  illustrated 
booklets,  prepared  at  so  much  expense  and  handed  out 
fo  hopefully,  lie  around  the  retail  merchant's  office  for 
a  time  and  soon  find  oblivion  in  the  wastepaper  basket, 
or  are  left  heaped  in  so  unsystematic  a  manner  that 
they  are  of  little  use. 

Catalogues  accumulate  so  rapidly,  and  price  changes 
are  of  such  frequent  occurrence, 'that  unless  there  is 
some  system  of  keeping  track  of  everything,  one  may 
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well  despair  of  any  good  from  the  catalogues.  As  a 
matter  of  fact  the  average  merchant  gets  a  very  limited 
amount  of  benefit  from  them.  So,  when  a  customer 
comes  in  and  encjuires  for  a  dining  room  suite  in  the 
William  and  Mary  style,  in  American  black  walnut, 
and  at  a  certain  price,  he  can't  just  lay  his  hand  ou  the 
information  necessary  to  at  once  take  advantage  of  the 
prospective  sale.  An  up-to-date  merchant  is  pre- 
pared for  any  emergency.  He  should  be  prepared  for 
tliis.  He  should  have  infoi'mation  on  tap,  as  it  were, 
all  the  time,  so  as  to  be  ready  for  a  customer  when  he 
calls. 

To  do  this  it  is  necessary  to  have  a  cabinet  of 
drawers  in  which  to  keep  the  catalogues,  and,  in  addi- 
tion, a  sample  system  of  indexing  the  contents. 

Card  Index  for  Easy  Locating-  of  Desired  Catalog-ues 

The  card  system  of  indexing  is  the  handiest,  as  it 
allows  changes  and  additions  to  be  made  quickly  and 


easily.  The  cards  shoidd  be  about  4x6  inches  in  size. 
At  the  top  of  each  should  be  room  for  the  name  of  the 
article;  for  example,  "Diningroom  Suites"  would  be 
one  heading.  The  body  of  the  card  should  be  ruled 
across,  with  a  lengthwise  ruling  near  each  margin.  In 
the  middle  write  the  names  of  the  furniture  manu- 
facturers, whose  catalogues  you  have.  On  the  left 
margin  place  letters  indicative  of  the  grade  of  goods 
each  otfer  for  sale;  for  example,  the  letter  "M"  Avould 
mean  mediiim-priced,  the  letters  "H  G"  would  mean 
high-grade,  etc.  Within  the  right-hand  margin,  oppo- 
site a  manufacturer's  name  shoidd  be  placed  the  num- 
ber signifying  which  drawer  of  the  filing  cabinet  eon- 
tains  that  dealer's  catalogue.  The  cards  should  be 
filed  according  to  the  articles,  not  by  the  names  (ff  the 
furniture  makers. 

Have  Information  Readily  Securable 
Every  furniture  dealer  will  find  it  to  his  interest  to 
get  catalogues  from  every  manufacturer  whose  goods 
he  is  likely  to  need,  and  file  them.  Then  he  should 
subscribe  for  a  good  trade  paper  and  carefully  scan 
the  advertisements  it  carries,  for  infornuition  regard- 
ing changes  of  prices  and  new  things  Avhieh  come  out. 
This  material  should  then  be  noted  upon  the  catalogues 
and  kept  track  of.  A  merchant  may  not  know  every- 
thing ofi'hand,  but  he  should  know  where  to  get  the 
information  and  get  it  quick,  so  as  to  strike  when  the 
iron  is  hot. 

The  accompanying  diagram  Avill  be  found  useful  in 
illustrating  the  card  described  above. 


HOW  TO  MAKE  YOUR  WINDOW  ATTRACTIVE 
AT  NIGHT 

The  value  of  a  show  window  is  increased  greatly  at 
night  by  two  important  conditions: 

1.  The  mind  of  the  observer  is  freer  tit  night  than 
during  the  hustle  and  bustle  of  the  business  day,  and 
so  more  sensitive  to  impression. 

2.  The  drawing  power  of  the  display  is  greater  be- 
cause of  the  greater  contrast  between  the  bright  win- 
dow and  its  darker  environs. 

The  light  sources  should  be  at  the  top  and  front  of 
the  window  and  completely  concealed.  Lamps  shonlrl 
be  placed  so  that  the  light  cannot  enter  the  eye  direct 
from  the  luminous  centre.  The  pupil  of  the  eye  ad- 
justs itself  to  the  brightest  spot  in  the  range  of  vision, 
and  if  contracted  on  account  of  the  lamps  being  in 
sight,  the  goods  are  necessarily  less  visible  and  the 
selling  power  of  the  display  greatly  lessened. 

Don't  deceive  yourself  by  failing  to  realise  the  num- 
ber of  people  who  see  your  show  windoAv?  at  night. 
During  the  day  the  passer-by  may  not  have  time  to 
srive  your  windoAV  more  than  a  passing  p-lanee.  At 
night  only  the  bright  snots  are  points  of  interest  an^l 
he  has  more  time  and  will  study  you^'  disnlnv  eriticnlly. 
Merchants  say  that  they  have  watched  tliis  mnt^-er 
closely  and  have  freqnentlv  seen  men  and  women  who 
were  "window  shonping"  the  nicrlit  beFove.  in  the 
store  and  buying  the  next  dav.  Trv  it  yourself  anrl 
you  will  be  convinced  that  your  window  should  be 
Iproperly  illuminated  at  night. 
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THE  SELLING  of  HOUSEHOLD  APPLIANCES 
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How  a  dealer  handles  this  line  in  his  store — Allowing  the  housekeeper  sell  herself. — Some  suggestions  of  value. 
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A FURNITURE  dealer  not  a  thousand  miles  from 
Toronto,  some  little   time   since   told  how  he 
handled  the  specialties  in  his  housefurnishings 
department,  among  them,  vacuum  cleaners   and  re- 
frigerators. 

Selling  Vacuum  Cleaners 

On  the  former  he  said  something  like  this:  "Suction 
sweepers  are  an  article  you  have  to  let  the  housewife 
sell  to  herself  in  her  own  home.  Most  women  would 
rather  spend  twenty-five  dollars  for  a  hat  than  for  a 
sweeping  machine.  They  have  to  see  a  lot  of  bene- 
fits coming  to  them  before  they'll  invest  that  much  in 
any  utensil  for  housework.  And  they  are  more  or 
less  skeptical  of  any  demonstration  you  make  in  your 
store.  They  don't  have  to  deal  with  cork,  powder, 
and  so  on  at  home. 

"In  selling  a  machine  I  pick  out  one  that  Avill  really 
do  the  work,  is  durable,  simple  to  operate,  and  can  be 
trusted  to  perform  its  duty  in  the  hands  of  a  novice. 
My  plan  is  to  ask  the  housewife  to  let  me  do  her  weekly 
cleaning.  I  send  one  of  my  men  with  the  machine. 
He  shows  the  housewife  how  to  work  it  and  allows  her 
to  handle  it  herself.  Then  he  exhibits,  when  he  empties 
the  bag,  the  unseen  dirt  with  Avhich  she  has  been  liv- 
ing, and  calls  her  attention  to  the  short  time  it  has  re- 
quired to  clean  all  her  rugs  and  carpets  more  thor- 
oughly than  they  have  ever  heen  cleaned. 


"He  tells  her  how  this  method  saves  her  carpets  and 
rugs  and  guards  the  health  of  her  family — we've  sold 
a  lot  of  sweepers  in  homes  where  there  are  babies  be- 
cause we  have  convinced  the  mothers  that  their  babies 
ought  not  to  creep  on  floors  that  are  not  thoroughly 
cleaned  of  dust  by  the  suction  system.  Then  we  leave 
the  machine  with  the  housewife,  so  that  she  may  use 
it  herself  the  next  week.     She  usually  buys  it." 

Handling  Refrigerators 

It  is  pretty  much  the  same  with  refrigerators,  though 
the  purchase  of  a  refrigerator  represents  about  the 
largest  expenditure  the  average  family  makes  for  a 
household  utility,  and  the  sale  is  correspondingly  diffi- 
cult— especially  because  the  average  man  or  woman 
looks  on  any  box  that  will  hold  ice  as  a  refrigerator. 
This  dealer  made  up  his  mind  that  every  possible  buyer 
he  could  reach  would  have  to  be  educated  in  the  prin- 
ciples of  ice  refrigeration.  But  you  can't  force  this 
information  on  a  customer.  You  have  to  make  him 
want  it. 

The  minute  you  approach  a  man  or  a  Avoman  with  a 
suggestion  to  buy,  the  person  approached  is  on  guard 
against  that  particular  suggestion  and  prepares  to  re- 
sist it.  That's  human  nature.  So  this  dealer  evolved 
a  plan  to  work  up  to  the  refrigerator  by  way  of  some 
other  merchandise,  so  as  not  to  rouse  the  buyer's  an- 


Uepartmciit 


which 


one  firm  has  for  featuring  such  lines  as  vacuum  cleaners,   washing  machines. 
Note  the  carpet  to  demonstrate  what  the  vacuum  cleaners  will  do. 
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tagonism  to  his  refrigerator  suggestion  and  then  have 
to  overcome  that  antagonism. 

The  efficiency  idea  in  all  sorts  of  work  which  has  of 
late  been  attracting  public  attention,  has  been  used  by 
the  dealer  to  apply  to  housework.  So  he  started  a 
home-efficiency  department  and  coached  one  of  his  men 
as  an  efficiency  expert.  His  idea  was  to  announce  to 
the  housewife  that  his  efficiency  expert  would  make  a 
survey  of  her  home  and  suggest  ways  and  means  for 
making  the  work  of  her  household  help  more  efficient, 
calling  attention  to  the  fact  that  her  husband  adopted 
in  his  office  every  device  for  economizing  time  and 
labor,  while  most  housework  is  still  done  in  a  more  or 
less  primitive  way.  The  expert  would,  among  other 
things,  suggest  the  installation  of  a  sanitary  refrigera- 
tor wherever  one  was  lacking,  and  so  would  lead  up  to 
sales. 

Where  a  refrigerator  isn't  really  needed  we  suggest 
something  else,  a  fireless  cooker,  or  something  of  a 
relatively  high  cost.  This  scheme  has  sold  a  lot  of 
goods;  it  has  done  something  more — it  has  established 
our  reputation  as  a  progressive  store,  and  has  made  us 
known  to  those  who  did  not  know  us  before. 

"You'd  be  surprised, "  continued  this  dealer,  "at  the 
specialties  in  the  average  store  that  would  increase 
the  efficiency  of  the  houseworker — devices  about  which 
the  average  housewife  knows  nothing.  She  doesn't 
know  a'bout  them  because  so  few  of  these  specialties 
or  staples  are  advertised,  and  fewer  are  properly  ad- 
vertised. Incidentally  that's  one  reason  why  there  are 
so  few  good  retail  appliance  salesmen.  I've  noticed 
that  in  lines  which  are  well  advertised  the  manufac- 
turers, directly  and  through  the  consumer,  educate  the 
retailer  and  his  clerks  to  an  appreciation  of  the  ad- 
vertised goods  and  of  efficient  ways  to  sell  them.  That 
develops  a  lot  of  good  salesmanship  in  those  lines." 

While  the  summer  is  the  best  season  for  the  sale  of 
refrigerators,  they  are  needed  in  many  households  even 
during  the  cold  weather.    Goods  cannot  frequently  be 


placed  outside  and  if  left  inside  some  refrigeration  is 
necessary.  This  is  particularly  true  in  apartment 
houses,  where  residents  have  not  the  convenience  of  a 
cellar. 


RANDOM  SHOTS 

I  shot  an  arrow  into  the  air;  it  fell  in  the  distance,  I 
knew  not  Avhere,  till  a  neighbor  said  that  it  killed  his 
calf;  and  I  had  to  pay  him  six  and  a  half  ($6.50). 

I  bought  some  poison  to  slay  some  rats,  and  a  neigh- 
bor swore  it  killed  his  eats ;  and,  rather  than  argue 
across  the  fence,  I  paid  him  four  dollars  and  fifty  cents 
($4.50). 

One  night  I  set  sailing  a  toy  balloon,  and  hoped  it 
would  soar  till  it  reached  the  moon ;  but  the  candle  fell 
on  a  farmer's  straw,  and  he  said  I  must  settle  or  go  to 
law. 

And  that  is  the  way  with  the  random  shot ;  it  never 
hits  in  the  proper  spot ;  and  the  joke  you  spring,  that 
you  think  so  smart,  may  leave  a  wound  in  some  fel- 
low's heart.   

Send  in  bills  early  and  often.  That  is  the  way  to 
get  your  money  and  to  prevent  accounts  accumulating 
and  becoming  losses. 


SHAKING  HANDS 

SOME  salesimen  shake  hands  too  much.  In  order 
to  muke  handshafcing  iirofitaible,  learn  when  to 
do  it.  The  handshake  should  be  used  as  a  sign 
of  the  developmeiit  of  a  closer  interest  between  two 
people. 

Shaking  hands  at  the  right  time  will  promote  a 
better  feelling  between  customer  and  salesman.  Shak- 
ing hands  at  the  wrong  time  may  make  the  customer 
avoid  the  salesman  next  time.  Get  the  happy  medium 
between  the  college  freshman  wrench  and  the  life- 
less cemetery  flop.  Don't  stick  out  a  limp  paw  for 
the  other  fellow  to  wiggle  up  and  down.  Shake  hands 
(juickly,  firmly,  as  if  you  meant  it. 
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The  Curse  of  the  Antique 


By  ARTHUR  GUITERMAN 
in  Harper's  Magazine 


MY  friends,   the   Van    Buzzens,  ht*ve  millions  to 
spare; 
They  live  to   the    northward    of  Washington 
square; 

Their  chastely    magnificent,  sumptuous  home 
(Or  rather,  their  mansion) — from  cellar  to  dome 

Is  filled  to  repletion 

With  things  that  are  Grecian 

And  early  Venetian 

(Or  seemingly  so). 

And  Late  Jacobean 

And  Middle  Pompeiian 

And  Aramathean — 

For  all  that  I  know. 


The  panels,  the  ceilings,  the  elegant  doors, 

Are  Louis — some  Louis — oh,  Seize  or  Quartorze; 


"Noir  here  is  an  object  exceedingly  choice." 

And  down  in  the  kitchen  the  skillets  and  pans 
Are  some  other  Louis — conceivably  Quinze 

While  tables  on  gate-legs 

(Those  movable  eight  legs) 

Or  highly  ornate  legs 
That  martyr  your  knees. 

And  chairs  upon  scroll-legs 

Or  neat  cabriole-legs 

(The  French  word  for  "bowlegs") 
Are  thicker  than  peas. 

Miranda  Van  Buzzen,  a  Priestess  apart, 
The  Heiress  of  All  of  the  Ages  of  Art, 
Is  proud  of  old  tapestries  hanging  in  shreds. 
Of  highboys  and  lowboys  and  canopied  beds, 

Of  caddies  and  kettles 

In  various  metals, 

Of  dressers  and  settles 

And  benches  and  thrones. 

Of  boxes  for  laces, 

Of  porcelain  vases, 

And  coffers  and  eases 
By  Inigo  .Jones. 

But  Abel  Van  Buzzen  is  sick  unto  death, 
He  lately  confided,  though  under  his  breath, 
Of  "all  this  nonsensical  'Period'  bluff — 
The  C'hippendale-Heppelvvhite-Sheraton  stuff!" 

"I'll  furnish  my  study 

As  snug  as  a  cuddy. 

With  no  fuddy-duddy 

Of  gimcracks!"  said  he; 

"And  nothing  that's  'Classic' 

Or  Upper  Jurassic 

Or  utter  jack-assic! — 
Plain  comfort  for  me!" 


He  went  to  a  dealer  in  Crotchets  and  Whims, 
Impressive  in  glasses  with  tortoise-shell  rims, 
And  told  him,  "I  want  a  Eesponsible  Chair; 
It  needn't  be  something  seductively  rare 

By  any  old  masters 

On  fluted  pilasters. 

But  Comfort  on  Casters — 
A  cushioned  retreat; 

And  I  want  a  table. 

Whatever  the  label,  . 

SufSciently  stable 

To  hold  up  my  feet!" 

The  Expert  replied  in  a  delicate  voice, 
"Now,  here  is  an  Object  exeeedingl.y  choice — 
A  chair  with  a,  wheel-back  and  single-curve  arms; 
The  spatulate  feet  are  the  least  of  its  charms. 

We  bought  it  from  Madam 

McAdam  of  Haddam — 

A  Genuine  Adam! — 
Oh,   don't  be  misled! 

The  marks  that  you  term  'holes' 

Are  Guaranteed  Worm-holes!" — 

"I  think  they  are  germ-holes!" 
Quoth  Abel,  and  fled. 

The  next  Oounoisseur  whom  he  happened  to  seek 
Was  strong  for  the  Gothic  with  touches  of  Greek, 
For  chairs  that  were  stiffer  than  pokers  and  starch 
And  built  like  cathedrals  with  pillar  and  arch. 

"Observe  the  acanthus, 

The  drooping  ailanthus. 

The  rich  polyanthus 
And  tendril  design 

With  nothing  aborted!" 

The  Person  exhorted. 

But  Abel  retorted, 

"Not  any  in  mine!" 

Another  remarkably  talented  man 
Was  all  for  the  colorful  mode  of  Queen  Anne — 
For  marquetry  tables  and  armchairs  with  wings; 
Another,  for  ormolu  Empire  things. 


"  With  chairs  you  can  prose  in  and  smoke  and  repose  in." 

Still  others  orated 

On  chairs  that  were  mated 

With  feet  that  were  plated 

Or  turned  like  a  cup 
And  legs  that  were  twisted; 
Wiile  many  insisted 
On  styles  that  existed 

When  Rome  was  a  pup. 

They  gabbled  of  Flemish,  Byzantine,  Grotesque, 
Hogarthian,  Tudor,  Baroque,  Arabesque, 

(Concluded  on  next  page.) 
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VALUABLE  PRICING  TABLE  FOR  RETAILER 


A  table  which  shows  at  a  glance  how  the  selling  price  of  an  article  can  speedily  be  arrived  at  from  cost 

iiiiiiiiiiiiiiiiiiiiiiiiliiiiiiiiiiiilliiiiiiiiiiiiiiii:ii:iiiiii:Niiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


THE    Canadian    Fui'nitnre    World    has    had  a 
number  of  articles  during  the  past  couple  of 
years  on  the  question  of  pricing  goods,  and  has 
given  a  number  of  tables  from  time  to  time,  to  simplify 
the  problem  of  pricing  for  the  dealer. 

We  reproduce  here  another  table  that  promises  to  be 
of  great  service  in  this  connection.     It  was  devised  by 


PRICING  TABLE 


% 

Multiple 

% 

Multiple 

20 

1.25 

31 

1.45 

21 

1.267 

32 

1.471 

22 

1.283 

33 

1.493 

23 

1.299 

34 

L516 

24 

1.316 

35 

1.539 

25 

1.334 

36 

1.563 

26 

1.352 

37 

1,588 

27 

1.37 

38 

1.613 

28 

1.39 

39 

1.64 

29 

1.409 

40 

1.667 

30 

1.429 

41 

1.695 

%=Gross  profit  on  sales. 
Multip]cXeost=selling  price. 


E.  C.  Thulin,  and  appeared  in  one  of  our  exchanges. 
The  writer  has  made  a  close  study  of  figuring 
profits  and  pricing  in  recent  years,  and  believes  that 
this  is  one  of  the  simplest  tables  he  hacs  yet  seen. 


Explanation  of  Table 

The  table  is  not  difiicult  to  understand.  Suppose, 
for  instance,  you  desire  to  make  a  gross  profit  of  40  per 
cent,  on  the  selling  price  of  a  certain  article.  How 
shall  you  determine  what  this  will  amount  to  in  dol- 
lars and  cents?  You  cannot  multiply  forty  by  the  cost 
price  of  the  article,  because  the  percentage  of  profit 
isn't  figured  on  the  cost.  It  is  figured  on  the  selling 
volume. 

This  table  solves  the  problem.  It  shows  you  what 
price  you  ought  to  charge  to  secure  a  gross  profit  of 
any  desired  amount.  If  you  desire  to  make  a  40-per 
cent,  profit,  based  on  the  selling  price,  you  simply 
multiply  the  cost  price  by  1.667.  In  the  case  of  an 
article  costing  $1.00,  you  would  therefore  put  a  price 
on  it  of  $1.67. 

If  you  desire  a  gross  profit  of  30  per  cent.,  multiply 
the  cost  by  1.429.  If  you  desire  a  gross  profit  of  35 
per  cent.,  multiply  the  cost  price  by  1.539 — etc.,  etc. 


WATCH  YOUR  STEP 

Johnny  SnoAV  says  that  you  never  can  tell  when  your 
simplest  words  are  going  to  be  twisted  out  of  their 
meaning.  He  exemplifies  with  the  incident  of  an 
austere-looking  woman  who  Avalked  into  Eaton's  store 
Avhilo  he  and  his  Avife  were  looking  about,  and  said  to 
the  clerk : 

"I  should  like  to  purchase  a  mut¥." 

"What  fur?"  inquired  the  clerk. 

"To  keep  my  hands  warm,  you  idiot!"  exclaimed 
the  Avoman. 
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(Continued  frojn  previous  pane.) 

Of  cedar  and  ebony  artfullj'  wrought. 
Of  Indian  teak,  and  mahoganj'  brought 

From  far  Orinoco 

And  carved  in  rococo. 

They  drove  him  quite  loco. 
Or  nearly  to  drink, 

With  talk  of  mo!?aic — 

Not  wholly  archaic, 

But  done  in  Passaic, 
New  Jersey,  I  think. 

Com])letely  bewildered  and  ready  to  drop. 
He  staggi^red  away  to  a  Furniture  Shop; 
And  what  should  he  see  in  that  wonderful  place 
But  tables  of  dignity,  substance  and  grace, 

And  arm-chairs,  by  gracious! 

Invitingly  spacious, 

Su|ierbly  capacious 

And,  Hea\'en  be  jiraised! 

Divinely  upholstered, 

Hecushioned  and  bolstered! 

His  buffeted  soul  stirred 
With  jo.y  as  he  gazed. 

"Magician  of  Furniture,"  Abel  exclaimed, 
"What   date  are  these  marvels,   and   how  are  they 
named  ? ' ' 


The  Artist  replied,  with  a  blush  on  his  cheek, 
"  They  .  haven 't  been  christened:  we  made   'em  last 
week. 

We  dare  not  assign  'em 
A  ])l'ace,  nor  define  'em, 
We  only  design  'em 
The  best  that  we  can." 
"Oh,  send  me  four  dozen, 
Mike  Angelo's  Cousin!" 
Cried  Abel  Van  Buzzen, 
"And  hurrv  the  \'an!" 


The  House  of  Van  Buzzen  is  splendidly  cold 
And  crammed  with  rare  treasures  that  ought  to  be 
sold; 

Its  satin  wood  sideboards  are  guiltless  of  dust; 
Its  stately  perfections  deserve  to  be  mussed. 

But  u|i  in  the  attic, 
A  place  deiiioeratic, 
Is  Abel's  ecstatic 

Eesort  of  the  blest. 
With  chairs  you  can  ))rose  in 
And  smoke  and  repose  in 
And  dreamily  doze  in, — 

Oasis  of  Rest. 
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PRACTICAL  SUGGESTIONS  IN  AD.  WRITING 

By  J.  W.  CARLIN 


"J  0  make  sure  that  our  ad.  will  be  seen,  we  must 
I  "lay  it  out"  in  a  manner  that  will  attract  at- 
tention, and  begin  it  with  Avords  which  will 
compel  interest.  Then  let's  word  it  carefully,  and 
print  it  sensibly,  so  it  will  be  read — and  if  it  rings  true, 
it  will  be  believed. 

Some  advertisers  seem  to  think  that  all  they  have  to 
do  is  to  run  out  into  the  middle  of  the  road  and  shout 
"STOP!"  and  the  Avorld  Avill  halt  and  listen  to  them. 
You  see  ads.  headed  in  glaring  type  with  such  words  as 
"Stop!"  "Look!"  "Important,"  and  so  on.  But 
you've  seen  so  many  of  them  '  lat  you  USUALLY 
PASS  THEM  BY  without  both  '.-i  ig  to  see  what  they 
are  talking  about. 

Like  an  Electric  Sw.-un 

The  best  heading  is  one  which  actually  leads  the 
reader  into  the  subject  of  the  advertisement;  like  the 
electric  switch,  it  makes  a  connection  through  which 
your  current  of  selling-talk  will  flow  with  force  and 
effect.  S.  Roland  Hall,  in  his  recent  book  on  "How 
to  Write  an  Advertisement,"  says  that  when  a  farmer 
comes  to  town  and  wants'  to  advertise  a  mule  for  sale, 
he  goes  to  the  office  of  the  local  paper,  and  writes  an 
ad.  headed  like  this: 

GOOD  MULE  FOR  SALE 

Then  he  proceeds  to  tell  ahout  the  mule — his  age 
and  size,  Avhere  he  can  he  seen,  and,  perhaps,  the  nrico. 
NOW,  THAT  IS  A  GOOD  AD.,  because  the  man  who 
wants  to  buy  a  mule  will  surely  read  it  when  he  sees 
the  heading,  "Good  Mule  for  Sale."  But  some  other 
man,  who  thinks  he  must  ^be  "clever,"  even  at  the 
sacrifice  of  being  clear,  Avill  probably  start  off  the 
mule  ad.  with  a  line  like  this: 

HE  NEVER  KICKS 

Many  readers  who  might  buy  'a  mule  will  pass  his 
ad.  Avithout  reading  it,  because  they  won't  knoAv  it  is 
about  a  mule.  If  they  read  it,  they  will,  perhaps,  be 
suspicious,  fearing  that  a  man  Avho  will  state  positively 
that  a  mule  never  kicks,  might  also  misrepresent  in 
other  ways  about  the  mule. 

Don't  Be  Too  Clever 

Too  much  smartness,  either  in  wording  or  type, 
causes  lack  of  confidence.  People  may  read  your  ad. 
and  say,  "that  certainly  is  a  clever  advertisement!" 
— and  then  not  buy  from  you.  You  don't  care  if  they 
don't  even  realize  that  they  haA^e  read  your  ad.,  so 
long  as  they  buy  your  goods.  In  my  own  experience 
I  have  noticed  that  AA^henever  my  friends  come  to  me 
and  say  "that  was  a  fine  ad.  you  had  in  the  paper  to- 
day," that  ad.  hardly  ever  pulls  as  good  results  as 
some  other  ad,  upon  Avhieh  they  never  think  to  compli- 
ment me — because  in  it  they  see  only  the  merchandise, 
and  not  the  ad.  itself. 

Put  all  the  punch  you  can  into  your  headline ;  AA'hen 
you  throAv  that  sAvitch  to  start  the  live,  pulsating  cnv- 
vent  of  sales-talk,  throw  it  hard! 


This  Headline  an  Ad.  in  Itself 

For  instance:  "Don't  Envy  a  Good  Complexion; 
Use  Pompeiian  and  HAVE  One !"  That  line  is  an  ad.  in 
itself!  the  very  force  of  it  put  the  reader  in  a  frame 
of  mind  to  want  to  believe  Avhat  follows. 

Sometimes  it  may  be  worth  Avhile  to  be  "fancy"  in 
the  way  you  have  your  headings  set  up,  but  usually 
THE  PLAINER  YOU  MAKE  THEM  THE  BETTER, 
and  don't  ever  let  the  message  be  obscured  by  your 
desire  to  achieve  some  clever  or  fancy  effect  of  typo- 
graphy. 

' '  Better  Business  Bureau ' ' 

is  a  far  better  head  than 

BETTER 
USIN^SS 
UREAU 

In  the  first  case  you  are  not  conscious  of  the  type  or 
the  Avords,  but  only  of  the  sense.  In  the  second  cflse 
your  attention  is  distracted  from  the  name  to  the  fact 
that  the  ad.  writer  is  a  clever  contortionist  Avith  Avords. 
The  second  example  requires  some  effort  to  read ;  and 
\A'henever  you  make  a  thing  hard  to  read,  you  lessen 
the  number  of  people  Avho  Avill  read  it,  and  you  lessen 
the  tenacity  with  which  it  Avill  cling  in  their  memory. 

In  a  recent  issue  of  the  Inland  Printer  I  came  across 
this  example  of  typographical  gymnastics : 
A 

ADVERTISER 
A 

M  J.  G.  WILLIS,  Prop. 

S  Adams,  Mass. 

How  many  peoi^le  will  take  the  trouble  to  read  it? 
How  much  better  to  have  been  plain  and  straightfor- 
ward— like  this : 

ADAMS  ADVERTISER 
J.  G.  Willis,  Proprietor, 
Adams,  Mass. 

DON'T  EVER  POOL  YOURSELF  into  thinking  that 
people  are  going  to  Avork  out  a  rebus  to  find  out  Avho 
you  are  and  AVhat  you  sell.    They  won't  do  it. 


AD-AGES  OF  TO-DAY 

Every  good  ad.  has  a  silver  linimg. 
An  ad.  in  time  saves  nine. 
Advertise  not;  profit  not. 
All  is  not  advertising  that  is  printed. 
Ads.  of  a  feather  flock  together. 
Too  many  authors  spoil  the  ad. 
An  ad.  is  known  by  the  company  it  keeps. 
An  ad.  in  the  paper's  worth  two  in  the  mind. 
A  good  ad.  a  day  keeps  the  sheriff  away. 
Least  said,  easiest  mended — ^when'it  comes  to  super- 
lative claim's. 

Advertise,  and  the  world  advertises  with  you.  Stop 

and  you  sit  alone. 
It's  a  wise  merchant  that  knows  his  OAvin  ad. — ^where 

the  signature's  omitte-d. 
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A  THRIFT  REQUEST 

To  Our  Subscribers: 

About  your  subscription  receipt: — Instead  of  send- 
ing you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  will  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 
Thanking  you,  we  are 

Gratefully  yours, 
THE  COMMERCIAL  PRESS,  LIMITED, 

32  Colborne  Street,  Toronto. 


January  There  are  good  trade  opiportiini- 

Furniture  ties  during  January  for  the  furni- 

Trade  ture  dealer  Who  is  prepared  to 

make  the  most  of  them,  in  spite  of 
the  seneral  idea  that  a  post-hoMday  quietness  is  in 
order  dui-ing  the  first  month  of  the  yeiar. 

It  is  a  time  when  people  are  indoors  a  good  deal  and 
naturally  an  appeal  for  better  home  furnishings  is 
more  likely  to  create  interest  than  at  any  other  time. 
Advertisements  booming  the  idea  of  better  homes  and 
furnishings  will  he  found  productive  of  best  results  at 
this  time. 

This  is  a  good  time  to  exhort  people  to  fill  in  the  odd 
pieces  of  fumitaire  they  need  and  which  they  have  been 
contemplating  the  purchase  of.  Such  sales  will  assist 
in  working  off  odd  pieces  of  furniture  in  stock  and 
clearing  the  floor  of  left-over  Christmas  goods. 

But  go  after  business  in  January  as  if  you  expected 
it.     To  expect  trade  (|uietness.  is  to  invite  it. 

•    •  • 

Handling  There    are    frequently  specials 

of  Specials  Avhich  the  furniture  dealer  can 

take  lip  to  advantage  and  which 
even  though  small  in  price  may  help  oiit  sales  totals 
considerably.  For  instance,  Campbell  &  Campbell,  of 
Brandon,  Man.,  took  up  the  sale  of  door  mats,  devot- 
ing an  advertisement  in  the  local  paper  exclusively  to 
them.  It  read,  "Cocoa  door  mats  are  indispensable 
at  this  season  of  the  year,  when  the  simw  is  melting 
rapidly,  and  soon  the  mud  and  silush  will  appear.  It 
will  pay  you  to  invest  in  an  outside  dooi-  mat — ^and 
keep  the  dirt  outside.  Your  house  will  be  kept  clean 
and  your  floor  coverings  preserved.  The  prices  are 
exeeedinglv  moderate  and  the  (juality  exceptionally 
high." 

Capitalizing  Many   furnit^^re   dealers  appear 

The  Telephone  rather  dubious  about  the  possibili- 

ties of  creating  direct  sales  by 
means  of  the  telephone.  There  is  no  doubt,  however, 
that  it  can  be  made  of  considerable  value  in  following 
up  prospeicts.  The  possibilities  along  this  line  were 
recently  referred  to  by  a  writer  in  an  exchange.  He 


pointed  out  that  the  'phone  undoubtedly  is  a  great 
time-saver  and  often  one  can  "break  through"  with 
its  assistance  Avhen  a  personal  call  would  prove  unsuc- 
cessful. Salesmen  on  the  retail  floor  are  learning  that 
they  not  only  can  save  a  lot  of  time  but  make  it  easy 
for  their  prospects  by  handin:g  to  customers  a  business 
card  bearing  the  store 's  telephone  number,  at  the  same 
time  explaining  that  whenever  it  is  inconvenient  to 
visit  the  store  their  orders  may  be  given  by  'phone  with 
the  assurance  that  conscientious  attention  will  be 
promptly  secured.  Care  should  be  exercised,  however, 
when  waiting  upon  the  customer  in  the  store,  to  the 
end  that  the  salesman  gets  permission  to  miake  a 
memorandum  in  his  sales  book.  In  most  cases  the 
salesman,  if  tactful,  can  get  the  customer's  name  and 
address,  with  a  notation  of  her  first  choice.  A  live 
man  on  the  floor  Avill  never  overlook  the  importance  of 
getting  the  sale  worked  up  to  the  point  of  decision.  If 
before  deciding  the  customer  must  refer  the  matter  to 
some  otlher  party  the  advantages  of  handing  out  store 
cards  is  apparent.  It  is  surprising  to  note  how  many 
sales  can  be  closed  over  the  telephone  when  this  method 
is  followed.  Making  it  easy  for  the  customer  to  order 
over  the  'phone  is  the  constant  endeavor  of  the  thor- 
ough salesman — a  service  appreciated  by  both  customer 
and  employer. 

Open  House  This  would  be  a  good  month  to 

to  Customers  conduct  an  open  house  to  custom- 

ers, inviting  them  to  visit  your 
store  and  inspect  your  stock  Avithout  any  obligation  to 
buy. 

A  good  many  of  the  people  in  your  community  may 
not  know  just  what  your  store  or  stock  is  like.  Get 
them  to  come  in  on  a  tour  of  in.spectiion. 

•    *  • 

Make  Husband  The  (|uestion  has  been  asked  and 
Consider  Wife  (|uite  justly  too,  "Why  shouldn't 
the  housewife  have  her  home 
e([uippeid  with  labor-saving  cquip'ment  as  much  as  the 
man  has  his  office  equipped  with  them?"  Life  recently 
referi-ed  to  this  in  a  semi-humorous  way  as  follows,  but 
it  has  been  rightly  said  that  many  a  true  word  is 
spoken  in  jest : 

"The  Home  and  the  Office — Why  not  make  our 
homes  as  attractive  as  our  offices? 

"The  modern  high-class  business  man  is  rapidly  de- 
veloping into  a  InxuT'ious  creature.  He  has  on  his 
office  walls  beautiful  j)ictures,  and  under  his  feet  soft 
and  costly  ruigs. 

"His  neutral  color  schemes  are  joyful  to  the  eye,  his 
furniture  is  the  highest  type  of  combined  beauty  and 
efficiency  and  hiis  lighting  system  is  the  last  word  in 
science. 
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"  Anything  he  wants  is  immediately  at  his  disposal, 
whether  it  be  i^olish  for  his  boots,  the  latest  periodical, 
a  book  of  reference  or  a  buffet  luncheon. 

"The  air  is  cooled  for  him  in  summer.  Messengers 
wait  upon  liim.     There  is  no  friction,  no  disputing. 

"He  presses  a  button  and  his  lightest  word  is  taken 
down  and  recorded.  At  the  luncheon  hour  he  has  a 
choice  of  the  most  highly  divertsified  companions. 

"Contrast  this  ideai  condition  with  that  of  the  place 
called  home,  filled  with  fossilized  furniture,  and  almost 
denuded  of  servants. 

"Let  not  the  home  be  destroyed.  Let  it  be  placed 
upon  an  equality  with  the  modern  office." 

One  furniture  firm  in  the  United  States  ran  this  as  an 
ad.  headed.  "Read  this  to  your  hurshand." 

*  *  * 

Don't  Fool  Don't  let  the  larger  sales  of  the 

Yourself  present  year  fool   you.  Larger 

sales  do  not  necessarily  mean 
larger)  profits.  One  dealer  told  the  writer  recently 
that  he  expects  his  sales  for  1918  to  be  larger  than  the 
totals  for  1913  and  1914  combined,  but  he  do??n't  ex- 
pect his  profits  for  the  year  to  be  any  larger  than  for 
1914  alone. 

Sales  figures  these  days  are  very  deceptive. 

Courtesy  to  The  travelling  salesman  is  entitled 

Travelers  to  more  courteouis  treatment  than 

he  receives  from  certain  mer- 
chants. The  number  of  retailei's  w^ho  treat  travelers 
in  a  boorish  manner  is  few,  but  there  are  certainly 
some  who  do  not  seem  to  have  the  first  idea  of  common 
decency. 

There  are  few  travelers  who  get  peeved  just  because 
a  merchant  does  not  buy  their  goods,  but  they  do  feel 
as  if  they  have  just  cause  for  eomplaint  when  they  are 
not  even  courteously  received. 

A  good  policy  for  the  merchant  for  his  treatment  of 
the  traveling  man  is,  "Do  unto  others  as  you  would 
they  should  do  with  you,"  if  your  positions  were  re- 
versed. 

#  *  * 

Figure  it  Out  Figure   out  yourself  just  what 

Yourself  the  loss  of  the  amount  of  a  cus- 

tomer's bill  means  to  you  and  the 
amount  of  work  you  have  to  do  to  make  good  the  loss. 
You  know  bad  debts  have  to  be  added  to  your  cost  of 
doing  buisiness. 

You  extend  credit  to  the  amount  of  ten  dollars  to  a 
customer.     He  does  not  pay  the  bill.     Figuring  that 


your  net  profit  on  sales  is  four  per  cent.,  do  you 
realize  that  you  have  to  sell  $250  worth  of  goods  to 
malce  good  the  loss?  There  is  a  lot  of  work  connected 
with  the  selling  of  $250  worth  of  goods.  It  would 
seem  especially  so  if  the  dealer  would  bear  in  mind  that 
he  was  doing  it  without  reward — merely  to  make  up  the 
loss  of  a  bill  that  some  unreliable  person  would  or 
could  not  pay. 

If  the  dealer  who  loses  $10  by  bad  ielhts  would  bear 
in  mind  in  selling  the  next  $250  worth  of  merchandise 
that  he  was  performing  the  work  for  nothing,  it  would 
probably  cure  him  of  the  habit  of  extending  credit 
recklessly. 

A  credit  business  in  many  instance-s  proves  a  big 
convenience  to  customers  and  generally  helps  the 
dealer  in  selling  more  goods,  but  it  should  be  con- 
ducted on  a  safe  and  sane  basis. 

#  #  * 

Giving  Out  Many  merchants  are  averse  to 

Financial  giving  a  statement  of  their  finan- 

Information  caal  standing  to  wholesalers  or 

credit  reporting  agencies.  Even 
some  men  with  good  strong  backing  are  inclined  along 
this  line.  They  argue  that  they  can  meet  their  bills 
and  that  their  financial  affairs  are  nobody  else's  busi- 
ness. 

They  should  bear  in  mind  that  all  wholesalers  or 
manufacturers  desire  is  an  assurance  of  their  reliability 
in  a  really  definite  way,  just  as  a  retailer  wishes  similar 
assurance  from  customers  he  is  extending  credit  to. 

It  is  an  advantage  to  a  dealer  to  be  reported  on  fav- 
orably by  a  ci'edit  reporting  agency  or  the  credit  de- 
partment of  a  wholesale  house.  It  makes  the  Avhole- 
saler  more  anxious  to  get  his  business  and  he  is  more 
likely  to  give  better  prices  and  terms  to  him. 

*  *  # 

Taking  of  A  good  many  retailers  add  a  good 

Discounts  deal  of  profit  during  the  year  by 

taking  advantage  of  discounts 
offered  for  cash.  Take  even  the  matter  of  a  1  per 
cent,  discount  in  10  days  in  lieu  of  30  days  net.  This 
practically  means  1  per  cent,  on  money  for  20  days.  If 
money  could  be  kept  working  at  this  rate  continuously 
throughout  the  year  it  would  mean  18  per  cent.,  cer- 
tainly not  a  dividend  to  be  passed  up  without  real 
necessity. 

Dealers  should  have  a  plan  for  keeping  track  of 
those  accounts  on  which  discounts  are  available.  They 
will  amount  to  a  considerable  sum  in  the  course  of  a 
year. 


GET  A  LINE  ON  YOUR  PROGRESS 

THE  man  who  keeps  grinding  away  without  ascertaining  at  regular  intervals  just  what 
progress  he  is  making,  is  certainly  a  poor  business  man.  There  is  no  sense  in  driving  on 
unless  you  are  sure  you  are  headed  in  the  right  direction,  and  the  only  way  to  make  cer- 
tain of  this  is  to  take  an  inventory  and  make  out  a  financial  statement  at  least  once  a  year.  It  is 
only  by  a  comparison  of  financial  standing  year  by  year  that  the  dealer  can  tell  accurately  what 
progress  is  being  made  in  dollars  and  cents.  Especially  in  these  times  when  sales  figures  are  far 
from  an  accurate  indicatioii  of  progress,  the  making  out  of  an  annual  financial  statement  is  neces- 
sary. 
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New  Year  Thoughts 

from  the  Editor's  Pen 


Wm.  J.  Aryans 


Happy  New  This  should  certainly  be  a  happy 

Year  New  Year  for  the  people  of  Can- 

ada. The  very  thought  that  we 
enter  a  new  year  with  the  world  at  peace  and  the 
slaughter  oi'  the  past  four  years  at  an  end,  cannot  h'jlp 
but  bring-  a  happy  feeling  to- the  great  majority.  There 
are  many  homes,  we  regret  to  say,  where  there  ir< 
uiourning  for  dear  ones  who  will  no  more  join  thi. 
family  group  in  Yuletide  festivities,  but  the  loss  •''f 
these  is  tempeied  by  the  knowledge  that  they  dind  in 
the-  cause  of  freedom  and  the  objects  for  which  thry 
foug'iht  are  near  to  accomplishment. 

The  success  of  the  cause  for  which  the  Allies  have 
been  struggling  for  the  past  four  and  a  half  years  is 
surely  reason  for  happiness.  Let  us  all  unite  in  that 
cheerful  thankfulness  which  we  should  feel  at  this 
time,  knowing  that  the  clouds  are  rolling  away  and 
the  sun  of  a  new  era  of  greater  things  is  breaking 
through. 

Our  wish  for  you  is  that  the  advent  of  the  New  Year 
may  find  joy  in  your  heart  and  happiness  in  your  home. 
May  the  year  upon  which  we  enter  be  one  of  success 
and  happiness  for  yoit  and  yours. 


The  Past  The  past  year  has  had  its  good  and 

Year  bad  features   in    so    far  as  the 

furniture  trade  is  concerned.  The 
dealer  has  had  his  diffieultieis  in  getting  and  selling  his 
gooids,  he  has  had  his  help  problem  to  solve,  and  he  has 
been  bound  round  with  many  rules  and  regulations  in 
conection  with  the  sale  of  his  goods. 

However,  it  has  been  a  fairly  prosperous  year  to  the 
majority  of  dealers.  High  wages  have  facilitated 
business  and  favorable  buying  of  advancing  goods  has 
helped  out  the  profits  of  many  dealers.  Collections 
have  also  been  generally  good. 


What  of  the  The  year  ahead  is  one  that  calls 

Year  to  Come?  for  careful  management  on  the 
part  of  the  retailer.  As  far  as 
business  is  concerned  there  is  no  great  need  of  worry. 
Of  course,  it  will  be  necessary  to  keep  on  the  aggressive 
in  order  to  maintain  sales,  but  the  bigger  problem  is 
the  maintaining  of  profits.  There  will  be  need  of 
earnest  work  to  clear  the  decks  of  goods  which  are 
likely  to  depreciate  in  value,  while  careful  buying  will 
be  essential  in  order  that  no  large  stocks  will  be  ac- 
cumulated of  goods  likely  to  be  reduced  in  price. 

There  will  be  special  need  of  watching  credits 
closely  in  view  of  the  fact  that  many  people  who  have 
been  earning  big  money  at  war  work  will  have  to  live 
on  smaller  wages  now. 


Help  Problem  One  thing  that  will  lessen  the 

Better  worry  of  the  retail  merchant  dur- 

ing the  coming  year  will  be  the 
improved  conditions  in  regard  to  help.  The  securing 
of  adequate  and  efficient  help  during  the  past  few  years 
has  certainly  been  a  big  problem  for  the  average  mer- 
chant. He  has  been  forced  to  take  on  much  work 
that  was  generally  looked  after  by  clerks  and  long 
hours  have  been  the  rule  in  order  to  keep  work  cleared 
up.  'Clerks  have  not  only  been  demanding  high  wages 
but  on  the  whole  have  been  less  efficient  than  ordin- 
arily. 


Don't  Forget 
Your  Inventory 


Every  merchant  should  make  it  a 
point  to  take  an  inventory  and 
make  out  a  financial  statement  at 
least  once  a  year.  In  no  other  way  can  he  tell  ac- 
curately how  he  is  progressing,  especially  during  re- 
cent years  "vvhen  sales  have  not  been  the  usual  indica- 
tions of  profits. 

The  first  of  the  year  is  a  good  time  to  take  stock,  as 
there  is  generally  a  temporary  quiet  spell  after  the 
holiday  rush  which  gives  more  time  for  this  Avork  than 
at  most  periods  of  the  year. 

The  merchant  who  does  not  make  out  an  annual 
statement  of  the  standing  of  his  business  is  guessing 
as  to  his  actual  progress  and  guesswork  has  no  place 
in  business  to-day. 


Watch  Credits 
Closely  Now 


rf  there  was  ever  a  time  when  the 
retailer  needed  to  watch  the  ex- 
tension of  credits  closely,  it  is  the 
present.  The  reason  for  this  is  quite  obvioits.  There 
have  been  a  large  number  of  people  earning  big  money 
at  munitions  and  other  war  w^ork  whose  incomes  will 
be  considerably  reduced  by  their  return  to  other  em- 
ployment. Many  of  them  have  got  into  the  habit  of 
spending  right  up  to  the  limit  of  their  enlarged  in- 
come of  the  past  few  years  and  will  find  it  difficult  to 
alter  their  habits.  The  result  is  that  there  will  be 
many  re(|uests  made  to  retailers  for  "time"  on  current 
bills.  Dealers  want  to  exercise  the  highest  degree  of 
judgment  in  the  matter  of  extending  credit.  When 
in  doubt,  it  is  the  best  policy  to  play  safe.  The  man 
who  is  not  able  to  clean  up  all  his  current  bills  from 
his  wages  one  week  is  le.ss  liable  to  be  able  to  do  so 
next  week. 

Make  an  investigation  of  the  reliability  of  each  apjili- 
eant  for  credit  before  selling  them  goods  on  this  basis. 
Set  a  definite  time  for  payment  of  accounts  and  if  eacli 
bill  is  not  settled  at  the  time  specified  cut  them  right 
otf. 
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Merchandising  Suggestions  from  Our  Exchanges 

Methods  and  ideas  in  furniture  retailing  as  seen  by  other  journals 


MERCHANT  EDITOR  PRINTS  PATRONS' 
SUGGESTIONS 

A NEBRASKA  dealer  in  a  city  of  aJboait  8.000  is 
thoroughly  demonstrating  the  value  of  the  store 
jiaper  as  an  advertising  medium.  His  publica- 
tion is  a  hriglit  little  af¥air,  the  editorial  pages  abound- 
ing with  good,  wholesome  logic,  interspersed  with 
sprightly  humor.  The  style  thronigliotit  is  such  as  to 
eommanid  a  careful  reading  of  each  issue. 

A  peculiar  feature  of  this  littile  piaiper — and  one 
wihich  adds  materially  to  its  local  interest,  is  that  the 
suggestions  ad^vaniced  do  not  represent  solely  the  ideas 
of  the  editor,  for  every  edition  contains  at  least  one 
contribution  from  an  outsider.  Of  special  interest 
was  a  recent  contest  conducted  through  the  pages  of 
thie  paper.  The  clhoice  of  any  $35  rug  in  the  rvtioro,  or 
a  $35  credit  on  a  higher  priced  rug  was  offered  to  the 
woman  Avho  could  contribute  the  best  short  article, 
telling  what  commodity  in  the  furnitiire  line  had 
proved  the  most  desiralble  addition  to  her  home  eriuip- 
ment.  describimg,  of  course,  the  particular  feature  of 
suc'h  article  whie'h  she  considered  specially  commend- 
able. 

Anyone  can  readily  understand  the  tremendous  ad- 
vertising value  of  such  contributions  from  consumers 
themselves,  and  it  goeis  without  saying  that  the  money 
expended  on  this  little  scheme  proved  a  worth-Avhile 
investment. — Grand  Rapids  Furniture  Record. 


KITCHEN  CABINET  SALES  PROFITABLE 

Concentrating  extra  attention  upon  the  sale  of 
kitchen  cabinets  at  the  present  time  is  good  business. 
No  woman  Can  do  her  Avork  in  the  kitchen  to  the  best 
advantage  or  can  hope  to  economize  on  foods  if  she  is 
not  proAdded  Avith  the  proper  appliances  any  more  than 
an  office  can  be  operated  efficiently  and  economically 
Avithout  filing  cabinets  and  the  like.  Dealers  should 
bear  these  facts  in  mind  and  have  their  salesmen  talk 
more  about  the  cabinet  itself  and  less  about  the  price  of 
it  if  their  desire  is  to  make  the  selling  of  kitchen  cab- 
inent-s  a  profitable  and  easy  task.  There  is  another 
point  in  pushing  the  sales  of  kitchen  calbinets  that  many 
dealers  have  overlooked  A^4ien  they  advanced  the  argu- 
ment that  there  wa.s  not  enough  profit  in  selling  kitchen 
cabinets  to  Avarrant  so  much  attention  being  centred  on 
this  end  of  the  business.  Say  that  a  merchant  spends 
considerable  money  and  time  featuring  furniture  lines 
that  have  a  large  margin  of  profit  on  the  individual 
article.  For  instance,  cost  $50,  selling  price  $100.  He 
thinks  this  a  Avonderful  sale  because  he  makes  $50. 

He  has  other  articles,  among  them  kitclien  cabinets, 
that  he  pays,  say,  $22.50  for  and  sells  for  $36.  These 
he  thinks  are  not  Avorth  featuring.  He  forgets  the 
fact  that  the  article  that  makes  him  a  $14  or  $15  profit 
is  in  many  instances  Avidely  advertised,  and  it  turns 
over  so  rapidly  that  he  can  sell  twelve  to  fifteen  of 
them  and  make  $225  gross  profit  while  he  is  selling  one 
of  the  articles  that  he  pays  $50  for  and  sells  for  $100. 
— Chicago  Furniture  Journal. 


MUST  INDUCE  CUSTOMERS  TO  BUY 

Some  retail  merchants — and  the  furniture  dealers  are 
on  the  list — seem  to  think  it  strange  that  so  much  of 
the  business  that  should  come  to  them,  goes  to  others, 
and  in  this  way  deprives  them  of  so  many  sales  for 
merchandise  that  is  or  should  be  found  in  their  stores. 
The  term  "sihould  be"  is  the  main  reason  in  many  cases 
Avliy  they  do  not  gain  these  lost  .sales.  There  is  a  sound 
reason  Avhy  these  are  turned  to  other  channels.  From 
past  experiences  their  customers  knoAv  that  often  it  is 
not  possible  to  get  what  is  wanted  in  these  stores,  and 
they  have  quite  naturally  gone  to  other  places  where 
there  was  a  certainty  of  obtaining  just  AA'hat  Avas 
wanted. 

If  we  want  to  make  our  business  groAv  Ave  must  haA-e 
a  reason  for  this  that  will  be  of  value.  We  cannot  hone 
or  even  look  for  the  larger  sales  Avlien  there  are  so  feiv 
inducements  offered  the  trade  in  the  stock  selection.  Go 
to  some  furniture  dealers  and  Avhat  do  Ave  find?  There 
is  a  small,  incomplete  and  limited  selection  of  furni- 
ture specials  and  houselhold  lines,  that  do  not  offer  the 
better  class  of  trade  anything  Avorth  Avhile  in  the  matter 
of  a  choice  selection.  The  lines  are  such  as  to  please 
some  people ;  the  kind  who  are  not  eager  for  either 
selection  or  for  the  class  of  mere'handise  they  buy.  Rut 
there  are  others,  the  discriminating  kind,  Avho  are  not 
satisfied  Avith  ordinary  styles,  and  who  are  i-ure  to  go 
Avhere  there  is  a  stock  that  is  both  modern  and  com- 
plete, AA^ere  the  stock  is  inviting  and  that  Avill  give  the 
customers  a  reason  for  seeking  such  stores. — The  Furni- 
ture Worker. 


THE  RETURN  PRIVILEGE  A  BIG  LEAK 

In  cutting  costs  of  doing  business,  department  stores 
are  turning  their  attention  toAvard  the  greatest  leak  in 
their  administration — the  return  privilege.  Great 
progress  has  been  made  in  Boston  all  along  this  line  by 
united  action  of  the  department  stores.  Returns  are 
encouraged  to  a  large  extent  by  the  prevalence  of  the 
charge  privilege,  women  findin'g  it  very  easy  to  return 
goods  after  they  baA'e  been  charged  and  ordered,  when 
it  is  simply  a  case  of  goods  being  credited  on  their  re- 
turn. The  furniture  department  is  a  sufferer  from 
the  return  privilege.  Cases  are  cited  Avhere  fine 
furnishings  have  been  ordered,  possibly  before  the  giv- 
inig  of  some  social  function,  AA-hen  they  are  afterAvard 
returned.  Several  months  ago  a  woman  bought  a 
hall  runner.  Recently  it  Avas  brou2:ht  back  to  the 
stoi'C  'badly  soiled  and  torn  at  one  end.  as  if  by  con- 
tact Avith  a  frequently  opened  door.  In  this  case  the 
customer  contended  that  the  merchandise  Avas  de- 
fective and  insisted  upon  a  ncAv  runner.  After  an 
hour's  argument  the  store  made  a  concession  and 
agreed  to  remove  the  torn  part  and  fix  the  runner  up 
in"  the  'best  possible  shape.  This  decision  Avas  strenu- 
ously objected  to  'by  the  customer,  Avho  insisted  that  a 
new  runner  was  '  due  her.— The  Furniture  Trade 
Review. 
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BELIEVE  IN  OCCASIONAL  SPECIAL  PRICE 

Big  western  furniture  house  finds  the  occasional  special  price  is  a  big  factor  in  attracting  other  trade — Sales  sheets 
show  advertised  articles  frequently  followed  by  big  sales — Arrangement  of  the  store  to  show  goods  to  advantage 
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A  western  furniture  company  visited  by  the  writer 
are  quite  extensive  advertisers  in  the  local  papers,  and 
follow  the  practice  in  their  advertising  of  quoting  occa- 
sional special  prices,  and  find  that  it  is  a  valuable 
method  of  attracting  customers  to  the  store,  where  an 
opportunity  is  presented  of  selling  them  additional 
goods. 

"We  frequently  have  instances  illustrating  to  us  the 
part  that  special  prices  play  in  putting  us  in  touch 
with  customers  and  in  helping  business  generally," 
stated  the  general  manager  of  the  retail  depart- 
ment of  the  store  to  a  representative  of  the  Canadian 
Furniture  World.  "At  least,"  he  continued,  "the  fact 
that  an  advertised  article  is  first  on  a  big  list  of  goods 
would  seem  to  indicate  that  such  as  true.  Quite  often 
I  notice  that  a  $4  or  $5  article  that  has  been  adver- 
tised in  the  local  paper  is  first  on  a  sales  slip,  and  per- 
haps the  total  bill  may  run  up  to  $70  or  $80.  No  doubt 
they  would  have  bought  the  goods  anyway,  but  it  is  a 
question  whether  we  would  have  got  he  business." 

Work  Windows  and  Ads.  Together. 

The  display  windows  are  found  valuable  sales 
creators,  and  play  nearly  as  important  a  part  in  at- 
tracting customers  to  the  store  as  newspaper  adver- 
tising. "We  make  a  practice  of  working  the  windows 
and  newspaper  advertisiing  together,  "said  the  manager 
"and  find  this  plan  of  co-operation  productive  of 
the  best  results.  Not  infrequently  do  we  find  direct 
results  coming  in  from  each."  A  good  deal  of  atten- 
tion is  given  to  the  arrangement  of  windows,  and  some 
attractive  sales  producing  displays  are  turned  out. 

The  retail  store  of  this  iurniture  company  is  a 
large  one,  with  the  various  departments  well  arranged. 
The  basement  is  given  over  to  baby  carriages,  iron  and 
brass  beds,  springs  and  mattresses,  kitchen  furniture, 
cheap  chairs,  and  rockers. 

The  main  floor  is  used  for  the  display  of  lines  it  is 
desired  to  feature,  and  the  character  of  displays  is 
frequently  changed.  This  is  the  floor  that  customers 
see  when  they  enter  the  store,  and  thus  the  value  of 
having  varied  displays  that  will  attract  attention  and 
arouse  interest.  The  lines  that  are  generall3^  shown  on 
this  floor  are  library  and  den  furniture,  parlor  goods, 
music  cabinets,  ladies'  desks,  book  cases,  and  similar 
lines. 

Show  Furniture  Suites  of  Rooms. 

The  second  floor  is  used  for  the  display  of  dining 
room  furniture,  parlor  furniture,  and  tables.  A  fea- 
ture of  this  floor  is  that  one  side  is  devoted  to  sample 
furnished  rooms  showing  a  complete  suite  of  rooms 
furnished.  This  is  found  to  be  of  a  good  deal  of  ad- 
vantage in  making  sales.  Many  customers  do  not 
seem  able  to  size  up  the  requirements  for  a  room  or 
a  house,  and  this  method  of  display  assists  them 
materially.  It  also  tends  to  increase  sales,  for  people 
will  frefjuently  buy  additional  lines  when  they  see 
how  well  they  work  in  with  the  articles  they  had  de- 
cided on.   This  is  sbown  by  the  fact  that  one  man  who 


came  in  to  select  furnishings  for  a  house  looked  over 
the  arrangement  of  the  entire  five  rooms,  and  found 
they  appealed  to  him,  so  he  gave  an  order  for  the 
entire  five  to  be  duplicated  in  his  own  house.  If  he 
had  been  picking  out  the  goods  one  at  a  time,  it  is 
probable  that  he  would  not  have  purchased  near  as 
much. 

Carpets,  linoleum,  drapery  goods,  and  bedding  are 
shown  on  the  third  floor,  a  photograph  of  which  is  re- 
produced here.  It  will  be  noted  that  the  department 
is  artistically  laid  out.  Rugs  and  carpets  are  draped 
in  an  attractive  manner  in  the  foreground.  Along 
one  side  extends  shelving  for  carpets,  while  displays 
of  linoleum  extend  down  the  other,  with  the  drapery 
department  at  he  rear.  The  floor  is  large  and  well 
lighted,  and  allows  of  the  advantageous  display  of  the 
various  lines. 

On  the  fourth  floor  is  shown  office  furniture,  bed- 
i  oom  and  hall  furniture. 


THE  IMPORTANCE  OF  DESIGN  IN  FURNITURE 

If  the  design  of  a  piece  of  furniture  is  good,  that  is, 
if  it  appeals  to  the  buyer,  a  favorahle  first  impression 
is  made  and  the  sale  is  begun  in  the  mind  of  the  buyer. 
If  this  same  piece  of  furniture  is  comfortahle  a  much 
more  favorable  impression  is  registered  and  the 
sale  progresses.  If  in  addition  to  being  well  de- 
signed and  possessing  features  that  make  for  real  com- 
fort a  piece  of  furniture  offers  advantages  of  consider- 
able utility  (let  us  say  double  utility  as  in  the  case  of  a 
bed-davenport)  three  very  strong  reasons  for  ex- 
changing money  for  the  piece  of  furniture  have  been 
offered.  Now  if  this  piece  of  furniture  is  priced  so 
that  the  person  buying  considers  it  a  "good  buy,"  the 
appeal  of  economy  is  presented  and  another  strong 
impression  is  registered. 

And  the  sale  is  made. 

But,  supposing  that  the  first  favorable  impression 
had  not  been  registered?  Chances  are  that  the  sale 
would  not  have  been  made,  because  risistance  instead 
of  an  appeal  would  have  been  the  stronger.  But 
supposing  that  you  insisted  that  the  prospect  consider 
the  funiiture,  in  spite  of  the  poor  design  and  poor 
first  impression,  and  supposing  that  comfort,  utility 
and  the  economy  of  buying  it  were  as  strong  as  in  the 
first  case.  If  the  sale  could  finally  be  "put  over" 
would  it  be  a  really  satisfactory  purchase? 

Design  is  Avonderfnlly  important  in  furniture.  Be- 
cause that  first  favorable  impression  must  be  presei't 
or  there  is  too  much  resistance  to  make  a  profitable 
sale. 

That  is  not  saying  that  poorly  designed  furniture 
is  not  sold  in  abundance.  It  is,  and  will  continue  to 
be  sold.  But,  the  future  of  the  furniture  business, 
because  of  our  growing  intelligence,  because  of  our  in- 
creasing and  expanding  educational  facilities,  is  more 
or  less  tied  up  with  better  designs  than  Ave  have  here- 
tofore manufactured  and  sold. — The  Couehmaker. 
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BUILDING  for  SUCCESS  in  the  RETAIL  BUSINESS 
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Some  up-to-date  pointers  for  those  engaged  in  the  retail  furniture  business,  from  a  successful  sales  manager 
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SOME  time  ago  1  read  a  book  written  by  George 
Ade —  one  of  those  little,  short  books  of  his.  It 
was  the  description  of  two  men  in  a  business 
partnership.  One  of  the  men  was  an  optimist,  and 
the  other  a  pessimist;  one  handled  the  exchequer — 
the  things  coming  up  in  the  way  of  cash — and  the 
other  fellow  was  at  the  door  with  the  glad  hand  all 
the  time,  and  expressed  pleasure  and  good  fellowship 
when  anybody  came  in.  Together  they  had  amassed 
(|uite  a  nice  sum  of  money,  and  of  course  each  one 
took  it  upon  himself  to  be  the  cause  of  the  success  of 
the  partnership.  The  grouch  thought  his  good  busi- 
ness ability  was  the  cause  of  their  success,  and  the 
other  fellow  said,  "Grouch  is  always  back  there,  back 
of  the  counter,  and  he  isn't  a  part  of  the  issue — why, 
I  am  the  fellow  out  on  the  line  all  the  time — I  am  the 
fellow."  They  came  to  the  division  of  profits.  Each 
one  thought  that  he  should  get  the  major  part,  so 
they  decided  to  quit  partnership. 

Two  Types  Portrayed 

The  grouch  opened  a  store  and  every  time  a  sales- 
man would  come  in  to  sell  him  a  bill  of  goods  he  con- 
sidered it  an  insult  to  be  approached  in  this  manner. 
The  result  was  that  he  had  a  very  small,  limited  as- 
sortment of  goods  on  the  counter.  If  a  customer  came 
in  to  make  a  purchase  he  had  to  see  the  cash  before 
the  purchase  was  made.  He  was  taking  no  chances. 
He  ran  his  business  to  suit  himself,  and  if  the  public 
didn't  care  to  do  business  his  way,  no  business  was 
done.  He  spent  his  entire  time  at  his  desk,  gradually 
closed  up  in  his  shell,  lost  sight  of  all  outside  condi- 
tions, and  the  result  was  that  he  lost  hi.i  entire  busi- 
ness and  wound  up  in  the  bankruptcy  court. 

The  other  chap  was  the  hale  fellow,  well  met  type. 
All  the  salesmen  from  all  over  the  country  realized 
that  they  could  secure  an  order  any  time  they  called. 
His  shelves  were  jammed  with  all  kinds  of  goods.  He 
spent  his  time  going  around  to  the  country  fairs.  Any 
customer  could  get  credit,  the  sky  was  the  limit.  Of 
course,  the  result  was  just  the  same  in  his  case  as  in 
the  case  of  his  partner.  The  two  of  them  met  in  the 
bankruptcy  court. 

They  had  enough  wisdom  left  to  realize  that  each 
needed  the  other.  fSo  they  went  back  into  partner- 
ship again  and  handled  their  business  successfully. 

Study  Your  Own  Qualifications 

I  think  we  all  owe  George  Ade  a  vote  of  thanks  for 
that  article.  It  contains  the  fundamental  principle 
upon  which  you  gentlemen  will  have  to  run  your  busi- 
ness. It  is  not  sufficient  that  you  are  an  economist 
pure  and  simple  in  everything  that  you  do,  because  if 
you  are  only  looking  to  the  economies  in  your  busi- 
ness, it  will  soon  close  up  within  itself  and  die  of  dry 
rot. 

On  the  other  hand,  you  must  not  operate  your  busi- 
ness on  the  basis  of  hale  fellow,  well  met,  and  forget 
the  business  end.  The  operation  of  your  business  is 
just  exactly  the  same  in  principle  as  that  of  an  archi- 
tect who  designs  a  building.  If  he  is  the  right  archi- 
tect, he  will  see  that  the  steel  beam  is  strong  enough  to 
carry  the  load  and  not  too  heavy  for  its  duty.  In 


other  words,  the  building  will  be  strong,  but  it  will  be 
built  to  the  requirements  and  not  be  overdone.  Each 
one  of  you  should  study  your  own  qualifications.  If 
you  are  the  business  getter,  the  promoter  of  sales  in 
cars,  accessories,  shop,  etc.,  then  you  should  have  at 
your  right  hand  a  business  man  who  can  at  all  times 
check  up  and  tell  you  whether  or  not  your  business- 
getting  is  being  done  on  a  profitable  basis — a  man 
who  also  can  control  the  leakage. 

Let  me  give  you  this  picture :  Two  identical  build- 
ings can  be  side  by  side  in  the  same  town  and  on  the 
same  street.  They  can  both  do  the  same  volume  of 
business.  One  can  be  operated  at  a  profit,  with  satis- 
fied customers,  and  the  other  can  be  operated  at  a  loss, 
with  dissatisfied  customers.  Facilities  for  the  doing 
of  business  are  one  thing,  but  the  training  of  your  or- 
ganization is  a  job  which  is  never  completed,  and  un- 
less it  is  constantly  having  attention  from  the  manage- 
ment the  business  is  not  living  up  to  its  true  efficiency. 
See  that  in  your  business  the  two  elements  are  prop- 
erly cared  for — expansion  of  business  and  contraction 
of  expenses,  both  intelligently  handled. 

Learn  Principles  of  Business 

This  principle  is  perfectly  plain  to  me,  because  1 
have  been  over  the  road.  I  have  had  the  experience. 
It  is  unfortunate  that  human  nature  is  so  constituted 
that  we  do  not  thoroughly  realize  truths  until  they 
have  been  brought  home  to  us  by  actual  experience. 

When  I  was  a  boy  at  home  I  remember  distinctly 
that  my  father  laid  before  me  many  axioms  which  were 
common  sense  principles,  but  which  I  did  not  fully 
realize  until  I  had  gotten  out  in  the  world,  gotten  ex- 
perience and  been  knocked  around  a  little  bit.  Then 
these  truths  were  brought  home  to  me,  I  remembered, 
and  I  understood  what  he  had  in  mind  when  he  gave 
me  those  instructions.  I  remember  at  one  time  a  suc- 
cessful merchant  made  a  remark  to  me  which  I  then 
did  not  understand  but  which  excited  my  curiosity. 
He  said,  "If  I  had  your  years  and  you  had  my  experi- 
ence, large  results  would  be  obtained."  In  other 
words,  he  wanted  to  start  over  again  in  life  with  those 
principles  back  of  him  but  instilled  and  hammered 
home  by  experience.  The  wise  man,  however,  is  the 
man  who  examines  the  principles  of  business  and  tries 
to  grasp  and  learn  them  as  rapidly  as  possible.  If 
you  have  the  experience  back  of  you,  you  will  realize 
the  value  of  my  warning.  Watch  two  features  in 
your  business — expansion  of  sales  and  the  proper  con- 
trol of  expenditures. 

Chart  Your  Business 

Every  owner  or  manager  should  have  drawn  up  a 
chart  of  his  business.  Every  man  in  the  institution 
should  know  to  Avhom  he  is  supposed  to  report.  Each 
employee  should  know  what  his  duties  are  and  what 
the  company  expects  of  him.  Each  individual  should 
be  trained  to  assist  in  the  getting  of  business  and  to 
abhor  the  wilful  waste  of  money.  When  you  have 
done  this  in  your  organization  and  have  learned  how 
to  handle  your  men  properly,  then  you  have  established 
yourselves  as  managers. 
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LEADERSHIP 


By  J.  RUSSELL  PONTIFEX,  Ottawa. 


THE  glorious  ftuecess  of  Canada's  fighting  men  will 
fill  some  of  the  brightest  pages  in  Britain's 
history  of  the  world  war.  Under  Gen.  A.  Cur- 
rie  our  men  have  won  so-called  impregnable  positions 
and  proved  theinsel'ves  fighters  second  to  none. 

Here  lies  a  lesson  for  the  Canadian  merchant.  Our 
men,  taken  from  the  store,  the  office  and  the  faetor\^ 
had  to  face  a  nation  of  fighters  trained  to  fight  from 
childhood.  So  successful  were  their  efforts  that  the 
mighty  Hun  grew  afraid  of  the  men  from  Canada. 

This  result  was  achieved  by  leadership.  Just  what 
leadership  means  we  are  apt  to  forget  or  underestimate. 

The  men  in  the  trenches  are  useless  without  the 
artillery  to  support  them,  but  the  artillery  must  get 
ammunition,  the  men  must  be  fed,  the  wounded  at- 
tended to,  reliefs  be  made,  roads  repaired,  railways  laid 
and  reserves  be  arranged  for  in  case  of  attack. 

Every  man  must  have  a  place  and  every  place  its 
man. 

A  successful  leader  must  see  to  it  that  nothing  is 
overlooked.     He  must  know  that  every  man  is  trained 


in  and  understands  his  particular  job  while  he  himself 
must  be  able  to  make  quick  and  accurate  decisions  to 
meet  the  ever-changing  conditions. 

Mr.  Merchant,  are  you  a  leader  worthy  of  success? 
Can  you  ask  your  staff  to  follow  you  along  the  road  in 
the  full  knowledge  that  they  will  do  so  and  be  proud 
to  follow  where  you  lead?  Are  you  laying  plans  like  a 
general,  training  your  staff'  to  fill  their  positions  to  the 
very  best  possible  advantaige? 

Are  you,  as  a  buyer,  getting  full  values  for  your  cus- 
tomers, or  are  you  merely  placing  orders  without  any 
regard  for  the  price  or  quality? 

Are  you  grasping  the  latest  methods  to  attain  success 
or  are  you  satisfied  to  make  a  comfortable  living  and 
let  the  rest  go? 

Remember  that  the  world  has  no  use  for  the  general 
who  failiS  or  the  merchant  who  has  to  make  an  arrange- 
ment with  his  creditors.  Both  of  these  men  drop  out 
and  beicome  nobodies. 

For  Canada's  sake,  for  your  own  sake,  be  determined 
to  win.  Make  1919  a  banner  year.  Prospects  were 
never  brighter,  or  success  nearer  than  it  is  to-day. 

The  time  you  spend  making  plans  and  sowing  for  a 
future  that  shall  mean  a  record  harvest,  is  time  well 
spent.  '    '  i  'i! 

Your  country  needs  your  efforts.  Shall  she  call  in 
vain  ? 


Attractive  liall  and  dining  room,  interior  view 


(Cut  through  coiirtesu  of  Diipont  M(t{inzine) 
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For  the  Man  Behind  the  Counter 


A  Department 
of 

Salesmanship 


USE  ART  IN  SELLING  THE  CUSTOMER 
"SOMETHING  ELSE" 

To  sell  the  customer  something  in  addition  to  that 
for  which  he  came  into  the  store  to  huy  has  always 
been  considered  the  test  of  a  good  retail  salesman.  It 
is  called  "Rotating  the  Sale." 

The  following  editorial  from  Printers'  Ink  is  inter- 
esting in  considering  this  topic,  not  only  because  it 
suggests  the  use  of  art  in  this  matter  but  because  it 
shows  evident  anxiety  for  the  power  of  national  adver- 
tising in  creating  good  will  for  a  line  and  for  a  store : 

"In  any  discussion  on  retail  salesmanship  it  is 
usually  pointed  out  that  a  clerk  is  missing  an  oppor- 
tunity when  he  neglects  to  rotate  the  sale,  or,  in  other 
words,  when  he  does  not  try  to  sell  the  customer  more 
per  things  that  he  had  no  intention  of  purchasing  when 
he  went  into  the  store.  Whether  or  not  this  is  a  good 
policy  is  an  open  question.  There  are  at  least  two 
sides  to  it.  Much  has  been  said  in  favor  of  it.  It 
might  be  advisable  for  manufacturers  to  give  some 
consideration  to  the  other  side  of  the  argument. 

"Many  shrewd  retailers  go  so  far  as  not  to  allow 
their  clerks  to  rotate  sales.  Others  permit  it  only 
within  very  carefully  prescribed  limits.  These  retail 
merchants  claim  that  the  average  person  resents  be- 
ing led  on  to  buy  more  goods.  They  say  that  most 
clerks  are  not  capable  of  suggesting  additional  pur- 
chases without  giving  offense  and  that  many  customers 
are  lost  in  this  way.  These  retailers  contend  that 
many  buyers  are  easily  influenced  and  can  be  readily 
induced  to  buy  things  which  they  later  regret.  Other 
buyers  are  sensitive  and  must  be  handled  with  greater 
delicacy.  Unless  the  clerk  is  a  good  judge  of  human 
nature,  he  may  try  his  salesmanship  on  the  wrong  per- 
son and  thus  lose  a  patron  for  the  store. 

"It  is  a  growing  practice  in  many  good  stores  to  let 
the  customer  do  the  buying.  No  open  attempt  is 
made  to  'sell'  him.  It  is  the  business  of  the  estab- 
lishment to  cater  to  his  wants,  after  they  have  been 
created  by  the  advertising  of  the  manufacturer  plus 
the  advertising,  merchandising  and  displays  of  the 
store. 

"This  does  not  mean  that  the  clerk  is  being  made  an 
automaton  with  no  chance  to  exercise  his  selling  abil- 
ity. Quite  the  contrary,  the  new  methods  call  for  a 
higher  order  of  ability.  Rotating  the  sale  and  influenc- 
ing the  mind  of  the  customer  are  still  done,  but  so 
clevorlv  that  the  buyer  is  not  conscious  that  he  is  being 
'sold.'^ 

"Displays  are  arranged  so  as  to  help  the  clerk  sug- 
gest an  additional  sale.  When  a  person  buys  one, 
the  display  itself  suggests  other  articles  in  the  same 
line.  The  clerk  may  help  along  the  idea  by  putting 
his  hand  on  the  article  and  at  the  same  time  look  ques- 
tioningly  at  the  customer.  The  up-to-date  merchandiser 
is  a  veritable  genius  at  arranging  displays  in  this 
fashion,  so  that  the  clerk  can  use  his  selling  skill  with- 
out giving  offense. 

"The  well-trained  retail  salesman  leads  his  brief 
conversation  on  until  the  customer  actually  asks  for 
the  thing  the  clerk  wishes  to  sell  him.     Suddenly  the 


buyer  finds  himself  saying,  for  instance,  that  he  has 
trouble  making  his  tie  run  in  his  collar.  Whereupon 
the  clerk  shows  him  a  little  device  for  overcoming  this 
very  difficulty.  Price  only  fifteen  cents.  Many  mer- 
chants have  their  salespeople  suggest  just  one  other 
article  after  the  original  purchase  has  been  made.  The 
clerk  must  use  his  judgment  as  to  what  it  will  be.  It 
is  usually  suggested  by  the  conversation  of  the  cus- 
tomer. 

"So  it  seems  that  rotating  the  sale  is  anything  but  a 
questionable  practice,  if  it  is  done  tactfully  and  cour- 
teously, according  to  the  newer  methods.  Manufac- 
turers cannot  be  too  lavish  in  giving  this  sort  of  in- 
formation to  the  great  rank  and  file  of  the  retail  trade. 
It  is  selling  help  of  the  most  practical  sort." 


PITHY  POINTERS  FOR  THE  DEALER 

The  window  display  that  is  not  the  em^bodiment  of 
some  specific  idea  is  not  a  display  that  will  produce  a 
hundred  per  cent,  of  its  possibilities. 

The  more  you  practice  the  making  of  show  cards, 
the  better  you  will  become  at  the  work  and  the  more 
cards  you  will  have  and  use. 

Economy  in  store  management  is  a  fine  thing  when 
it  does  not  go  so  far  as  to  become  stinginess.  Learn 
where  the  line  should  be  drawn. 

A  carelessly  operated  store  will  have  small  profits 
whether  it  has  quick  returns  or  not. 

The  store  with  a  definite  policy  and  a  popiilar  policy 
is  a  store  that  will  be  popular  because  people  will 
know  what  to  expect  from  it. 

The  deader  must  be  guided  by  his  own  peculiar 
circumstances  in  his  effort  to  put  his  business  on  a 
cash  basis.  The  present  time  would  seem  an  excep- 
tionally favorable  one  for  this,  because  he  has  behind 
him  the  educational  work  being  done  along  these  lines 
by  every  other  sort  of  merchant  in  the  country. 

The  proper  time  to  take  a  stand  is  at  the  very  first. 
It  may  seem  harsh  to  refuse  accommodation,  but  then 
is  the  best  time  to  take  the  step.  And,  to  collect 
accounts  a  personal  call  at  the  home  is  the  best  method. 


MAKE  GOOD  WHILE  THE  BOSS  IS  AWAY 

A GOOD  many  clerks  regard  the  absence  of  the 
boss  from  the  store  as  an  opportunity  for  tak- 
ing it  easy.  This  is  altogether  a  wrong  at- 
titude and  one  that  is  only  adopted  by  the  listless  and 
unambitious.  One  who  is  inclined  this  way  is  not 
apt  to  ever  be  successful. 

The  clerk  who  takes  a  real  interest  in  the  business 
and  is  ambitious  to  demonstrate  his  own  worth,  puts 
forth  even  greater  effort  when  the  boss  is  away,  be  it 
for  only  a  few  hours  or  on  a  lengthier  absence.  It 
gives  him  an  opportunity  to  rely  on  his  own  initiative 
and  ability  and  to  really  develop  and  learn  to  assume 
responsibilities.  These  are  all  thinigs  that  make  him 
worth  more  as  a  clerk. 

Wten  the  boss  goes  away,  make  it  a  point  to  put 
forth  your  best  efforts  in  his  absence. 
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Sutherland  &  Son,  furniture  dealers  and  undertakers, 
of  Welland,  Ont.,  have  dis.solved,  G.  F.  Siitherland  con- 
tinuing. 

Work  is  to  start  shortly  for  furniture  building  on 
Louisa  St.,  Toronto,  for  T.'  Eaton  Co.  Ltd. 

A  contract  has  been  awarded  for  repairs  to  factory  of 
Alaska  Bedding  of  Montreal,  Ltd.,  costing  $8,500: 

The  Acker  Furniture  Co.,  236  Danforth  Ave.,  To- 
ronto, contemplate  the  erection  of  a  furniture  store 
next  spring. 

Capt.  Stanley  S.  Ball,  C.A.M.C.,  O.C.,  of  Whitby 
Military  Hospital,  and  youngest  son  of  R.  J.  Ball,  M.P., 


W.  A.  WRIGHT 
Prominent  furniture  dealer  of  Port  Arthur 
who  passed  away  last  monlh. 

of  the  Ball  Furniture  Company,  of  Hanover,  Ont.,  was 
married  on  Christmas  Day  to  Miss  Ida  M.  Oldham, 
B.A.,  of  Toronto. 

Robert  Nugent,  furniture  dealer  and  undertaker,  of 
Lindsay,  Ont.,  passed  away  early  in  December  in  his 
62nd  year.  He  was  born  in  Victoria  County  and  after 
some  years  on  the  road,  entered  business  in  his  home 
town. 

It  is  reported  in  the  local  press  that  the  T.  Eaton 
Company  have  secured  the  present  site  of  the  Adams 
Furniture  Company,  of  Toronto,  and  that  the  latter 
firm  will  erect  a  new  store  on  the  southeast  corner  of 
Yonge  and  Shuter  Sts.  Mr.  Charles  S.  Coryell  is 
president  and  general  manager  of  the  Adams  Company. 

The  Murray-Kay  Company,  of  Toronto,  have  opened 
a  furniture  section  at  their  store  on  King  St.  E.,  in  the 
premises  adjoining  their  old  store.  Gift  furniture 
was  shown  in  this  section  at  Xmas  time. 


JANUARY  EXHIBITIONS  FROM  JAN.  13  TO  25 

For  the  January  Exhibitions  from  January  13  to  25, 
manufacturers  have  prepared  bigger  and  better  ex- 
hibits, making  it  Avell  worth  while  for  retailers  to  visit 
them.  Many  new  lines  will  be  on  display  by  the 
various  manufacturers. 

The  Stratford  Exhibition 

Sti'atford  manufacturers  have  been  putting  forth 
every  effort  to  surpass  previous  showings.  Arrange- 
ments have  been  made  to  look  after  visiting  retailers  in 
the  same  hospitable  manner  as  other  years  both  in  re- 
gards to  aecomra-odation  and  entertainment.  The 
Stratford  Furniture  Manufacturers  have  enuipped  a 
Club  Room  which  is  open  at  all  times  to  visiting  furni- 
ture dealers  and  which  will  be  found  of  great  conveni- 
ence at  exhibition  time. 

Kitchener- Waterloo 

The  manufacturuers  of  Kitchener  and  Waterloo  are 
also  doing  their  best  to  make  this  year'vS  exhibition 
stand  out  in  point  of  interest.  They  are  operating  on 
the  same  plan  as  other  years,  most  firms  making  dis- 
plays of  their  products  in  their  own  factories;,  while  a 
number  of  Kitchener  firms  will  display  in  the  Audi- 
torium on  Queen  Street  South. 

Exhibitions  in  Toronto 

The  Canada  Furniture  Manufacturers  Limited,  are 
putting  on  a  special  display  as  usual  at  the  permanent 
show  rooms  on  King  St.  E.,  Toronto,  while  the  Gold 
Medal  Furniture  Company  have  a  splendid  showing 
of  both  their  furniture  lines  and  phonographs  at  their 
factory.  A  special  display  is  also  being  made  by  the 
Ideal  Bedding  Company  at  their  plant  on  Jefferson 
Ave.  The  Canadian  Mersereau  Company  Ltd..  of  Tia- 
ronto,  will  exhibit  their  line  of  brass  beds  in  their 
showrooms  at  81  Florence  St. 

Some  out-of-town  firms  will  also  show  in  Toronto. 
At  215  Victoria  St.  there  will  be  disnlays  by  the 
AndrcAv  Malcolm  Furniture  Co.  Ltd..  and  the  F.  E. 
Coiorabe  Furniture  Co.  Ltd..  of  Kincardine,  Ont.  At 
55  Bay  St..  there  will  bp  exhibits  by  the  North  Ameri- 
can Furniture  Co..  The  National  Tahle  Company,  and 
the  Owen  Sound  Chair  Comioany,  a.ll  of  OAven  Sound, 
PS  well  as  the  Renfrew  Refrigerator  Co.  Ltd..  of 
Renfrew. 


INGERSOLL  FIRM  CHANGES  NAME 

The  style  and  firm  name  of  J.  P.  Albrough  &  Co..  of 
Ingersoll,  Ont.,  has  been  changed  to  the  Life  Long 
Furniture  Co.  They  manufacture  high  grade  Chester- 
fie'lds  and  do  re-upholstering  for  the  trade. 


C.  B.  CHATFIELD 

Designer  of  Furniture 


GRAND 
RAPIDS 


Michigan,  U.S.A. 
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MANY  FURNITURE  MEN  ELECTED  TO  OFFICE 

Many  Ontario  men  connected  with  the  furniture 
trade  were  honored  by  election  to  municipal  office  this 
year,  indicating  the  high  place  Avhich  they  hold  in  the 
esteem  of  the  public  which  they  serve.  Among  those 
elected  Avere  the  following : 

Reeve — W.  H.  Manning,  Coldwater. 

Deputy  Reeve — J.  P.  Mc'Cammon,  Paris. 

Councillors — Wesley  Walker,  Goderieh ;  C.  P.  Turner, 
Milton ;  R.  A.  Currie,  Wingham ;  N.  L.  Brandon,  St. 
Marj^'s;  Frank  Lenahan.  Durham;  F.  J.  McArthur, 
Cobourg ;  H.  McKillop,  P>rampton ;  Chas.  Pufifer,  Nor- 
wood. 

Amonff  the  Manufacturers 

Kincardine — James  Malcolm  of  the  Andrew  Malcolm 
Furniture  Co.  Ltd..  was  re-elected  mayor  by  acclama- 
tion. F.  E.  Coombe,  of  the  F.  E.  Coombe  Furniture 
Company  was  re-elected  Reeve. 

Orillia— A.  J.  Taylor,  of  the  Orillia  Furniture  Co., 
was  elected  alderman. 

Owen  Sound — John  G.  Hay  of  the  North  American 
Bent  Chair  Company,  was  elected  deputy  reeve. 

Southampton — C  M.  Bell  was  elected  mayor  of  the 
town. 


GENDRON  LINES  ON  EXHIBITION 

The  Gendron  Mfg.  Co.,  have  opened  for  the  Furni- 
ture Exhibition  season  a  saanple  and  display  room  at  55 
Bay  St.,  Toronto,  where  they  are  exhibiting  examples 
of  all  their  new  goods,  including  baiby  carriages,  car- 
riers and  sulkies,  in  their  latest  styles  and  color  com- 
binations. They  have  also  on  display  samples  of  reed 
furniture,  ujiholstered  in  all  the  newest  designs  and 
patterns  of  chintz  and  tapestry.  The  company's  On- 
tario travelling  representatives  are  in  charge  of  the  ex- 
hibit, which  will  be  continued  until  February  4. 


PERMANENT  EXHIBITION  ROOMS  IN  TORONTO 

Ai'rangements  for  permanent  exhi'bition  rooms  in 
the  Allan  Building,  55  Bay  St.,  Toronto,  have  been 
made  by  the  North  American  Furniture  Co.  Ltd.,  The 
Owen  Sound  Chair  Co.  Ltd..  and  the  National  Table 
Company,  of  Owen  Sound,  and  the  Renfrew  Re- 
frigerator Co.  Ltd..  of  Renfrew,  Ont.  The  iiixth  floor 
will  be  used  for  this  purpose. 


CHESLEY  MAN  DOUBLY  BEREAVED 

On  Sunday.  December  15,  Henry  Ankenmann,  of 
the-  firm  of  Krug  Bros.  &  Co.,  of  Chesiley,  Ont..  was 
doubly  bereaved,  both  his  wife  and  son  Raymond, 
dying  from  influenza-pneumonia  within  a  few  honrs 
of  each  other.  Mr.  Christian  Ankenmann,  manager 
of  the  Chesley  Chair  Company,  is  a  son  and  brother 
respective'ly  of  the  two  deceased  ones. 


NEWS  OF  THE  FURNITURE  TRADE 

The  Gre-it  Wc'St  Furniture  Store,  of  Regina.  Sasli., 
has  dissolved. 

The  People's  Furnishing  House  of  Montreal,  has  re- 
cently been  registered. 

IT.  W.  Cook,  proprietor  of  the  Riverview  House, 
Fordwick,  Ont.,  is  completing  a  deal  for  the  disposal 
of  this  hotel  to  a  concern  which  will  open  a  furniture 
store  in  the  premises. 


B.  WALTER  &  CO.,  REPRESENTED  BY  A.  B.  CAYA 

B.  Walter  &  Co.,  manufacturers  of  table  slides, 
Wabash,  Ind.,  are  represented  in  Canada  by  A.  B. 
Caya,  28  King  St.  E.,  Kitchener,  Ont.,  who  recently  suc- 
ceeded to  the  business  of  the  late  Frank  A.  Smith. 


HUMAN  FACTOR  IN  FURNITURE  BUSINESS 

(By  Col.  David  Carnegie). 

While  I  have  great  faith  in  the  possibilities  of  or- 
ganization, and  the  pi-ovision  of  suitable  machinery, 
to  secure  remmierative  trade  without  unrestricted 
competition  and  for  maintaining  efficient  production 
with  co-operative  competition,  I  also  recognize  that 
unless  the  attitude  of  the  employers  and  employees  is 
sincere  in  seeking  to  discover  a  community  of  interest 
in  which  each  will  find  a  fair  return  for  their  invest- 
ment of  capital  and  labor,  the  furniture  industry  or 
any  other  industry  will  not  have  that  prosperous  de- 
velopment for  which  we  all  hope. 

I  am  convinced  that  a  permanent  union  of  interests 
can  be  established,  where  representatives  of  the  em- 
ployees and  employers  meet  in  conference,  with  the 
endeavor  to  find  not  only  the  means  whereby  methods 
of  manufacture  may  be  improved,  but  where  the  con- 
ditions of  the  workers,  the  number  of  hours  they  work, 
and  the  rates  of  remuneration  they  obtain,  may  be 
freely  discussed  with  the  honest  desire  to  do  the  right 
thing  for  employers  and  employees.  Such  meetings, 
where  human  contact  is  established  between  masters 
and  men,  must  be  productive  of  permanent  good. 


NEWEST  DESIGNS 

We  are  preparing  a  supplement 
to  our  regular  catalogue  which 
will  contain  "  many  new  and 
up-to-the-minute  designs.  Our 
revised  price  list  will  also  be 
ready  for  distribution  shortly. 

We  aim  to  make  every  chair 
turned  out  by  our  factory  a  source 
of  pride  to  us  and  to  you.  That 
is  why  so  much  care  is  given  to 
finishing  and  other  details. 

THE 

North  American  Bent  Chair  Co. 

LIMITED 

Owen  Sound       -  Ontario 
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DEPOSITS  ON  GOODS 

Though  a  retailer  may  have  the  best 
of  intentions,  it  is  often  that  his  store 
makes  enemies  througih  a  misunder- 
standinig  on  the  part  of  customers  who 
make  a  deposit  in  connection  with  a 
request  to  have  goo'ds  held,  and  a  bul- 
letin from  the  National  Vigilance  Com- 
mittee of  the  Associated  Advertising 
Clubs  sugigest  tlhat  store  good-will  is 
often  destroyed  through  a  failure  to 
make  customers,  and  especially  women, 
understand  that  when  a  deposit  is 
made,  this  amounts  to  a  contract  on 
the  part  of  the  customer  to  take  the 
gooids. 

From  vari'ous  ciommunities  where 
th^re  are  local  vigilance  committees,  the 
National  Vigilance  Committee  has  had 
reports  of  trouble  arisinig  from  miisun- 
derstandings  of  this  character. 

"Oan  you  hold  this  for  me?"  the 
woman  asks. 

"Yes,  if  yo'u  will  make  a  deposit  of 

 , "  says  the  salesman,  naming  the 

amount  to  her. 

That  is  all  there  is  to  the  conversa- 
tion in  toio  many  instances.  The  sales- 
man presumes  that  she  knows  that 
wlien  she  makes  the  deposit,  she  enters 
into  a  eonftrac't  to  'buy,  but  that  is  often 
a  violent  presumption,  says  the  Vigil- 
ance Committee.  In  a  large  number 
of  instances,  women  return,  announce 
that  they  have  cfhanged  their  minds, 
and  ask  for  the  return  of  their  money. 

Many  such  cases  oome  to  the  atten- 
tion of  local  vigilance  committees,  for 
the  committees  advertise  that  they  are 
prepared  to  receive  complaints  from 
persons  who  feel  they  have  been  mis- 
treated. In  sueih  cities,  the  commit- 
tees, of  course,  take  the  part  of  the 
merchant,  but  even  wihere  the-e  is  a 
vigilance  committee  on  the  job,  some 
cmtomers  still  feel  that  an  exception 
might  be  made  in  their  case. 

The  vigilance  committee  suggests 
that  one  certain  way  to  insure  that  all 
ciistomers'  will  uuderstard  the  terms  of 
such  sales  would  be  to  print  a  sipecial 
receipt  for  payments  of  this  kind,  the 
receipt  to  set  forth  the  fact  that  un- 
less the  goods  are  taken  by  a  certain  date,  the  cash 
dep'osit  wiU  become  the  property  of  the  store. 


Greater  Publicity  for 


HE  advertising  that  Fabrikoid 
will  have  during  1919  is  a 
matter  of  interest  to  all  who 
make  or  deal  in  furniture. 

Through  newspaper  adver- 
tisements, street  cars,  display 
cards  and  other  practical 
sales  methods,  we  are  bringing  Fabrikoid  conspicuously  to 
the  public's  attention  this  year.  This  will  benefit  the 
furniture  manufacturer  by  creating  an  ever  -  increasing 
demand  for  Fabrikoid.  It  is  therefore  "up  to  you"  to 
see  that  your  stock  of  Fabrikoid  upholstered  furniture  is 
increased  to  take  care  of  this  demand.  We  believe  that 
1919  is  going  to  be  a  record -making  year  for  the  furni- 
ture trade.  We  believe  that  you  will  sell  more  furniture 
than  ever.  The  advertising  of  Fabrikoid  will  this  year 
establish  it  more  firmly  in  the  mind  of  the  public  as 
THE  MOST  SANITARY,  ECONOMICAL,  SAT- 
ISFACTORY upholstering  material. 

You  will  therefore  be  well  advised,  when  placing  orders  for  your 
stock,  to  specify  that  it  be  "Upholstered  in  Fabrikoid." 

THE  DU  PONT  FABRIKOID  CO. 

Factory  and  Sales  Of f ice :    NEW  TORONTO,  Ontario. 


SMITH'S  FALLS  DEALER  COMPLETES 
IMPROVEMENTS 

J.  J.  Marsh,  of  Smith's  Falls,  Out.,  has  just  com- 
pleted improvements  to  his  huildiug  which  will  greatly 
improve  his  furniture  store  and  nndertaking  establish- 
ment. He  lowered  and  rebuilt  the  foundation  and 
laid  a  hardwood  floor  in  the  furniture  section. 

The  adjoining  store  has  been  taken  in  and  is  being 
converted  into  a  funeral  cha,pel.  A  Delco  lighting 
system  has  been  installed. 


H.  E.  KITCHEN  CABINETS  WAREHOUSED 
IN  WINNIPEG 

In  order  to  give  better  service  to  their  "Western  cus- 
tomers, the  H.  E.  Furniture  Co.  Limited,  of  Milverton, 
Ont.,  will,  after  January  15,  warehouse  several  lines  of 
kitchen  cabinets  in  Winnipeg.  D.  McTntyre,  816 
Florence  Ave.,  "Winnipeg,  will  be  in  charge. 


High- Grade  CHESTERFIELDS 

Re-Upholstering-  to  the  Trade 
SPECIAL  ORDER  WORK 

Life  Long  Furoiture  Co.,  Ingersoll,  Ont. 
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Talking  Machines  in  the 
Furniture  Store 


GET  AFTER  RECORD  BUSINESS  NOW 

THE  jjieseut  is  a  time  Aviieii  selling  effort  behind 
records  will  be  found  prodnctive  of  particular 
good  results.  Many  phouoigraphs'  liave  been 
given  as  Xmas  presents  and  usually  not  a  very  lai'ge 
selection  of  records  is  inclnded.  The  owner  of  the 
new  machine  will  want  more  recordls  and  it  is  the 
dealer  tlhat  sxiggests  the  matter  to  him  that  will  get  his 
business.  A  person  naturally  is  greatly  interested  in 
a  machine  when  they  get  it  first  and  accordingly  is  the 
best  ])Ossible  prospect  for  records. 

This  is  also  a  g'ood  season  for  general  business  in 
records.  People  spend  a  good  deal  of  their  time  in- 
doors and  if  they  have  a.  phonograph  tlhey  will  want 
some  new  selections  for  it.  Use  window  and  ad.  to 
boost  this  dep'artment  now. 


and  play  a  few  good  selections.  Anyway,  there  is 
generally  some  member  of  the  family  AVho  wishes  the 
miachine  to  be  retained  and  \v^o  hell'ps  you  in  makiag 
a  sale." 


MIRROR  FOR  SHOWING  MOTOR 

One  manufacturer  at  the  Oanadian  National  Exhi- 
bition last  fall  had  a  novel  method  of  showiuig  the 
operation  of  the  motor  out  of  a  phonograph  to  patrons. 
It  might  well  be  used  by  the  retailer  for  demonstra- 
tion purposes.  The  motor  was  mounted  on  a  frame- 
work with  a  mirror  visible  to  the  person  underneath. 
By  looking  into  the  mirror  the  operation  of  the  motor 
was  visible  to  virw. 


GOOD  RESULTS  FROM  COUNTRY  CANVAS 

In  a  talk  with  the  editor  of  The  Canadian  Furniture 
Journal,  "W.  S.  Carr,  of  Niagara  Falls,  Ont.,  who 
handles  musical  instniments,  stated  that  lie  gets  good 
results  from  personal  canvas  among  farmers  right  at 
their  own  home.  He  keeps  a  salesman  with  a  horse 
and  light  wagon  on  tlie  road  continuously.  Two  ma- 
chines can  easily  be  carried  and  a  trial  given  to  pros- 
pective customers  right  in  their  own  home®. 

"When  you  get  a  machine  right  in  the  customer's 
h.ome  and  allow  the  family  to  hear  a  few  good  appeal- 
ing selections,  you  have  made  an  appeal  that  is  a  sales 
creator.  When  a  person  has  not  had  a  machine  in 
their  home  previously,  they  regret  to  'have  it  go."  s;ays 
Mr.  Carr.  "It  is  quite  often  the  carse  that  people  who 
dlid  not  care  to  even  have  you  bring  the  uaachine  in, 
cannot  resist  wanting  to  buy  it  when  you  get  it  there 


NOVEL  WAY  TO  ATTRACT  PUBLIC 

A  dealer  in  talking  madhines  in  Toronto,  in  order  to 
advertise  his  store  and  catch  the  attention  of  those 
passing,  has  the  cellar  of  his  store  arranged  so  that  a 
malc'hine  can  be  placed  near  the  cellar  Avindow  facing 
the  street,  and  it  is  kept  in  operation  with  the  window 
open.     Naturally  it  sei-ves  to  interest  many  people. 


HANGING  THE  KAISER  WITH  A  PHONOGRAPH 

During  the  cele'bration  of  fhe  signing  of  the  armis- 
tice, a  Toronto  dealer  arranged  a  moving  feature  in 
his  window  showing  the  hanging  of  a  miniature  repre- 
sentation of  the  Kaiser.  A  rope  was  suspended  about 
his  neck  and  the  movement  of  pulling  him  contiimously 
up  to  the  cross  piece  was  performed  by  the  cord  being 
attached  to  lOne  side  of  a  moving  platform  of  a  talking 
machine.  It  alternately  tightened  the  cord  and  let  it 
loose. 


A  real  attractive  display  of  phonographs  that  will  offer  suggestions  to  the  dealer 
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NOTHING  stands  still— and  the  Furniture  Trade  is 
no  exception ! 

ANY  house  that  feels  satisfied  with  whatever  it  HAS 
and  refuses  to  try  and  create  NEW  customers  is 
slipping  back ! 

A  buyer  CANNOT  hope  to  find  the  best  opportunity 
in  a  house  that  is  no  longer  putting  forth  its  very  best 
efforts  to  make  MORE  friends! 

If  YOU  want  to  make  MORE  friends  and  expand 
your  business  along  progressive  lines,  OPEN  A 
PHONOGRAPH  DEPARTMENT,  and  if  you 
believe  that  it  IS  more  important  to  have  the  customer 
satisfied  than  to  merely  have  a  record  on  your  books  of 
a  sale — be  SURE  to  write  us  for  our  latest  confidential 
Booklet,  "A  Word  With  You,"  for  it  gives  you  ALL 
the  particulars  of  the  FINES  F  phonograph  made,  the 

Pathephone 

"So  far  remote  from  the  commonplace  in 
Phonograph  making  that  it  offers  man})  extra- 
ordinary talking  points  and  service  jeatures  and 
places  it  in  your  customer's  hands  as  THE 
FINEST  PHONOGRAPH  MADE,  NOT 
IN  ANY  CLASS  EXCEPTING  ITS  OWN" 

Pathe  Freres  Phonograph  Sales  Co. 

4  6-8  CLIFFORD  ST.,  TORONTO 

DISTRIBUTORS 

Ontario — Pathe  Freres  Phonograph  Sales  Co.,  Toronto. 
Quebec — Pathe  Freres  Phonograjih  Sales  Co.,  Montreal. 
Manitoba,  Saskatchewan,  Alberta  and  British  Columbia — 

R.  J.  Wliitla  &  Co.,  Limited,  Winnipeg,  Ma-n. 
New  Brunswick,  Nova  Scotia  and  Prince  Edward  Island — 

H.  L.  Hewson  &  Son,  Limited,  Amherst,  N.S. 

AGENTS  WANTED  EVERYWHERE 
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BIG  TRADE  FROM  RETURNING  SOLDIERS 

IIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIMIMIIIIIMIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII  IIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIInillinillMIIIIIMIIIIIIIIIMIIMIIIIIIIIIIIIMIIIIIMinnilllMlllllllllllirilMllinilllMH 

They  are  good  prospects  for  machines — Have  learned  to  appreciate  the  value  of  the  phonograph  while  at  the 
front — Will  be  interested  in  records  that  call  to  mind  their  fighting  days — How  to  go  after  this  business  best 


MANY  talking  machine  dealers  have  been  using- 
in  their  advertising  the   slogan,   "Keep  the 
Home  Fires  Burning — ^with  a  talking  machine 
by  the  fireside  to  play  the  tunes  that  your  'boy  loves  to 
hear  on  the  battlefront  across  the  sea."    This  was 
good  business,  and  it  helped  to  sell  some  machines. 

Now,  however,  that  the  boys  have  put  over  the  job 
laid  out  for  them  and  are  about  ready  to  return  to 
their  homes  in  America,  the  slogan  quoted  above  is 
out-of-date.  The  thing  for  the  talking  machine  dealer 
to  do  now  is  to  advertise  AT  the  soldier  bovs  instead 
of  ABOUT  THEM. 

The  Reasons  for  Trade  From  Them 

This  brings  us  down  to  the  main  point  of  this  article 
— that  the  talking  machine  business  is  going  to  be  xin- 
usually  good  from  noAv  on,  and  returning  iioldiers  are 
going  to  be  among  the  best  purch'asers.  This  is  true 
for  a  good  many  reasons. 

In  the  tinst  place,  it  is  generally  agreed  that  out  of 
the  melting  pot  of  our  army  organization  will  come  an 
army  of  civilian-idealists.  Men  ^who  were  poolroom 
loafers  on  one  extreme  and  men  who  were  soteiety- 
idlers  on  the  other  extreme  are  coming  'back  from 
Europe  with  a  new  conception  of  what  constitutes  a 
happy  existence.  They  are  goinig  to  want  to  get  to 
work  doing  something  useful.  They  will  get  married, 
build  homes  for  themselves,  and  they  will  want  to  stay 
in  these  homes.  This  is  not  a  mere  prophecy  by  one 
individual.  The  greatest  thinkers  and  students  of 
economy  in  the  country  say  thiat  such  a  condition  will 
prevail. 

Music  Essential  to  Home  Life 

With  the  desire  for  a  home  comes  the  desire  for  the 
things  that  make  home  life  really  worth  while.  Music 
is  one  of  them,  it  is  an  essential,  and  the  soldiers  have 
learned  to  appreciate  this  fact.  Many  of  them,  yes 
thousands  of  them,  listened  to  talking  machines  when 
in  from  the  front  line  for  a  rest,  and  learned  for  the 
first  time  how  cheering  good  music  can  be,  what  .'-i 
source  of  inspiration  it  is.  These  men  will  all  want  a 
talking  machine  in  their  homes,  and  if  the  dealer  ad- 
vertises to  them  in  the  right  way  selling  them  will  be 
an  easy  task.  Besides  the  unmarried  men  who  will  come 
back  and  take  wives  and  build  homes,  there  are 
thousands  of  others  who  will  be  talking  machine  pros- 
pects when  they  get  back  into  civilian  life.  These 
last  mentioned  are  the  soldiers  who  married  on  the  eve 
of  departure  for  the  front,  and  who  will  set  up  homes  of 
their  own  as  soon  «as  they  return.  They,  too,  will  have 
learned  that  a  home  is  not  complete  without  a  talking 
machine. 

Appealing  to  the  Rstumed  Men 

Naturally  soldiers  who  have  been  over  there  fighting 
for  their  country  will  feel  a  prid'e  in  their  achievement, 
and  will  be  interested  for  a  long  time  in  anything  that 
calls  to  mind  their  fight  on  the  other  side.  For  this 
reason  the  best  kind  of  advertising  to  get  the  business 
of  the  returned  soldiers  will  naturally  be  advertising 


that  refers  to  their  life  as  soldiers.  The  idea  here  is 
the  same  as  that  used  for  advertising  to  the  parents  of 
the  boys  while  the  war  was  on.  Everyone  is  familiar 
by  this  time  with  the  way  in  which  thousandis  of  ads. 
coupled  up  selling  goods  with  winning  the  war. 

The  thing  to  do  now  is  to  couple  up  the  peace  era 
with  renewed  activity  in  selling.  Headlines  like  this 
would  be  good  for  advertising  talking  machines  to 
soldiers:  "The  songs  you  heard  over  there  can  be  heard 
in  your  home  over  here,  on  the  Blank  talking  machine; 
start  your  home  right ;  put  music  there  the  first  thing" ; 
then  give  terms,  etc.  Or:  "You  remember  how  much 
fun  you  got  out  of  that  talking  machine  in  the  Y  hut  in 
France ;  come  to  us,  and  let  us  tell  you  how  you  can 
have  an  instrument  in  your  own  homes  on  easy  terms." 
Theise  two  suggestions  are  just  to  give  the  idea.  Any 
dealer  who  is  awake  can  frame  up  attractive  ads.  that 
will  get  the  attention  of  soldiers  starting  new  homes  as 
they  get  back  into  civilian  life. 

Publicity  Will  Pay 

Some  dealers  may  contend  that  not  enough  soldiers 
will  be  releasied  in  their  town  to  make  such  advertising 
pay.  Many  thiouisiands  of  soldiers  will  be  released  each 
month  from  now  on,  from  all  sections  of  the  countiy. 
Some  of  them  in  your  town  are  bound  to  respond  to 
the  kind  of  adyertisinig  mentioned.  Besides,  such  ad- 
vertisin,g  will  be  read  by  others  than  soldiers,  because 
it  will  appeal  to  the  popular  taste,  and  hence  it  will 
sell  machines  to  many  persons  not  iioldiers.  It's  good 
publicity. 

Such  adis.  as  those  mentioned  can  appear  over  a 
period  of  several  months  from  the  present  time  on. 
The  soldiers  will  not  all  be  back  for  at  least  a  year,  or 
two  years,  perhaps. 

Speaking  of  soldiers  being  good  purchasers,  there  is 
another  thing  in  this  connection  to  remember,  and  that 
is  that  s'oldier-civilians  will  be  good  "risks."  They 
have  learned  the  value  of  economy  and  have  been 
ta:ught  discipline  and  a  sense  of  duty  which  will  make 
them  desire  to  meet  their  obligations  oromptly. 

It  has  been  stated  that  the  soldiers  will  not  be  the 
only  ones  to  whom  the  kind  of  advertising  spoken  of 
will  appeal.  Another  class  that  Avill  read  these  ads. 
and  buy  talking  machines  is  the  Bond  holders.  Dur- 
ing the  Avar  it  was  patriotic  to  hold  on  to  bonds,  but 
noAv  that  the  Avar  is  won  many  people  who  haA^e  wanted 
things  like  talking  machines,  but  -AA^ho  never  could  save 
up  enough  to  buy  them,  may  be  inclined  to  dispose  of 
their  Bonds  and  purchase  things  for  their  pleasure  that 
they  have  long  Avanted.  A  different  "tAvist"  can  be 
given  to  advertising  to  cover  appeals  to  this  class. 

All  things  considered,  it  looks  as  if  the  dealer  in 
talking  machines  had  the  greatest  opportunity  evev  to 
"do  business"  for  the  next  year  or  so  Avith  so  many 
ncAv  homes  being  started.  If  he  is  alive,  advertises  in 
the  right  Avay,  and  gives  his  prospects  the  proper  at- 
tention, he  isimply  can't  help  getting  the  bu«iness.  It's 
here,  and  the  live  dealer  will  get  it. — By  Courtenay 
Harrison,  in  The  Talking  Machine  World. 
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Phonola 
Prospects 

are  the  Brightest 


Thinking  dealers  have  good  reason  to  part  company  with  those  who  bewail  looked- 
for  depression,  Canada's  foundations — agriculturally,  financially,  and  socially— were 
never  so  strong  as  they  are  now. 

We've  learned  to  finance  our  own  undertakings.  The  nations  of  the  world  are  our 
customers.  There's  room  for  millions  more  people  in  our  land — and  development 
work  for  them  to  do. 

Musically,  every  home  now  is  beginning  to  see  the  necessity  of  music.  The  re- 
turned soldiers,  in  settling  down,  will  create  thousands  of  new  homes,  and  they  all 
know  that  life  without  the  phonograph  is  impossible. 

PHONOLAS  and  PHONOLA  RECORDS  will  be  sold  on  a  bigger  scale  than 
ever.  Are  you  a  Phonola  dealer  ?  The  Hne  includes  a  design  for  every  taste  and 
a  price  for  every  purse. 

And  remember  PHONOLA  RECORDS.  Write  for  the  monthly  lists  of  new 
records.*  '  . 

The  Phonola  Co.  of  Canada,  Limited 

KITCHENER  CANADA 
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MUSIC  A  NECESSITY 

By  H.  Addington  Bruce 


MOST  people  regard  music  as  one  of  the  luxuries 
of  life.  Actually  it  ought  to  he  regarded  as  a 
necessity. 

Some  sort  of  musical  instrument — 'piano,  organ, 
violin,  harp,  or  automatic  music-producer — ^should  he  in 
every  home.  And  it  should  be  used,  not  left  to  ac- 
cumulate dust. 

Get  music — good  moiisic — in  the  home,  and  life  Avill 
run  more  smoothly  and  pleasantly  for  every  member 
of  the  family.  It  will  run  more  pleiasiantly  because 
there  will  be  less  liability  to  strain  and  nervousness, 
greater  ease  of  adjustment  in  the  family  relations  and 
greater  individual  health  and  efficiency. 

Music,  that  is  to  say,  has  splendid  tranquilizing  and 
energy-'developing  effects. 

In  a  Boston  newspaper  the  other  day  there  appeared 
an  interesting  announcement. 

It  was  to  the  effeict  that  during  the  annual  examina- 
tions at  Harvard  University  there  would  be  a  brief 
organ  recital  at  Appleton  Chapel  every  morning  before 
the  day's  examinations  began.  Students  were  in- 
vited to  these  recitals. 

The  suggestion  was  made  that  by  attending  them 
they  could  more  easily  overcome  any  nervousness  they 
might  feel  regarding  the  examihiation  ordeal  and 
would  be  better  able  to  do  justice  to  themselves  in 
ansAvering  the  (jiiestions  put  to  them. 

There  is  plenty  of  precedent  in  medical  experience 
for  this  curioiis  use  of  music  as  an  aid  in  gaining  con- 
trol of  mind  and  nerves. 

Many  a  nervous  patient  has  been,  helped  back  to 
health  by  listening  to  music.  In  all  first-cHass  hospitals 
for  mental  disease,  music  is  regularly  uisied  as  a  quiet- 
ing, upbuilding  agent.  There  are  cases  in  which  it 
has  brought  about  remarkable  cures. 

A  physician,  traveling  in  Europe  with  a  friend 
afflicted  with  melancholia  and  showing  suicidal  tenden- 
cies, found  it  imjpossible  to  improve  his  friend's  condi- 
tion until  one  evening  they  Avent  to  hear  some  Strauss 
music  in  Vienna.  Then,  to  his  surprise  and  .satisfac- 
tion, the  physician  noticed  that  his  friend  displayed  a 
slight  revival  of  interest  in  life. 

"T  was  not  slow,"  he  relates,  "in  following  the  in- 
dication. We  became  assiduous  devotees  to  the  divine 
art  as  represented  by  the  waltz  king.  The  faint  dawn 
of  intellectual  life  brightened. 

"We  gradually  enlarged  our  scope,  and  included 
grand  opera  and  other  musical  entertainments.  From 
this  time  improvements  were  steady. 

"The  patient  would  sometimes  relapse  into  apathy. 
But  the  fits  of  gloom  became  less  frequent  and  of 
shorter  duration,  until  the  cure  by  music,  happily  be- 
gun in  Vienna,  was  complete,  and  he  returned  home 
sane  of  mind  and  sound  of  body." 

To  those  in  perfect  health,  as  to  those  nervously  or 
mentally  ill,  music  is  equally  helpful.  Its  greatest 
value  comes  from  the  pleasurable  emotion'al  states  it 
creates. 

No  other  art  appeals  so  strongly  to  the  emotions. 
The  man  who  has  learned  to  love  music  has  within  his 
reach  an  unfailing  source  of  joy. 

And  the  joy  which    music    brings    to  him  echoes 


through  his  whole  organism,  stimulating  all  the  physi- 
cal processes  within  him. 

The  food  he  eats  is  more  easily  digested,  his  lungs 
work  better,  the  quality  of  his  blood  is  improved. 

From  all  this  his  brain  benefits,  being  better  nour- 
ished. Consequently  he  finds  it  easier  to  reason,  to 
remember,  to  plan,  to  execute. 

You  say  you  are  not  fond  of  music?  Leani  to  be 
fond  of  it.  You  can  learn,  and  it  is  well  worth  the 
effort. 


TO  CAPITALIZE  THE  CAPABILITIES  OF 
THE  SALESMAN 

We  have  all  had  the  experience  of  seeing  the  man- 
ager of  a  store  hover  in  the  offing  as  a  salesman  was 
handling  a  customer,  and  indicate  by  ever\'  action 
that  he,  the  manager,  was  in  a  nervous  sweat  for  fear 
thaJt  the  sialesmani  might  not  be  able  to  handle  the  deal 
even  though  it  eonsisted  merely  of  taking  a  couple  of 
clean  collars  out  of  a  box  and  getting  the  thirty  or 
forty  cents  therefor.  We  have  also  seen  the  manager 
deliberately  butt  into  the  transaction  and  simply  kill 
the  pleasing  impression  that  was  being  made  by  the 
salesman.  Under  both  situations  is  is  not  hard  to 
imagine  just  what  the  salesman  is  thinking  and  how 
he  feels.  If  his  feelings  and  his  thoughts  Avere  pat 
into  execution,  the  manager  Avould  prohably  be  a 
pretty  sick  man. 

Managers  Who  Butt  In 

For  the  manager  to  butt  in  and  assist  the  salesman 
gives  the  iraipression  to  even  the  most  casual  customer 
that  the  salesman  is  not  competent  and  cannot  be  de- 
pended iipon,  probaibly  an  impression  just  opposite  to 
that  which  the  manager  seeks  to  ereaite.  The  time 
to  train  and  coach  salesmen  is  during  the  off-hours  and 
not  in  the  presence  of  customers.  On  this  important 
subject  "The  Voice  of  the  Victor"  for  October,  had 
the  f ollovv^iug  comments  to  make : 

"When  a  salesman  is  reallj^  successful  in  his  work 
he  is  so  by  virtue  of  his  own  personality  and  his  own 
methods.  Why  then  take  the  chance  of  spoiling  sales 
by  haviag  a  third  party  butt  into  the  game? 

Music  Lovers  Easily  Offended 

"Music  has  been  called  the  languaige  of  th«  emo- 
tions, and  while  it  has  been  called  a  variety  of  other 
tilings  that  definition  will  sxiffice  for  the  present.  In 
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any  case,  we  all  know  that  the  nra'sic-loving  public  is 
made  up  quite  largely  of  people  who  are  essentially 
sensitive — and  therefore  easily  ofJended. 

"It  stands  to  reason  that  if  the  salesman  has  been 
able  to  bring  the  customer  up  to  the  closing  point  he 
must  have  been  able  to  establish  some  sort  of  sympa- 
thetic understanding  and  consequently  it  would  seem 
that  to  introduce  the  credit  man  or  the  manager  at 
this  point  would  be  more  likely  to  result  in  a  discord 
rather  than  in  added  harmony. 

"We  humans  are  not  built  aceordiuig  to  the  same 
specifications  by  a  long  shot.  A  credit  man  by  the 
very  nature  of  his  business  has  to  be  of  the  cold  type 
and  there's  something  of  the  hard-shell  crab  about 
managers — otherwise  instead  of  managing  their  busi- 
ness their  btisiness  would  soon  be  managing  them. 
Neither  of  them  will  usually  possess  the  infectious  en- 
thusiasm that  is  so  necessary  to  the  salesman.  Cir- 
cumstances comi^el  them  to  be  judicial  rather  than 
ardent — and  there  you  are ! 

"It  would  seem  then  that  the  way  to  capitalize  the 
capabilities  of  the  salesman  for  all  they  are  worth 
would  be  to  keep  the  credit  man  in  the  office — with 
the  door  shut. 

Cashing  in  on  Friendliness 

"The  salesman  is  already  on  friendly  terms  with  the 
customer  and  Avhen  it  comes  to  the  fjuestion  of  terms, 
references  and  so  on  there  is  a  reserve  fund  of  friend- 
liness on  both  sides  of  the  fence  siifficient  to  withstand 
many  jolts. 

"Plaving  progressed  that  far  we  may  be  pretty  sure 
that  the  salesman  is  much  less  likely  to  put  questions 
the  wrong  way,  and  when  it  comes  to  the  real  facts 
concerning  credit — well — ii:)eople  don't  pick  up  a  Vic- 
trola  and  walk  off  with  it,  and  the  salesman  will  have 
ample  opportunity  to  talk  things  over  himself  with  the 
credit  man  long  before  the  instrument  in  question  is 
actually  delivered  to  the  customer. 

"Selling  musical  instruments  to  music-loving  people 
is  not  at  all  the  same  thing  as  establishing  credit  at  a 
bank.  Do  you  suppose  it  would  add  anything  to  the 
audience's  enjoyment  of  an  opera  if  the  management 
put  the  box  office  on  the  stage? 

"Personally,  we  think  it  would  result  in  a  consider- 
able loss  of  appetite." 


HOW  ONE  DEALER  WINS  TRADE 

A  western  retailer  who  has  made  a  success  in  busi- 
ness, gives  the  following  advice  as  an  example  of  how 
a  live  man  succeeds.  "Be  your  own  chief  gunner 
and  your  clerk's  able  assistant,"  he  says,  "by  thorough 
training  as  you  have  been  advised  by  others  many 
times  before,  by  coming  in  personal  contact  with  all 
regular  customers ;  meet  them  with  the  glad  hand 
whenever  and  wherever  place  affords.  There  is 
nothing  that  reaches  that  spot  in  the  inner  man  like  a 
'welcome  handshake'  when  backed  by  your  person- 
ality. '  I  mean  it,'  a  hand  that  speaks,  that  tells  one 
you  want  him  to  be  your  friend  and  that  he  is  wel- 
come to  your  place  of  business  whether  he  makes  a 
purchase  or  not. 

"Make  more  personal  calls  amongst  your  country 
customers.  Take  a  few  hours  off  once  in  a  while  and 
drive  through  the  country  among  your  friends,  drive 
with  them  when  opportunity  affords,  and  I  believe  you 
will  see  your  visits  rewarded  with  an  increase  in  your 
business  from  that  quarter. 

"Make  friends  of  the  children.  Perhaps  you  think 
you  have  no  time  to  spend  with  them,  but  take  time, 
and  when  a  child  comes  into  your  store,  possibly  sent 
there  for  some  trifle,  see  that  the  boy  or  girl  gets 
prompt  and  careful  attention;  use  them  so  kindly  that 
they  will  want  to  come  back  again.  Make  a  child 
your  friend  and  you  have  made  a  standing  advertise- 
ment for  you  and  your  place.  Do  you  stop  to  con- 
sider that  by  kindness  to  her  children,  you  have 
reached  some  mother's  heart;  you  have  won  a  cus- 
tomer in  her,  and  through  her,  the  father?  Try  this 
experiment  and  see  th  eresults.  It  costs  you  nothing 
but  a  little  attention." 


GOOD  SHOWING  OF  McLAGAN  PHONOGRAPHS 

Visitors  to  the  Stratford  Exhibition  should  not  fail 
to  visit  the  excellent  display  of  phonographs  arranged 
by  the  Geo.  McLagan  Furniture  Company  Limited. 
This  company  is  very  strong  on  attractive  period  de- 
signs for  they  have  been  designers  and  builders  of 
artistic  furniture  for  a  third  of  a  century  and  have  also 
developed  a  machine  of  outstanding  musical  ability 
equipped  with  a  universal  tone  arm  which  enables  it  to 
play  all  makes  of  records  without  additional  attach- 
ments. 
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Maxwell  Sanitary  Steel  Vaults 


Our  Customers  axe  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 

Maxwell  Vaults  are  Abundantly  Strong  for  AH  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned  Design  and  Construction  Unequaled 

Carried  in  Stock  by  All  Leading  Jobbers 

Ask  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  Case 


For  the  Handling,  Removal  and  Transportation  of  Bodies.    An  Indispensable 
Adjunct  to  the  Modern  and  Progressive  Undertaker. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practice] 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 
Inside  Dimeniions:  75  in.  long,  20  in.  wide,  13  in.  deep. 
Prices:  With  Tray  $38.00 ;  Without  Tray  $36.00 ;  Tray  Alone  $8.00 

Sold  by  the  Leading  Canadian  Jobbers. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.Y. 
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Undertakers'  Department 

1 Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada.  I 


SOME  INFLUENZA-PNEUMONIA  CASES 

IIIIIIIMIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIMIMIIMMIIIIIIIIIIIMIIIIMIIIIIIIIIIMIMIIIIIIIIIIIMIIIIIIIIIIMIMIIIIIIIIIIIIIIIIIIII^ 

Appropriate  subject  for  present  day  discussion —  How  to  treat  these  cases —  Examples  of  recent  treatments — How 
difficulties  were  overcome — Profit  by  past  experience — Some  difficulties — Heart  strength  vs.  pulmonary  circulation 

IMIMIMIMIIIIIIIIIininilllMIIIIMIIIIinilll(lllllMIIIIIIIMIMIIIIIIIMIMIMIMIMMI:IIIMIIIIMIIIIIIIIIIMIMIMIIIIIIIMIIIIIIIIIIMMIIIIin 

By  PROF.  CHAS.  O.  DHONAU. 


I  have  had  two  eaises  that  T  want  to  ask  your  advice 
on  after  explaining  treatment  which  I  igave. 

First. — Lady,  thirty-five  years  of  aige ;  weight  about 
no  lbs.,  was  a  tuberculous  patient,  and  contracted  in- 
fluenza. The  patient  died  at  9  p.m.  on  November  1, 
1918.  I  was  called  to  embalm  the  body  at  5  p.m.  on 
November  2.  I  injected  half  gallon  of  fluid  containing 
2V2  per  cent,  of  formaldehyde  gas  and  followed  that 
with  half  gallon  of  fluid  containing  5  per  cent,  of 
formaldehyde  gas.  I  did  not  drain  blood  in  this  case. 
T  injected  two  pints  of  fluid  containing  30  per  cent,  of 
formaldehyde  in  the  thoracic  and  abdominal  cavities. 
Up  to  this  time  there  was  no  purging  from  the  mouth 
and  nose.  Within  thirty  minutes  after  T  had  com- 
pleted my  work  T  placed  the  body  in  a  common  road 
wagon  and  drove  fourteen  miles  over  very  rough  roadrs. 
On  arrival  at  my  place  of  business  I  found  that  some 
pursing  had  occurred  en  route.  I,  therefore,  aspir- 
ated all  contents  of  the  abdominal  and  thoracic  cavi- 
ties and  refilled  them  with  the  same  fluid  (containing 
30  per  cent,  of  formaldehyde  gas).  'Body  was  shipned 
and  reached  its  destination  in  good  condition. 

Noted  by  Prof.  Dhonau: 

The  material  which  purged  from  the  mouth  and  no  e 
in  this  case  wais  probably  the  bloody  and  white  froth 
which  is  formed  within  the  air  passages  of  the  lungs 
from  a  combination  of  blood  serum  from  the  pulmonaiy 
edema  or  dropsy  that  preceded  death  and  decomposi- 
tion gas  which  was  evolved  during  the  trip.  Un- 
doubtedly, the  cavity  injection-  given  did  not  reach 
the  air  passages  of  the  lungs.  It  is  also  evident  that 
the  lung  congestion  prevented  the  proper  circulati"n 
to  the  tissues  of  the  lungs  throug''h  the  bronchial 
arteries.  It  would  have  seemed  logical  to  have  drained 
the  blood  in  this  ease  because  to  have  done  so  would 
have  given  the  fluid  a  better  opportunity  to  have  cir- 
culated properly.  In  so  stating,  T  wish  to  point  out 
the  fact  that  one  of  the  necessary  processes  in  produ"- 
ing  the  frothy  purge  is  the  development  of  decomposi- 
tion gas.  With  a  better  circulation  to  the  lungs  this 
would  have  been  prevented  and  no  purge  would  have 
been  possible.  This  explanation  holds  good  O'dy  for 
this  case.  T  have  ceen  hundreds  of  these  influeny.  - 
pneunu)nia  cases  in  which  the  air  passages  were  fi'led 
with  thick  mucous  matter,  all  of  which  was  depositeil 
there  during  life.  It  is  only  natural  in  these  cases  th>\t 
fluid  injected  after  death  should  then  crowd  the  hiug 
air  spaces  and  drive  the  contained  matter  toward  the 


mouth  and  nose.  In  this  first  ease,  however,  it  appears 
from  the  evidence  that  no  pneumonia  was  present;  the 
purge  then  being  purely  the  result  of  the  mixing  of  de- 
composition gas  and  excess  moisture. 

Second — Man,  died  at  11  p.m.  on  November  13.  I 
prepared  the  body  by  injecting  the  axillary  artery  and 
draining  from  the  vein.  This  was  a  pneumonia  case. 
As  soon  as  I  had  injected  one  pint  of  fluid  the  body 
began  to  purge  and  a  large  amount  of  gas  formed.  I 
kept  on  injecting  sloAvly  and  used  the  trocar  in  abdomi- 
nal and  thoracic  cavities ;  drawing  one  gallon  of  fluid 
material  out  of  the  cavities.  I  then  packed  cotton  into 
the  throat,  and  when  I  had  injected  one  gallon  and  one 
quart  of  fluid  into  the  axillary  artery  I  had  wYiat 
seemed  to  be  good  preservation  and  no  more  gas  had 
formed;  so  I  injected  two  pints  of  fluid  containing  30 
per  cent,  of  formaldehyde  gas  into  the  abdominal  and 
thoracic  cavities.  There  was  no  purge  before  I  ship- 
ped the  body  and  I  do  not  think  there  was  any  trouble 
afterward,  but  would  appreciate  your  advice  regarding 
treatment  of  these  cases.  The  last  body  had  pneu- 
monia two  days  and  during  the  last  day  had  conges*^ion 
of  the  litomach.     The  weight  of  the  body  was  150  lbs. 

Note  by  Prof.  Dhonau  : 

The  purge  in  this  case  was  due  to  the  crowding  of 
the  air  passages  by  fluid  pressmre  on  the  bronchial  cir- 
culation of  the  lungs.  It  may  be  safely  said  that  the 
development  of  decomposition  gas  helped  to  produce 
the  same  result.      It  is  very  likely  that  no  further 


MOUNT  PLEASANT  CEMETERY.  TORONTO 

(A  Sonnet.) 

Pathetic  silence  falls  upon  this  field; 
The  impulse  is  to  whisper  as  we  tread 
The  sacred  precincts  of  the  faithful  dead. 

Or  tend  the  turf  where  loving  lips  are  sealed. 

Nor  can  this  cultured  verdancy,  revealed 
In  shrub  or  tree,  in  grass  or  flow'ry  bed, 
Whereby  we  decorate  a  human  dread, 

Bring  forth  the  balm  by  which  our  woe  is  healed. 

Oft  in  our  helplessness  we  seek  the  space 

Where  spectral  marbles  hold  sweet  names  to  view; 

There  fancy  slu'ines  the  unfoi'gotten  face 

'  And  founts  of  tender  feeling  rise  anew. 

Ah  !  whither  look  but  to  that  hope  which  says. 
The  story  of  the  other  Avorld  is  true? 


78 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


January,  1919 


trouble  occurred  and  that  j^our  case  reached  its  desti- 
nation in  good  condition.  No  one  could  have  done 
more  than  you  in  the  case. 

Out  of  several  hundred  influenza-pneumonia  cases 
handled  in  our  laboratories  in  the  Cincinnati  General 
Hospital,  there  were  only -a  few  which  did  not.  present 
evidence  of  cyanosis.  Cyanosis  is  the  technical  name 
covering  the  condition  by  which  the  circulation 
through  the  lungs  is  retarded  in  life,  the  blood  backs  up 
into  the  venous  system  and  by  overfilling  the  larger 
veins  and  consequently  the  further  backing  up  into 
the  smaller  veins  and  finally  the  capillaries,  a  blue  or 
blue  black  discoloration  is  produced.  Probably  97 
per  cent,  of  all  the  cases  we  handled  during  the  epidemic 
were  discolored  to  begin  with.  Over  75  per  cent,  of 
them  purged  from  the  nose  and  mouth  either  before 
beginning  the  injection  or  during  the  injection. 

We  noticed  in  some  of  the  first  ones  which  came  to 
our  attention  that  the  arterial  distribution  could  only 
be  made  under  difficulty;  that  there  was  a  back  pres- 
sure. This  Ave  found  later  to  be  due  to  the  shut  oi¥ 
action  of  rigor  mortis,  not  only  at  the  joints,  but 
wherever  muscle  tissue  was  found.  The  rigor  in  these 
eases  was  unusually  severe.  We  had  some  trouble 
eliminating  discolorations    with    the    usual  drainage 


LATK  CARDINAL  FARLEY 
Lying-in-state  in  residence  at  New  York. 

(Courtesy  Champion  Chemical  Co.) 


method  so  we  went  back  to  the  right  ventricle  of  the 
heart  method  and  by  the  time  the  epidemic  had  spent 
its  force,  we  had  reduced  the  time  necessary  to  embalm 
these  bodies  to  one  hour,  in  which  time  we  would  re- 
move the  discolorations,  eliminate  the  contents  of  the 
hollow  organs,  etc.  The  speed  of  the  method  was  due 
to  the  use  of  two  pumps;  an  injector  on  the  arterial 
side,  and  an  aspirator  on  the  right  ventricle  side.  With 
an  injection  of  two  gallons  of  fluid  we  averaged  a  re- 
turn of  1%  gallons  from  the  venous  side  through  the 
heart. 

Peculiar  circumstance  at  death  in  these  cases  was 
the  ever  present  one  of  the  heart  beating  for  a  short 
time  after  the  lungs  could  not  be  penetrated  by  the 
pulmonary  blood.  This  showed  clearly  that  regard- 
less of  the  strength  of  the  heart,  the  ruling  factor  was 
the  condition  of  the  pulmonary  circulation  and  the  air 
passages. 

One  of  the  high  spots  encountered  during  the  epi- 
demic was  a  case  which  had  been  unclaimed  for  ten 
days.  On  the  eleventh  day  it  was  claimed  and  our 
embalming  service  received  orders  to  prepare  for  ship- 
ment to  California.  On  examination  the  body  was 
found  discolored  all  over,  incliuding  the  face.  The 
blood,  however,  was  prevented  from  coagulating  by 
the  system  of  cooling  we  use  which  holds  it  in  liquid 
condition  for  some  time.  The  blood  had  dried  out  to 
some  extent,  however,  and  the  ordinary  injection  and 
drainage  failed  to  move  it  from  the  face.  I  took  one 
of  the  well-known  capillary  washes  and  injected  this 
through  the  trocar  into  the  right  ventricle  of  the  heart 
and  some  of  it  passed  into  the  veins  of  the  face.  The 
immediate  result  was  that  the  face  became  darker  than 
ever  for  a  time,  bait  after  three  pints  of  the  solution 
had  been  injected  in  that  way.  the  current  was  re- 
versed and  the  liquid  drawn  out  again.  Accomoany- 
ing  this  with  a  vigorous  massage  we  Avere  able  to 
record  a  complete  restoration  of  the  color  to  normal. 
Several  students  witnessed  this  operation  and  were 
profoundly  impressed  with  the  result  of  the  method 
and  expressed  a  desire  to  try  it  aigain  on  a  similar  case. 


MILLIONS  DIE  IN  INDIA 

The  influenza  epidemic  in  India  shows  definite  signs 
of  ahatement.  Its  ravages  have  been  terrible.  In 
Bombay  city  there  were  15,000  deaths,  and  in  Delhi 
city,  in  a  population  of  200,000,  the  death-rate  at  one 
time  reached  800  daily.  In  the  rural  tracts  beyond  the 
reach  of  etfective  prophylactic  measures  the  loss  has 
been  tremendous.  A  recent  report  shows  that  in  the 
Punjab  it  followed  much  the  same  couree  as  in  places 
attracting  more  public  notice.  The  first  signs  appeared 
in  August.  In  September  it  persisted  in  a  mild  form, 
and  from  the  middle  of  October  until  November  8,  it 
was  acute.  It  is  estimated  that  the  number  of  deaths 
range  from  five  to  ten  per  cent,  of  the  population.  The 
death-roll  is  heaviest  amongst  young  adults  and  women. 

The  mimlber  of  deaths  in  the  Punjab  is  estimated  at 
250,000.  When  the  final  results  of  the  epidemic  are 
summed  up  it  will  probaMy  be  found  that  other  provin- 
ces have  suffered  on  approximately  the  same  scale.  No 
paa-t  of  the  countiy  seems  to  have  escaped,  although  the 
visitation  Avasi  lightest  in  Bengal,  and  even  the  dry  and 
bracing  Himalayan  tracts  are  reported  to  have  been 
severely  attacked. 

The  population  of  the  Punjab  and  the  Punjab  Native 
States'  is  aboxit  24,000,000,  and  of  the  Avhole  of  India, 
about  315,000,000.  If  the  infiuenza  death-rate  proves 
as  heavy  throughout  India  as  in  the  Punjab,  this  Avould 
give  a  total  death-roll  of  over  3,000,000. 


JaxLuaiy,  1919 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


79 


Mr.            \   What  constitutes  "SERVICE"? 
Funeral     \   Does  "SERVICE"  mean  anything  to  you  ? 
Director    I   If  so,  are  you  getting  "SERVICE"  ? 

EFFICIENCY  in  time  of  EMERGENCY 

Last  minute  statistics  state  that  Spanish  Influenza  was  six  times  deadlier  than 
war.  Little  we  realize  what  this  means,  or  how  funeral  supply  houses  were 
able  to  cope  with  the  epidemic. 

DOMINION  SERVICE 

accomplished  what  supposedly  was  the  impossible,  when  put  to  the  test,  and 
the  SERVICE  rendered  to  hundreds  of  customers  proved  marvelous, 

One  branch  states  that  for  five  weeks  they  shipped  nothing  but  express  orders, 
and  by  so  doing-  never  received  a  complaint  from  customers. 

Another  branch  shipped  in  one  month  nearly  seven  times  its  regular  output, 
the  men  working  night  and  day.  even  Sundays,  but  they  stayed  by  their  post 
heroically,  with  the  results  that  DOMINION  SERVICE  proved  what  we 
advertise,  EFFICIENCY. 

Still  another  branch  tripled  their  output,  but  unfortunately  was  hit  very  hard 
by  the  epidemic,  at  one  time  50  per  cent,  of  their  staflF  was  disorganized,  some 
deaths  occurring.  However,  the  efforts  of  the  men,  to  cope  with  the  amount  of 
emergency  orders,  more  than  showed  the  "systematized  good-will"  that  exists 
between 

Labor — Dominion  Service — -Funeral  Director 


The  enormous  amount  of  merchandise  carried  by  our  respective  branches  from 
coast  to  coast,  helped  us  to  facilitate  matters  at  the  very  start  of  the  epidemic, 
consequently  we  were  in  a  splendid  position  for  the  final  drive  "Over  the  top," 
when  mortality  was  claiming  a  terrible  toll.  In  the  past  our  stocks  have 
largely  been  responsible  for  the  splendid  results  obtained  by  funeral  directors, 
thro  the  horrible  disasters  of  "Northern  Ontario  fires,"  the  "Titanic,"  the 
' '  Empress  of  Ireland ' '  and  the  ' '  Halifax  disaster. ' ' 

We  are  now  devoting  every  energy,  to  build  up  our  depleted  stocks,  and  assure 
you  that  DOMINION  SERVICE  will  always  "go  over  the  top"  under  the  most 
extraordinary  conditions. 


ONCE 
USED 


ALWAYS 
USED 
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No.  543,  Solid  Quarter-Cut  Oak 
No.  544,  Solid  Mahogany 


WORKMANSHIP— AN— ELEMENT— IN— SERVICE 

Back  of  all  success  in  manufacturing;  back  of  the  sales  campaign,  the  financing,  the 
purchasing,  etc.,  the  big  fundamental  remains,  the  quality  of  product  is  a  determining 
factor  in  the  future  of  any  business.  Dominion  Manufacturers,  Limited,  safely  claim 
the  right  of  patronage  of  the  Funeral  Directors,  on  the  point  of  workmanship  alone. 


''Original  Designs,  Superior  Worl^manship  and  Materials/' 


Dominion  Manufacturers,  Limited 

Head  Office :    1 09  Niagara  St.,  Toronto,  Canada. 


January,  1919 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


81 


ELEMENTS  of  EMBALMING 

A  Review  Course  of  instruction  for  readers  of 
Canadian  Furniture  W orld  and  The  Undertaker 

By  Howard  S.  Eckels,  Ph.  G. 
ARTICLE  IV 


To  describe  an  artery  and  its  appearance  may  best 
be  done  by  contrasting  it  with  the  vein.  As  we  have 
before  described,  the  artery  is  composed  of  three 
coats.  The  outer  coat  is  the  vascular.  This  is  the 
one  Avhich  contains  the  blood  vessels  which  supply  the 
other  coats  of  the  artery  and  frequently  shows  very 
plainly  in  blood-poison  eases,  alcoholism  and  Bright 's 
disease — also  in  bodies  which  have  been  dead  for  a 
number  of  hours  before  being  embalmed.  These 
little  vessels  in  the  outer  coat  of  the  artery  frequently 
become  quite  prominent  tAvo  or  three  days  after  death 
has  taken  place,  coloring  the  artery  a  streaky  red. 

The  middle  coat  of  the  artery  is  the  muscular  or 
fibrous  and  much  thicker  than  the  other  coats  of  either 
artery  or  vein.  Hence  the  artery  usually  appears  two 
or  three  times  as  thick  as  the  vein,  as  well  as  more 
solid  and  firm,  so  that  when  the  artery  is  cut  and 
rolled  between  the  fingers,  the  thickness  of  the  walls 
causes  it  to  gap  and  stay  open. 

The  branches  from  the  artery  usually  are  small  and 
occur  at  right  angles  fi'om  the  artery.  They  remain 
and  occur  at  right  angles  from  the  artery.  They  re- 
main the  same  size  until  they  them'Selves  send  otf 
branches,  when,  like  the  artery  from  which  they 
branch,  they  are  reduced  in  size  in  proportion  to  the 
.■^izes  of  the  branches  they  send  otf. 

Artei-ies  have  no  valves,  and  therefore  admit  of  a 
circulation  of  fluid  in  either  direction.  The  walls  of 
the  arteries  being  thicker  than  the  veins,  the  blood  is 
not  so  tran.sparent  in  the  arteries  as  it  is  in  the  veins, 
henee  does  not  anoear  to  be  as  dark.  ^he  ^irteries 
thus  may  be  readily  distinguished  fi-om  the  veins  by 
these  tests. 

The  basilic  A'ein  usually  is  twice  as  large  in  circum- 
ference ais  the  artery.  Where  branches  occur,  they  fre- 
(luently  appear  when  stretched  over  the  instrument — 
the  bone  seoarator  should  be  used — to  be  as  large  as  the 
vein  from  Avhich  they  branch,  and  the  iunetion  of  them, 
therefore,  is  like  unto  forks  of  a  road.  When  an  in- 
cision is  made  in  the  veins,  the  walls  lay  flat  tojyether 
like  tAvo  pieces  of  wet  tissue  paper  and  do  not  form  a 
gap  a«  does  the  artery.  The  walls  of  a  vein  collapse 
Avhen  empty,  because  of  their  being  thin.  Avhile  the 
ai-tery  remains  cylindrical  even  though  empty,  because 
the  walls  of  the  artery  are  thick. 

In  or  near  the  arm-j)it  the  axillary  vein,  which  is 
very  much  larger  than  the  basilic  vein,  is  used  to 
enter  a  tube  known  as  the  vein  tube,  the  Y-shaped 
tubes  show7i  in  the  illustration. 

Here  the  axillary  vein,  which  is  two  inches  higher 
no  in  the  ai'ui,  is  used  in  preference  to  the  basilic  vein, 
Ix'causc  it  is  larger  and  very  much  neai-er  the  surface, 
especially  in  stout  persons.  It  is  also  more  easily 
(iistingnished  from  the  artery  and  easier  to  locate  than 
the  basilic  vein.  The  veiji  tube  is  entered  for  the  pur- 
pose of  opening  a  Avay  through  the  valves  and  passing 


on  beyond  where  they  exist  in  the  vein;  that  is,  to  a 
point  near  the  upper  end  of  the  breastbone. 

The  vein  at  this  point  is  known  as  the  innominate 
vein  and  immediately  empties  into  the  superior  vena 
cava,  through  Avhich  the  blood  flows  before  it  enters 
the  right  auricle  of  the  heart. 

The  injection  of  the  fluid  into  the  arteries  during  the 
draining  of  the  veins  aids  in  the  circulation  of  the 
blood  from  the  capillaries  into  the  veins,  Avhich  natur- 
ally floAvs  into  the  largest  veins  just  as  does  the  water 
from  the  ground  into  the  siprings.  The  embalmer  thus 
collects  a  considerably  larger  quantitA-  than  possibly 
could  be  contained  at  any  one  time  in  these  large  veins 
and  in  the  cavities  of  the  heart. 

No  one  artery  and  no  one  method  absolutely  fills 
every  need  of  the  emTbalmer,  nor  meets  every  con- 
tingency that  may  arise.  It  is  safe  to  say,  hoAvever, 
that  the  axillary  method  more  nearly  fills  all  needs  than 
any  other  single  one.  since  by  it,  Avith  the  use  of  the  im- 
proved in.struments,  the  embalming  fluid  is  delivered 
directly  into  the  arch  of  the  aorta,  the  beginning  of 
the  systemic  circulation.  The  blood  is  drained  by  Avay 
of  the  axillary  vein,  from  the  superior  A^ena  caA'a,  the 
great  venous  blood  reservoir  of  the  upoer  portion  of 
the  body.  This  method,  therefore,  ena'bles  the  em- 
balmer to  remove  the  blood  from  exactly  the  portions 
of  the  bodA^  where  it  Avould  otherAA-ise  interfere  with 
cosmetic  effects,  since  the  veins  leading  from  both  the 
face  and  the  hands  dump  their  contents  directly  into 
this  great  natural  receptacle. 

It  is  impossible,  effectively,  cleanly  and  naturally,  to 
di'ain  blood  from  the  u'oper  portion  of  the  bodv  by  any 
other  method,  since  the  jugular  requirfs  not  onh-  a 
A^ery  deep  and  difficult  incision,  but  is  ant  to  produce 
an  ugly  floAV  AA'hich  is  hard  to  control.  The  promiscu- 
ous use  of  the  trocar  has  been  abandoned  by  all  scien- 
tific men  long  ago. 

The  basilic  vein  cannot  give  the  effective  floAv  that 
the  axillary  does,  since  it  is  A'ery  much  smaller  and  be- 
cause the  A'alves  are  apt  to  interfere  and  prevent  com- 
plete sueee.ss.  Throngh  the  axillary.  hoAA'CA-er.  we  can 
insert  a  A'cni  tube  past  all  vaH^es  and  thns  secure  a 
direct  floAV  from  a  .source  AA-here  it  is  possible  for  the 
operator  to  absolutely  control  its  volume. 

Another  advantage  of  the  axillary  method,  and  a 
most  imiportant  one,  is  that  since  practicallv  all  em- 
balming fluids  contain  more  or  less  formaldehyde,  their 
hai'dening  eft'ect  is  apt  to  give  such  rigidity  that  it  is 
extremely  difficult  to  properly  pose  the  subject  in  the 
casket. 

In  some  of  the  bettei-  fluids  the  harshness  of  the  raAV 
formaldehyde  is  modified  either  bA'  transforming  it  into 
formocholoral  or  by  the  inclusion  in  their  composition 
of  chemicals  which  have  a  tendency  to  retard  its  hard- 
ening effects. 

The  tendency  of  almost  all  fluids,  hoAVCA'er.  is  to 
give  more  oi-  less  rigidity  to  the  particular  pai't  of  the 
body  into  Avhich  they  are  injected.  The  result  of  this 
is  that,  when  either  the  radial  or  the  brachial  arteries, 
for  instance,  are  used,  the  arm  in  Avhich  the  fluid  is  in- 
jected Avill  become  extremely  j-igid  before  the  fluid  has 
had  sufficient  time  in  which  to  penetrate  and  do  its 
Avork  in  other  ])ortions  of  the  body.  As  a  natural 
result,  it  is  impossible  for  the  funeral  director  to  pose 
the  hands  in  a  life-like  attitude  in  the  casket,  unless 
the  placing  is  done  in  advance. 

( To  be  continued.) 
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PROMINENT  ONTARIO  FURNITURE  DEALER 
DEAD 

Robert  Nugent,  Lindsay,  Ont.,  and  one  of  Ontario's 
most  prominent  funeral  directors,  died  at  his  home  in 
that  town  on  December  5,  of  cancer  of  the  Sioniach. 
Mr.  Nugent  was  but  62  years  of  a<>e.  He  was  born  in 
Victoria  County,  and  at  an  early  age  entered  the  furni- 
ture business  as  an  apprentice  with  Johii  Anderson, 
from  whom,  too,  he  got  his  first  insight  int(^  the  em- 
balming and  funeral  directing  profession. 

Later.  Mr.  Nugent  travelled  Western  Ontario  and 
the  Western  States,  which  experience  enabled  him  to 
add  to  his  knowledge.  In  3885  he  returned  to  his 
home  town  and  became  a  partner  with  his  former  eia- 
ployer,  the  firm  trading  under  the  name  of  Anderson 
&  Nugent.  Later  the  name  was  changed  to  Anderson, 
Nugent  &  Co. 

Mr.  Nugent  was  in  the  profession  for  33  years  as  a 
principal.  One  of  his  first  acts  on  returning  to  Lindsay 


-    THE  LATE  ROBERT  NUGENT,  - 
Lindsay,  Ont. 

was  to  enter  the  Canadian  Embalmers  Association,  of 
which  he  has  since  been  a  member,  entering  that  or- 
ganization in  its  second  year.  His  election  as  president 
two  years  ago  was  entirely  the  unanimous  choice  of  the 
Association  for  a  popular  director,  and  his  handling  of 
the  office  was  eminently  satisfactory. 

The  funeral  on  Saturday,  December  7,  was  a  par- 
ticularly large  one,  showing  the  regard  in  which  Mr. 
Nugent  had  been  held  by  his  f  ellow  townsmen,  and  was 
under  Masonic  auspices.  Many  funeral  directors  from 
the  eountiy  roundabout  were  present. 

Among  others  noticed  were  A.  Comstock,  of  Peter- 
borough, who  with  his  spn  drove  their  auto  25  miles  to 
Lindsay,  to  be  present.  This  is  particularly  notice- 
a'ble  because  Mr.  Comstock  is  now  82  and  the  weather 
was  somewhat  severe.  M.  J.  Stoddart,  of  Woodville, 
was  also  there,  as  Avere  Fred.  Coles,  of  the  National 
Casket  Co.,  Toronto ;  Secretary  Fred.  W.  Matthews,  of 
the  ('.Yj.A..  Toronto,  and  N.  R.  Cobbledick,  Toronto. 


George  Worthington,  president  and  general  manager 
of  the  Ontario  Rubl)er  Co.,  Toronto,  and  well-known 
in  funeral  directing  circles,  died  last  month  a  victim 
of  influenza. 


STATISTICS  IN  ONTARIO  AND  QUEBEC 

Dr.  J.  A.  Beaudry,  Inspector-General  of  the  Superior 
Board  of  Health  for  Quebec  province,  is  authority  for 
the  statement  that  there  were  in  that  province  last 
year  530,704  cases  of  influenza  and  13.880  deaths,  about 
one  case  in  forty  ending  in  death. 

Diiring  the  last  three  months  of  1918  influenza  and 
pneumonia  took  a  toll  of  7,158  lives  in  Ontario.  In 
October  there  were  3,105  deaths;  November,  2.608; 
December,  1,568. 


CANADA'S  WAR  DEATH  TOTALS 

Canadian  total  casualties  during  the  war  were 
220,182,  of  Avhich  60,383  were  deaths.  The  deaths 
were  classed  as:  killed  in  action,  35,666;  died  of 
wounds,  12,420;  died  of  disease,  5,405;  presumed  dead, 
4,)S71 ;  deaths  in  Canada,  2,221. 


PROFESSIONAL  NOTES. 

N.  Chartrc^nd,  funeral  director,  of  Vallev-rfield.  Que., 
is  dead. 

G.  F.  Sutherland  succeeds  Sutherland  &  Sons,  funeral 
directors,  at  Welland,  Ont. 

Harry  McKillop  was  elected  a  councilman  in  the  re- 
cent civic  elections  at  Brampton. 

Charley  Puffer,  of  Norwich,  Avas  elected  as  member 
of  the  council  in  his  town  at  the  beginning    of  the  year. 

The  Central  Casket  Co.'s  annual  embalming  de  non- 
stration  took  place  at  that  eorapaiiyVs  Niagara  Si. 
headquarters  at  Buffalo  on  January  7  to  10. 

Will  Bartlett,  travelling  salesman  in  Eastern  Ont  ario, 
for  the  National  Casket  Co.,  Avho  with  his  family  was 
laid  up  with  "flu"  has  recovered  and  is  back  on  his 
territory. 

J.  J.  Mairsh,  of  Smith's  Falls,  Ont.,  has  made  exten- 
sive alterations  to  his  undertaking  .  parlors.  The 
premises  have  been  enlarged  and  the  Deleo  lighting 
system  installed. 

Williams  &  Son.  St.  Thomas,  Out.,  are  adding  a  neAV 
motor  hearse  to  their  equipment.  The  body  is  built 
on  a  Stndebaker  chassis.  Thi';  is  the  second  motor 
hearse  of  this  firm. 

L.  F.  Hogan,  formerly  Avith  the  late  W.  G.  Stoddart. 
at  CornAvall,  Ont..  has  opened  up  a  furniture  business 
and  undertaking  parlors  under  the  name  of  Hog-au  & 
Co.,  on  First  St.  E.,  Cornwall. 

J.  T.  George,  of  A.  W.  George  &  Son,  undertakers, 
at  Port  Hope,  Ont.,  AA'hile  shoA^eling  snow  recently  from 
the  roof  of  his  house,  missed  his  footing  and  fell  to  the 
ground,  fracturing  both  legs  just  above  the  ankles. 


GOOD  PLACE  FOR  FUNERALS 

A  Frenchman  Avas  Avaiting  at  a  railroad  station  in 
Ireland  Avhen  a  couple  of  natives  sat  doAvn  beside  him. 

"Sure,  Pat.  it's  doAvn  to  Kilmary  I've  be?n.  and  I'm 
on  me  way  back  to  Kilpatrick." 

"Ye  don't  say  so,''  said  the  other.  "It's  mesself 
that's  just  after  being  doAvn  to  Kilkenny,  and  T  stop 
here  a  hit  befoi'e  T  go  to  Kilmore." 

"What  assatssins!"  thought  the  Frenchman.  "Would 
that  I  Avere  safely  back  in  France!" 
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FIGURING  PROFITS  IN  FUNERAL  DIRECTING 
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A  knotty  problem — "Overhead"  an  expense  that  varies  with  locality — What  is  the  profit? — Cut  out  guesswork — 
Salesmanship  a  factor — ^What  of  the  automobile  ? — Time  counts  in  the  making  of  money —  Figuring  on  daily  expenses 
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DURING  the  past  years  there  have  been  many 
articles  written  on  this  subject.  Just  how  to 
figure  profits  in  the  undertaldng  business  is  a 
problem,  and  it  might  be  that  it  is  a  knotty  problem 
at  that.  One  can  get  twisted  into  hundreds  of  mental 
knots  trying  to  read  and  figure  out  some  of  the  articles 
that  have  been  written.  It  is  hard  to  apply  any  set 
plan  or  rules  that  would  fit  all  cases.  There  are  so 
many  local  conditions  that  enter  into  the  subject.  What 
will  figure  out  to  be  a  profit  with  some  engaged  in  this 
profession,  will  mean  a  loss  to  others.  An  overhead 
expense  of  15  per  cent,  might  apply  very  well  in  some 
localities,  but  20  per  cent,  to  30  per  cent,  would  come 
nearer  hitting  the  mark  in  mo.st  places.  It  is  only 
within  the  last  few  years  that  we  have  heard  much 
about  this  "overhead  expense"  and  it  has  caused  the 
wise  ones  to  get  out  their  little  pads  and  pencils  and 
do  some  real  head  work. 

Many  do  not  know  what  profit  is.  Many  will  state 
that  it  is  the  difference  between  the  cost  and  the  sell- 
ing price.  This  statement  is  partly  wrong.  The 
difference  between  the  cost  price  of  an  article  and  the 
selling  price  is  known  as  gross  profit,  and  out  of  thiis 
gross  profit  must  come  the  expenses  and  after  the  ex- 
penses are  paid,  what  is  then  left  is  net  profit.  It  is 
the  net  profit  that  we  are  interested  in.  Far  too  few 
engaged  in  the  undertaking  businesii  understand  just 
how  to  figure  profit.  Some  Avill  add  a  certain  per 
cent,  above  the  cost  price  and  feel  satisfied  that  enough 
has  been  added  to  show  a  good  net  profit.  This  sys- 
tem is  hit  and  miss,  and  doesn't  give  those  who  deal 
with  you  equal  fairness.  Some  will  be  charged  too 
much,  while  others  will  not  be  charged  enough. 

A  great  deal  of  guess  work  is  done  by  the  undertak- 
ing profession  in  the  making  of  prices.  If  you  would 
go  into  the  store  of  some  other  line  of  business  to  make 
a  purchase  and  the  proprietor  would  quote  you  a  guess 
price,  you  would  feel  that  perhaps  you  were  getting 
stuck.  In  either  case,  about  the  first  thought  that 
would  come  to  your  mind  would  be  that  that  merchant 
was  a  poor  businesrs  man.  Unless  you  felt  that  you 
were  getting  a  bargain  each  time  you  entered  his  store 
it  is  doubtful  whether  you  would  care  to  trade  with 
such  a  merchant.  Progressive  merchants  of  this  day 
and  age  mark  their  goods  not  always  in  plain  figures, 
but  nevertheless  marked  so  that  they  know  juist  what 
profit  each  article  carries.  Successful  merchants  un- 
derstand this  and  know  that  each  article  sold  must 
show  its  jjroportionate  profit.  The  most  expensive 
thing  that  any  one  engaged  in  this  profession  can  do, 
irs  to  make  guess  prices.  The  most  profitable  thing 
to  do  at  all  times  is  to  knoAV. 

A  very  successful  merchant  will  always  figure  that 
the  most  costly  thing  he  handles  is  time — minutes, 
hours,  days,  weeks  and  months.  It  is  not  hard  to 
prove  this  asi^ertion.  Sup|)ose  that  yoni'  average  ex- 
pense is  20  per  cent,  of  the  sale.  Say  that  you  buy,  as 
an  illustration,  an  article  for  $50.00  and  you  put  your 


selling  price  at  just  double  the  cost,  which  will  make 
the  selling  price  .$100.00.  If  you  are  fortunate  to  sell 
this  article  the  first  year  you  will  make  $30.00  taking 
off  your  20  per  cent,  expense.  But  perhaps  you  are 
compelled  to  keep  the  article  several  years  'before  you 
finally  dispose  of  it.  Say  that  at  the  end  of  five  years 
it  is  sold,  and  you  take  your  paper  and  pencil  and 
figure  the  transaction  out  in  cold  figures.  Your  ex- 
penses have  been  20  per  cent,  for  each  one  of  the  five 
years,  or  100  per  cent,  for  the  full  five  years  period. 
Hence  you  can  readily  see  that  you  have  used  up  the 
entire  $100.00  you  received  and  you  are  out  the  $50.00 
the  cost  of  the  article — all  because  of  the  time  it  took 
to  turn  your  investment  into  money. 

Now,  to  show  that  time  counts  and  to  make  money 
fast,  and  this  is  the  creed  of  all  big  money-making 
merchants,  you  ishould  only  buy  such  articles  that  will 
turn  your  money  many  times  within  a  year.  To  fur- 
ther illustrate  this  point  let  us  suppose  that  you  had 
sold  the  article  in  question  in  less  time — a  very  short 
time — for  $70.00.  Your  expenses  are  still  20  per  cent, 
or  $14.00  and  your  profit  would  only  be  $6.00.  Here 
lies  the  point!    If  you  made  this  sort  of  transaction 


Examination 

-By- 

The  Board  of  Examiners 

—To  be  Held  at— 

Toronto,  Wednesday,  Feb.  5th,  1919 

The  Government  Boai^d  of  Examiners,  under 
the  Embalmers'  and  Undertakers'  Act,  will 
conduct  an  Examination  in  the  Anatomical 
Section  of  t'he  Toronto  Universit.y,  on  Wednes- 
day, February  5th,  1919,  commencing  at  9.30 
o'clock  in  the  moi-ning. 

Candidates  wishing  to  take  the  Examination 
for  qualification  and  Govei'nment  license  as 
embalmers  will  send  their  application  and  fee 
of  $20.00  to  the  Secretary  not  later  than 
February  1st,  1919.  Blank  forms  of  applica- 
tion can  be  had  on  application  to  the  Secretary. 

T.  E.  SIMPSON, 
Secretary-Treasurer, 
Sault  Ste.  Marie,  Out. 
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ten  times  over  in  one  year's  time,  your  profit  would  be 
160.00.  It  is  easy  to  see  how  speeding  up  the  time  in- 
creases the  real  profit,  although  the  margin  is  very 
much  smaller. 

In  many  undertaking  establishments  it  is  not  hard 
to  find  some  articles  that  have  been  on  sale  for  a  num- 
ber of  years,  and  the  proprietor  would  be  willing  to  sell 
them  at  a  very  small  profit  and  in  some  cases  would 
stand  a  loss  to  move  the  article  in  question.  Having 
goods  on  your  floor  for  a  number  of  years  is  due  in  a 
great  degree  to  carelessness  and  poor  salesmanship.  It 
is  not  in  the  scope  of  this  article  to  explain  how  a  slow 


HONORED  IN  DEATH 

Funeral  of  Nurse  Hurlturt  leaving  the  Gardiner  Funeral  Home,  172 
Kennedy  St..  Winnipeg,  recently.  Six  associated  nurses  acted  as  pall- 
bearers, a  fitting  tribute  to  a  life  laid  down  in  service. 

Nurse  Huribnrt  was  on  the  staff  of  the  King  George  Municipal 
Hospital  and  volunteered  for  service  among  the  influenza  patients.  She 
contracted  the  malady  and  succumbed  after  a  heroic  fight  for  life. 

Preceding  the  casket  are  seen  Rev.  Dr.  Armstrong,  of  Ft.  Rouge 
Methodist  Church,  and  .\.  B.  Gardiner,  who  conducted  the  funeral. 


selling  casket  can  be  changed  and  find  ready  sale.  This 
is  salesmanship,  but  nevertheless  it  has  much  to  do 
with  the  net  profit.  Perhaps  you  have  never  figured 
that  the  longer  you  keep  a  certain  casket  in  stock  the 
cost  of  that  casket  is  daily  increasing.  It  is  far  better 
to  avoid  old  casket  stock  and  at  all  times  keep  your 
stock  right  up  to  the  minute  with  fresh  goods.  You 
are  then  able  to  obtain  better  prices,  and  turn  your 
money  faster. 

Your  expenses  for  rent,  salaries,  light,  heat  and 
water — formerly  your  barn,  now  your  garage  expense 
— and  all  other  expenses  that  are  necessary  with  a 


modern  undertaking  establishment  are  daily  expenses?. 
To  bear  out  the  above  argument  this  daily  expense 
should  be  placed  against  all  the  goods  on  hand  every 
day.  The  goods  that  are  of  slow  sale  should  stand 
the  greater  part  of  these  expenses,  particularly  the 
item  of  rent.  To  hold  goods  is  what  we  rent  our  build- 
ing for,  and  in  view  of  this  the  goods  that  move  slowly 
should  stand  the  greater  charge  for  expenses.  To- 
day the  overhead  expense  of  any  undertaking  estab- 
lishment is  much  more  than  it  was  just  a  few  years  ago. 
The  advent  of  the  automobile  has  added  an  additional 
expense  to  some,  and  to  others  it  has  lessened  the  ex- 
penses of  this  department.  In  some  localities  it  is 
necessary  to  have  both  the  horses  and  the  automobiles. 
No  doubt  this  is  an  increased  expense,  and  adds  to  the 
overhead.  The  automobile  has  proved  a  gain  for  some, 
and  a  loss  to  others. 


EARLY  FUNERALS  IN  WALES 

Shortage  in  coffins  due  to  the  exceptionally  large 
number  of  funerals  in  South  Wales  during  a  recent 
fortnight,  reminds  a  correspondent  that  up  to  the  com- 
mencement of  the  eighteenth  century  many  bodies  were 
interred  in  rural  Welsh  churchyards  without  coffins. 
They  were  placed  in  what  was  known  as  "cadach  dAvy- 
pen"  ('which  literally  means  cloth  with  two  ends),  re- 
sembling a  labourer's  wallet.  The  body  wa^  let  down 
into  the  grave  by  ropes  fastened  to  the  two  ends.  There 
Avere  some  old  people  living  in  a  Mid-Wales  village 
some  fifty  years  ago  who  recollected  such  burials,  and 
their  de.scription  is  recorded  in  one  of  the  Welsh  papers. 


ENTERS  BUSINESS  ON  OWN  ACCOUNT 

E.  E.  Sponenburg,  of  Windsor,  Out.,  has  purchased 
the  business  conducted  at  St.  Thomas.  Ont..  by  Kerr 
&  Co.  Mr.  Sponenburg  has  been  assistant  with  J. 
Chappin,  of  Windsor,  for  the  past  six  years ;  and  has 
had  experience  also  in  Detroit.    He  is  a  son  of  Geo. 


MR.  K.  E.  SPONENBURG 

Sponenburg,  undertaker  at  Melbourne.  Ont.  He  at- 
tended the  last  school  conducted  by  the  C.  E.  A.,  at 
Toronto,  successfully  passing  his  exams. 

Mir.  Sponenburg  took  possession  of  his  new  business 
on  Jan.  1,  and  intends  having  an  up-to-date  establish- 
ment and  motor  e((uipment.  He  will  build  a  morgiie 
and  chapel,  and  intends  carrying  a  good-sized  repre- 
.sentative  stock.  Mr.  Sponenburg  Avill  make  a  first- 
class  addition  to  the  modern  funeral  directors  of 
Ontario. 


CANICULA  TitSr 


That  velvety-flow  fluid  that  is  different; 
does  not  burn  or  shrivel  the  arteries, 
allowing  the  operator  to  inject  as  often 
as  he  likes  and  obtain  that  desired  eff'ect. 

CANICULA  CHEMICAL  COMPANY 

366  Bathurst  Street       -       TORONTO,  CANADA 
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Something  Further  About  Necropsies 

Dr.  Robinson  of  the  Dept.  of  Pathology,  Toronto 
General  Hospital,  dwells  further  on 
post  moitem  cases. 


A  number  of  obstacles  are  met  witb  by  the  pathologist 
in  securing  permission  for  a  necropsy.  A  commission 
appointed  by  the  New  York  Academy  of  Medicine  in 
1912,  to  determine  Avhat  were  the  main  causes  of  these 
obstacles  found  five  factors  at  work.  First,  that  "due 
to  the  ignorance  on  the  part  of  the  public  of  the  im- 
portance of  necropsies  to  science  and  therefore  to  the 
welfare  of  the  people."  This  we  have  never  found  a 
very  serious  factor  for  most  intelligent  people  when 
the  case  is  put  clearly  before  them  will  not  hesitate  to 
give  permission,  iu  fact  sometimes  they  are  very 
anxious  to  know  Avhat  was  wrong,  and  insist  on  a 
complete  written  report  of  our  findings.  Secondly : 
"to  the  existing  inadequate  laws." 

Most  public  hospitals  in  Europe,  have  the  right  by 
law,  to  perform  a  post  mortem  examination  on  every 
patient  that  dies  in  their  institution.  A  number  of 
hospitals  will  not  receive  a  patient  unless  permission  is 
first  signed  for  a  post  mortem,  should  the  patient  die 
while  in  their  institution. 

T  don't  think  that  we  need  such  regulations  in  this 
country.  We  have  an  intelligent  class  of  people  to 
deal  with  and  we  would  rather  have  the  voluntary 
consent  of  the  next  of  kin. 

Third:  "to  the  activity  of  undertakers  and  certain 
funeral  societies." 


Fourth:  "to  the  inadequate  rules  of  hospitals  in  this 
respect."  And, 

P'ifth  :  "to  the  claims  of  the  department  of  anatomy." 

Now,  as  this  is  a  meeting  of  embalmers,  the  third 
factor  no  doubt  is  the  one  that  will  interest  you  most. 
Personally,  I  have  not  found  this  a  very  serious  obstacle 
because  most  of  the  members  of  your  profession  that  I 
have  had  dealings  with  have  never  interfered  in  any 
way  with  our  endeavor  to  secure  permission  for  post 
mortems.  in  fact  in  a  number  of  cases  we  have  been 
grateful  to  them  for  assistance.  Just  the  other  day  1 
performed  a  post  mortem,  in  Avhich  case  the  undertaker 
had  secured  the  signed  permission  on  his  own  initiative. 
We  all  appreciated  that  act  very  much  indeed,  for  we 
felt  that  he  was  also  interested  in  science  and  anxious 
to  help  lis  along  in  our  Avork. 

Mr.  H.  J.  Edwards,  president  of  the  Kings,  Queens 
and  Suffolk  County  Undertakers  Society  in  speaking 
to  the  Long  Island  Medical  Association  on  the  suibject 
of  post  mortems,  placed  before  them  some  of  the  ob- 
.iections  of  the  undertakers  to  post  mortems.  He  says 
that  manj'^  of  the  undertakers  do  not  know  for  Avhat 
reason  post  mortems  are  done,  and  thus  are  not 
interested  in  them.  I  hope  that  I  have  made  it  clear 
to  you  the  o-bjeet  of  our  post  mortem  work  at  the  hos- 
pital. He  makes  an  ob.jection,  that  of  severing  the 
large  arteries,  that  is  hard  to  get  away  from.  This 
could  be  overcome  to  a  large  extent  by  ligaturing  the 
vessels  before  sewing  up  the  body.  On  the  other  hard 
I  have  done  a  number  of  post  mortems  on  the  bodies 
after  they  were  embalmed,  and  have  been  able  to  make 
a  very  satisfactory  examination.  The  embalming  fluid 
is  an  excellent  preseTvative  and  fixative,  and  I  have 
made  beautiful  microscopical  sections    from  bodies 


ONE  GALLON  CONTAINER 


ARAN  A 


EMBALMING-FLUID 


Embodies  all  the  recent  advances  of  knowledge 
in  the  compounding  of  embalming  preparations. 

It  IS  a  combination  of  the  most  powerful  antiseptics 
and  preservatives  known  to  the  science  of  chem- 
istry. These  are  compounded  to  the  limits  of 
concentration,  and  it  is  impossible  to  produce  a 
stronger  or  more  active  preparation. 

No  rouge  or  other  coloring  is  required,  as  any 
effect  desired  can  be  produced  by  following 
directions.  An  order  will  convince  you  of  ils 
merits,  direct,  through  our  representatives,  or 
through  your  jobber. 


r.ARANAP.  LABORATORY 


PETERBOROUGH,  ONTARIO,  CANADA 
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buried  for  some  daj's.  However,  it  would  not  be  an 
advisable  procedure  in  every  case,  as  the  embalming 
woi;ld  destroy  all  hope  of  getting  bacterial  cultures 
from  infectious  cases. 

He  also  mentions  the  disgraceful  condition  the  body 
is  left  in  sometimes  after  a  post  mortem  examination. 
Failure  to  sew  up  the  body,  improper  incision  of  ^\\e 
scalp  for  the  removal  of  the  brain  and  failure  to  prop- 
erly fix  the  skull  cap  in  place,  thl^s  showing  an  objec- 
tionable ridge  on  the  forehead.  There  is  no  excuse 
for  any  of  these  things.  After  the  post  mortem  the 
pathologist  should  see  that  all  the  organs  are  replaced 
Avith  a  little  sawdust  to  take  up  the  fluid  present  and 
the  body  carefulh-  and  securely  sewn  up. 

The  undue  length  of  time  elapsing  before  the  under- 
taker is  able  to  get  the  body  after  a  post  mortem  is  an- 
other objection  raised.  It  is  very  hard  sometimes  to 
avoid  delaying  a  little.  The  physician  in  charge  of 
the  ease  is  very  anxious  to  be  present  and  we  are 
anxious  to  post  it  for  an  hour  suitable  to  most  of  the 
students. 

Most  of  these  objections  should  be  easily  overcome 
and  I  am  sure  the  members  of  your  profession  will  bear 
with  us  a  little  in  the  others  for  the  sake  of  science  if 
nothing  else. 

Through  an  article  in  a  medical  journal  and  a  con- 
versation with  your  secretary,  Mr.  Matthew^s,  I  was 
led  to  inquire  into  the  system  of  co-operation  the  Cin- 
cinnati General  Hospital  had  with  the  undertakers  of 
Cincinnati.  I  received  a  very  nice  letter  from  Mr.. 
Dhonau,  the  president  of  the  Cincinnati  College  of  Em- 
balming, explaining  in  detail  the  system  they  have  in 
that  hospital.  The  pathologic  institute  was  up  against 
a  problem  very  much  like  ours.  After  discussing  the 
question  over  with  the  Em'balmers  Society,  a  commit- 
tee was  formed  to  draft  out  a  plan  whereby  there  might 


Will  Eckardt,  son  of  A.  J. 
H.  Eckardt,  was  home  for  a 
few  days  at  the  New  Year. 
His  photo  will  be  recognized 
by  those  in  the  profession  on 
whom  he  called  on  the  road 
between  Toronto  and  Mon- 
treal. Will  was  with  the 
Rurroughes  Adding  Machine 
Co.,  at  Detroit,  and  when 
the  U.  S.  entered  the  war  en- 
listed as  a  private.  He  was 
|)romoted  rapidly  and  at  the 
time  the  armistice  was  signed 
he  was  one  of  the  officers  in 
charge  of  supplies  at  Camp 
Cufster,  Michigan.  He  is 
.'till  on  military  duty  there 
h  dping  with  demobilization. 


be  a  better  understanding  and  a  closer  co-operation 
between  them. 

This  resulted  in  the  Pathologic  Institute  appointing 
Mr.  Dhonau  to  a  position  on  their  staff  to  supervise  the 
post  mortem  technic  and  to  have  supervision  of  the 
care  of  the  bodies,  particularly  -with  regard  to  their 
preparation  for  burial.  He  also  devoted  part  of  his 
time  to  the  working  out  of  new  and  better  methods  of 
preservation.  He  had  the  co-operation  of  60  out  of  64 
of  the  undertakers  of  that  city.  Being  Profe'-sor  of 
the  Embalming  College,  he  uses  the  bodies  at  the 
hospital  for  the  teaching  of  embalming.  After  the 
post  mortems,  his  students,  under  his  supervision,  em- 
balm the  bodies  and  turn  them  over  to  the  undertaker, 
charging  him  for  the  emhalming  just  enough  to  cover 
the  cost  of  materials.  In  that  way  the  undertakers 
have  none  of  the  bother  and  trouble  of  embalming,  the 
college  has  a  Avealth  of  material  for  teaching,  and  the 
Pathologic  Institute  has  a  marked  rise  in  their  per- 
centage of  autopsies.  The  students  of  the  Embalming 
College  attend  these  post  mortems  and  there  learn  some 
of  the  pathology  as  well  as  the  anatomy  of  the  human 
body. 

The  percentage  of  the  post  mortems  at  the  Cincinnati 
General  Hospital  following  the  introduction  of  this  sys- 
tem in  1915.  jumped  from  28  to  63  per  cent.  I  under- 
stand from  Prof.  Renaurd  that  they  have  had  a  similar 
systm  in  vogue  for  some  time  in  Bellevue  Hospital. 
New  York.  I  hope  that  some  day  we  may  have  some- 
thing similar  to  it  in  the  Toronto  General  Hospital. 

We  are  anxious  to  have  a  better  undei'standing  witli 
you  for  we  are  fjuite  conscious  of  the  position  the 
members  of  your  profession  hold  with  the  family,  when 
a  word  from  you  for  or  against  might  mean  so  much 
to  us.  You  can  help  or  hinder  us  a  great  deal,  so  I  am 
here  this  morning  to  plead  for  your  co-operation  and 
assistance.  We  are  anxious  to  secure  permission  for 
a  post-morten  on  every  ease  possible  that  dies  in  the 
hospital.  We  need  these  for  the  study  and  teaching 
of  medicine. 

Our  percentage  of  post  mortems  to  the  number,  of 
deaths  at  the  Toronto  General  Hospital  has  fallen  from 
52  per  cent,  in  1915,  to  36  per  cent,  in  1917.  At  the 
Mayo  Clinic  in  Rochester,  Minn.,  which  is  a  private  in- 
stitution, their  post-mortems  for  the  years  1910-1912 
were  81  per  cent.  The  Peter  Brent  Brigham  Hospital 
of  Boston,  for  1917,  had  50  per  cent.;  the  Cincinnati 
General  Hospital.  39  per  cent.,  and  the  Massachusetts 
General  Hospital,  31  per  cent.  Our  percentage  is 
pretty  high  compared  with  some  other  hospitals,  still 
we  want  to  do  better,  and  we  are  making  a  direct 
appeal  now  for  your  co-operation,  wherever  you  feel 
that  you  can  do  so,  in  securing  for  us  more  post 
mortem  examinations. 


"FLU"  DEATHS  IN  EGYPT 

It  is  officially  computed  that  41,000  persons  died  in 
Egypt,  outside  of  Cairo  and  Alexandria,  as  a  result  of 
the  recent  influenza  epidemic. 


GIVING  THE  NEWS  IN  ADVANCE 

The  country  editor  can  sometimes  do  better,  as  when 
one  of  them  published  the  item: 

"Our  esteemed  fellow  citizen,  Jim  Dcruglass,  will  go 
to  the  hospital  to-moryow  to  be  operated  upon  by  Dr. 
Jones  for  appendicitis.  He  will  leave  a  wife  and  two 
children." 
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ONTARIO 

Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10, 

Brantford — 

H.  S.  Peiree  &  Co., 
Funeral  Directors  and 
Eimbalmer. 

Both  phones  200. 

Burks  Falls — 

Hilliar,  Joseph.    Box  213. 

Coboconk — 

Greenley,  A. 
Dorchester,  Ont. — 

Logan,  R.  A.     'Phone  2107. 

Dungannon — 

Sproul,  William 

Dunnville — 

D.  P.  Fry.    'Phone  68. 

Elmira — 

Dreisinger,  Chris. 

HuntsviUe — 

Hilliar,  Joseph. 


Hamilton — 

Blachford  &  Sons, 

57  King  Street  West. 
Dodsworth,  A.  H. 

59  King  St.  W. 
Eobinson,  J.  H.  &  Co., 

19-21  John  St.  N. 
IngersoU — 
Mclntyres. 

F.  W.  Keeler  and  R.  A. 

Skinner,  props. 
Kemptville — 

McCaughey,  Geo.  A. 

Kingston — 

Corbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 

London — 

Ferguson's  Sons,  John 
174  to  180  King  St. 

Orillia — 

W.  A.  Stracha:!, 
Sucpessor  to 

H.  A.  Bingham. 

Phone  453. 
D.  Clark.    Tel.  159. 
Miindell,  J.  A.     Phone  126. 
150  Mississaga  St. 


Oshawa — 

Luke  Burial  Co. 

Schomberg — 

F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St. 

St.  Thomas — 

William,  P.  E.,  &  Sons,  519 
Talbot  St. 

Stirling — 

Ralph,   Jas.        Phone  lOii. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 

88-92  Ontario  St. 
Whit  3  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 

Toronto — 

Geo.  J.  Chapman 
742  Broadview  Ave 
Phone  G.  3885 
Ambulance  service. 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

J.  A.  Humphrey  &  Son, 
463  Church  St. 

Washington,   Fleury  Burial 

Co.,  685  Queen  St.  E. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Washington  &  Johnston. 

707  Queen  St.  E. 

Corner  of  Broadview 


Thedford — 

Woodhall,  J.  B. 
Wallaceburg — 

Cousins,  Burlington  &  Saini 
Welland— 

Patterson  &  Dart 

Sutherland,  G.  W. 
Woodstock — 

Mack,  Paul. 
Whitby— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  W«st. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 
St.  John— 

Fitzpatriek  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 
Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  J  aw — 

Broadfoot  Bros. 
Saskatoon — 

Young,  A.  E. 


SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 
CALLY EVERY  GOOD  UNDERTAKER! 


These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 


It  is  interesting^  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 
portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 
balming Fluid. 


We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 
balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 
tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 
which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way;  that  profes- 
sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 


Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 


H.  S.  ECKELS  &  COMPANY 


221  FERN  AVENUE 
TORONTO,  ONTARIO,  CANADA 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Oct. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents,  If  Box  is  required 
5  centsextra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 


FUENITURE  LINES  or  funeral  supplies  -wanted  on  commission, 
by  experienced  traveller.  Box  53,  Canadian  Furniture  World, 
32  Colborne  St.,  Toronto.  d-j 


SALESMAN  wiajited  in  Oanada  for  Undertakers'  Supply  House. 
Must  bave  good  coniieetion.  C.  C.  Stiles,  340  W.  85th  St.. 
care  Three  Arts  Chub,  New  York  City.  -j 


WANTED — Traveller  wants  good  line  of  furniture  on  eouimis- 
sion  basis  for  Montreial  only.  Experience  8  years,  speaks 
both  languages.  Good  appearance,  28  years  old.  Will  fur- 
nish references.  Address,  J.  A.  Pinette,  3376  St.  Hubert  St.. 
Montreal.  -j 


WANTED — TTndeitiaker 's  lassdstauit  for  Toronto.  Musit  be  good 
enibalnier.  Married  or  single.  Give  full  particuliars  in  first 
letter.      Bo.\  GG,  Canadi.an  Eurnittire  World.  -j 


FURNITURE  WORLD 

'WantAdV 

BRING  BIG  RESULTS 
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Champion  Embalming  Fluid 

^^The  Leader  for  Generations^^ 


Being  mechanically  compounded  from  purest 
:hemicals,  Champion  can  be  counted  upon 
or  dependability  and  economy. 

/  a  better  embalming  fluid  than  Champion  could 
je  compounded,  Toe  would  compound  it. 


Highest  Possible  Quality 

Makes  Maximum 
Quantity 


daint  f  atrirk'a  (llatl{rilral 
\ttA  ettg 


38*7  Lexinoton  A-venxjb 

BHi  WBBM  SIR  AMS  SSNO  Stms* 
TBZ.BPHONB  0373  PUlZA 


October  5th  1918 


Mr.  M.J.  McCaffrey 
381  West  118th-  St., 
Hsw  York  City 

I  regret  very  much  that  you  were  out  of  town  and  unable  to  attend 
the  Solemn  Obsequlea  of  Hie  Eminence  Cardinal  Perley.  It  was  with 
out  doubt,  the  greatest  funeral  ever  held  in  this  country.  From  the 
time  hia  remains  were  brought  from  his  country  home  at  Mamaroneok 
H.Y.  to  St.  Patrick's  Cathedralnearly  one  million  people  passed  by 
hia  bier. 

You  can  ina.f^ine  the  responsibility  that  waa  placed  on  my  ahoulders 
when  the  church  authorities  adviaed  me  that  I  had  been  aelected  to 
take  full  charge  of  the  funeral.  Hero  was  a  case  where  a  mein's  rep- 
utation was  at  sta^e.  I  was  placed  in  a  position  of  either  raakinj; 
good,  or  going  down  in  the  history  of  the  undertaking  profession  as 
being  one  who  could  not  measure  up  to  hia  job,  when  put  to  the  test. 

Aa  to  the  general  arrangements  and  running  of  the  funeral,  the  enclosed 
clipping  from  the  Hew  York  Sun  tells  that  every  thing  ran  like  a  well 
oiled  piece  of  machinery,  there  was  not  one  little  incident  that  occur- 
red to  mar  the  prooeedinga . 

I  was  really  mors  concerned  about  how  the  body  would  keep,  than  about 
anything  else,  because  any  careful  man  can  handlethe  other  situations 
as  they  cone  up,  but  no  matter  how  careful  one  is  with  the  embalming, 
if  you  haven't  the  right  kind  of  fluid,  all  your  work  ia  for  naught. 
Having  had  some  very  important  funeral  work  in  ray  career,  I  have  always 
insisted  that,  only  the  very  bust  kind  of  embalming  fluid  be  used  in 
all  my  work,  and  tihon  I  was  called  to  do  the  most  important  work  that 
I  have  had  no  far,  I  had  no  fear  in  using  CHAMPION.  I  was  told  that 
the  remains  of  the  Cardinal  would  have  to  lie  in  state  for  one  week. 
Having  seen  some  bodies  that  were  put  to  this  test  and  failed,  I  felt 
absolutely  sure  that  in  this  case  CHAJ.IPION  FUIL.D  would  do  its  usual 
good  work  and  pull  me  through. 

V/all,  If  you  could  have  been  here  and  seen  the  body,  you  certainly 
would  have  been  proud  yourself.  There  was  not  one  spot,  even  the  size 
of  a  lead  pencil,  that  could  be  criticised.  There  was  none  of  that  usual 
hardening  and  cracking  of  the  lips.  The  skin  was  soft  and  velvety,  and 
the  features  were  calm  and  peaceful.  The  great  teat  was  the  wonderful 
death  mask  made  by  a  noted  aoulptor,  and  which  turned  out  moat  wonder- 
ful. 


luat  wish  to  say  in  closing  th*t  I  owe  a  debt  of  gratitude  to  CHA.'JPIOB 
id  I  trust  that  this  letter  wllT  pay  it  In  a  raeaeure. 


pay 

(ery  tru,ly  youre 


The  Champion  Chemical  Co.,  Springfield,  Ohio 

DR.  G.  W.  FERGUSON,  Canadian  Manager 

74  Leuty  Ave.,  Kew  Beach,  TORONTO 
Canadian  Manufacturing  Plant    -  WINDSOR 


The  ALASKA  "Newport"  % 

{Patent  Applied  For) 

COUCH-BED 

— gives  you  either  a  lounging 
couch  or  a  comfortable  full- 
sized  bed  at  a  moment's 
notice. 


This  unique  new  couch-bed  has  all  the 
good  points  of  the  sliding  couch  and 
the  Davenport,  plus  new  features  that 
make  it  a  ready  and  profitable  seller. 

The  illustrations  show  the  construc- 
tion and  operation  of  this  couch-bed. 
It  is  very  strongly  put  together,  rigid 
and  light  in  weight.  A  child  can 
make  the  change  from  couch  to  bed 
and  vice  versa. 


By  lifting  the  top  section,  you  disclose  the  second  section,  which 
holds  the  bedding  when  not  in  use — a  unique  feature. 


The  indestructible  link  fabric  spring  and 
the  folding  mattress  of  clean,  new 
materials  ensure  years  of  comfort  no 
matter  how  used. 


THE  "NEWPORT"  IS  A 
REAL  MONEY-MAKER  AT 
ANY  TIME  OF  THE  YEAR. 


ORDER  NOW—  direct  or 
through  our  representative 

NET  PRICE-$20.5? 


Then  you  turn  the  second  section  completely  over,  and  place  the 
legs  on  the  floor,  as  shown.     Then  drop  the  upright  section  and 
turn  over  the  folding  mattress. 


We  can  Bupply  you  with  folders 
and  electros  for  local  use.  Ask 
for  them. 


ALASKA  BEDDING 

OF  MONTREAL,  Limited 

Makers  of  Bedsteads  and  Bedding 
400  St.  Ambroise  St.  -  MONTREAL 


Ready  for  the  bed  clothes.      The  whole  operation  is  just  as 
quickly  and  as  easily  performed  as  it  looks;  and  you  can  put 
any  guest  on  this  bed  without  misgiving. 
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THE  GENDRON  MFG.  COMPANY,  LIMITED 


A  new  design 

ENGLISH 
CARRIAGE 

A  wooden  body,  with 
reed  panel  and  hood, 
finished  in  combina- 
tion colors,  making  it 
a  most  beautiful  car- 
nage. 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO,  CAN. 


Announcement  to  the 
Furniture  Trade — 

While  the  building  and  plant  of  the  Ontario  Spring 
Bed  &  Mattress  Company,  Limited,  in  liquidation, 
may  be  offered  for  sale  by  the  assignee,  we,  the  present 
sole  lessees  of  the  building,  the  Ontario  Spring  Bed 
&  Mattress  Company,  London,  wish  all  our  cus- 
tomers and  friends  to  distinctly  understand  that  this  does 
not  affect  us  in  the  slightest,  and  we  will  continue  to 
manufacture  our  complete  line  of  iron  and  brass  beds, 
springs  and  mattresses,  in  the  city  of  London,  and  en- 
deavor to  give  the  very  best  service  as  heretofore. 


Our  section  of 

ENGLISH 
CARS 

is  most  complete.  The 
line  consists  of  new 
Reed  and  Wood  and 
Reed  Combination 
designs. 


THE  ONTARIO  SPRING  BED 
&  MATTRESS  COMPANY 

LONDON  ONTARIO 
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I  MEDIUM  PRICED  | 

I  The  merchandising  possibilities  of  Stratford  | 

I  Chairs  are  recognized  by  many  of  the  leading  | 

I  furniture  dealers   throughout   the   country.  | 

I  Stratford  Chairs  exemplify  the  best  there  is  | 

I  in  design,  material,  and  manufacture,  at  the  | 

I  price  for  which  they  may  be  had.     The  i 

I  rockers  are  carefully  balanced  so  as  to  give  | 

I  the  maximum  of  comfort  and  that  restful,  | 

I  easy  swing  which  is  so  desirable  in  a  living-  I 

I  room  rocker.  | 

I  You  will  find  Stratford  Chairs  good  chairs  to  sell.  | 

5  THE  STRATFORD  CHAIR  CO.,  LIMITED  | 

I  STRATFORD     -     ONTARIO  1 
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5072A  Buffet 


Good  Design  is 
inherent  in  every 
McLAGAN  pro- 
duction. Built  to 
satisfy,  and  priced 
to  sell. 


Queen  Anne  Diningroom  Suite 

in  American  BlacJ^  Walnut 


507/  Ex.  Table 


2675  Diner 


The  George  McLagan  Furniture  Co.,  Limited 

STRATFORD      :-:  ONTARIO 
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Our  business  is  based 
on  the  assumption  that 
the  trade  wants  goods 
of  real  character.  It 
is  this  subtle  quality 
that  has  ever  kept  our 
lines  right  in  the  front 
rank. 


5072  Buffet 


Note  the  quiet  dignified  lines  of  this  Queen  Anne  Suite 


2675A  Diner 


5074  China  Cabinet 


The  George  McLagan  Furniture  Co.,  Limited 

STRATFORD      :-:  ONTARIO 
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Upholstered  Reed  Furniture 

Made  Complete  in  the  Imperial  Factories 


Imperial  Upholstered  Reed  Furniture,  and  all  Imperial 
Furniture,  is  made  up  complete,  frames  and  all,  in  our  own 
workshops.    That  is  one  reason  why  the 


Imperial 
Line'' 


comes  to  you  with  such  pro- 
nounced elegance  and  at  prices 
which  will  allow  you  a  liberal 
profit  on  the  turnover. 

Imperial  Rattan  Co. 

LIMITED 
Stratford      •:-  Ontario 


Latest  in  Folding  Beds 

''THE  CHESTERFIELD" 


It  combines  the  most  mod- 
ern features  found  in  any 
bed  or  Chesterfield.  It 
gives  the  customer  every 
service  of  a  bed  and  Ches- 
terfield, and  costs  only  the 
price  of  one. 

Write  for  price,  it  will 
interest  you. 


The  XEtttd^l  Bed  Company,  Limited 


STRATFORD,  ONTARIO 


silMniMIHIMIIIirillllMnMIMIIMIIMIIIIIinMjrMIMIMIIMinilllllMIIJIinNirMinilMllillMIIJMIIIMIIIIIMIMIIMIMIIIIIIIIMIMIiniMMIIIIIIIIINIII^ 
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WILL  HELP  TO  MAINTAIN 
A  PERMANENT  LEADERSHIP 


|\  yiEAFORD  Furniture  can  be  handled 
advantageously  by  any  furniture  dealer 
in  Canada. 

The  designs  are  such  as  appeal  to  the  average 
buyer,  they  are  neat,  homey  adaptions  that 
will  grace  the  home  of  any  middle  class 
family  and  become  a  source  of  permanent 
satisfaction  to  their  owners. 

Our  many  years  of  satisfactory  service  to  the 
retailer  is  our  best  evidence  of  a  carefully- 
manufactured  and  universally-satisfactory  pro- 
duct. If  you  wish  to  retain  or  obtain 
leadership  in  your  line,  Meaford  Furniture 
will  certainly  help  you  to  do  it. 


THE  MEAFORD  LINE 

Comprises  Most  Attractive 

Bed  Room  Suites,  Dining  Room  Suites, 
Odd  and  Matched  Den  and  Library 
Pieces,  Centre  Tables,  Jardenier  Stands, 
Medicine  Cabinets,  Music  Cabinets, 
Hall  Racks,  Seats  and  Mirrors. 


The  Meaford  Mfg.  Co. 

LIMITED 

MEAFORD      -  ONTARIO 
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THE 

HEART 

OF  YOUR  EXTENSION 
TABLE  IS  THE 

SLIDE 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 
DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 

INSURE 
SATISFIED  CUSTOMERS 


WABASH  SLIDES  I 


HELP  SELL  TABLES. 
EUMINATE  SLIDE  TROUBLES 


WE  ARE 

SLIDE  SPECIALISTS 

Having  manufactured  SLIDES 
exclusively — for  30  year* 

Many  Canadian  Table-malccK  u>e 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  RepreMentative  : 
A.  BXaya.  28  King  St.  E.,  Kitchener, 
Ont.,  successor  to  Frank  A.  Smith 


FOLDING  TABLE ' 


proposition  to  buyers  in  gross  lots 
interesting.     Ask  us  about  it. 


is  a  constant  necessity. 

The  cessation  of  hostilities  has  led  to  the  resumption  of 
many  social  events  where  the  "Elite"  Folding  Table  can 
be  used  to  advantage. 

If  you  don't  already  stock  this  easy-selling,  profitable 
line,  write  to-day  for  prices  and  full  particulars. 

Sole  Licensees  and   DEPT.  W 
Manufaclurers  LONDON 


Hourd  &  Co.,  Limited 


Vr. 


P.. 

KAPOK 


IS  AGAIN  ON  THE  MARKET 

The  embargo  has  been  Hf  ted  and  we 
can  now  obtain  unlimited  quantities 
which  enables  us  to  resume  the  manu- 
facture of  our  celebrated  "  KAPOK  " 
mattress. 

We  can  now  fill  orders  promptly. 
Write  to-day  for  prices. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 
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Remember,  our  perman- 
ent showrooms  at  1  36- 
1 40  King  St.  E.,Toronto 
are  open  all  the  year 
around  and  afford  the 
dealer  with  a  prospective 
customer  every  opportu- 
nity to  make  a  sale. 

When  in  Toronto  make 
our  showrooms  your 
headquarters. 


Upholstered 

Reed  Arm  Chairs 


Illustrated  below  are  two  of  a  very 
large  variety  of  chairs  manufac- 
tured at  our  Walkerton  factory, 
which  is  exclusively  devoted  to 
the  manufacture  of  reed  goods. 

C.F.M.  Furniture  makes  it  possible  for 
you  to  offer  some  mighty  good  values, 
and  yield  a  good  turnover.  It  is  always 
w^ell  made,  well  finished,  and  inviting  in 
appearance. 


SEAFORTH  GENERAL  OFFICES  :   WOODSTOCK.  ONT.  WIARTON 

WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 
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VICTORY!    "Your  boys  and  ours  have  won 

When  you  realize  that  your  Framed  Pictures  are  sold  out  before  the  season  is 
over  you  will  resolve  to  stock  heavier  next  season  and  also  make  up  your  mind 
to  continue  using  Matthews'  "Take  me  home  look"  Nobby  Picture  Frames. 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


A  CEDAR 

CHEST 

that  expresses 

an  ideal 

There  is  more  to  a  SHAFER  RED  CEDAR  CHEST  than  dignity  of  design 

and  beauty  of  finish.    Built  into  each  one  is  the  satisfaction  of  producing  a  fine 

piece  of  furniture — the  pride  of  creation.    Skilled  workmen  and  best  quality 

material  make  possible  the  execution  of  our  effort  to  build  only  chests  of  this 

character.    'Prices  and  illustTations  on  request. 

D.  L.  SHAFER  & 

COMPANY 

ST.  THOMAS  . 

ONTARIO 

NEW  CATALOGUE 
SUPPLEMENT 

A  supplement  to  our  regular 
catalogue  will  soon  be  ready 
for  mailing.  It  contains 
many  new  designs  that  will 
be  of  interest  to  every  dealer 
in  Canada. 


Write  for  our  revised  price  list 

THE 

North  American  Bent  Chair  Co. 

LIMITED 

Owen  Sound  Ontario 


At  all  times  it  is  essential  for  the  salesman  to  know  his 
goods,  but  when  times  are  a  little  quiet  it  is  doubly  so, 
and  anyone  desirous  of  making  a  success  as  a  sales- 
man must  first  equip  himself  with  a  thorough 
knowledge  of  the  line  he  is  trying  to  sell. 

Here  is  the  book  which  you  need 
to  give  you  accurate,  concise, 
and  complete  furniture  information. 

THE  PRACTICAL  BOOK  OF 

PERIOD  FURNITURE 

By 

Harold  Donaldson  Eherlein 

and 

Abbot  McClure 

With  230  illustrations  that  illustrate 
RIGHT  FURNITURE 

A  special  feature  is  an  illustrative  chronological  key  for  the  iden- 
tification of  Period  Furniture.  Octavo.  Handsome  decorated 
cloth,  in  a  box — $6.00  net,  postage  extra. 

This  book  will  be  vyelcomed  by  all  those  who  wish  to  buy  Right 
Furniture  (Antique  or  Reproduced)  for  the  Household,  by  all 
dealers  in  the  same,  and  by  all  makers  of  Correct  Reproductions. 
Whether  you  are  a  Salesman,  Manufacturer,  Dealer,  Designer, 
or  Connoisseur,  you  should  buy  this  Handsome  Practical  Volume. 
PRICE  $6.10,  Postage  Paid 

CANADIAN  FURNITURE  WORLD 

and  THE  UNDERTAKER 
32  COLBORNE  ST.,  TORONTO 
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No.  389  Dining  Suite,  Queen  Anne  Pattern 
Plain  Oak,  Fumed  or  Golden  Finish 

Above  is  one  of  the  new  suites  that  is  shown  in  our  new 
catalog  to  be  mailed  shortly.  We  are  not  boasting  when 
we  say  Knechtel  Furniture  is  good — that  is  a  matter  of 
history  or  fact.  Neither  are  we  out  of  the  realm  of  fact 
when  we  say  there  is  an  established  market  for  this  class 
of  goods.  Then,  with  ordinary  merchandising  methods,  the 
retailer  can  dispose  of  what  he  buys  at  a  profit.  We 
honestly  believe  that  if  you  push  Knechtel  Furniture 
during  1919  your  profits  will  be  commensurate  with  your 
efforts,    it's  worth  the  trying  at  least. 

OUR  BIG  CATALOG  WILL  BE  READY 
ABOUT  MARCH  1ST. 


THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  ONTARIO 
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All  Patriotic 

FURNITURE  DEALERS 
Should  Sell  THRIFT  Stamps 


SELL  Thrift  Stamps,  not  because  there  is  any  immediate 
profit  for  you  in  such  sales,  but  because  the  Dominion 
of  Canada  needs  your  patriotic  co-operation  in  its  plans 
to  ensure  Prosperity. 

If  the  smaller  savings  of  the  people  can  be  made  available 
to  fiiiance  Government  expenditure,  then  the  larger  public 
ia vestments  will  be  free  for  industrial  securities,  thus 
promoting  general  Prosperity  in  which  every  storekeeper 
is  vitally  interested. 

Get  your  customers  to  take  a  Thrift  Stamp  in  place  of  25c 
change  whenever  you  possibly  can.  Display  your  sign. 
Explain  that  Thrift  Stamps  are  a  means  to  acquire  War- 
Savings  Stamps,  and  people  should  strive  to  fill  their 
Thrift  Cards  as  quickly  as  possible. 


Have  you  bought  your 


IB 


We  sell  them 
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Diningroom  Suite  No.  60 


EEP  in  mind  the  practical  end 
of  your  business — values — and 
profits  —  and  remember  that  the 
VICTORIAVILLE  LINE  offers  you 
exceptional  opportunities  for  both. 

We  manufacture  a  stylish  line,  well- 
made,  in  various  period  and  modern 
designs,  handsomely  finished,  mod- 
erate in  price. 


I     THE  VICTORIAVILLE  FURNITURE  COMPANY  | 

H  LIMITED  m 

1  VICTORIAVILLE,  QUEBEC  | 

liiillllllllllllllllllilllllllllllllllllllll^ 
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FROM  OUR  REGULAR  UNE 


No.  28,  Serving  Tray 
A  unique  shape, 
popular  with  the 
trade.  Mahogany  or 
walnut  finish.  Size 
6  X  20  inches. 


No.  32,  Serving  Tray — Mahogany  finish.  Assorted  fillings 
in  dainty  patterns.    Size  8  x  12  inches. 


No.  30,  Serving  Tray — One  of  our  popular  ovals.  Sizes  10  x  16  and  12  x  16 
inches. 


No.  39606 — His  Victoria  Cross — One  of  our  returned  boys  exhibits 
his  cross,  and  tells  how  it  was  won.  A  picture  with  a  story. 
Framed  in  embossed  brown  with  harmonizing  mat.  Glass  size 
13  X  171/2  inches. 

— No.  39229 — Rheims  Cathedral,  in  burnished  antique    high  back. 
Size  13  X  20  inches. 

No.  39228 — Same  design      Size  10  x  141/2  inches. 
Companion  picture — The  Rose  Window. 


Our  travellers  carry  the  above  pictures  in  their  samples.    Ask  to  see  them. 

PHILLIPS  MANUFACTURING  COMPANY,  LIMITED 

258-326  Carlaw  Avenue         -         TORONTO,  ONT. 
Mouldings       Frames       Framed  Pictures       Trays  Mirrors 


D.  O.  MCKINNON 

GENERAL  MANAGER 

W.  B.  HART 

ADVERTISINO  MANAGER 


Wm.  J.  BRYANS 
JAMES  O'HAGAN 

EDITORS 
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BRIGHT  OUTLOOK  for  the  FURNITURE  TRADE 
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Some  reasons  for  this  as  set  out  by  investigator  of  prospects — Big  demand  has  accumulated  during  past  four  years — 
Many  new  homes  to  be  opened — The  purchase  of  furniture  per  capita  is  very  small  in  Canada — Overseas  trade 
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SOME  of  the  outstanding  reasons  why  the  outlook 
for  business  in  Canada  is  particularly  bright  at 
the  present  time,  especially  for  the  furniture 
trade,  were  outlined  by  S.  Roy  Weaver,  of  the  Investi- 
gation Department  of  The  Reconstruction  Association 
to  the  furniture  dealers  who  attended  the  Canadia)i 
Feather  and  Mattress  Company  banquet  at  Toronto,  on 
January  14. 

In  addition  to  the  general  business  activity  that  is 
expected  in  Canada  under  the  new  era,  of  prosperity 
ushered  in  by  the  advent  of  peace  and  a  resumption  of 
old-time  business  operations,  there  are  some  special 
reasons  why  there  should  be  a  big  demand  for  furniture 
in  the  period  we  are  now  entering. 

Per  Capita  Purchase  of  Furniture  Small 

For  one  thing  the  per  capita  purchase  of  furniture  is 
exceedingly  small — much  smaller  than  it  should  be  in 
a  prosperous  country  like  this — and  there  are  excellent 
opportunities  for  measuring  this  in  a  big  way.  The 
actual  annual  pui'chase  of  furniture  in  Canada  is  only 
$1.75  ])er  person.  If  you  deduct  from  this  a  moderate 
amount  spent  in  hotel  and  office  furniture,  you  will  find 
that  the  average  family  in  Canada  is  not  spending  more 
than  .$8  for  the  purchase  of  new  furniture  and  the  re- 
placement of  old  furniture  in  their  homes. 

This  amount  is  admittedly  small  and  it  should  be  pos- 
sible to  materially  increase  it.  The  increasing  of  the 
per  capita  pui'chase  of  furniture  is  an  avenue  for  in- 
creased sales  that  in  itself  gives  the  furniture  dealer 
great  opportunity  for  the  expansion  of  sales. 

Biff  Accumulated  Demand 

Another  significant  factor  is  that  while  prices  of 
furniture  in  'Canada  have  increased  since  the  outbreak 
of  war,  the  per  capita  purchase  is  .50  cents  less  than  in 
imO.  It  can  easily  be  said  that  during  the  four  years 
of  war  the  consumption  of  furniture  in  Canada  has 
been  one-quarter  to  one-half  below  normal.  This 
really  means  that  as  a  result  of  the  decreased  purchases 
of  furniture,  directly  and  indirectly  because  of  .the  war. 
there  has  been  dammed  up  during  the  past  four  years, 
a  demand  etpial  at  least  to  a  year's  production.  This 
accumulated  demand  will  be  felt  now,  especially  in 


view  of  the  fact  that  the  public  can  expect  no  lower 
prices  on  furniture. 

There  are  several  reasons  why  furniture  prices  can 
be  expected  to  remain  firm.  For  one  thing  furniture 
factories  at  the  present  time  are  not  making  a  large 
margin  of  profit  and  no  great  reduction  in  the  wages 
of  skilled  furniture  workers  is  looked  for.  Prices  of 
lumber  are  expected  to  remain  strong  for  some  little 
time,  as  there  is  a  general  shortage  at  present, 
and  the  demand  from  Europe  will  be  large  for  some 
time.  For  instance,  the  Timber  Controller  of  Great 
Britain  has  been  authorized  to  purchase  $40,000,000 
worth  of  timber  in  Canada. 

Overseas  Demand 

In  addition  to  this,  besides  the  accumulated  demand 
for  furniture  for  Canadian  homes  that  has  been  de- 
veloping during  the  past  four  years,  and  the  need  for 
furniture  for  the  many  new  homes  that  will  be  opened 
during  the  next  couple  of  years  because  of  the  cessa- 
tion of  hostilities  and  the  return  of  men  from  overseas, 
there  will  ^be  a  big  demand  from  European  sources  for 
the  products  of  Canadian  factories.  This  is  already 
(|uite  marked,  especially  for  lower  priced  goods,  and 
Canadian  furniture  manufacturers  are  making  arrange- 
ments to  send  a  I'epresentative  to  England  to  secure 
British  and  European  orders. 

Big  Buying  Period  Ahead 

This  all  means  firm  prices  for  furniture.  The  pur- 
chasing public  cannot  exi)ect  lower  prices  for  some  time 
to  come.  This  should  inspire  confidence  while  the 
reasons  set  out  above  should  convince  the  furniture  re- 
tailer that  the  period  ahead  is  indeed  one  of  great  op- 
portunity for  business  men  generally  and  himself  in 
particular. 

The  dealer  would  do  Avell  to  demonstrate  his  faith  in 
the  present  and  his  confidence  in  the  future  by  real  ag- 
grei-'sive  business  methods.  Such  a  spirit  will  inspire 
a  similar  feeling  in  othei's.  Optimism  is  contagious,  and 
when  every  one  is  oj)timistic  business  is  bound  to  be 
good.  Start  the  ti-ade  ball  i-olling  merrily  and  the 
cash  register  will  ring  in  the  same  way. 
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Suggestions  from  the  Methods  of  Other  Dealers 


A DEALER  iu  Renfrew,  Ont.,  advertised  in  the  local 
papers  that  he  would  sell  the  same  iron  bed  that 
a  mail  order  house  advertised  at  $6.10,  his  price 
delivered  and  set  up  being  $6.25.  He  stated  that 
farmers  who  called  for  the  bed  could  have  it  for  $6.15, 
and  they  got  it  the  same  day — no  writing,  postage,  un- 
certainty or  delay. 


WINNIPEG  FIRM  TRIES  FREE  FURNITURE  IDEA 

In  order  to  get  acquainted  Avith  more  buyers,  the 
Crescent  Home  Furnishers,  of  Winnipeg,  Man.,  tried 
out  the  "free  goods"  idea,  whereby  those  who  pur- 
chase their  goods  on  certain  days  during  the  month, 
receive  them  free.  In  some  other  lines  of  business 
where  purchases  during  any  one  day  are  comparatively 
small,  the  idea  has  been  tried  out  during  the  past  few 
years  but  this  is  the  first  time  it  has  been  attempted  by 
a  firm  dealing  in  goods  such  as  furniture  where  pur- 


GET 

Ym 


FURNirURE  FREE 


Never  Before  Has  FurnHurc  Been  Oflercd  to  You  fTwAA 
And  This  Probably  Will  be  the  Last  Time  Too  *  » 


t>cr  in  wbl'ti  tvoitim  «iU  be  gmn  nwny  TREE  kt  tba  Cmeeot 
Ton  ««a       a  kitchen  'tuir  or  iuntuh  yonr  «ntir«  home  PBEE. 
Thij  is  ■  cimpnign  to 'turlK*r  our  ari.iainLanre  *ilh  ytrn  Wp 


y  FBEZ.  Yoti  T. 


Dtc.  31ic 


Any  S  dajri  : 


d  day*.  Thoi 


iatiag  No»tml>*r  anil  UeMmber)  and      will  njumi  all  th""  moiiy  you  paid  u.i. 

ThU  means  yoa  keep  all  the  Furniture  you 
bought  and  it  doan't  cost  you  one  cent. 

So  oar  know.  <b*l  3  daji  tbt  FREE  'l»y>  art  n^mx  to  K  Bui  you.  bife 


si,  191 


Could  Any  thing  Possibly  Be  Fairer? 

Il'i  up  lo  you  to  Uki;  »dvanla(fe  of  Ihii  ev«[Hlul  opTXirdimty  Nn  -tIit 
itof*  .0  Cwada  bx  ("er  cominitttd  itwlf  to  luch  l  cosdy  ndverlijinK  dan. 


To  you  who  have  never  before  purekased-  at 
the  Crescent: 

Thj.  id'i  waa  orifinally  plann«d  f-r  the  htncfll  of  new  trlonda  and  cus- 


To  Our  Old  Customers 

This  it  your  opportunity  to  get  all  the  home 
■onjfortt  your  heart  desires. 


We  will  without  question  REFUND  all  your 
MONEY*    You  keep  the  Furniture  FREE. 


B-U-S-T  E-D  P  R  I  C  E  S 


i>  an  Advertuing  Campaign  which  from  all  rtandpointo,  never  before  wa. 
Equalled  in  Canada  and  Probably  Never  Agam  Will  Be. 

-r.'.4  "-^  .j.i.v«.d  ^,  Th.  Tr.buQ.  h.for.  Sov.m    I  q^i  ^  ooUhi  purcluje  OF  ft  SI.OOO  porthftfte  FEEE.  Wo  wurchirg* 

N™.(.r«^~ji^.u —<=>-■■'  I  ftU  loftMi  10  our  ADVIETISING  DEPABTMZNT. 

e'Date  on  Youi"  Invoice  Corre«pond«  to  one  of  the  3  Dates  in  the  Sealed  Envelope 
You  Keep  the  Furniture  and  Get  Your  Money  Back.  


179JanDatyne_Ave^ 

4  Doors  oil  Main  SIrecl 
4lli  noor  lo  Showroom 
PHONE,  MAIN  2400 


^gRinTURESfgRii' 


CASH  ONLY-NO  CREDIT 


Open  Saturday  till 
10  pjn. 
TidofT  Bonds  Takta  Fur  FmilUR 


chases  in  a  day  run  into  considerable  money,  especially 
in  i^roportion  to  the  number  of  customers. 

In  this  instance,  three  days  were  set  aside  during 
November  and  December,  and  a  sealed  envelope  con- 
taining the  dates  deposited  with  a  local  newspaper.  At 
the  end  of  the  time  those  having  a  sales  .slip  or  invoice 
corresponding  to  any  one  of  the  three  dates  had  their 
money  refunded. 

The  idea  was  extensively  advertised,  not  only  by 
their  circulars,  but  by  the  use  of  space  in  the  local 
paper.  On  the  two  days  previous  to  the  announce- 
ment, column  space  was  used  in  the  local  paper  in  an 
ad.  headed,  "Don't  Buy  any  More  Furnituse."  It  can- 
tinued,  '"During  November  and  December  we  are  go- 
ing to  give  it  away  free.  One  article  or  a  houseful 
won't  cost  you  a  cent.  Watch  for  our  ad.  Thursday, 
October  31.  Absolutely  the  biggest  and  costliest  cam- 
paign ever  attempted  in  Canada." 

A  CURIOSITY  WINDOW 

In  a  recent  sale  of  a  Toronto  dealer,  one  of  his 
windows  was  completely  enclosed  except  for  a  small 
opening.  On  either  side  of  the  opening  was  a  list  of 
the  goods  displayed  and  the  prices. 

People  eame  along  the  street,  stopped  at  the  window 
on  the  left,  studied  the  list  of  prices  and  the  goods 


Would  you  hazard  a  peep  if  it  saved  you  money ! 

displayed  there.  They  then  moved  over  to  the  other 
window,  read  the  list  and  studied  the  goods  shown. 

Occasionally  a  couple  of  young  people  came  along, 
and  in  a  spirit  of  bravado,  one  "peeked"  in.  The 
efi'ect  was  all  right,  hoAvever,  for  just  as  soon  as  two 
or  three  stopped  at  the  window,  a  line  of  people  looked 
in.  These  people  would  not  forget  the  things  they 
saw  nor  where  thev  saw  them. 


Space  used  in  local  paper  to  advertise  "Free  Furniture"  idea. 


Just  because  you  have  a  good  front  is  no  reason  why 
you  should  not  have  a  better  one  if  it  will  pay.  It  is 
little  trouble  to  find  out  from  the  store-front  makers 
whether  something  different  can  be  made  to  pay. 
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JANUARY  EXHIBITIONS  on  IMPROVED  SCALE 
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General  improvement  in  exhibitions  at  all  Ontario  centres — A  larger  number  of  exhibits  and  more  extensive^ — 
Increased  number  of  buyers  and  big  business  done — What  the  exhibitors  in  the  various  centres  displayed 
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THE  January  Exhibitions  Avere  outstanding  this 
j'ear  in  many  respects.  There  was  a  general 
demonstration  of  confidence  and  faith  in  the 
business  situation  as  indicated  by  the  large  number  of 
firms  making  exhibits  and  the  quality  and  extensive- 
ness  of  displays.  The  number  of  visiting  retailers  arid 
buyers  was  unusually  large  and  the  list  was  very 
representative,  including  dealers  from  the  Maritime  to. 
Prairie  Provinces.  There  was  an  unusual  large  at- 
tendance from  the  province  of  Quebec,  while  the  num- 
ber from  Ontario  was  well  in  keeping  with  the  idea  of 
a  new  era  of  business  certainty  and  prosperity. 

Many  Visitors — Much  Buying 

Not  only  was  there  a  large  number  of  visitors,  but 
buying  was  on  a  scale  that  has  not  been  experienced  in 
some  years.  This  was  true  in  practically  all  the  cen- 
tres where  exhibitions  Avere  held  and  another  feature 
was  that  buying  Avas  pretty  Avell  divided,  practically 
all  the  exhibitors  expressing  satisfaction  in  this  regard. 

This  is  all  indicative  of  the  feeling  existing  in  the 
furnitiire  trade  that  a  period  of  business  prosperity  is 
ahead  for  those  engaged  in  the  house  furnishings  busi- 
ness, and  also  backs  up  the  contention  that  prices  on 
furniture  are  likely  to  remain  firm  for  some  time  to 
come.  For  this  reason,  buyers  Avere  not  backAvard  in 
making  purchases. 

Improvement  in  All  Centres 

As  usual,  exhibitions  of  any  extensiveness  Avere  con- 
fined to  the  four  centres — Stratford,  Kitchener,  "Water- 
loo and  Toronto.  And  again  this  year  there  Avas  no 
centralization  of  exhibits,  the  greater  portion  of  dis- 
plays in  all  these  centres  being  entirely  separate. 

Stratford  again  lived  up  to  the  reputation  it  has 
attained  in  other  years.  The  manufacturers  located 
in  that  centre  each  making  displays  in  their  factories 
and  tshoAvrooms  that  Avere  not  only  extensive  but  at- 
tractive to  the  eye.  The  accommodation  and  enter- 
tainment Avas  also  again  looked  after  in  the  same  pleas- 
ing manner. 

The  Kitchener  Exhibition  Avas  an  improvement  on 
recent  years,  the  spirit  of  optimism  prevailing  among 
the  furniture  manufacturers  of  that  centre.  There 
were  not  only  some  A'^ery  attractive  exhibits  but  many 
new  lines  Avere  on  display.  As  usual,  a  number  of 
firnits  made  exhibits  in  the  Auditorium  on  Queen  St., 
while  some  firms  .shoAved  their  goods  in  the  local  stores. 

The  twin  manufacturing  city — Waterloo — also  did 
well  in  the  matter  of  display  this  year,  the  number  and 
appearance  of  exhibits  being  on  a  par  with  other  years. 

In  Toronto,  there  Avas  a  greater  number  of  exhibits 
than  during  the  jiast  feAV  years.  In  addition  to  the 
Toronto  facloi'ies  putting  on  displays,  a  number  of 
outside  Ontario  firms  also  had  shoAvings  of  their  goods, 
Owen  Sound  firms  displaying  in  the  Allan  Building  on 
Bay  St.,  Avhere  they  have  established  permanent  sboAV- 
rooms,  and  Kincardine  firms  occupying  temporary  space 
in  the  Oraig  Building  on  Victoria  St. 


The  General  Trend 

Altogether,  it  can  easily  be  said  that  the  Ontario 
furniture  exhibitions  Avere  a  great  improvement  on 
those  of  the  past  fcAV  years,  due  to  a  large  extent,  to 
the  greater  feeling  of  confidence  among  both  manu- 
facturers and  retailers.  Satisfaction  is  expressed  by 
both  exhibitors  and  A'isitors. 

While  many  new  things  were  shoAvn  by  individual 
manufacturers,  there  Avas  no  decided  change  in  general 
trends.  In  designs.  Queen  Anne  still  seems  to  hold 
the  centre  of  the  stage  in  popularity,  but  there  is  an 
increasing  demand  for  all  period  styles.  A  call  for 
higher  ((uality  goods  is  more  noticeable. 

In  dining  room  furniture,  there  is  a  noticeable  tend- 
ency toAvards  solid  front  china  cabinets.  The  English 
brown  finish  is  more  to  the  front.  In  bedroom  furni- 
ture there  is  a  decided  trend  toAvards  boAV  foot  beds, 
vanity  dressers  and  ehiffonettes.  Exhibits  indicate  a 
larger  manufacture  and  demand  for  comfortable  liv- 
ing room  furniture.  Stuff-over  goods  are  much  in 
evidence  in  a  big  variety  of  coverings.  Tapestries  lead 
for  this  purpose  and  some  rich  samples  are  shown. 


TEATFOED 


The  Geo.  McLagan  Furniture  Company  Limited 

Better  than  ever  before  Avas  the  display  of  The  Geo. 
McLagan  Furniture  Co.  Ltd.,  at  their  factory  shoAV- 
rooms,  Stratford.  Diningroom  suites  Avere  arranged 
on  one  side  of  the  exhibit,  bedroom  suites  on  the  other 
and  their  immense  range  of  odd  pieces  were  neatly  dis- 
played in  the  centre  of  the  floor.  In  diningroom  furni- 
ture two  suites  in  solid  mahogany  Avere  outstanding, 
one  a  Louis  XVI  the  other  an  Adam  design.  These 
suites  are  also  made  in  black  Avalnut.  Period  designs 
occupied  a  large  part  of  the  diningroom  display  in- 
cluding attractive  reproductions  in  Louis  XV,  Queen 
Anne,  Louis  XVI,  Louis  XIV,  William  and  Mary, 
Chinese  Chippendale,  and  Arts  and  Crafts  in  mahogany, 
walnut  and  oak.  Oval,  square  and  round  tables  Avere 
shown. 

In  bedroom  furniture  many  ncAv  suites  Avere  shown 
in  period  designs.  Louis  XVI,  Louis  XV,  Queen  Anne, 
Heppehvhite,  Chippendale  and  Adam  periods  Avere  in 
evidence.  A  Louis  XV  suite  Avith  bow  foot  cane  iianel 
bed,  vanity  dresser,  chefifonette  and  handsome  dresser 
in  walnut  was  very  pleasing  to  the  eye.  Boav  foot 
beds,  vanity  dressers  and  ehiffonettes  are  features  of 
practically  a'll  the  newer  suites.  Adam  and  Chippen- 
dale suites  Avere  shoAvn  in  ivory  enamel  Avith  atti'active 
period  decorations. 

A  full  display  of  Gunn  sectional  bookcases  Avas  dis- 
played and  a  new  library  suite  in  walnut,  Queen  Anne 
period,  w'as  a  feature  of  the  exhibit. 
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Down  the  centre  of  the  exhibit  were  shown  period 
designs  in  chesterfield  tables,  livingroom  tables,  and 
parlor  tables,  davenport  end  tables,  card  tables,  sewing 
tables,  tea  tables  and  trays,  telephone  stands,  eellaret- 
tes,  record  cabinets,  pedestals  and  jardiniere  stands. 

A  large  room  on  the  second  floor  of  the  factory  was 
occupied  by  McLagan  phonographs.  Many  exclusive 
period  designs  were  exhibited  in  oak,  mahogany  and 
walnut.  Queen  Anne,  Louis  XVI,  Louis  XV,  William 
and  Mary,  Chippendale,  Adam  and  Gothic  designs  were 
in  evidence.  One  Cbippendale  design  with  record 
cabinets  on  each  side  created  a  great  deal  of  comment 
among  visiting  buyers.  The  library  table  model  is 
something  out  of  the  ordinary.  All  McLagan  phono- 
graphs are  equipped  with  automatic  stops,  tone  control, 
etc.,  and  pla.y  any  make  of  disc  record. 

Kindel  Bed  Company  Limited 

This  firm  had  their  display  in  one  of  the  down  town 
stores  in  Stratford  which  they  leased  for  the  occasion. 
They  have  greatly  expanded  in  the  living  room  line, 
showing  some  ve-ry  attractive  overstuffed  chesterfields 
and  easy  chairs.  Kroehler  Kodavs  and  Davenos  with 
neatly  upholstered  livingroom  chairs  to  match,  made 
up  a  large  part  of  their  exhibit.  Chesterfield  beds  are 
a  strong  line  with  the  Kindel  Bed  Company,  and  a  line 
that  should  take  well  with  the  retail  trade.  .  Some 
pieces  iipholstered  with  Marshall  cushions  were  par- 
ticularly comfortable  and  attractive. 

A  new  library  suite  consisting  of  kodav,  library  table, 
chair  and  rocker  which  this  company  are  shipping 
k.d.,  was  a  feature. 

Kodavs  in  period  designs  in  walnut  and  mahogany 
w^ere  in  evidence. 

Stratford  Manufactiiring'  Company  Limited 

A  striking  display  of  their  line  was  made  by  this  firm 
in  the  Farquharson-Giflford  Building.  Folding  screens 
are  a  new  line  Avith  this  company  and  some  very  at- 
traetive  ones  were  shoA\Ti.  Folding  kindergarten  sets, 
baby  SAvings,  for  indoors  and  out,  baby  Avalkers.  play- 
yards,  extension  porch  gates  are  all  new  lines  that 
should  find  a  ready  market  in  the  furniture  stores  of 
Canada. 


Their  usual  line  of  lawn,  camp  and  verandah  furni- 
ture, ironing  boards,  clothes  racks,  bread  boards,  dress- 
making tables,  kitchen  tables,  .step  ladder  .stools,  lad- 
ders, etc.,  occupied  prominent  places  in  their  exhibit. 

Imperial  Rattan  Company  Limited 

This  company  made  a  striking  di-splay  of  their  line  in 
their  shoAvrooms  at  the  factory.  In  reed  and  rattan 
several  suite's  were  shoAA'n  in  grey  enamel  and  ivory 
eiiamel.  Chesterfields,  settees,  chairs  and  rockers,  with  a 
sprinkling  of  floor  lamps  made  up  a  large  part  of  the 
exhibit.  "Old  Hickory"  verandah  and  laA\-n  pieces 
were  shown  in  sAvings,  chairs,  rockers,  settees,  ferneries, 
floAver  stands,  children's  sets,  etc.  This  line  has  proved 
a  very  popular  one  in  Canada.  Workmanship  and 
finish  are  particularly  noticeable. 

The  Stratford  Chair  Co.  Ltd. 

A  very  extensive  shoAving  of  their  large  ranse  of 
chairs  Avas  made  down  the  middle  of  their  shoAvroom_s 
w'ith  bedroom  lines  on  one  side  and  diningroom  on  the 
other.  The  display  of  chairs  embraced  all  designs  and 
finishes.  There  Avere  diners  of  all  vffi-ieties.  office 
chairs  and  stools,  rockers,  dressing  chairs,  and  arm 
chairs. 

Bedroom  suites  Avere  shoAvn  in  Avalnut  and  oak,  ivory 
and  Avhite  enamel,  gum,  finished  natural  and  fini'shed 
walnut.  Sevei-al  period  designs  Avere  shown  in  bed- 
room goods. 

Diningroom  suites  Avere  shown  in  fumed  and  golden 
oak  and  gum,  and  here  again  the  period  dc'signs  Avere 
very  much  to  the  fore. 

Altogether,  the  display  Avas  not  only  an  extensiA'e, 
but  an  attractive  one. 

Stratford  Bed  Company  Ltd. 

This  firm  shoAved  some  fine  examples  of  their  Avork- 
manship  in  the  shoAvrooms  of  the  Stratford  Chair  Co. 
There  Avere  several  neAv  designs  to  greet  the  Adsiting 
trade.     Various  finishes  Avei'e  shoAvn  as  usual. 

The  Farquharson-Giflford  Co.  Ltd. 

The  display  of  this  company  in  their  oavu  building 
was  one  that  appealed  to  the  eye  both  from  the  stand- 
point of  size  and  attraetiveness.     There  Avere  some  out- 


standing  patterns  in  coverings,  and  with  the  new  de- 
signs being  fihown,  the  display  was  certainly  one  worth 
visiting. 

In  livingroom  furniture,  chesterfields  and  easy 
chairs,  some  new  and  handsome  designs  were  shown, 
and  striking  examples  of  their  artistic  work  were 
demonstrated  in  a  suite  covered  in  purple  and  another 
in  black  and  gold. 

A  big  variety  of  designs  in  their  Nufold  Divanettes 
and  Pullman  beds  were  on  disjolay  with  chairs  and 
rockers  to  match,  making  some  very  attractive  and 
unique  suites. 

The  whole  display  of  this  company  was  greatly  im- 
proved by  the  lighting.  There  were  a  niimber  of 
floor  lamps  with  colored  silk  shades  Avhich  greatly  en- 
hanced the  appearance  of  the  goods  on  display. 

H.  E.  Furniture  Company 

The  H,  E.  Furniture  Company,  of  Milverton,  Ont., 
made  an  exhibit  of  their  kitchen  cabinets  and  tables  in 
conjunction  with  the  Kindel  Bed  Co.,  at  Stratford. 
Their  white  enamelled  cabinets  attracted  considerable 
attention  and  the  enamelled  metal  top  kitchen  table  is 
something  new.  The  H.  E.  Company  are  bringing  out 
a  new  line  of  cedar  chests,  and  samples  of  the  line 
were  on  display. 


ITCHEMER 


Baetz  Bros.,  Furniture  Co.  Ltd. — Anthes  Furniture 
Company 

One  of  the  most  striking  exhibits  at  the  Kitchener* 
Exhibition  was  that  of  the  Baetz  Bros.  Funiitui'e  Co. 
and  the  Antlies  Furniture  Co.  These  two  progressive 
firms  had  their  exhibits  together  on  the  second  floor  of 
the  Anthes  factory.  As  soon  as  you  entered  this  floor 
you  were  struck  with  the  beauty  of  the  array  of  high- 
grade  furniture. 

P>reakfast  room,  diningrooiii,  bedroom  and  living- 
room  suites  were  set  in  such  a  manner  as  to  attract  the 
attention  of  every  visitor,  while  reading  and  floor  lamps 
placed  so  as  to  give  the  best  light  possible  served  to. 


make  the  display  one  that  Mill  be  remembered  for  some 
time  by  those  fortunate  enough  to  see  it. 

At  one  end  of  the  exhibit  there  was  arranged  a  four- 
room  apartment  which  was  exceptionally  good.  The 
breakfast  room  was  daintily  furnished  with  a  grey  and 
blue  enamel  suite  consisting  of  a  novel  shaped  gate  leg, 
drop  leaf  breakfast  table,  with  four  chairs,  buffet  and 
serving  table.  The  diningroom  was  furnished  in 
Heppelwhite  design — buffet,  extension  table,  china 
cabinet  and  serving  table  with  flatware  cabinet  and 
compartment  for  silver  or  liquors.  The  livingroom 
was  particularly  good — furnished  in  Spanish  Renais- 
sance style  with  library  table,  gate-leg  table,  writing 
table,  secretary  and  bookcase  combined,  cabinet  for 
china  or  smoking  accessories.  All  these  pieces  were  in 
solid  walnut,  shaded  wax  finish.  In  this  room  there 
was  also  a  settee,  arm  chair  and  two  side  chairs  in  same 
style — Avalniit' — neatly  upholstered  with  covering  to 
blend  with  furniture  of  this  period.  The  bedroom  was 
furnished  in  Louis  XVI  period,  ivory  enamel  suite  with 
bow  foot  bed,  vanity  dresser,  chift'onette,  dresser,  secre- 
tary, chairs  and  fioor  lamp. 

One  breakfast  room  suite  in  quartered  oak,  English 
brown  finish  with  black  moulding  is  particularly  worthy 
of  mention.  Diningroom  suites  in  Italian  Renaissance, 
Louis  XVI,  Queen  Anne,  Heppelwhite,  and  Jacobean 
designs  in  English  brown  and  fumed  finishes  occupied  a 
prominent  place  in  the  display. 

Bedroom  suites  in  Chinese  Chippendale,  Louis  XVI 
and  Queen  Anne  were  in  evidence  in  walnut  and 
mahogany,  and'  one  in  grey  enamel. 

Louis  XVI  livingroom  suites  were  shown  in  both  c  ine 
with  upholstered  seats  and  loose  cushions,  and  in  all 
upholstered.  Two  French  Chippendale  suites  attracted 
your  attention,  and  several  new  designs  in  chesterfields 
and  easy  chairs  nuule  up  a  very  handsome  exhibit. 

H.  Krug-  Furniture  Co.  Limited 

This  firm  made  an  extensive  display  of  their  high- 
grade  line  of  furniture  at  theii'  factory  show  rooms. 
Hand-carved  designs  in  libi-ary  and  hall  tables  and 
chairs  were  in  evidence. 

Xew  designs  in  livingroom  furniture,  chesterfields 
and  easy  chairs  were  mostly  of  note.  Club  chester- 
fields are  a  large  line  with  this  company  and  pieces 
slu)wn  were  comfortable  and  luxurious.     Several  de- 
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signs  in  cane-back  chesterfields  with  upholstered 
cushions  were  shown. 

Library  tables,  secretaries,  chairs,  rockers,  gate-leg 
tables,  ferneries  and  pedestals,  served  to  make  this 
exhibit  a  very  handsome  one. 

Beaver  Furniture  Company  Limited 

This  company  had  their  display  at  Schreiter's  Furni- 
ture Store,  King  St.,  Kitchener.  Several  new  designs 
in  period  diningroom  furniture  were  .shown  in  oak  and 
walnut. 

Hespeler  Furniture  Company 

Hespeler  furniture  was  shown  in  Schreiter's  Furni- 
ture Store  on  King  St.,  Kitchener.  Several  new  period 
suites  were  in  evidence.  Queen  Anne  designs  in  both 
bedroom  and  diningroom  furniture  occupied  a  portion 
of  this  displa.v.  Chinese  chippendale  and  some  Louis 
suites  were  worthy  of  the  attention  of  the  discriminat- 
ing buyer. 

De  Luxe  Upholstering  Co. 

This  firm  made  a  display  of  their  upholstered  furni- 
ture in  Schreiter's  Furniture  Store,  King  St.,  Kitchener. 
Several  luxurious  livingroom  suites  were  on  display. 
Coverings  this  year  are  very  attractive. 

Crown  Furniture  Limited 

Crown  Furniture  Limited,  of  Preston,  occupied  their 
usual  space  in  the  auditorium,  Queen  St.,  Kitchener. 
Devoting  their  energies  to  bedroom  furniture  this  firm 
are  placing  many  attractive  suites  on  the  market.  Wal- 
nut, mahogan}',  figured  gum,  (inartered  oak,  and  ivory, 
and  white  enamel  suites  in  period  designs  made  up  their 
display.  A  Louis  XVI  suite  was  particularly  attractive. 
Lippert  Furniture  Co.  Limited 

This  company  occupied  a  large  portion  of  the  audi- 
torium in  Queen  St.,  Kitchener,  with  their  permanent 
display.  A  representative  showing  of  upholstered 
livingroom  furniture  in  period  designs  was  on  displa,y. 
A  richly  upholstered  cane  livingroom  suite  attracted 
much  attention. 

Many  period  designs  in  diningroom  suites  were 
shown  in  oak.  mahogany  and  walnut.  One  end  of  their 
display  was  devoted  to  the  Lyraphone  talking  machine 
which  this  firm  are  featuring  with  great  success.  Period 
designs  were  shown.  The  Lj^raphone  is  equipped  to 
play  any  make  of  disc  record. 

Geo.  H.  Hachborn  &  Co. 

A  displaj^  was  made  by  this  firm  at  their  permanent 
show  rooms  in  the  auditorium,  Qiaeen  St.,  Kitchener. 


An  extensive  line  of  upholstered  living  room  and  parlor 
furniture  was  shown  as  well  as  many  designs  in  couches. 
New  coverings  were  much  in  evidence. 

Chesterfield  suites  by  this  firm  are  built  upon  at- 
tractive and  comfortable  lines.  Upholstered  with 
Marshall  cushions  they  should  prove  ready  sellers  dur- 
ing tjie  coming  season. 

Folding  screens  occupied  a  part  of  this  display  and 
a  new  thing  in  a  ladies'  folding  work  basket  is  worthy 
of  note. 

Geo.  J.  Lippert  Table  Company 

This  firm  had  their  display  at  the  auditorium  in 
Queen  St.,  Kitchener,  with  that  of  the  Lippert  Furni- 
ture Company.  An  extensive  display  of  diningroom 
tables  in  period  designs  were  shown.  Library  tables, 
jardiniere  stands,  a(|uariuras  and  smoking  sets  oc- 
cupied a  prominent  place  in  the  display,  and  the  read- 
ing lamps  which  are  part  of  this  firm's  product  served 
to  make  this  exhibit  an  attractive  one. 

Art  Furniture  Co.  Limited 

This  company  made  a  display  of  their  bedroom  furni- 
ture at  26  King  St.  E..  Kitchener.  They  have  shown 
a  marked  improvement  in  their  line  during  the  past 
year.  Several  striking  period  designs  Avere  shown  in 
walnut,  mahogany  and  ivory.  One  suite  with  bed 
with  bow  foot  and  vanity  dresser  is  particularly  worthy 
of  note.  Library  tables  were  also  shown  extensively. 
Jacques  Furniture  Company 

At  their  factory  showrooms  this  firm  had  on  display 
several  period  designs  in  bedroom  suites  with  Queen 
Anne  predominating.  This  company  are  making  a 
special  feature  of  their  drawer  construction. 

D.  Hibner  &  Company 

This  firm  showed  their  line  at  their  factory  show- 
rooms. Many  period  designs  in  diningroom  suites 
were  shown  both  in  walnut  and  oak.  A  solid  mahogany 
inlaid  dining  room  suite  was  a  feature  in  connection 
with  this  end  of  their  display.  A  full  line  of  buffets 
and  tables  in  oak  are  a  part  of  their  product. 

Bedroom  suites  are  a  new  departure  with  the  D. 
Hibner  Company,  and  many  artistic  designs  in  oak. 
walnut  and  mahogany  were  shown. 

Hall  seats  and  mirrors,  reading,  library,  parlor 
and  chesterfield  tables  in  mahogany,  walnut  and  oak 
occupied  a  part  of  this  exhibit. 

Several  new  designs  in  neatly  upholstered  chester- 
fields and  livingroom  chairs  were  in  evidence.  Sec- 
tional book  cases  were  also  shown. 


No.  288— Chesterfield 
manufactured  by 
D.  Hibner  &  Co.. 
of  Kitchener,  with 
loose  cushion  spring 
seats. 
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Waterloo  Furniture  Company  Limited 

The  Waterloo  Fui'niture  Company  had  a  striking 
display  of  their  livinoroom  and  parlor  furniture  on  the 
third  floor  of  the  Edwards  and  Eitel  furniture  store. 
Chesterfields  and  chairs  with  cane  backs  and  sides  with 
richly  upholstered  seats  and  loose  cushions  were  par- 
ticularly worthy  of  note.  One  Queen  Anne  design  at- 
tracted considerable  attention.  Period  designs  in 
stufl'over  goods  were  very  good. 

Library  tables,  diners  and  den  furniture  in  oak,  wal- 
nut and  mahogany  occupied  one  end  of  the  display. 
This  firm  are  now  featuring  an  extensive  line  of 
popular-priced  diningrooni  and  bedroom  furniture  and 
devoted  a  part  of  their  display  to  this  line. 

The  walls  were  hung  with  many  new  samples  of  mo- 
hair velvets  which  will  be  one  of  the  best  selling 
features  of  the  Waterk)o  line  during  the  coming  season. 

Snyder  Bros.  Upholstering  Company 

Snyder  Bros,  had  a  very  snappy  display  this  year. 
They  have  remodelled  their  showrooms  into  a  series  of 
livingrooms  that  extend  completely  around  their  show. 
Each  room  was  furnished  with  a  Chesterfield  and  easy 
chairs,  library  table  and  floor  and  ta'ble  lamps.  Many 
new  designs  in  tapestries  and  velvets  were  in  evidence 
— also  some  new  designs  in  Chesterfields. 

In  the  centre  of  the  display  were  many  Chesterfields 
and  livingroom  chairs  lighted  in  a  striking  manner  with 
semi-indirect  ceiling  lamps  and  floor  lamps.  A  few 
designs  in  leather-covered  and  club  chairs  were  shoAvii. 

Snyder  Desk  and  Table  Co. 

This  firm  had  a  comprehensive  display  of  their  line  of 
flat  and  roll  top  desks,  typewriter  desks,  library  and 
office  tables,  chairs  and  stools  in  the  showrooms  of  the 
Snyder  Bros.  Upholstering  Co.  They  also  showed  a 
line  of  lawn  and  verandah  furniture  in  white  and  green 
that  is  worthy  of  comment. 


Woeller,  Bolduc  &  Co. 

This  firm  had  a  very  neat  display  of  their  chester- 
fields and  easy  chairs.  Several  new  designs  were  in 
evidence  and  some  new  coverings  are  deserving  of  men- 
tion. The  construction  of  Woeller  Bolduc  chester- 
fields and  chairs  is  particularly  good.  Livingroom 
suites  and  library  tables  were  the  predominating 
feature  of  this  exhibit. 

Quality  Mattress  Company 

The  Quality  Mattress  Company  of  Waterloo,  had  a 
splendid  display  of  their  many  high-grade  mattresses 
in  their  factory  showrooms.  This  firm  is  featuring  a 
high-grade  Kapok  mattress  that  should  appeal  to  the 
dealer.  Box  springs  and  pillows  were  also  shown. 
Quality  Mattresses  and  Box  Springs  were  also  on  dis- 
play at  the  Snyder  Bros.'  show  at  Waterloo,  and  the 
Crown  Furniture  ShoAV  at  the  Auditorium,  Kitchener? 


TOEOMTO 


Canada  Furniture  Manufacturers  Ltd. 

This  firm  had  the  usual  extensive  showing  of  their 
goods  at  their  permanent  showrooms  at  136-140'  King 
St.  E.,  Toronto.  Displays  are  maintained  on  five 
floors  and  .'buyers  have  an  opportunity  of  inspecting 
the  furniture  lines  manufactured  in  their  various  fac- 
tories, under  one  roof. 

There  was  a  particularly  strong  showing  of  bedroom 
furniture,  the  entire  second  floor  being  devoted  to  this 
line.  Walnut  was  much  in  evidence  while  mahogany 
is  also  strong.  There  were  some  nice  showings  in- 
white  enamel  and  satin  walnut.  Queen  Anne  still  holds 
the  lead  in  popularity  with  William  and  Mary  and 
Louis  XVI  sharing  second  honors. 

Walnut  and  mahogany  also  predominated  in  the  din- 
ing room  suites  shown,  while  an  old  oak  suite  was  one 
of  the  outstanding  new  shoAvings.  Period  designs  in- 
cluded Queen  Anne,  William  and  Mary,  Adam,  Shera- 
ton and  Cromwellian.     Tables  are  running  more  to  the 


No.  3043 


No.  3039 


Two  attractive  reed  cliairs  by  Canada  Furniture  Manufacturers  Ijiniited. 
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S([uare  design.  More  china  cabinets  with  closed  doors 
are  being  shown.  They  shoAv  a  big  range  of  .Windsor 
chairs  which  can  be  supplied  in  all  colors. 

On  one  floor  is  an  extensive  showing  of  desks,  library 
tables,  dinner  wagons,  sewing  tables,  smoking  stands, 
telephone  stands  and  kindred  lines.  In  these  goods, 
English  brown  is  superseding  the  red  finish  to  a  large 
extent.  The  console  table  in  combination  with  w^all 
mirror  is  a  new  feature.  Sectional  book  cases  are  also 
a  big  feature  with  this  firm. 

Oue  of  the  most  attractive  spaces  is  that  devoted  to 
reed  and  rattan  furniture  which  can  be  supplied  in 
any  color  and  with  trimmings  of  any  variety  of 
tapestry.  The  range  includes  chairs,  settees,  tables, 
sewing  tables,  smoking  tables,  dinner  wagons,  etc. 

The  Andrew  Malcolm  Furniture  Co,  Ltd. 

This  firm  which  has  factories  in  Kincardine  and 
Listowel,  had  an  attractive  showing  of  their  dining 
room  and  bedroom  furniture  at  215  Victoria  St.,  their 
display  occupying  the  entire  third  floor  of  the  building. 
Two  passageways  were  arranged  down  the  entire 
length  of  the  building  with  suites  ranging  along  both 
sides.  Each  individual  suite  was  grouped  in  room 
formation  with  a  setting  that  showed  goods  up  to  ad- 
vantage. Walnut,  which  this  firm  makes  a  special 
feature  of,  predominated,  while  there  were  a  few  suites 
in  oak.  Therp  were  also  some  attractive  showings  in 
den  and  livingroom  goods. 

In  bedroom  furniture.  Queen  Anne  was  well  to  the 
front,  one  suite  of  eight  pieces  being  particularly  out- 
standing. A  Chippendale  suite  on  displav  attracted 
much  attention,  while  some  attractive  suites  in  Avhite 
ivory  were  shown. 

F.  E.  Coombe  Furniture  Co. 

This  Kincardine  firm  had  quite  a  representative 
showing  of  their  living  room  and  novelty  lines  on  the 
second  floor  of  the  Craig  Building,  Victoria  St. 

Stuff-over  chairs  and  chesterfields  in  which  they 
specialize  were  shown  in  a  wide  range  of  designs  and 
coverings.  Tapestries  are  well  to  the  front,  while  real 
comfort  is  the  big  underlying  feature  of  all  these  goods. 

A  special  showing  was  made  of  dinner  w^agons  wnth 
a  number  of  worth-while  features,  while  their  library 
sets  and  individual  chairs  also  attracted  attention. 

Owen  Sound  Firms 

The  North  American  Furniture  Company,  The  Na- 
tional Table  Company,  and  The  Owen  Sound  Chair 
Company,  all  of  Owen  Sound,  had  a  combined  display 
of  their  goods  in  the  permanent  showrooms  which  they 
have  opened  on  the  sixth  floor  of  the  Allan  Building.  55 
Bay  St.,  Toronto. 

The  bedroom  and  dining  room  suites  of  the  North 
American  Furniture  Company  were  shown  in  a  variety 
of  designs  and  finishes,  while  quite  a  range  of  individ- 
ual pieces  such  as  pedestal  lamps,  smoking  sets,  maga- 
zine stands,  library  tables,  etc.,  were  shown. 

The  Owen  Sound  Chair  Company  manufacture  chairs 
of  most  every  variety  and  finish,  including  diners, 
livingroom  and  office.  Medium-priced  lines  were  prom- 
inent in  living  room  chairs.  The  National  Table  Com- 
pany manufacture  a  general  line  of  tables. 

The  Renfrew  Refrigerator  Company 

This  firm  also  had  a  showing  of  their  hou'-ehold 
refrigerators  in  association  with  the  above  firms  in  the 
Allan  Building  and  will  maintain  a  permanent  displaj' 
there  throughout  the  year. 


The  Ideal  Bedding  Co.  Ltd. 

This  company  had  a  good  .showing  of  their  goods  at 
their  plant  on  Jefferson  Ave.,  Toronto,  and  report  a 
large  number  of  buyers  who  bought  freely.  They 
are  shoM'ing  a  number  of  new  designs  of  beds  in  a 
variety  of  finishes.     The  ribbon  finish  is  very  popular. 

The  Canadian  Mersereau  Co.  Ltd. 

A  number  of  new  models  for  1919  were  shown  by 
The  Canadian  Mersereau  Co.  Ltd.,  at  their  factory  on 
Florence  St.,  Toronto,  during  the  month  of  January. 
Some  particularly  attractive  designs  were  shown.  The 
ribbon  finish  is  much  in  demand. 

The  Gendron  Mfg.  Co.  Ltd. 

The  Gendron  Mfg.  Co.  Ltd.,  made  a  display  of  their 
productions  at  55  Bay  St.,  that  was  well  worthy  of 
visiting.  The  company  has  made  big  advances  in 
furniture  making,  and  their  old  ivory  finished  rattan 
suites  with  chintz  upholstering  were  very  fine.  The 
ebony  and  gold  combination  finishes  were  another 
striking  exhibit,  as,  too,  were  the  fumed.  A  splendid 
selection  of  chintz  coverings  .was  on  display.  While 
odd  in  some  designs,  they  were  rich  in  colors,  toning 
down  to  (|uiet  combinations.  All  the  examples  of 
furniture  displayed  showed  the  lines  were  strong  on 
color  finishes. 

Baby  carriages  occupied  the  centre  aisle  of  the  booth. 
Here,  too,  the  color  finishes  were  well  played  up.  Grey 
seems  to  be  the  predominating  tone,  and  some  nice 
samples  of  duo-tones  were  in  evidence — white  and  grey 
and  white  and  blue.  Some  of  the  carriages  shown 
were  both  the  company's  most  popular  wood  bodies  and 
their  rattan  bodies. 

Cradles,  children's  chairs  and  rockers,  verandah 
chairs  and  rockers,  and  invalid's  chairs  "were  also  shown 
in  this  section.  Some  decidedly  new  features  have  been 
added  to  the  invalid  chair  line,  making  the  chairs  so 
adjustable  in  every  part  that  to  the  onlooker  nothing 
has  been  left  undone  that  could  add  to  the  comfort  of 
those  for  whom  they  have  been  constructed. 

A  special  section  of  the  display  was  reserved  for  the 
children's  play  line — doll  carriages  of  all  sizes  in  wood 
and  reed  bodies,  imitating  closely  the  carriages  for  the 
real  babies ;  sulkies,  velocipedes,  automobiles,  rocking- 
horse  chairs,  baby  walkers,  kindergarten,  sets,  metal 
toy  carts  and  wheelbarrows,  etc.  A  striking  new  line 
of  velocipedes  shown  are  the  "Blue  Devils,"  colored  in 
light  French  blue  and  built  of  spring  steel.  The 
company  are  bringing  out,  also,  six  new  lines  of  auto- 
mobiles. These  will  be  ready  in  a  month's  time,  as 
will  also  'be  the  samples  of  their  next  season's  sleigh 
lines. 

Messrs.  Batema)i,  Roy  and  Chadwick  were  in  charge 
of  the  display. 

The  Gold  Medal  Line 

Following  their  usual  custom  the  Gold  Medal  Furni- 
ture Company  made  a  display  of  their  full  line  at  the 
Toronto  factory.  This  year,  in  addition  to  their  large 
line  of  upholstered  furniture,  divanettes  and  Herciiles 
springs,  they  showed  several  very  attractive  designs  in 
phonographs.  For  some  years  past  they  have  made 
the  cabinets  and  assembled  machines  for  several  large 
companies,  and  a  few  months  ago  decided  to  market 
their  own  finished  product — under  the  name  of  the 
Gold  Medal  Phonoe-raph.  Good  business  was  done  in 
this  line  and  would  have  been  much  larger  during  the 
C  Continued  on  page  J2 ) 
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ting  more  help  into  an  otherwise  quiet  month,  and  to 
stimulate  greater  interest  in  a  line  that  is  not  given 
the  attention  in  the  average  store  that  it  should  get. 
There  is  no  doubt  that  many  stores  could  materially 
increase  sales  of  bedding  if  they  Avould  put  some  real 
energy  behind  this  line,  as  the  Green  Furnishing  Com- 
pany did. 

The  success  of  their  luidertaking  is  indicated  by  the 
fact  that  over  fifteen  thousand  people  visited  the  store 
during  the  five  days.  A  full  account  of  this  unique 
exhibition  is  given  in  this  issue  and  is  Avorthy  of  tlie 
careful  perusal  of  eA'ery  reader. 


The  January  That  the  men  engaged  in  the  fur- 

Exhibitions  niture  trade  of  Canada  have  suc- 

ceeded in  chasing  the  bogeyman 
of  business  depression  which  many  people  were  in- 
clined to  believe  would  follow  in  the  wake  of  peace,  is 
indicated  by  the  success  of  the  January  Furniture  Ex- 
hibitions in  Ontario  this  year. 

The  furniture  manufacturers  of  Ontario  demon- 
strated their  faith  in  the  new  era  which  we  have  entered 
upon  by  displays  which  surpassed  those  of  the  previous 
few  years  in  number  and  extensiveness,  and  the  re- 
tailers of  the  Dominion  responded  in  a  pleasing  man- 
ner by  visiting  in  large  numbers  and  buying  on  an  ex- 
tensive scale. 

A  full  report  of  the  exhibitions  and  the  showings  of 
the  various  firms  will  be  found  in  this  issue.  Every 
dealer  would  do  well  to  read  it  thoroughly. 


Accumulated  In  addition  to  the  increased  de- 

Demand  mand  that  should  be  stimulated 

For  Furniture  for  furniture  during  the  next  year 

Or  two  by  reason  of  the  large  num- 
ber of  new  homes  that  will  be  opened  up  throughout 
the  length  and  breadth  of  the  land,  there  is  also  an- 
other factor  that  should  mean  much  to  furniture  sales. 
This  is  the  demand  that  has  accumulated  during  the 
past  four  years  by  reason  of  people  foregoing  the  pur- 
chase of  furniture  that  they  otherwise  would  have 
bought. 

One  investigator  estimates  that  the  amount  of  furni- 
ture that  would  have  been  bought  in  Canada  in  normal 
times  and  which  was  not  because  of  the  Avar,  is  equal 
to  a  full  year's  production  of  all  the  furniture  factories 
of  the  Dominion.  This  accumulated  demand  should 
begin  to  make  itself  felt  now  that  normal  peace  comli- 
tions  are  again  close  at  hand. 


Held  Better  Seldom  has  anything  of  itcs  nature 

Bedding  been  attempted  in  Canada  as  was 

Exhibition  carried  out  by  the  Green  Furnish- 

ing Company,  of  Hamilton,  Out., 
last  mouth  when  they  conducted  their  Better  Bedding 
Exhibition.     It  was  inaugurated  with  the  idea  of  put- 


Sizing  up  At  this  time  of  the  year  we  hear 

Yourself  a  good  deal  about  stock-taking  in 

business.  Why  shouldn't  a  man 
take  stock  of  himself  once  in  a  Avhile,  to  make  sure  that 
he  himself  is  progressing  in  just  the  manner  he  should? 

Ask  yourself  a  few  questions.  Are  you  being  as  ag- 
gressive in  going  after  business  as  you  might?  Are 
you  employing  all  the  energy  and  ability  you  possess 
or  have  you  possibilities  that  are  yet  undeveloped?  Are 
you  co-operating  Avith  those  around  you  in  a  way  to  ac- 
complish the  best  results?  Are  you  endeavoring  to 
learn  more  about  your  business?  Do  you  spend  your 
spare  time  in  a  demoralizing  Avay  or  in  a  manner  that 
reduces  your  buisiness  aggressiveness?  Do  yoia  get 
around  as  early  in  the  morning  as  you  should?  Do 
you  set  a  good  example  generallv  to  other  mem'bers  of 
the  staff? 

And  last,  but  not  least,  Avould  you  hire  yourself  at 
the  Avages  or  salary  you  are  drawing? 


Know  Where 
You  Are  Goins: 


When  you  start  out  to  go  any 
place  you  generally  make  sure 
that  you  are  going  in  the  right 
direction  before  you  start  Avalking.  Similar  common 
sense  should  be  exercised  by  the  man  in  business.  He 
should  make  certain  that  he  is  really  maldng  progress 
in  the  right  direction.  There  isn't  much  sense  in 
working  one's  head  ofiP  unless  it  is  getting  him  some 
place.  Too  many  merchants  go  on  Avorking  from  year 
to  year  Avithout  really  knoAving  Avhether  they  are  mak- 
ing any  money  or  not,  instead  of  finding  out  periodi- 
cally whether  they  are  making  money  or  hoAv  much. 

This  is  the  purpose  of  the  annual  inventory  and  finan- 
cial statement.  It  shoAvs  the  dealer  .just  Iioav  he 
fitands  as  compared  Avith  a  year  ago.  AA'hetlier  he  has 
really  made  money  and  to  Avhat  extent.  It  also  brings 
to  light  many  little  particulars  regarding  stock,  con- 
dition of  book  accounts  and  bills  payable  that  cannot 
help  but  prove  of  value  to  the  dealer  in  planning  for 
the  neAv  year  ahead. 

If  you  are  not  in  the  habit  of  taking  stock  annually 
and  making  out  a  yearly  financial  statement,  it  is  about 
time  that  you  got  the  habit.  You  Avill  find  that  it  will 
prove  a  mighty  valuable  habit.     Get  busy. 
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Errors  in  A  correspondent  of  The  Toronto 

Freight  Charges  Globe  urges  an  efficient  audit  of 
railway  freight  bills,  alleging  that 
thousands  of  dollars  are  lost  annually  through  incor- 
rect freight  charges. 

There  is  certainly  need  of  checking  up  freight  bills. 
There  are  hvindreds  of  freight  schedules  and  of  classi- 
fications applying  to  them,  and  under  the  bes*:  of  cir- 
cumstances mistakes  are  liable  to  occur. 

The  extent  of  mistakes  is  shown  by  the  fact  that  a 
number  of  audit  companies  carry  on  a  profitable  busi- 
ness by  detecting  errors  and  securing  adjustments  on 
freight  bills  on  a  commission  basis. 

*  *  * 

Getting  a  Wife  An  Eastern  Canadian  paper  re- 

By  Mail  cently  used   a   cartoon  entitled 

"Getting  a  Wife  by  Mail."  One 
section  showed  a  man  in  a  seutimental  pose,  courting 
his  wife  from  afar  with  the  help  of  a  photograph.  The 
photojrraph  was  "easy  to  look  at"  and  he  could  hardly 
wait  for  the  day  when  he  would  meet  her.  But.  alas, 
what  a  rude  awakening,  when  that  day  did  arrive.  The 
original  failed  to  match  up  with  the  picture. 

And  this  is  the  frequent  experience  of  people  who 
buy  goods  from  mail  order  houses  by  pictures.  -When 
they  arrive  they  are  a  disappointment.  This  is  where 
the  local  dealer  has  the  edge  on  the  catalogue  house. 
He  can  shoAv  them  the  actual  goods — let  them  see,  feel 
or  smell  them. 

«    *  * 

The  Placing  Frequently,  little  things  count  for 

of  Signs  much.     For  instance,   take  the 

placing  of  signs.  The  average 
person  is  not  a  close  observer.  It  is  necessary  to  go 
more  than  half  way  to  meet  his  ordinary  range  of 
vision,  because  he  will  not  go  the  other  half  way. 

The  proprietor  of  a  big  chain  of  retail  stores  stated 
recently  that  they  had  raade  hundreds  of  experiments 
with  signs  in  their  stores,  and  find  that,  to  get  the 
best  results,  it  is  necessary  to  place  a  sign  directly  on 
the  level  of  the  average  customer's  eye  when  he  is 
seated. 

"As  near  as  we  can  ascertain,"  he  states,  "an  an- 
nouncement of  a  new  line  displayed  at  eye  level  is 
.iust  five  times  as  effective  as  one  which  is  two  or  three 
feet  higher  than  the  eyes.  An  observant  man  may 
look  up  and  see  the  sign  that  is  higher  up,  but  there 
are  comparatively  few  observant  men." 

*  *  * 

It  is  Profits  In  summing  up  the  pajst  year  and 

That  Count  planning  for  the  year  to  come, 

bear  in  mind  that  it  is  not  sales 
which  count,  but  actual  profits.  A  large  volume  of 
business  does  not  necessarily  meajn  that  you  have  made 
money.  Get  down  to  actual  profits  in  gauging  your 
progress. 

*  *  * 

Keep  After  The  dealer  wlTo  has  past  due  ac- 

CoUections  counts  on  his  books  should  get 

after  them  now.  Most  people  are 
pretty  well  "fixed"  financially  at  the  present,  but 
there  will  come  a  time  when  such  will  not  be  the  case. 
Clear  your  books  of  the  deadwood  now  and  build  up  a 
reserve  against  any  depression  the  future  may  hold. 


Dad's  Monthly  Letter  to  Jim  in 

the  Store        :        •        •       Edward  Dreier 


Jim,  did  you  ever  realize  the  power  of  a  pleasant 
smile?  It's  tremendous.  Smiles  change  the  lives  of 
people.  They  sink  into  a  nature  and  remain  there  for 
years.  Let  me  tell  you  a  little  story  of  a  woman  who 
smiled. 

This  woman  moved  into  a  little  Western  Ontario  town 
from  a  big  city  over  in  the  States.  She  didn't  know 
anyone.  But  this  woman  had  a  wonderful  personality 
and  it  wasn't  long  until  people  found  out  that  she  was 
in  the  town.  They  found  out  who  she  was  and  many 
of  them  spoke  to  her.  And  she  smiled  back  at  them. 
She  smiled  a  good  morning  or  a  good  night  at  the  baker 
boy  and  the  market  boy — and  she  smiled  a  "good  day" 
at  everyone  she  met.  Her  face  was  a.  veritable  ray 
of  sunshine  always. 

A  year  or  more  after,  this'  woman  passed  into  the 
Great  Beyond — it  all  happened  very  suddenly.  So  they 
took  her  back  to  the  city  from  where  she  came.  And. 
Jim,  the  night  they  took  that  woman  away,  her  entire 
street  was  lined  with  people.  There  were  truck 
drivers  and  coal  heavers  crying  as  if  their  hearts  would 
break.  Women  almost  went  hysterical.  The  local 
florist  said  that  never  in  the  history  of  that  town  had  so 
many  flowers  been  purchased  for  anyone. 

Just  one  year,  Jim — a  year  of  bright  smiles  made  for 
that  Avoman  more  friends  than  anyone  else  there  had. 
Take  this  lesson  to  yourself  in  your  work  there.  Have 
a  cheery  smile  for  everyone.  Smile  on  children — 
they'll  be  men  and  Avomen  soon.  Smile  on  the  old — for 
they  can  only  have  your  smiles  a  little  longer.  Smile, 
smile,  ahvays — just  a  good,  honest  and  sincere  smile 
right  out  from  the  bottom  of  your  heart. 

You'll  find.  Jim,  that  the  patrons  of  the  store  Avill 
look  to  you  for  that  smile.  Perhaps  a  smile  may  put 
courage  into  someone  who  has  had  business  reverses, 
who  can  tell.  Put  a  smile  into  your  work  from  morn- 
ing until  night  and  you  Avill  find  that  the  Avork  is  awful 
easy — and  you'll  find,  son,  that  your  Avork  Avill  be  bet- 
ter."    There's  a  lot  of  satisfaction  in  that,  isn't  there? 

Try  it  on  the  next  one  Avho  comes  in  the  door  after 
you  read  this  letter  and  keep  on  trying  it  on  every- 
one who  comes  into  contact  Avith  you.  Just  a  little, 
cheery  smile  for  a  good  morning  or  a  good  night — and 
a  heart  reflects  your  smile. 

Merrily. 

YOUR  DAD. 


IN  THE  VALLEY  OF  WHATSTHEUSE 

My  friend,  have  you  heard  of  the  town  of  Yawn, 

On  the  i)aiiks  of  the  River  Slow, 
Where  blooms  the  Waitawhile  flower  fair. 

Where  the  Sometimeorother  scents  the  air, 
And  the  soft  Goeasys  grow? 

Tt  lies  in  the  valley  of  AVhatstheuse, 

In  the  province  of  Letitslide, 
That  tired  feeling  is  a  native  there — 

It's  the  name  of  the  listless  Idon 'tears, 
Where  the  Putitoffs  abide. 
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Passing  Comment  on  Current  Topics 


Watch  Credits  The  present  is  a  time  that  calls 
Closely  for  the  exercise  of  special  care  in 

the  extension  of  credits  if  the 
dealer  would  avoid  loss.  There  is  a  well  grounded 
reason  for  this.  Many  people  who  have  been  drawing 
large  wages  at  munitions  and  other  war  work  will 
have  to  get  along  on  a  smaller  income.  Many  of  them 
have  been  living  right  up  to  their  enlarged  income  and 
will  find  it  difficult  to  make  ends  meet  at  the  reduced 
wages.  They  will  be  applying  for  credit  at  local 
stores  and  dealers  need  to  use  their  best  judgment  in 
handling  the  matter.  People  who  were  not  able  to  save 
money  when  engaged  in  munition  work  are  not  likely 
to  prove  very  reliable  parties  to  extend  credit  to  when 
employ ed  at  less  remunerative  work. 

•  *  « 

Ask  For  Don't  be  backward  in  demanding 

Credentials  credentials  from  those  who  ask 

you  to  extend  credit  to  them.  You 
can't  get  goods  from  a  wholesale  house  until  they  are 
assured  that  you  are  perfectly  reliafble  and  a  good 
risk.  Why  should  you  extend  credit  to  every  Tom, 
Dick  and  Harry  without  a  pretty  strong  assurance  that 
you  will  get  jDaid  for  your  goods? 

Assume  that  it  is  your  right  and  privilege  to  know 
the  patron's  probable  ability  to  pay.  Don't  be  back- 
ward in  asking  as  to  amount  of  money  they  earn,  when 
they  get  paid,  what  other  dealers  they  have  been  trad- 
ing with  and  whom  they  can  give  as  reference.  You 
are  entitled  to  this  information. 

•  •  • 

Set  Time  When  extending  credit  to  a  cus- 

For  Payment  tomer  set  a  time  for  the  payment 

of  the  account  and  give  the  cus- 
tomer to  understand  that  you  expect  pa.yment  promptly 
at  that  time.  The  date  of  payment  should  be  set  ac- 
cording to  the  periods  that  the  patron  receives  his 
wages. 

Get  after  accounts  .just  as  soon  as  they  are  due.  It 
is  a  .bad  business  policy  to  allow  customers  to  get  into 
the  habit  of  allowing  accounts  to  run  after  the  time 
set  for  payment  or  to  allow  a  balance  to  run  over.  With 
the  average  person  on  a  wage,  if  they  are  not  able  to 
clean  up  all  their  current  bills  one  pay-day,  they  are 
less  liable  to  be  able  to  care  for  them  the  next  pay- 
day. 

•  •  • 

Get  After  If  there  are  accounts  standing  on 

Collections  your  books  now  is  the  time  to  get 

after  them.  Money  is  more  free 
with  many  people  than  it  will  be  for  some  time  to  come, 
and  the  present  is  undoubtedly  the  time  to  get  them  to 
clean  up  what  they  OAve  you. 

You  should  be  building  up  a  bank  reserve  now  that 
will  allow  you  to  face  any  unforeseen  obstacles  of  the 
future  with  confidence.  You  are  probably  planning 
to  expand  your  business  just  as  soon  as  conditions  be- 


come favorahle.  The  present  is  the  time  to  prepare 
your  finances  by  gathering  in  all  over-due  accounts. 

There  is  also  another  side  of  the  question — you 
should  have  your  money  Avorking  for  you,  w'hieli  it 
isn't  when  it  is  standing  on  your  books.  Money  is 
worth  from  51/0  to  8  per  cent,  these  days  and  any  sur- 
plus you  have  should  be  earning  that  for  you. 

*  «  * 

Prospects  for  The  furniture  dealer  can  face  the 

Business  future  with  confide-nce,  for  the 

most  of  his  goods  are  very  staple 
lines.  The  amount  of  goods  purchased  through 
the  furniture  dealer  will  also  be  larger  as  the  men  re- 
turn from  Europe  and  join  the  general  puhlic  again. 

As  normal  times  return  again  there  will  also  be  a  re- 
vived demand  for  many  of  the  fancy  lines  of  goods 
which  have  disappeared  from  the  limelight  during  the 
past  couple  of  years. 

Altogether,  the  future,  both  immediate  and  more  far 
removed,  looks  bright  for  the  retail  furniture  dealer. 

•  «  * 

Planning  for  The  retailer  should  look  at  the 

the  Future  future  in  a  broad  way  and  make 

his  plans  with  the  anticipation  of 
a  long  period  of  opportunity  for  expansion.  We  are 
now  entering  upon  an  era  that  we  all  trust  Avill  be  one 
of  prosperity  for  the  Dominion  of  Canada  and  this 
prosperity  will  best  come  by  a  high  level  of  individual 
ambition  and  endeavor.  No  decided  boom  should  be 
looked  forward  to,  but  a  steady  legitimate,  well- 
founded  and  well-maintained  growth  that  will  spell 
general  prosperity  and  expansion. 

*  *  • 

The  Matter  It  oan  be  expected  that  service 

of  Service  mhII  again  become  prominent  as  a 

factor  in  business-getting  but  re- 
tailers should  not  be  too  hasty  in  inaugurating  costly 
service  that  Avill  eat  up  too  much  of  the  profits. 

Previous  to  the  war  some  dealers  were  going  a  little 
too  far  in  the  matter  of  service — especially  delivery 
service.  It  Avas  becoming  an  oppressing  burden  and  a 
Avrecker  of  profits. 

There  is  a  happy  medium  to  be  aimed  for,  that  gives 
an  appreciated  convenience  to  customers  but  does  no* 
proA''e  too  costly  to  the  dealer. 

•  *  • 

Profit  on  Some  dealers  are  averse  to  tak- 

Advancing*  Goods  ing  the  extra  profit  resulting  from 
prices  advancing  on  goods  pur- 
chased at  a  more  favorable  price  than  obtainable  at 
the  moment.  'Such  dealers  are  inclined  to  regard  it 
as  profiteering,  whereas  it  is  only  a  protection 
against  the  time  when  prices  Avill  begin  to  head  in 
the  opposite  direction  and  the  dealer  will  be  compelled 
to  take  his  losses  on  declining  goods. 
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BEDDING  EXHIBITION  BY  HAMILTON  FIRM 


Green  Furnishing  Company  of  Hamilton,  Ont. ,  conduct  a  five-day  Better  Bedding  Exhibition  with  great 
success — Over  i  5,000  people  attend  the  event —  Many  features  to  attract  and  interest  the  public  were  eniplo}  ed 

iiiiiiiiiiiiiiiwiiiiiiiiiiiimiiiiiiiiiiiiiiiiiuiiiiiiiiiiiiiiiiiiiii'iiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiliiiiniiii^ 


ONE  of  the  biggest  events  of  its  kind  that  has  ever 
been  staged  by  a  retail  furniture  store,  was  the 
"Better  Bedding  Exhibition"  conducted  by  the 
Green  Furnishing  Company  of  Hamilton,  Ont.,  for  five 
days  during  January.  It  was  well-planned  and 
cleverly  carried  out,  and  altogether  a  huge  success,  at- 
tracting no  less  than  15,400  people  to  the  store  during 
the  five  days. 

Many  Features  to  Interest 

It  opened  on  Monday,  January  13,  and  continued  for 
five  days,  with  Hamilton's  best  orchestra  providing 
music,  refreshments  served  free  in  the  basement  in 
connection  with  the  cooking  demonstration,  and  a  free 
prize  drawing  through  which  the  count  was  kept  of 
the  number  of  persons  entering  the  store.  Every  ef- 
fort was  made  to  keep  things  running  strong  and  it 
can  easily  be  said  that  interest  never  lagged  for  a 
moment. 

Enlivened  Quiet  Month 

The  main  intent  of  the  Better 
Bedding  Exhibition  was  to  enliven 
an  otherwise  dull  month  and  make 
a  drive  on  a  line  that  is  capable  of 
great  possibilities  and  does  not 
receive  the  attention  in  the  aver- 
age store  that  its  importance  war- 
rants. 

The  complete  lines  of  fourteen 
manufacturers  of  bedding  were 
ordered  to  arrive  in  good  time  to 
permit  of  comprehensive  display. 
The  program  for  the  five  days  was 
as  follows : 

Daily— 

Lorna's  Orchestra  2.30  to  5  p.m. 
Free  prize  drawings,  4  p.m. 
Refreshments,    afternoons  and 
evenings. 

Monday,  January  13,  Opening-  Day 

All  Canadian  bedding  lines  con- 
veniently displayed  for  leisure  in- 
spection. 

Tuesday,  January  14,  "Alaska" 
Day 

Featuring  the  famous  "Oster- 
inoor"  mattress,  pillows  and 
kindred  lines. 

Wednesday,  January  15,  "Ideal" 
Day 

Featuring  the  Ideal  Bedding 
Company's  brass  and  iron  beds, 
mattresses,  springs,  pillows,  beds, 
couches,  etc. 


You  Are  Invited  To  Attend  The  First 
'^tter  BeddiDg"Exbibition  In  AiQerlca 

O  — A(  Greens 

ThU  I"  rhe  fir"l  "Brtter  Bpddinj;"  exhibition  Id  Amcr* 
v.n,    thr  foremost  Cniwduio  majiufactuirrs  will  display 

inosi  i^mfortaWe  and  saniCirv  sprjigs  Hvd  mattn«i*s. 
hero  ft>r  your  impri-twD. 

Exhibition  Will  Start  Next  Monday 

-luniriiT  >\cxi  M^.ndav,  a  (are*  [«n  of  our  bia  itore  wjl 
i.rKi\rii  .jvrTtmhioiis  bod'Uu^    Thi-  .■jhihni'm  wiTl  ^oo- 
ijLuc  on  Fn.tny     M.ni.hiy    (uiwnlni    -ity).  CumidMo 
«  Rfddin?  hncs  coDvemerrtly  dtsplaycd  fnr  leisure  uwpcc- 

.-..me  every  rUy-   f*p<*ri*l  fwlurcs  aB  Week:" 

Valuable  Prizes  Are  Given  Every  Day 


Thursday,  January  16,  "Sanitary"  Bedding  Day 

Exhibiting  prominently  bedding  lines  that  have 
special  sanitary  features. 

Friday,  January  17,  Bedtime  Comfort  Day 

Featuring  comfort-giving  mattresses,  pillows,  springs, 
box  springs,  etc. 

Baby's  comfort — this  day  is  also  set  aside  to  feature 
baby-beds  and  nursery  furnishings. 

Extensive  Advertising  of  Event 

The  success  of  the  event  is  due  to  a  large  extent  to 
the  advertising  done  in  connection  with  it.  The 
publicity  was  excellent  both  in  regard  to  quality  and 
([uantity.  Even  before  Christmas,  stickers  announc- 
ing the  dates  Avere  placed  on  all  local  mail.  The  first 
real  shot  was  fired  when  a  store  paper,  "The  Xews, " 
was  delivered  to  23,000  homes  in 
Hamilton,  and  3,000  more  to  the 
rural  section.  Great  confidence 
was  placed  in  this  medium  for  it 
had  proved  its  value  on  previous 
occasions.  On  the  Saturday 
previous,  the  three  local  papers 
carried  four  column  announce- 
ments, and  thereafter,  during  the 
course  of  the  exhibition,  ads.  ap- 
peared daily  in  the  two  publica- 
tions enjoying  the  largest  circula- 
tion. 


TufBdav  and 
irUrt..  win  h. 
:niM  The  foi- 

7  aJI 


Wednoaday.  'l.iriL 
pnios),  Hra*>  Ri> 

fl.!.  Friday,  pur  M 


irv  bI.<'>1u(cIv  fr«  of  rhsrge  [ 
pru«  hf  ft  flidinR  '-"u^h,  Tatue 
1.1  Uip  <iold  M*dftl  MaJMira-tunns 
(day.  Waldorf  Raj  Sfirinij*.  S30. 
■  F<i^.=  B.d.  f3T„V>:  Thund*,  (fiTa 
^17  .W;  Kopok  Mattrera.  S2.^.  Cod 
To.tiimiT.  *12:  Whil*  Metal  B«d. 
ir-hnll  VennralH  Pilloira.  Sl^i  Uyer 


Music  and 


;  aO.  t  od  Si.rmR.  (fI2,30. 

Refreshments 


Adjiu 


Provided 


The  Importance  of  Sleep  Comfort 


1  11  ApppnriDw-'' , 


1  hrmp  nlf*p, 


No  Celling  During  This  Ezhlbitlon 


Next  Tuesday  WiU  Be  "Alaska  Day" 

(.r-lrt'ina.       M..nif.-.il.       TVj<sdU,v.    TU.^  finn  ha--.  .»r- 


<^ME  NOT  ONCE.  BUT  MANY  TIMES 

TheGreenrumishing  & 

5I0»£  BEMAlNa  OfEN  EVERY  EVENING 

Corner  King  and  Catharine  Streets 


Initial  newspaper  advertisement  in  connection  with 
the  Exhibition.    It  was  followed  by  regular  space 
in  local  papers. 


Attendance  Greater  Than 
Expected 

The  week  prior  to  the  opening 
it  was  felt  that  one  thousand 
tickets  for  each  of  the  first  three 
days  and  fifteen  hundred  for  the 
Hst  two  would  suffice.  At  two 
"'"lock  on  Monday  a  hurried  re- 
order was  sent  in  to  the  printer — 
2,400  persons  entering  the  store  on 
that  "day;  2.500  on  Tuesday: 
3.200  oii  Wednesday;  3,700  on 
Thursday,  and  3.600  on  Friday. 
The  weather  Avas  fair  and  mild  all 
week  and  could  not  have  been 
better. 

Many  Channels  of  Advertising 
Used 

No  channel  Avas  lost  in  which  to 
advertise  the  exhibition — a  large 
canopy  istretched  from  the  front 
door  to  the  curb  so  that  anyone 
passin?  could  not  fail  to  see  that 
something  was  going  on  at 
Green's.      One     thousand  five 
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Front  view  of  the  store  of  the  Green  Furnishing  Company  of  Hamilton,   Ont.,   during  their  Better  Bedding  Exhibition. 

canopy  stretched  from  curb  to  door,  the  big  sign  and  the  attractiveness  of  windows. 


Note  the 


hundred  letters  were  mailed  to  mothers  of  babies  up  to 
one  year  old,  together  with  an  enclosure  especially 
printed  for  the  occasion,  inviting  them  to  come  on  Fri- 
day, Mothers'  Day.  Letters  were  sent  to  all  hotels, 
institutions  and  the  Women's  'Canadian  Club. 

Contests  and  Moving  Pictures 

The  drawing  was  the  feature.  The  box  was  placed 
on  the  second  floor  of  the  annex  so  that  all  comers  had 
to  pas-s  the  entire  exhibits,  which  were  placarded  with 
tasteful  signs.  Much  interest  was  displayed  by  the 
A^isitors  in  the  big  display  of  things  bedding. 

Moving  pictures  were  arranged  to  be  shown  on  a  wall 
of  a  building  across  the  street  but  the  brightness  of  the 
moon  interfered  and  they  were  shown  inside.  A  r"el 
showing  the  process  of  cleaning  feathers  was  the 
feature. 

Photographs  were  taken  of  the  exhibits  and  display 
windows  and  it  is  the  intention  to  publish  a  printed 
piece  showing  the  various  exhibits  collectively  and  in- 
dividually. Some  of  these  photos  were  reproduced  in 
the  daily  papers. 

Manufacturers'  Literature  Used 

Literature  supj)lipd  by  the  various  manufacturers 
was  handed  out  daily  to  the  thousands  entering  the 
store.  A  special  man  opened  and  closed  the  door  for 
all  comers.  Animated  windows  arranged  for  Fnday 
showing  the  Kiddie-Koop  and  Marshall  Sanitary  Mat- 
tresses attracted  a  great  deal  of  attention.  Calendars 
were  given  out  to  the  number  of  8,000  the  first  day: 
thimbles  in  the  same  quantity  were  handed  to  all  ladies. 

People  were  much  interested  in  the  bedding,  but  at 
the  same  time  showed  a  desire  to  see  throughout  the 
store.  While  no  selling  or  solicitation  was  adverti'^ed 
the  store  did  averMge  business,  and  if  any  article  of 
bedding  was  T)urchased.  say  on  Tuesday,  the  buyer 
agreed  that  delivery  should  not  take  place  until  after 
the  exhibition.  Many  persons  attending  the  exhibi- 
tion made  their  choice  throughout  the  week  and  came 
on  Saturday  morning  to  purchase.     Generally  speak- 


ing the  mattresses  sold  were  of  good  quality  and  price. 
People  that  did  not  come  to  the  store  enquired  over  the 
telephone  prices  of  this  or  that. 

At  the  prize  drawing  at  four  o'clock  daily  short  ad- 
dresses were  given,  the  most  notable  of  which  took 
place  on  the  last  two  days.  Mr.  Smith,  the  manager 
of  the  Canada  Feather  and  Mattress  Co..  was  the 
speaker  and  held  the  interest  of  the  ladies  in  good 
manner. 

The  exhibition  was  followed  up  by  further  sales  at- 
tention to  beds  and  bedding.  A  big  ad.  was  run  in 
Friday's  paper  headed  "The  Better  Bedding  Exhibi- 
tion is  now  over — ^and  now  comes  the  Bedding  Sale." 

During  the  Exhibition  a  good  deal  of  editorial  at- 
tention Avas  given  to  it  by  the  local  papers  as  it  Avas 
really  a  "news"  event. 

The  idea  of  running  the  Better  Bedding  Exhibition 
was  originated  by  Kirke  H.  G-reen,  general  manager  of 
the  Green  Furnishing  Company,  who  was  ably  assisted 
i]i  carrying  out  the  scheme  on  such  a  'big  scale  and  with 
such  great  success  by  Will  J.  Nash,  buyer,  F'.  0.  Cnndill, 
sales  manager,  and  P.  W.  Read,  advertising  manager. 


No.  5878 

Free  Drawing  Ticket 

Deposit  this  half  in  drawing  box 

in  Bedding  Section, Second  Floor 


This  is  your  chunce  to  win  one  of 
Five  Big  Prizes 

1 —  Pair  Marshall  Pillows 

2—  Felt  Mattress 

3—  Standard  Mattress,  $20. 

4—  Adjusto  Mattress,  $22.50 

5 —  Coil  Spring,  $12.50 


No.  5878 

Free  Drawing  Ticket 

KEEP  THIS  HALF 

and  see  if  this  number  is  the 
same  as  drawn  and  published 
in  tomorrow's  newspaper  ad- 
vertisements entitling  the 
holder  to  One  of  the  Five  Prizes. 


You  will  see  winning  numbeis  in 
Green's  advertisement  tomorrow. 


Before  leaving  be  sure  to 
go  to  "Baby's"  Own  De- 
partment and  see  the  dis- 
play of  "Everything  for 
Baby." 


Sample  of  the  free  drawing  ticket  given  to  visitors, 
contest  each  day. 


TUwe  wfts  a  new 
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LETTERS  USED  TO  ADVERTISE  EXHIBITION 


Green  Furnishing  Company  of  Hamilton,  Ont.,  made  good  u?e  of  letters  to  a  selected  list  to  supplement  their 
regular  advertising  in  connection  with  their  Better  Bedding  Exhibition — The  letters  sent  out  to  selected  lists 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiniiiiiiiiiiiiiiiiiiiii^  i{:iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii>i!!;i:!:ii»!!!!!i!iiiiiiiiiiiiiiiiiiiiiiiiii<iiiiiiiiiiiiiii» 


NO  stone  was  left  unturned  by  the  Green  Furnish- 
ing Company,  of  Hamilton,  to  interest  the  public 
in  their  Better  Bedding  Exhibition.    One  way 
in  which  they  supplemented  their  regular  advertising 
was  by  the  use  of  letters  sent  to  mothers,  institutions, 
hotels  and  the  Women's  Canadian  Club. 


1.500  Letters  to  Mothers 

A  total  of  1,500  letters  were  mailed  to  mothers  of 
babies  up  to  one  year,  along  with  an  enclosure  printed 
especially  for  the  occasion.     The  letter  was  as  follows: 
Every  mother  thirsts  for  knowledge  and  new 
ideas  that  will  insure  her  "Baby's"  continued 
growth  to  healthy,  happy  childhood. 

One  way  to  surround  the  "Baby"  with  every- 
thing necessary  to  its  well  being  is  to  let  no  occa- 
sion pass  wherein  you  can  get  advanced  ideas  re- 
garding baby's  welfare. 

You  have  an  opportunity  now,  of  hearing  one 
accustomed  to  address  a  congress  o-f  mothers,  an 
authority  Avho  will  speak  to  the  mothers  of  Hamil- 
ton during  the  "Better  Bedding"  Exhibition  at 
Green's  this  Fl-iday,  January  17. 

Please  consider  this  letter  your  invitation  to  be 
present  on  that  day — Friday,  January  17.  Light 
refreshments  will  be  served. 
Along  with  this  was  sent  a  circular  inviting  mothers 
to  attend  on  Baby's  Day  and  advertising  baby  beds, 
cribs,  walkers,  carriages,  bassinettes,  cots,  cradles  and 
kiddie-koops. 

Institutions  and  Hotels 

The  letter  sent  to  the  heads  of  institutions  in  regard 
to  the  Exhibition  was  as  follows : 
Dear  Sir: 

When  the  time  comes 
that  you  must  make  a  de- 
cision on  such  an  im- 
portant matter  as  the  pur- 
chase of  bedding,  it  is 
rather  worrisome  to  be 
obliged  to  consult  people 
whose  opinions  often  are 
vague,  and  to  depend  upon 
the  measrre  information 
furnished  by  catalogues. 

That  is  why  we  believe 
+bp  "Better  Bedding"  Ex- 
liibition  will  prove  to  be 
of  interest  to  you.  in  your 
responsibility  of  sunervis- 
ing  the  nurchpsing  for  the 
hosnitals  of  Hamilton. 

All  bedding  factories 
within  reach  are  exhibit- 
ing at  our  store  for  five 

days,  beginning  Monday,  .^^^^.^^  ^.^^  b^^^^^  ^^^^.^^  Exhibition 

January  the  loth.      There  Green  Furnishing  Company,  of  Hamilton. 


will  be  no  selling — this  is  a  clean-cut  educational 
movement. 

Not  onl}^  do  we  lay  this  before  you  as  a  real  help 
to  one  interested  in  comfortable  sanitary  bedding, 
but  also  as  a  movement  well  worth  your  support. 
Yours  trulv. 
THE  GREEN  FURNISHING  COMPANY. 
By  PWR/BN. 

P.S. — Many  new  designs  of  institutional  beds 
on  display  during  exhibition. 


Letter  to  Women's  Canadian  Club 

A  somewhat  similar  letter  was  directed  to  the 
proprietors  of  hotels,  while  a  different  letter  was  sent  to 
the  women  of  the  Canadian  Cliab.  This  letter  was  as 
follows : 

Not  so  long  ago  the  old-fashioned  feather  tick 
was  in  vogue ;  the  spare  bedroom  was  considered 
incomplete  without  its  fluffj*  feather  bed. 

There  are  so  many  kinds  of  mattres.ses  and  bed 
springs  nowadays  that  one  really  finds  it  hard  to 
decide  which  is  the  best.  Surely  bedtime  is  im- 
portant when  nature  demands  a  third  of  one's  life 
for  sleep. 

That  is  why  we  believe  the  "Better  Bedding" 
Exhibition  will  be  doubly  interesting  to  you. 

Please  accept  this,  our  cordial  invitation  to  you, 
to  be  present  at  this  exhibition,  the  first  of  its  kind 
in  America. 

Yours  truly, 
THE  GREEN  FURNTSHIN-G  CO^MPAN^Y. 

PWR/RM.  By  Kirke  H.  Green. 

P.S. — Just  ask  yourself  these  questions:  Are  my 
beds,  springs,  and  mattresses  conducive  to  vigor- 
renewing  rest:  is  our  bedding  sanitarv"? 

With  this  letter  was  en- 
closed a  program  of  the 
exhibition  setting  out  the 
features  for  each  day.  It 
Avas  printed  on  heavy  card 
paper. 

This  is  a  method  of 
jiublicity  that  is  not  used 
to  the  extent  that  it  might 
be  by  the  average  dealer. 
Quite  often  a  letter  of  this 
kind  will  get  the  attention 
of  the  prospective  cus- 
tomer when  she  can  be 
reached  in  no  other  way. 
I\Iany  women  are  more  in- 
clined to  read  a  letter,  es- 
pecially if  it  is  nersonally 
addressed  to  them,  than 
any  other  kind  of  pub- 
licity. It  has  a  personal 
appeal  that  counts  for 
much. 


by  the 
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STORE  PAPER  HELPS  IN  PUBLICITY  WORK 


MMMIIIMIMIMIMIIIIIMIIMIMIIIIIMMIIMIIIIMIIIIIIIIMIIIMIIMIIMMIIIIMIMIIMMIMIIIIIIIIIIMIIIIIMIMIIIIMIIIIMIIIIIMIIIIIIIIIIIIIIIMIIIH 

Large  edition  of  "Store  News"  issued  to  give  publicity  to  Exhibition — Program  is  given  in  detail,  and  reading 

matter  used  to  stimulate  greater  interest  in  comfortable  and  sanitary  bedding —  Some  extracts  from  the  paper 

lllnMinUIIJinMIIIIIIIMIIIIIIIMIIJIIIIMIMMIHIIIIIMIIIMIIIIIMIIIIMIIIIIIIIIIIIIIIIMIIIIIIIMIMIIIIIIIIIIMIIIIMIMIMIIIIIIIMIIIIMIMMII^ 


THE  Green  Furnishing  Company,  of  Hamilton,  have 
used  a  store  paper  before  with  good  results  and 
accordingly  .made  good  use  of  this  means  of 
publicity  in  connection  witli  their  Better  Bedding 
Exhibition.  They  delivered  23,000  copies  in  Hamil- 
ton and  3,000  more  in  the  surrounding  district. 

What  it  Contained 

It  featured  the  program,  told  more  about  it  than 
could  be  detailed  in  their  newspaper  advertisements, 
listed  the  prizes  given  in  the  drawing  contests  and  set 
forth  special  reasons  why  readers  should  be  interested 
in  better  bedding.  It  contained  eight  pages  measur- 
ing 10'  by  12  inches  and  contained  advertisements  of 
those  firms  whose  goods  they  were  featiiring. 

The  paper  contained  some  good  reading  matter  that 
other  dealers  might  use  to  good  advantage  to  interest 
their  customers.     Some  of  the  headings  were : 

"First  Better  Bedding  Exhibition  in  America  Opens 
at  Green's  on  Monday  Next." 

"Boards  of  Health  Gladly  Approve." 

"Your  Soldier  Boy  Should  Return  to  a  Comfortable 
Bed." 

"Restful  Sleep  an  Essential." 
"The  Importance  of  Sleep  Comfort." 
"Bedding  Manufacturers  Use  Great  'Care." 
We  give  here  some  extracts  from  it : 

"The  Importance  of  Sleep  Comfort" 

"The  (juestion  of  sleep  comfort  has  always  taken  a 
prominent  place  among  the  problems  that  have  eon- 
fronted  the  human  race  for  solution.  This  is  only 
natural  when  practically  one-third  of  life  is  spent  in 
the  repose  necessary^  to  replenish  the  vital  forces  used 
up  daily  in  waking  hours. 

"For  the  human  body  may  be  aptly  likened  to  the 
storage  battery  in  a  modern  automobile.  Each  day  a 
great  store  of  energy  units  are  used  up,  which  must  be 
replenished  by  restful  sleep.  Anything,  therefore,  that 
interferes  in  the  slightest  degree  with  deep,  dreamless 
sleep  causes  a  total  or  partial  halt  in  the  process  of  re- 
charging the  vital  energies.  Such  interference,  if  con- 
tinued for  long,  must  result  in  depletion  of  nerve  force 
and  finally  in  general  physical  deterioration. 

"To  come  back  again  to  the  storage  battery  com- 
parison, the  vital  powers  of  the  'human  battery'  reach 
a  more  or  less  discharged  condition,  with  ultimate 
disastrous  results. 

"In  the  light  of  the  above  remarks,  therefore,  the  im- 
portance of  a  really  comfortable  bed  will  be  at  once 
realized.'  '  A  siagging  bedspring,  a  hard,  matted-down, 
lumpy  mattress — or  a  combination  of  the  two — makes 
deej),  restful  sleep  almost  impossible.  The  hours  spent 
in  vainly  wooing  sleep  on  such  a  bed  plus  the  fitful 
sleep  that  finally  comes,  leaves  anyone  unfit  to  solve 
the  daily  problems  of  life. 

"However,  it  is  not  enough  for  the  bed  outfit  to  be 
comfortable;  it  is  equally  important  that  the  materials 
used  ill  the  manufacture  of  the  mattress  and  pillows 
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Published  by  the  Green  Furnishing  Co.,  Hamilton,  Ontario 
CIRCULATION  26,000 


Editor:  P.  W.  Read,  Advertising  Manager 

FIRST  OF  THE  KIND 

Hiamiilton  is  to  see  tlie  first  "Better  Beddinig  Exhibi- 
tion" held  in  Aimerica.  In  propagaitinig  such  an  un- 
dertakinig  the  Green  Furnishing  Company  has  been 
piomplimenteid  froim  .all  sides  and  itlhere  is  no  doiiilbt  but 
thrat  other  centres  will  follow  the  lead  of  Hamilton's 
progresisive  establishment. 

There  is  greater  need  to-day  of  better  sanitation  in 
bedding  than  at  any  time  in  history.  Oongeisted 
housing  conditions  make  sanitation  necesisary  and  steps 
are  being  taken  to  make  sanitary  conditions  perfect. 

The  Gi-een  Furnishing  Oompany  is  hapipy  in  the 
th'O'Ught  that  through  its  instniimenitality  saich  a  broiad 
stap  in  the  upward  direction  is  under  wiay;  haippy  in' 
the  thouight  that  irresii)eetive  of  actual  profit  it  is  pro- 
motinig  the  idea  of  better  bediding  and  oflEeriug  to 
110,000  people  in  Hamilton  the  unequalled  opportunity 
to  judge  for  themselves  the  claims  of  manufacturers 
for  perfect  sanitation  in  all  things  bediding. 

No  less  than  14  Canadian  miauufactureTs  will  ex- 
hibit their  ciomiplete  lines.  Every  mannfaifturer  is 
enthusiastic  over  his  product  and  speakers,  in  15 
minute  talks  will. show  how  sanitation.,  plus  comfort,  is 
embodied. 

Thinking  persons  will  at  once  see  the  tremendous 
value  accruing  from  such  an  exhibition.  The  formial 
opening  of  Green 's  new  store  in  Novemiber  attracted 
thousands.  The  Better  Bedding  Exhibition  will  be 
a  still  bigger  attraction. 

All  public  bodies  are  asked  to  be  represented,  espe- 
cially those  applyinig  to  public  welfare  and  sanita+inai. 

Plenty  of  entertainment  is  provided,  ref lo-sh.ments 
will  be  served  and  the  best  possible  spirit  will  prevail. 
There  will  be  absolutely  no  soMcitation  on  the  part  of 
the  store  people. 

The  most  difficult  part  of  remembering  is  remember- 
ing to  rememllier — conscience  is  a  great  help.  Let 
]niblie-spiritediiess  be  the  prompter  in  this  case — 
"Better  Bedding  Exhibition"  commen^cing  January  13 
— ^at  Green's — corner  King  and  Catharine  Sts. 


BEDITORIALS 

How  did  you  sleep  last  night  Why  is  this  the  first 
question  you  ask  your  guest  in  the  morning? 

Did  you  ever  really  realize  that  bedtime  is  one-third 
of  your  life?   

Yes,  moderately  pTiced  bedding  may  be  "Better 
Bejdding. "    Come,  and  see  for  yourself. 

Make  up  your  mind  to  visit  the  "Better  Bedding 
Exhibition"  daily.     Bring  a  friend. 

What  does  a  comforta.ble  bed  mean  to  you? 

A  real  good  mattress  outweai-s  three  ordinary  ones — 
wh'ere  does  economy  come  in — tirst  or  last? 


In  times  of  depression  [ircpare  for  suoeess. 
times  of  success — jirepare  for  more. 


In 
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should  be  new.  clean  and  sanitaiy  in  every  respect. 
Nothing  less  will  properly  safeguard  health.  Second- 
hand materials  such  as  rags,  "shoddy,"  old  mattresses, 
etc..  that  have  been  in  previous  use  on  or  about  the 
person,  should  be  strictly  prohibited  for  sanitary 
reasons. 

"The  Alaska  Bedding  Companies  have  always  lived 
up  to  this  self-imposed  rule.  Alaska  Guaranteed  Mat- 
tresses, from  the  least  to  the  most  expensive,  are  guar- 
anteed to  be  made  from  clean,  new,  sanitary  materials. 
They  will  give  many  years  of  restful,  healthful,  sleep 
comfort. 

"Alaska  all-feather  pillows  are  made  from  feathers 
that  go  through  the  same  washing  treatment  that  your 
laundry  receives,  emerging  clean,  sanitary,  light  and 
downy.  These  feathers  are  then  encased  in  feather- 
proof  ticking  of  attractive  appearance. 

"Every  Alaska  product  is  backed  by  the  guarantee 
of  the  largest  manufacturers  of  beds  and  bedding  in 
the  British  Empire,  and  the  second  largest  in  the 
world." 

"Restful  Sleep  an  Essential" 

"Sleep  is  the  body's  building-up  time.  Only  deep, 
sound  sleep  can  restore  the  energy  spent  on  daily  work. 

"You  can't  get  this  kind  of  sleep  in  a  wooden  bed 
that  creaks  and  groans  every  time  you  move  in  it.  nor 
in  a  rattling  swaying  metal  bed,  nor  on  a  sagging  bed- 
spring.  Therefore  buying  a  sleep  comfort  outfit  is  a 
transaction  requiring  proper  discrimination  with  an 
eye  to  future  irsefulness  as  Avell  as  present  looks." 

' '  Physical  Condition ' ' 

"There  is  not  anything  in  the  house  to  which  we 
should  attach  more  importance  than  bedding.  It  has 
not  only  to  do  in  a  very  large  measure  with  our  com- 
fort, but  more  especially  with  our  health.  Note  the 
physical  condition  after  a  night  spent  in  discomfort 
and  unrest,  emphasizing  the  need  of  a  comfortable 
place  on  which  to  lie." 


BABY'S  DAY 

From  Green's  "Store  News" 


Not  the  least  important  throughout  the  big  bedding 
exhibition  is  the  display  of  "everything  for  baby." 
All  the  big  manufacturers  showed  their  newest  cots, 
cribs  and  mattresses  for  baby.  Friday  afternoon  is 
set  aside  for  "Baby's  Day."  You  Avill  be  highly  in- 
terested and  every  mother  in  Hamilton  should  spend 
an  hour  or  two  at  the  ex^hibition. 

Until  recently  the  special  manufacture  of  furniture 
and  furnishings  for  the  child's  bedroom  has  been 
sorely  neglected ;  it  has  been  a  receiving  jjlace  for 
articles  that  were  "altogether  too  good  to  throw 
away."  Under  such  ruling  as  this  the  child's  room 
naturally  lost  any  characteristic  quality  of  its  own  on 
the  appearance  of  a  second  "Auction  shop." 

Realization  of  the  importance  of  environment  on  the 
plastic  mind  has  changed  the  order  of  things.  Now 
we  find  the  walls  decorated  in  keeping  with  the  childish 
ideals — Mother  Goose  borders  and  so  on — good  rugs 
covering  the  entire  floor — and  most  important  of  all 
— real,  comfortable  little  beds. 

Comfort  is  the  first  requisite  for  the  sleeping  room  of 
a  child.     Color  is  the  second,  and  all  bassinettes,  cribs 


and  cots  are  finished  in  snow-white  enamel.  Iron 
cribs,  with  sliding  .sides,  have  proved  to  be  a  boon 
from  the  standpoint  of  sanitation.  Comfortable 
springs,  restful  mattresses  and  Avarm  comforters  care 
for  the  child's  repose. 

Barssinettes,  plaj'  pens  and  special  furniture  are  now 
made  for  the  child's  bedroom,  and  with  various  color 
schemes,  specially  selected  curtainings  and  nigs  the 
child  of  to-day  is  well  cared  for. 

You  may  well  imagine  that  at  this  better  bedding 
exhibition  all  manufacturers  have  .striven  to  have  their 
new  goods  for  you  to  see  on  Baby's  Day. 


ODD  IDEAS  FROM  THE  OLDEN  DAYS 

Time  changes  all  things  and  it  has  great  effect  in 
changing  th*^  shading  of  words  or  phrases.  In  the 
olden  days  if  one  asked  for  a  bed  they  Avould  be  shov,-n 
only  a  mattress  and  there  was  much  greater  distinc- 
tion between  the  various  parts  that  to-day  Ave  sum 
under  one  head^ — a  bed. 

In  England,  before  the  Norman  Conquest  and  even 
in  the  period  immediately  folloAving,  bedsteads  Avere 
scarce— -reserved  for  the  master  of  the  house,  or  ladies, 
there  often  being  only  one  in  the  house;  AA-hile  the 
other  members  of  the  household  took  their  rest  on  mat- 
tresses of  straAv  laid  on  the  floor  or  on  tables,  chest's  or 
benches. 

The  beds  used  in  the  sixteenth  centiTry  Avere  made  of 
oak,  often  elaborately  carA-ed.  They  Avere  large  and 
cumbersome  and  therefore  difficult  of  transportation 
and  fcAv  of  them  have  reached  American  shores.  These 
beds  Avere  very  expensive  and  in  the  seA^enteenth  cen- 
tury the  eommonest  variety  brought  as  much  as  ■£8. 

The  materials  used  to  make  the  mattre^s^s  Avere 
sometimes  called  "flock  beds,"  being  made  of  chopped 
rags,  straAv  beds,  canvas  beds  filled  with  the  doAvn  of 
the  bullrush,  and  silk  grass  beds,  hair  beds,  and  later, 
chaff  beds,  shoAving  that  almost  any  soft  substance  Avas 
utilized  for  making  mattresses  Avhere  feathers  Avere  un- 
obtainable. 


AN  UNUSUAL  INVITATION 

Unusual  methods  Avill  sometimes  get  results  when 
ordinary  ones  Avould  not.  In  order  to  get  the  atten- 
tion of  customers  who  had  not  A'isited  the  store  for  some 
time,  one  dealer  sent  them  a  message  on  a  regular 
statment  form.  At  first  glance  it  looked  to  be  a  bill, 
but  it  read,  "To  one  call  you  OAve  at  our  store  where 
.  you  will  find  an  attractive  isplay  of  ncAV  goods." 

The  novelty  of  this  message  Avill  result  in  many  re- 
newals of  acquaintance. 


YOUR  SOLDIER  BOY  SHOULD  RETURN  TO 
A  COMFORTABLE  BED 

AFTER  strenuous  days  at  the  front,  and  nig-Ms 
sipent  under  canvas,  many  perhaps  in  djigouts, 
in  tihe  hard  bunks  of  barracks,  steaaner  and  rail- 
roaid  berths,  what  a  relief  for  the  tiired  soldier  boy  to 
tuniible  into  a  real  old-fashioned  bed. 

To  your  home,  perhaps,  a  hero  will  soon  retiirn. 
Are  ytm  prepared?  This  "Better  Bedding  Exhibition" 
is  a  splendid  opportunity  to  learn  about  real  bedtime 
comfort.  You  can  return  later  to  buA'  if  you  see 
thingis  that  please  you.— Green  Purnishing  Co.,  Hamil- 
ton. 
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The  Harris  Furniture  Co.,  of  Toronto,  has  recently 
been  registered. 

F.  X.  Yali(|uette  &  Co.,  furniture  dealers,  of  Mon- 
treal, have  dissolved. 

J.  A.  Lesperance,  furniture  dealer,  of  Montreal,  has 
recently  been  registered. 

A.  L.  Oatman,  furniture  dealer  and  undertaker,  of 
Tillsonburg,  Ont.,  is  opening  a  branch  at  Springfield. 

The  McAllistei'  Self-Making  Bed  Company  of  Can- 
ada, Ltd..  with  head  office  in  Toronto,  has  been  in- 
corporated with  a  capital  stock  of  .$50,000. 

J.  G.  Henry,  of  Sudibury,  was  down  to  Toronto  to  see 
the  furniture  displays.  He  was  accompanied  by 
his  daugliter,  Mrs.  Newton,  of  Copper  Cliff. 

The  A^ictoriaville  Furniture  Company  Limited,  of 
Vietoriaville.  Que.,  haiS  been  incorporated  with  a  capital 
.stock  of  $99,000.  The  incorporators  are  P.  Tounguy, 
A.  Bourbeau,  and  J.  E.  Alain. 

The  shareholders  of-  the  Markdale  Furniture  Co., 
Markdale,  Ont.,  at  a  recent  meeting  agreed  to  accept  an 
offer  of  purchase  from  W.  G.  Lee,  who  contemplates 
the  maiuifacture  of  another  line. 

In  order  to  have  the  organization  under  one  roof, 
the  furnishings  department  of  the  Murray-Kay  Com- 
pany, of  Toronto,  is  being  moved  to  the  six-storey 
building  adjoining  the  Murray  store  on  King  St.  E. 

Brown,  Son  &  MePhee,  of  Parkhill,  Ont.,  have  bought 
out  the  furniture  business  of  W.  W.  Tait.  They  Avill 
conduct  their  undertaking  department  in  their  own 
stand,  and  furniture  department  in  the  Tait  store. 

Takito,  Ogawa  &  Co.,  New  York  and  Chicago,  and 
the  Tajimi  Co.,  New  York  and  Boston,  two  large  im- 
porters of  Japanese  goods  have  consolidated  under  the 
name  of  Taiyo  Trading  Co.,  Inc.  The  principal  offices 
will  be  at  101  Fifth  Ave.,  New  York,  and  325  Madison 
St.,  Chicago. 

Mr.  and  Mrs.  John  Weston,  46  Gormley  Ave.,  To- 
ronto, celebrated  their  Golden  Wedding  on  Februaiy  1. 
Mr.  Weston  came  to  Canada  from  England,  in  1867,  and 
.settled  in  Toronto.  He  became  associated  with  the 
Schomberg  Furniture  Company,  and  married  Miss 
Eh'anor  Schomberg,  in  1869. 

E.  C.  Tufts,  of  Tufts  &  Thompson,  furniture  dealers 
and  undertakers,  Madoe,  Ont.,  has  purchased  from  the 
Dale  Estate,  the  modern. brick  block  in  which  the  above 
firm  have  been  carrying  on  their  business  for  the  past 
few  years.  This  is  the  newest  and  most  up-to-date 
block  in  the  village,  being  centrally  located  on  Durham 
Street. 


FURNITURE  MANUFACTURERS  AFTER  EXPORT 
TRADE 

The  (Canadian  Furniture  Manufacturers  Association 
Iiavo  appointed  a  committee  consisting  of  J.  G.  Hay, 
J.  R.  Shaw  and  II.  B.  Smith,  to  select  a  man  to  represent 
the  Association  in  Knghuul  and  push  the  sale  of  Can- 
adian furniture  in  Europe.  It  is  the  intention  of  the 
Association  to  keep  in  close  touch  with  the  Canadian 
Trade  Coniiniission  in  London  and  send  theii-  ri'pre^en- 
tative  over  at  the  opportune  time. 


SEVENTH  ANNUAL  BANQUET  OF  CANADIAN 
FEATHER  AND  MATTRESS  CO. 

The  seventh  annual  banquet  of  the  Canadian  Feather 
and  Mattress  Co.  Ltd.,  of  Toronto,  held  in  Foresters' 
Hall,  22  College  St.,  Toronto,  on  January  14,  was  the 
usual  big  success.  Furniture  dealers  and  salesmen  to 
the  number  of  about  125  enjoyed  the  excellent  repast 
provided  by  the  company  as  well  as  the  musical 
features  and  orations  by  prominent  men  in  the  furni- 
ture trade  which  followed. 

When  the  inner  man  had  been  fully  satisfied  and 
those  present  had  "posed"  for  a  flashlight.  W.  H. 
Smith,  manager  of  the  company,  who  acted  as  master 
of  ceremonies,  extended  a  welcome,  followed  by  C.  W. 
Stephens,  secretary-treasurer  of  the  company.  Among 
those  who  delivered  short  addresses  were :  0.  P.  John- 
ston, of  Washington  and  Johnston;  Albert  Welch,  of 
A.  Welch  &  Son ;  Robert  Lowry,  of  the  Robt.  Simpson 
t'o. ;  Chas.  Montgomery,  of  the  Adams  Furniture  Co. ; 
W.  W.  Gumming,  of  the  National  Mattress,  Felt  and 
Batting  Co. ;  Robt.  Burroughes,  of  the  F.  C.  Burroughes 
Company;  Fred.  Armstrong,  of  the  T.  Eaton  Co.  Ltd.; 
Jas.  Acton,  of  the  Furniture  Journal;  and  Wm,  J. 
Bryans,  of  The  Canadian  Furniture  World. 

The  chief  speaker  of  the  evening  was  S.  Roy  Weaver, 
of  the  Investigation  Department  of  the  Reconstruction 
Association,  who  pointed  out  the  many  reasons  why 
Canadian  business  men,  especially  those  engaged  in  the 
furniture  industry,  should  be  looking  forward  to  great 
trade  prosperity  for  the  future.  A  fuller  report  of  his 
remarks  will  be  found  elsewhere  in  this  issue. 

Those  who  provided  the  entertainment  features  were 
Mr.  and  Mrs.  Sweet,  Mrs.  Stone,  Richard  Foster,  of  the 
T.  Eaton  Co.,  Master  Laurence  Muir,  and  Mrs.  Robt. 
Muir  who  presided  at  the  piano. 


SCHREITER'S  LIMITED  PURCHASE  PRESTON 
BUSINESS 

Schreiter's  Limited,  of  Kitchener,  Ont.,  have  pur- 
chased the  furniture  and  undertaking  business  of  the 
late  J.  Werlich,  of  Preston,  Ont.,  and  wall  conduct  it  as 
a  branch  under  the  management  of  T.  H.  Speers.  who 
Avas  formerly  with  the  R.  U.  Stone  Compiany  Ltd.,  of 
Toronto. 

This  store  has  been  in  operation  for  27  years.  It 
-was  established  by  the  late  Jacob  Werlich  who  con- 
ducted it  for  nine  yeai's  and  sold  to  Hall  and  Belt. 
After  the  death  of  Mr.  Belt,  the  business  was  repur- 
chased by  Mr.  Werlich,  who  later  removed  it  to  larger 
quarters. 


C.  B.  CHATFIELD 

Designer  of  Furniture 
GRAND 

RAPIDS         -         Michigan,  U.S.A. 
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' '  RAH !  RAH ! "  HE  MEANT 

Eddie  Bagshaw  was  put  to  such  a  strain  in  looking 
after  the  business  that  came  his  way  at  Stratford  dur- 
ing the  January  Exhibition  that  he  was  forced  to  vary 
his  diet  considerably  in  order  to  secure  the  necessary 
vim  to  pursue  business  vigorously. 

Most  any  morning  Eddie  could  be  heard  whispering 
to  the  waiter  at  the  local  food  emporium  that  he 
would  take  his  eggs  "College  style."  Only  those  who 
watched  closely  found  out  what  this  addition  to  the 
hash-house  vocabulary  meant. 


HE  WASN'T  IT 

W.  H.  Smith,  of  the  Canadian  Feather  &  Mattress 
Company,  Toronto,  tells  the  story  of  a  foreigner  who 
asked  a  friend  what  a  polar  bear  was.  When  this 
was  explained  to  liim,  he  protested  that  it  couldn't  be 
right. 

"And  why  not?"  asked  the  friend. 
"Because  I'm  not  that,"  he  said. 
"Who  said  you  was?" 

"Well,  Ike  died  to-day  and  Mrs.  Ooldstein  asked  me 
if  I  would  be  polar  bear  at  the  funeral." 


BIG  BASEBALL  MATCH  SCHEDULED  FOR  JULY 

There  has  always  been  a  good  deal  of  competition 
■between  Montreal  and  Toronto  in  the  matter  of  sports 
and  it  is  natural  that  when  the  furniture  men  from 
these  two  districts  meet,  as  they  did  at  the  January 
Exhibitions,  that  there  should  'be  some  difference  of 
opinion  expressed  as  to  the  superiority  of  the  respective 
cities  in  the  matter  of  sport.  The  whole  question  is  to 
be  definitely  settled  by  a  sudden  death  baseball  game 
to  be  staged  in  Toronto  during  the  July  Exhibition 
between  furniture  men  from  the  Toronto  and  Montreal 
districts.  "Bill"  Pearson  is  the  promoter  of  the 
event. 


TORONTO  EXHIBITION 

(  Continued  from  page  22  ) 

Christmas  season  if  they  had  had  more  stock  ready.  The 
upholstered  chesterfields  and  easy  chairs  were  shown  in 
a  very  fine  range  of  tapestries,  and  one  particularly  at- 
tractive design  wa.s  fashioned  with  mahogany  base  in 
Queen  Anne  period,  upholstered  in  a  rich  blue  electra 
velour. 

Business  during  the  month  has  been  brisk  and  the  de- 
mand for  heavy  upholstered  pieces  remains  firm. 


PRODUCTION  OF  ONTARIO  SPRING  BED  AND 
MATTRESS  CO.  NOT  INTERFERED  WITH 

The  building  of  the  Ontario  Spring  Bed  and  Mattress 
Co.  Ltd.,  of  London,  Ont.,  is  being  offered  for  sale  by 
the  assignee,  'but  A.  E.  Miller,  the  manager  of  the  com- 
pany, states  that  any  change  that  may  be  made  in  re- 
gard to  the  building  will  not  interfere  at  all  witli  pro- 
duction, and  that  they  will  at  all  times  be  able  to  satisfy 
customers  with  anything  they  may  reciuire  in  the  way 
of  iron  or  brass  beds,  springs  and  mattresses. 


Many  dealers  know  not  the  preciousness  of  silence 
Anger  frequently  runs  away  with  their  judgment  and 
they  fail  to  keep  the  proper  brakes  on  their  tongue. 
Too  many  people  think  aloud  and  then  offer  the  excuse 
that  they  always  "say  what  they  think."  It  is  fre- 
quently a  good  thing  for  the  man  in  business  not  to 
say  what  he  thinks.  What  may  be  right  enough  to 
think  or  what  one  cannot  help  coming  to  his  mind,  may 
not  be  quite  the  thing  to  put  into  words.  Think  before 
you  speak. 


When  you  fail  to  make  a  sale,  ask  yourself  Avliy. 
You  can't  hope  to  sell  even^  time,  but  often  there  is 
a  reason  why.  You  should  be  able  to  sell  a  little  more 
each  month. 


A  model  diningroom 
that  will  help  the  gale 
of  furniture  and 
household  appliances. 


Pebruarj',  1919 
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THE  VALUE  OF  TRUTH 
IN  ADVERTISING 

A  woman  was  heard,  not  long  ago, 
to  read  an  advertisement  of  $5  hats 
for  ^2M.  and  to  express  a  wonder 
that  a  store  eoulld  sell  them  at  such 
a  low  fignre  and  still  make  a  profit, 
for  she  did  not  believe  the  store  pro- 
posed to  lose  money. 

"  Think  Avhat  a  profit  I  would  have 
paid  them  at  $5,"  she  said. 

That  isone  side  of  the  story,  says  a 
bulletin  from  the  National  Vigilance 
Committee  of  the  Associated  Adver- 
tising Clubs  of  the  World. 

The  other  side  is  that  a  great  many 
other  women  refuse  to  believe  that 
the  article  advertised  was  ever  worth 
the  higher  figure  named — or  $5,  as 
in  this  case. 

"Usual  value,"  or  "value"  or 
"worth"  are  destructive  advertis- 
ing expressions,  the  bulletin  from  the 
committee  declares.  They  dull  the 
appeal  of  advertising.  When  a  store 
does  have  a  real  sale  to  move  off  odds 
and  ends,  a  great  many  readers  of  its 
advertisement  are  in  the  same  atti- 
tude as  the  men  who  declined  to 
come  when  the  little  boy  in  the  old 
stors^  called,  "Wolf,  wolf!" 

It  is  being  proved,  the  committee 
says,  that  business  of  a  more  per- 
manent character  can  be  built  with- 
out such  statements. 


EFFICIENCY  -^'t^ ^°<"^^y \° "^!P^°i'V,7''! 

  Kobettson  bocket  Head  Wood 

Screw    assures   efficiency.  Used 
tV,ilca,forfrcc  ^^^^^^   ^„    jg^jj^g  furniture 

manufacturers,  etc. 


dtmontir  aiion 


P.  L.  Robertson  Manufacturing  Co.,  Limited 

MILTON  -  ONTARIO 


High-Grade  CHESTERFIELDS 

Re-Upholstering  to  the  Trade 
SPECIAL  ORDER  WORK 

Life  Long  Furniture  Co.,  IngersoII,  Ont. 


1919 


More  Publicity  for 

Craftsman  Quality 


Rt'i  U  S.  PAT  OFF 


During  1919  we  are  going  to  carry  on  an  advertising  cam- 
paign for  Craftsman  Quality  Fabrikoid  that  will  bring  an 
increased  volume  of  business  to  your  store. 


It  is  frankly  admitted  that  Fabri- 
koid is  infinitely  better  than 
"leather  splits"  for  any  uphol- 
stery work — and  our  advertising 
will  drive  this  point  home  this 
year  as  never  before. 


Get  behind  this  big  movement. 
See  that  your  stock  of  Fabrikoid- 
covered  furniture  is  complete,  in 
order  that  you  may  realize  on 
the  demand  that  this  publicity 
is  bound  to  bring  you. 


LET  US  HEAR  FROM  YOU 

Wc  have  plate  glass  signs,  and  various  booklets,  that  are 
yours  for  the  asking. 

DU  PONT  FABRIKOID  CO. 

Sales  Office  *    -      63  Bay  St.,  Toronto 
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Upholstery  Springs 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High  Car- 
bon Steel  Wire,  oil  tempered  after 
the  coihng  operation,  thus  insuring 
uniform  strength  and  "No  Set."  Re- 
member, the  quality  of  your  High- 
Grade  Upholstering  depends  entirely 
on  the  quality  of  the  springs  you  are 
using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit  ;  buy  Canadian  springs. 

James  Steele,  Limited 

Guelph,  Canada 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limitad 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High- 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  a«n(  on  application 
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Talking  Machines  in  the 
Furniture  Store 


Satisfaction  Helps  Build 
Business 

From  Thomas  Phonoparts 


NO  me'asure  of  worthy  service  can  be  taken  out  of 
any  machine  that  does  not  have  that  full  meas- 
ure of  worth  built  into  it  by  the  manufacturer. 
With  infei-ior  parts  it  is  impossible  to  make  a  superior 
product.  No  matter  what  argument  may  be  advanced, 
the  man  who  intends  to  succeed  must  select  those  units 
that  are  the  most  efficient  and  reliable,  or  he  will  face 
dissatisfaction  with  his  product,  the  loss  of  business, 
and  finally — ruin. 

Quality  Essential 

This  is  true  not  only  of  this  industiy,  but  also  in  any 
other  manufacturing  enterprise;  every  year  hundreds 
commence  the  manufacture  of  some  article  of  con- 
venience or  necessity  and  the  process  of  elimination  be- 
gins at  once.  Thousands  have  started  to  make  auto- 
mobiles in  this  country,  and  yet  the  total  number  ha,s 
been  steadily  cut  down  until  the  business  is  "now  in  the 
hands  of  a  comparative  few.     The  same  is  true  of  sew- 


ing machines,  and  almost  any  other  article  in  common 
uise  that  you  may  name. 

Many  of  the  failures  have  happened  because  th'^; 
manufacturer  first  failed  to  recognize  that  the  <iuality 
of  the  goods  manufactured  was  not  e(|ual  to  the  <iuality 
put  into  competing  lines  by  othex  makers. 

Nowhere  will  this  process  of  elimination  be  more 
rapid  than  among  phonograph  builders.  Hundreds  of 
manufacturers  have  sprung  up ;  some  have  already 
failed;  others  are  struggling  to  keep  on  their  feet;  a 
few  are  going  forward  to  success,  and  those  who  are 
succeeding  are  invariably  those  who  are  giving  the 
customer  the  best  that  can  be  obtained. 

You  cannot  afford  to  use  inferior  goods:  you  must 
put  into  your  machines  motors,  tone  arms,  and  repro- 
ducers about  Avhich  there  can  be  no  question. 

The  cost  of  repairing — or  recalling  and  replacing  one 
defective  or  uiis'atisfactory  machine  that  will  not 
"stay  sold,"  will  eat  up  all  your  margin  of  profit  on 
the  sale  of  a  dozen  others — ^and  this  loss  may  be  small 
compared  to  the  .sum  you  will  lose  through  some  one 
of  your  large  buyers  becoming  irritated  and  su>spicious 
because  of  continued  complaints  from  his  customers. 
It  is  well  worth  your  while  to  investigate  by  a  personal 
visit  to  the  factories  making  the  equipment  offered  to 
you,  and  it  is  likely  to  prove  of  more  value  than  any 
other  equal  investment  of  your  time  and  money. 


Soundproof 
rtemonstrat'on 
booths  are  found 
valuable  aids  to 
S  lips  by  many 
dealers  in  phono- 
graph';.   Here  is  a 
u  ell-arranged  booth. 
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SPIRIT  OF  CO-OPERATION  IS  NEEDED 

iiiiiiiiitiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiniiiiiii;iiiiiiiiiiiiiiiiiiiiiiiiiiiiii::iiiiiiiiiHiiiiiiiiiiiiiiimiiiiiiiiiin^   'iiiiiiiiiiiiniiiiiiiiiimiiii  i!iiiiiiiiiiiiiiitiiiiiiiiiiiiiii. 

Dealers  should  adopt  every  new  idea  that  will  enable  them  to  meet  competition — Service  is.  the  foundation  stone 

aiiiiiiiiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiitiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiuin^   in  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiu 


THE  spirit  of  service,  or  «o-operation,  has  been  de- 
veloping steadily  in  all  branches  of  industry.  In 
fact,  every  day  we  are  realizing  how  much  one 
leans  upon  the  other.  The  war  in  Europe  has  de- 
monstrated most  vividly  how  Government  and  business 
must  work  hand  in  band,  each  aiding  the  other,  in 
order  to  secure  the  eolosisal  results  aimed  at  in  winning 
tihe  war. 

Fighting  methods  in  business  will  always  exist,  but 
they  will  be  along  fairer  lines,  for  a  reformation  is 
well  under  way,  and  the  spirit  underlying  this  move- 


M39 — Another  attractive  Mcljagan  pronograph  made  in  mahogany 
and  American  black  walnut. 

ment  is  far  stronger  than  many  people  imagine.  In 
every-day  business  we  find  that  the  merchant  and  the 
manufacturer  are  working  hand  in  hand  to  achieve  the 
desired  results. 

Service  is  Foundation  Stone 

"Service"  is  the  foundation  on  which  a  greater  and 
more  successful  business  structure  is  being  built.  The 
manufacturer  to-day  is  spending  thousands  of  dollars 
preparing  suitable  advertising  matter  in  the  form  of 
catalogues,  window  display  cards,  circulars,  in  fact, 
all  kinds  of  printed  matter  most  attractively  arranged, 
whereby  the  talking  machine  dealer 's  business  is 
helped,  and  his  path  toward  success  made  more  easy. 

It  would  seem  that  this  generous  ol¥er  of  co-opera- 
tion on  the  part  of  the  manufacturer  would  be  seized 
upon  with  avidity  by  talking  machine  dealers,  and 
eagerly  utilized.  Yet  we  hear  of  complaints  from 
manuufacturers  of  talking  machines  who  are  sending 
out  suitable  literary  matter  in  the  way  of  helps  and 
hints  to  the  trade,  that  t/heir  suggestions  are  not  ac- 
cepteid  or  utilized  as  they  should  be.  In  other  words, 
there  is  a  lack  of  that  co-operation  wihich  is  essential  to 
the  success  of  this  service  i)lan. 

This  attitude  is  somewhat  surprising,  for  the  closer 
the  intercourse  between  the  manufacturer  and  the 
dealer  the  better  for  all  concerned.  When  suggestions 
are  sent  out  by  manufacturers  which  do  not  appeal  to 
the  dealer  he  ought  to  make  it  a  point  to  write  and 
tell  why,  and  if  he  can  see  a  better  way  of  handling 
the  snb.iect  his  .sniggestions  will  certainly  be  received 
by  the  manufacturer  in  the  ])roper  spirit.      For  it 


takes  real  co-operation  on  the  part  of  both  manufac- 
turer and  dealer  to  put  any  suggestion  into  practice. 

It  takes  time  and  money  on  the  part  of  the  manufac- 
turer to  produce  ideas  which  are  distinctly  aimed  to 
aid  the  dealer  and  to  help  him  to  sell  his  goods.  It 
should  be  the  duty  of  the  dealer  handling  the  goods  of 
the  manufacturer  to  co-operate  enthusiastically  so  as  to 
put  these  ideas  into  use  xmless  they  are  faulty  or  can 
he  improved  upon. 

Make  Use  of  Manufacturers'  Helps 

Manufacturers  to-day  are  giving  i^erious  considera- 
tion to  any  and  every  pLan  that  will  tend  to  help  their 
own  and  their  dealers'  business.  Many  of  them  have 
opened  bureaus  for  this  purpose  under  the  manage- 
ment of  capable  men,  where  special  literature  is  pre- 
pared and  plans  outlined  to  help  dealers  promote  busi- 
ness in  their  locality.  This  is  a  most  commendable 
plan;  it  is  along  those  progressive  lines  that  help  to 
build  up  great  enterprises. 

But  all  these  efforts  are  a  waste  of  time  unless 
dealers  are  alive  to  the  necessity  for  action.  It  is 
certainly  disheartening  to  spend  time  and  money  in 
setting  forth  ways  and'  means  of  hellping  the  business 
of  a  dealer  when  he  treats  with  ajpparent  indifference 
the  various  sales  helps  sent  out  by  manufacturers. 

Conditions  at  present  render  it  imperative  for  the 
dealer  to  discard  all  old-fashioned,  antiquated  methods 


M27 — Plionograph  manufactured  by  the  Geo.  McLagan 
Furniture  Co.  Ltd. 

of  doing  businessi,  and  to  adopt  eveiy  new  idea  and 
method  which  will  help  him  to  meet  successfully  the 
keener  competition  which  has  developed  since  the  be- 
ginning of  the  war,  and  the  dealer  who  deliberately 
disregards  and  neglects  to  use  those  aids  \Vhich  the 
manufacturers  offer  him  is  certainly  not  conducting 
his  business  efficiently,  or  with  a  view  to  securing 
maximum  results  in  his  sales  and  profits  columns. — 
Talking  Machine  World, 
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Pathephone  No.  45 
Price  $58 
In  Mahogany  and  Oak 


Period  Design  Pathephone 
"Georgian" 

Price  $185 

In  Mahogany,  Walnut  and 
Fumed  Oak 


EVERY  PATHE  MODEL 

is  another  reason  why  you  should 
be  the  Pathe  Agent  in  your  locality 


NOTE — the  superior  artistic  appearance  of  the  Pathe 
designs— 

— the  marked  price  advantage — 

— the  many  exclusive  Pathe  features,  including 
the  Sapphire  Reproducing  Ball  instead  of 
steel  needles — 

— the  Pathe  advantage  of  playing  ALL  records— 

— the  striking,  comprehensive,  nation-wide  adver- 
tising campaign,  aimed  at  sending  purchasers 
into  the  dealers'  store. 


PATHE  FRERES  Phonograph  Sales  Co. 

4-6-8  Clifford  Street 
TORONTO 


ij 
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Modem  Style  Pathephone 
No.  100 

Price  $115 

In  Mahogany  Walnut  and 
Fumed  Oak 


Period  Design  Pathephone 
"William  and  Mary" 

Price  $235 

In  Mahogany,  Fumed  Oak 
and  Walnut 


Period  Design  Pathephone 
"Jacobean" 

Price  $215 

In  Jacobean  Oak,  Mahogany 
and  Walnut 
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The  BIG  Advantage  of  PATHE  RECORDS 

— Better  tone,  better  quality  and  everlasting  wear — 

— the  latest  popular  hits,  first  out  on  Pathe — 

— operatic  selections  by  the  world's  greatest  opera 
stars — 

— famous  bands  and  instrumental  selections — 

— a   complete   selection  of  "old  world  music" 
NEVER  out  on  other  records — 

— ALL  recorded  by  the  new,  superior  and  EX- 
CLUSIVE Pathe  method. 

Such  Records  will  make  your  store  the  Phonograph 
Music  centre  of  your  city  and  guarantee  you  the  profit 
and  prestige  that  such  a  reputation  positively  brings. 

There  may  be  an  opening  for  a  live  Pathe  agent  in 
YOUR  city.  Write  us  for  our  confidential  booklet, 
"A  Word  With  You"-it  tells  the  tale. 


PATHE  FRERES  Phonograph  Sales  Co. 

4-6-8  Clifford  Street 
TORONTO 


Pathephone  No.  72 
Price  $85 
In  Mahogany  and  Fumed  Oak 


Period  Design  Pathephone 
"Sheraton" 

Price  $302.50 

Inlaid  Dull  Antique  Mahogany 


Period  Design  Pathephone 
"Adam  Bros." 

Price  $145 

In  Mahogany,  Walnut  and 
Fumed  Oak 


Period  Design  Pathephone 
"Louis  XVI" 
Price  $385.00 
In  Mahogany 


Period  Design  Pathephone 
"Queen  Anne  ' 
Price  $260 
In  Mahogany  and  Walnut 
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PREDICTS  PROSPEROUS  PERIOD  FOR  THE 
PHONOGRAPH  TRADE 

"The  phonograph  is  about  to  enter  on  a  period  of  un- 
paralleled popularity  as  a  national  household  article, 
and  the  phonograph  industiy  is  about  to  enter  upon  a 
period  of  unparalleled  volume  of  sales,"  said  John 
Cromelin,  general  sales  manager  of  the  Otto  Heineman 
Phonograph  Siipply  Co.,  Inc.,  in  a  talk  recently. 

"Dui'ing  the  period  of  the  war  tlhe  demand  for  phono- 
graphs and  recordfs  Avas  enormously  in  excess  of  the 
ability  of  the  entire  industry  to  supply.  The  war 
brought  home  to  the  entire  world  the  iralportance  that 
wholesome  and  inspiring  songs  and  muisi'c  have  in  main- 
taining the  be.st  efficiency  of  civilian  and  soldier  alike, 
and  it  brought  home,  further,  the  fact  that  the  incom- 
parable vehicle  for  these  songs  and  music  iis  the  phono- 
graph. Every  jnanufacturer  was  oversold  far  in  ex- 
cess of  his  capacity.  The  recognition  of  the  import- 
ance of  the  phonograph  as  the  universal  entertainer 
and  morale  and  effieiency-builder  is  shown  not  (only  in 
the  tremendous  and  insatiaible  demands  that  come  from 
the  public,  but  also  in  the  treatment  of  this  industry 
by  the  Government.  The  restrictions  which  were  im- 
posed upon  the  phonograph  industry  were  reluctantly 
and  tardily  imposed  and  they  were  nothing  like  so 
severe  as  restrictions  on  many  other  industries. 

"Why  Avas  this?  Because  the  Giovernment  recog- 
nized the  great  value  of  the  pOionograph  in  keeping  the 
men  in  the  camps  and  the  men  and  the  woman  in  the 
factories  and  in  the  homes  content  and  efficient.  Because 
of  this  the  restrictions  on  the  phonograph  industry 
were  moderate  and  were  iunposed  at  such  a  late  period 
that  they  in  themselves  did  little  t'o  interfere  with  the 
production  of  plionograiphs  and  records.  There  was 
verj'  substantial  interference  with  production,  but  this 
came  from  the  shortage  of  material  and  labor,  due  to 
the  enormous  total  production  of  all  kinds  of  war  and 
pea<;e  supplies. 

"  The  laboring  classes  of  the  country  during  the  war 
period  made  money  at  a  rate  that  they  never  dreamed 
of,  and  the  first  thing  that  t'h'ey  turned  to  for  the  en- 
joyment of  their  new  .surplus  was  the  phonoigrtaph. 

"Now  We  are  entering  a  situation  \A*ere,  owing  to 
tJhe  enormous  tasks  to  be  performed  by  the  world,  the 
dem'and  for  labor  will  continue  for  an  indefinite  period 
to  be  nearly  if  not  fully  as  great,  as  it  h'as  been;  there- 
fore the  prosperity  of  the  working  classes  will  continue. 
This  means  that  the  purebasing  power  of  the  indi- 
vidual will  remain  high  and  the  demand  for  phono- 
graphs and  records  Avill  therefore  keep  \\\p  the  way  tbat 
it  has  done  in  1917  and  1918— but  with  this  big  differ- 
ence--that  now  peace  industries  have  come  to  have 
their  turn  in  getting  supplies  of  material  and  labor, 
the  phouoigraph  industry  Avill  be  able  to  make  deliveries 
of  the  (juantities  of  goods  the  public  want.  This,  tak- 
ing into  consideration  the  great  increase  in  demand, 
will  mean  an  enormous  volume  of  phonograph  and 
record  business  as  compared  with  any  figures  that  the 
industry  has  ever  experienced." 


FEATURES  OF  GOOD  SHOW  CARDS 

The  average  fui-niture  store  does  not  use  sufficient 
show  cards,  which  are  acknowledge  as  valu- 
able factors  in  the  selling  of  goods.  Aiid  it 
must  be  admitted,  as  pointed  out  by  The  Merchants 
Record,  that  the  average  .show  card  is  far  from  what 
it  should  be,  both  in  wording  and  appearance.  The 
commonest  fault  with  show  cards  is  that  they  are  let- 


tered in  a  style  that  makes  them  difficult  to  read.  This 
fault  arises  from  two  causes — the  arrangement  of  the 
wording  and  the  style  of  lettering.  It  is  an  almost 
universal  fault  with  the  beginner  at  card  writing,  who 
has  gained  some  degree  of  proficiency,  to  wish  to  show 
off  his  skill.  As  a  consequence,  he  is  not  satisfied  with 
plain  lettering,  but  must  introduce  all  of  the  curly- 
cues  he  is  capable  of  making.  Instead  of  making 
cards  to  be  read,  he  makes  them  to  please  the  eye. 
Nearly  every  card  writer  has  passed  through  this  stage 
and  most  of  those  who  have  succeeded  in  this  calling 
look  back  to  their  earlier  work  with  a  good  deal  of 
amusement.  They  can  remember  wonderful  examples 
of  fancy  lettering,  and  how  much  pride  they  took  in 
it  years  ago.  But  it  is  a  significant  fact  that  all  of 
these  old-timers  have  gotten  away  from  the  fanciful 
styles  in  favor  of  plain,  straight  letters  that  are  easy 
to  make  and  easy  to  read. 

That  is  the  first  consideration  in  show  card  lettering 
— that  it  be  easy  to  read.  And  the  easier  to  read  it 
is,  the  better  from  a  practical  point  of  view.  It  must 
be  remembered  that  the  show  card  is  an  advertise- 
ment. Its  purpose  is  to  sell  goods.  It  must  also  be 
remembered  that  the  average  show  card  gets  but  a 
passing  glance  from  the  woman  who  is  passing  the 
window.  If  a  phrase  on  the  card  catches  her  eye  and 
interests  her,  she  may  stop  to  read  the  rest,  but  if  it  is 
merely  an  obscure  blur  of  fancy  lettering  she  will  never 
give  it  a  second  thought. 

The  advertising  man  has  at  his  disposal  quite  as 
many  fancy  alphabets  as  the  card  writer.  Every 
printing  office  has  styles  of  "freak"  type  that  the  ad- 
man could  specify  for  his  advertisements  if  he  wanted 
to— but  he  doesn't.  He  sticks  to  the  plainest  type  he 
can  find,  because  plain  type  is  the  easiest  to  read.  So 
it  should  be  with  the  show  card  writer.  Stick  to 
the  plain  alphabets.  Make  your  cards  as  easy  to  read 
as  possible.  The  easier  they  are  to  read  the  more 
business  they  Avill  bring  to  the  store,  and  the  more 
your  services  will  be  worth  to  the  boss. 


WHO  SAID  THIS? 

Prof.  Renouard,  according  to  Tom  Simpson,  was 
giving  his  pupils  a  lesson  regarding  the  circulation  of 
the  blood,  during  the  recent  school  session,  and  among 
other  things  said:  "If  I  stand  on  my  head,  by  way  of 
illustration,  the  blood  rushes  to  my  head,  doesn't  it?" 
Nobody  contradicted  him.  "Now,"  he  continued, 
"when  I  stand  on  my  feet,  Avhy  doesn't  the  blood  rush 
to  my  feet?" 

"Because,"  answered  one  daring  youth,  "your  feet 
ain't  empty." 


FULFILLING  OF  PROMISES 

THERE  is  a  certain  shop  in  the  East  wihieh  has  won 
an  enviaihle  reputation  because  it  uses  the  most 
pimple  stateiTients  when  speaking  of  its  wares. 
Its  announeements  are  never  far  fetched.  Its  goods 
are  never  presented  in  Loid-face  type.  And  yet  it 
does  an  excellent  business.  It  has  many  friends  who 
have  traded  at  its  counters  for  years,  and  who  cannot 
be  wwn  away  from  it  under  any  pretext  wliatever.  Its 
merehandisie  is  not  of  the  most  expensive  character — 
on  the  contrary,  it  is  moderate  in  st.vle  and  in  price — 
bait  it  has  obtained  a  unique  position  and  does  a  much 
larger  volume  of  bu.<!inesa  than  do  many  more  preten- 
tious stores,  .just  becausie  of  its  "  person alit.v. "  It 
is  simple,  natural,  fraak,  and  not  stilted.  It  never 
miakes  a  promise  that  it  cannot  fulfill. — Decorative 
Fu  rnis'lier. 
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HE  Phonola  is  not  "assembled."  It 
"built."     Every  detail  in  its 


IS 


construction  is  aimed  at  the  one  result 
—  to  make  a  strictly  high-grade  musical 
instrument.  That  is  what  gives  the 
Phonola  Line  individuality. 


The  Phonola  and  Phonola  Records 

The  Combination  for  1919 

Thinking  dealers  have  good  reason  to  part  company  with  those  who  bewail  looked-for  depres- 
sion. Canada's  foundations — agriculturally,  financially,  and  socially — were  never  so  strong  as 
they  are  now. 

We've  learned  to  finance  our  own  undertakings.    The  nations  of  the  world  are  our  customers. 
There's  room  for  millions  more  people  in  our  land — and  development  work  for  them  to  do. 

Musically,  every  home  now  is  beginning  to  see  the  necessity  of  music.  The  returned  soldiers, 
in  settling  down,  will  create  thousands  of  new  homes,  and  they  all  know  that  life  without  the 
phonograph  is  impossible. 

PHONOLAS  and  PHONOLA  RECORDS  will  be  sold  on  a  bigger  scale  than  ever.  Are 
you  a  Phonola  dealer?    The  line  includes  a  design  for  every  taste,  and  a  price  for  every  purse. 

And  remember  PHONOLA  RECORDS.     Write  for  the  monthly  lists  of  new  records. 

The  Phonola  Co.  of  Canada,  Limited 

KITCHENER  CANADA 
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Maxwell  Sanitary  Steel  Vaults 


Our  Customers  are  Assured  of  Superlative  Quality  and  Prompt  Delivery. 

Maxvyreli  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned  Design  and  Construction  Unequaled 

Carried  in  by  All  Leading  Jobbers 

Ask  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  Case 


For  the  Handling,  Removal  and  Transportation  of  Bodies.    An  Indispensable 
Adjunct  to  the  Modern  and  Progressive  Undertaker. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 
Intide  Dimensions:  73  in.  long,  20  in.  wide,  15  in.  deep. 
Prices:  With  Tray  $38.00;  Without  Tray  $36.00;  Tray  Alone  $8.00 

Sold  by  the  Leading  Canadian  Jobbers. 
Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.  Y. 
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Undertakers'  Department 

I Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  incited  to  send  letters  ■■b^^^^^^^^^i^^ 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


FUNERAL    RITES    AND  CEREMONIES 

IIMMIIMIIIIIIIMIIIIMIMIMIMIMIIMIIIIIIIIIIIIIIIIMIMIIMIIIIIIIIIIIIIMIMIIIIIIIIIIIIIMIMIMMIIIIMIIIMIIIIIIIIIIMIMIIIIIIIIIIIIIMlin 

World  -wide  customs  and  services — Embalming  practiced  by  Egyptians — Funeral  rites  from  old  times  and  old 
countries — Funeral  sacrifices —  Mohammedan  burial — Jewish,  Greek  and  Roman  customs  —  By  H.  C.  Wilmot 


EVERY  country  has  certain  ideas  as  to  hovi''  funeral 
rites  should  be  carried  out.  Funeral  rites  in 
every  country,  no  matter  how  civilized  or  un- 
civilized, have  for  their  base — if  you  will  go  back  far 
enough  in  history — religion.  All  funeral  and  burial 
ceremonies  are  based  upon  religious  rites  handed  from 
generation  to  generation.  We  all  know,  or  rather 
have  read  and  heard,  that  the  Egyptians  embalmed 
their  dead,  and,  having  no  record  that  any  other  set 
of  people  ever  did  the  same  thing,  we  are  compelled  to 
give  the  Egyptians  credit  for  being  the  tirst  race  that 
practiced  embalming.  In  many  old  religions — and 
the  same  is  true  with  old  countries — ^funeral  rites  are 
given  at  this  day  and  age  in  their  original  form.  It 
has  been  left  to  the  English-speaking  people  to  get 
away  from  old  ideas  and  keep  funeral  ceremonies  up 
with  all  other  modern  ideas.  But  in  all  counti'ies  and 
with  all  different  religious  ideas  the  funeral  ceremony 
has  but  one  meaning,  and  that  iis  the  final  tribute  we 
pay  to  our  departed — the  last  true  tribute  of  friend- 
ship and  love  paid  to  the  remains  of  the  dead.  The 
earliest  information  we  can  obtain  of  funeral  rites  tells 
us  that  they  also  had  funeral  sacrifices,  such  as  the 
slaying  of  men  or  animals  to  accompany  the  soul  of  tlie 
departed  to  the  world  of  spirits.  The  slaying  of  men 
as  a  sacrifice  was  to  give  assistance  to  the  departed,  if 
he  needed  same;  the  slaying  of  animals  was  to  furnish 
him  with  food.  We  smile  at  such  a  thing  this  day  and 
age,  but  it  is  told  that  it  was  a  very  widespread  cn«tom 
in  the  early  years  of  this  world's  history.  As  stated 
before,  every  country  and  every  religion  seemed  to  have 
its  own  funeral  customs,  but  T'believe  that  the  Moham- 
medans came  closer  to  our  present  idea  than  any  other 
set.  The  Mohammedans  believed  in  burying  their 
dead,  and  as  soon  after  death  as  was  within  reason,  the 
prophet  generally  stating  at  what  time  the  interment 
should  take  place.  The  Mohammedans  did  not  be- 
lieve in  signs  of  excessive  grief,  and  no.  tears  nor 
lamentations  were  allowed.  We  learn  that  wit-h  the 
Jews  the  next  of  kin  closed  the  eyes  of  the  denarte-l, 
and  then  the  body  was  washed  and  laid  for  a  time  in 
spices  or  annointed  with  spices,  swathed  in  linen 
bandages,  and  then  deposited  in  a  tomlb.  And  then 
we  read  that  in  the  religious  creed  of  the  Greeks  and 
Romans.  sepuHure  was  as  an  act  of  piety  to  the  de 
parted  ;  without  it  the  spirit  had  to  wander  one  hu'-dred 
years  on  the  banks  of  the  gloomy  Styx.     The  last 


breath  was  generally  caught  by  a  near  relative,  who 
opened  his  mouth  to  receive  it.  You  have  all  heard 
of  the  "wake"  or  "watching,"  and  it  is  still  celebrated 
in  some  parts,  although  I  believe  the  idea  of  making 
it  one  large  drunken  feast  has  passed.  T  well  remember 
as  a  small  boy  in  my  home  town  of  seeing  a  number 
of  pereons  entering  a  home  where  I  knew  some  one  had 
died.  T  asked  my  mother  what  it  all  meant,  and  she 
told  me  that  they  were  going  to  a  "wake."  My  youth- 
ful curiosity  and  the  youthful  curiosity  of  several  of 
my  playmates  led  us  to  find  a  hiding  place  near  the 
house  and  watch.  Up  to  the  time  we  were  called  home 
by  our  parents  they  had  rolled  two  empty  beer  kegs 
out  the  back  door,  and  as  I  recall  the  scene  it  was  get- 
ting pretty  boisterous.  This  is  something  I  could 
never  understand,  because  I  suppose  I  was  brought  up 
different,  and  never  did  learn  the  full  meaning  of  a 
"wake."  I  do  know  that  it  means  the  sitting  up  with 
the  dead,  and  that  there  is  generally  a  certain  amount 
of  festivit3^  but  T  have  never  been  able  to  figure  out 
just  what  meaning  it  had  for  the  departed.  As  an  un- 
dertaker working  for  the  family  I  never  question  any 
sort  of  ceremony  or  service  or  any  religious  or  com- 
munity ideas  they  might  have  in  mind.  I  am  paid  to 
fit  in  and  give  them  the  services  they  are  paying  for. 


L.  F.  Hogan,  Ltd.,    Cornwall,    Ont.,    has  been  in-- 
corporated  with  a  capital  of  $30,000  to  carry  on  a  fur- 
niture and  undertaking  business.     Gordon  J.  Parisian 
will  be  in  charge  of  the  funeral  directing. 


The  Toronto  city  relief  office  had  a  busy  year  in 
1918.  according  to  the  annual  report  of  'City  Relief 
Officer  Coyell.  During  the  year,  39  adults  and  118 
infants  were  buried  at  the  expense  of  the  city. 


CANADIAN  Furniture  World  and  The  Tlndertakev 
is  the  mouthi)ieec  of  all  the  funeral  directing 
associations  in  Canada — Maritime  Funeral 
Directors'  Association:  Caniadian  Embalniers'  Associa- 
tion; Western  Canada  Funeral  Directors'  Association; 
Saskatchewan  F.  D.  A.;  Alberta  F.  D.  A.;  and  British 
Columbia  F.  D.  A. 

If  you  are  a  member  of  any  of  these  associations 
you  should  fret  this  paper.  For  one  dollar  a  year  it 
is  yours.      Sit  down  and  send  in  your  ilolliir  now. 
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THE  OPERATOR 

5  IV ritlenfor  Canadian  Furniture  World  and  The  Undertaker 

By  CHA3  O.  DHONAU.  Cincinnati 


IF  tJie  human  mind  is  the  seat  of  intelligence  and  will, 
the  mind  of  the  embalmer  can  be  made  the  subject 
of  a  searching'  inquiry  to  establish,  if  possi])le,  a 
basis  upon  which  intelligent  operators  may  be  selected. 
While  the  brain  is  the  seat  of  the  mind,  the  condition 
of  every  portion  of  the  body  has  something  to  do  with 
the  production  of  a  mind  that  will  come  up  to  all  re- 
quirements. Sometimes  the  distinction  between  active 
minds  and  slow,  dull  minds,  is  due  to  the  comparative 
health  of  all  or  parts  of  the  bodies  in  which  said  minds 
are  located.  At  other  times  a  distinction  is  found  be- 
tween minds  which  have  been  properly  developed  and 
those  which  have  been  neglected  by  their  owners. 

The  ideal  embalmer  should  have  a  mind  that  is  clear, 
broad  and  flexible  and  not  clouded,  narrow,  set  or  in- 
flexible. These  characteristics  enable  one  to  separate 
the  fully  competent  from  those  who  cannot  and  do  not 
demonstrate  complete  control  over  themselves  and  the 
bodies  in  their  care.  The  extent  to  which  mental  de- 
velopment has  been  carried  out  determines  the  extent 
of  the  viewpoint  from  which  the  embalmer  guides  him- 
self, his  methods  and  his  control  over  usual  and  iin- 
usual  circumstances  and  conditions. 

Only  a  person  who  develops  a  broad  mind  acquires 
a  broad  professional  viewpoint.  The  ability  of  a  per- 
son to  cope  with  and  overcome  unusual  conditions  is  in 
proportion  to  the  breadth  of  his  vision. 

The  three  essentials  necessary  in  the  development  of 
a  breadth  of  vision  consistent  with  our  definition  of  a 
competent  operator  are  as  follows: — 

1.  A  broad,  general,  theoretical  and  practical  educa 
tion. 

2.  A  brilliant  imagination. 

3.  The  power  of  analysis. 

1.  With  a  broad  education  in  the  arts  and  sciences  of 
anatomy,  physiology,  hygiene  and  sanitation,  cadaver 
chemistry,  chemistry  of  embalming,  and  embalming, 
founded  on  a  preliminary  education  sufificient  to  allow 
one  to  understand  the  principles  as  they  should  be  un- 
derstood, a  person  gradually  acquires  a  fund  of  infor- 
mation which  he  may  further  develop  to  his  own 
benefit  and  use  by : — 

2.  Developing  an  imagination.  An  imagination 
helps  one  to  understand  normal  conditions  as  well  as 
conditions  which  are  not  normal.  When  one  under- 
stands the  conditions  existing  in  a  case  he  is  enabled  to 
subject  such  conditions  to  a  further  analysis  before 
prescribing  a  treatment.  Therefore,  in  addition  to 
having  a  broad  education,  which  is  made  especially 
more  effective  by  the  development  of  a  brilliant 
imagination  in  connection  therewith,  the  last  link  in 
the  chain  of  essentials^ — the  power  of  analysis — must  be 
present  to  complete  the  chain. 

3.  The  power  of  analysis.  With  the  development  of 
the  power  of  analysis,  founded  on  a  broad  education 
and  a  brilliant  imagination,  comes  the  ability  to  de 
termine  the  degrees  of  resistance  of  the  body  to  the 
available  treatments  and  to  determine  the  kind  and 
strength  of  treatments  which  v^^ill  overcome  the  ex- 
pected resistance. 

Everyone  should  subject  themselves  to  self-analysis 


on  the  basis  of  essentials  1,  2  and  3.  -Many  would  find, 
that  while  they  are  broad  minded  along  business  lines, 
they  do  not  have  a  clear  understanding  of  what  they 
try  to  do  as  embalmers,  and  that  while  broad  in  one 
way,  they  are  narrow  and  set  in  another.  When  an 
embalmer  is  set  in  his  views,  when  his  plans  are  molded 
in  cast  iron,  when  he  cannot  think  straight  about  every 
phase  of  the  work  that  has  been  accepted  by  all  as  the 
work  of  a  profession,  he  is  at  the  mercy  of  such  condi- 
tions as  are  not  within  his  comprehension,  and,  there- 
fore, he  should  develop  essentials  1,  2  and  3,  if  he  is  to 
be  fully  and  truly  competent. 


FIVE  AMBULANCES  IN  ONE 

Buffalo  has  adopted  one  of  the  most  unusually  de- 
signed ambulances  known,  or  perhaps  it  would  be  cor- 
rect to  say  "some"  instead  of  "one,"  inasmuch  as  this 
ambulance  is  really  five  in  one.  It  consists  of  one 
well-made  body  and  five  separate  steel  linings. 

The  idea  originated  with  the  superintendent  of  one 
pf  the  Buffalo  hospitals,  and  the  reason  for  separate 
linings  is  to  prevent  contagion,  as  naturally  there  is 
scarcely  time  for  an  emergency  ambulance  to  be 
cleaned  and  fumigated  after  every  trip,  as  it  very  fre- 
'(|uently  happens  that  calls  come  in  so  rapidly  the  am- 
bulance after  delivering  one  patient  has  to  turn 
around  and  dash  away  for  another. 

Ambulances  are  also  costly  to  maintain,  with  a 
driver  for  each  and  extra  attendants.  But  this  Buf- 
falo hospital  superintendent  avoided  all  this  extra 
cost  by  his  simple  plan  of  making  one  ambulance  body 
to  which  steel  linings  can  be  fitted.  Of  course,  any 
number  of  linings  can  be  made  for  one  ambulance 
body,  but  in  this  instance  five  were  made. 

One  is  for  diphtheria,  another  for  .smallpox,  a  third 
for  scarlet  fever,  the  fourth  for  measles  and  the  fifth 
for  suspected  cases  and  general  emergency  and  in- 
juries. 

These  steel  linings  lare  made  with  voimding  corners 
and  rounding  angles,  so  they  may  be  easily  and  (jnickly 
scrubbed  out  and  fumigated.  A  sort  of  house  is  made 
for  them,  exactly  back  of  where  the  ambulance  stands. 
This  has  five  compartments,  each  one  labelled  "Diph- 
theria," "Smiallpox,"  "Measles,"  "General  Cases." 
When  the  call  comes  "Smallpox  case  at  No.  600  Blank 
Avenue,"  the  attendants  open  the  door  to  the  compart- 
iment  marked  "smallpox"  and  pull  out  the  lining:  it 
runs  on  rollers  and  slides  from  its  resting  place  into 
the  body  of  the  ambulance,  a  eouple  of  clamps  forward 
and  back  working  by  means  of  a  lever,  lock  the  lining 
in  position,  and  this  is  done  almost  before  the  driver 
has  had  time  to  get  into  his  seat. 

After  the  ambulance  returns  and  the  patient  has 
been  taken  to  the  isolation  ward,  this  lining  is  thor- 
oughly scrubbed  and  fumigated.  But  while  this  is 
going  on  another  call  may  come.  There  is  not  a 
moment's  delay.  The  ambulance  takes  another  lining, 
according  to  what  the  disease  is,  and  dashes  away, 
while  the  cleaning  of  the  first  lining  goes  on.  Even  if 
it  is  another  ease  of  smallpox  and  they  are  cleaning  the 
smallpox  lining,  any  of  the  others  may  be  taken  in 
isuch  an  emergency,  as  they  have  been  thoroughly 
cleansed  and  sterilized. 


Sulphur  fumigates;  it  is  not  a  disinfectant.  Its 
power  to  kill  bacteria  depends  upon  the  liberation  of 
fulphuric  acid,  which  must  come  in  direct  contact  with 
unprotected  surfaces,  to  be  effective. 
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ONCE 
USED 


ALWAYS 
USED 


Your  Business  Demands  Attractive  Hardware 


No.  573— Plate,  Size  9^"  x  5". 


*  No.  1206— Silver  Bar  No.  1207— Oak  Bar  No.  1208— Textile  Bar 

THE  ABOVE  DESIGN  MAKES  UP  INTO  A  SPLENDID  EXTENSION  HANDLE 


"  IV e  maJ^e  the  best  at  reasonable  prices.  " 


Dominion  Manufacturers,  Limited 

Head  Office:    109  Niagara  St.,  Toronto,  Canada. 
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ALWAYS  ON 
THE  JOB 


National  Casket  Co.,  Toronto,  Ont. 

The  Olobe  Casket  Co..  Limited 
London.  Ont. 

Girard  &  Godin.  Limited 
Three  Rivers,  Que. 


BRANCHES 

The  Semmens  &  Evel  Casket  Co., 
Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co.,  Limited 
Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co., 
Winnipeg,  Man.  Limited 


NEVER  MISS 
A  TRAIN 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin.  Limited 
Montreal,  Que. 
VancouTer  Casket  Co. 
Vancouver.  B.C. 


Highest  Grade  Funeral  Directors'  Supplies 


NUMBER  519  COUCH 


An  attractive  couch  casket,  covered  w^ith  Embossed  Plush.  On  display  at  our  showrooms. 

Your  inspection  is  invited. 

INVESTIGATE  and  BENEFIT  by  RESULTS. 

Perhaps  you  have  never  realized  what  an  important  factor  the  selection  of  HIGH-GRADE 
FUNERAL  SUPPLIES  are.  Maybe  you  are  too  much  absorbed  in  other  affairs  to  give  much 
time  and  thought  to  the  matter,  and  the  result  is  often  unpleasant.  Adopt  "Dominion  Service 
Products"  for  your  business  and  see  if  you  don't  find  an  improvement.  What  we  have  done  m  the 
past  we  hope  to  do  in  greater  measure  in  the  future. 

"  IVe  are  the  largest  manufacturers  oj  High-Grade  Caskets  and  Funeral  Accessories  in  Canada.  " 


Dominion  Manufacturers,  Limited 

Head  Office:    109  Niagara  St.,  Toronto,  Canada 
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MORE  about  PROFITS  in  FUNERAL  DIRECTING 

IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIHIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIINIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIH 

How  some  firms  figure  their  costs— Casket  should  not  bear  all  costs — Overhead  increasing  year  to  year — Some 
investments  too  large — Meet  your  business  face  to  face — Use  of  comparative  figures — Digging  into  one  s  business 

iiiiiiiiiiiiliiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiliiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiillliilin 


The  most  progressive  firms  have  a  system  of  mark- 
ing, whereby  each  casket  is  given  its  just  load.  They 
have  figured  it  out  just  as  near  as  it  is  possible  to 
figure  it  out — ^how  much  it  cost  them  to  do  business. 
To  this  cost  is  added  the  profit  they  feel  they  are  en- 
titled to.  The  style  of  the  casket  is  then  considered 
and  comparison  is  made  vi^ith  other  styles.  A  price  is 
arrived  at  and  this  price  is  marked  in  open  figures  or 
trade  figures  on  the  casket.  In  this  way  there  is  no 
hit  or  miss,  and  the  price  of  the  casket  is  maintained 
and  priced  to  all  alike. 

To  make  the  casket  'bear  the  entire  load  of  profit  is 
wrong.  Your  personal  services  should  be  charged  for. 
Each  thing  furnished  should  also  be  charged  for,  and 
charged  separately  so  that  when  a  statement  is  rend- 
ered it  is  easily  understood.  Emibalming,  hearse,  etc., 
all  in  the  price  of  the  casket  is  an  obsolete  idea  and  not 
used  by  real  progresisive  firms.  It  is  unfair  to  the 
patron,  as  well  as  the  undertaker  himself. 

Some  firms  will  use  the  system  of  entering  on  their  . 
day-book,  at  the  time  the  charge  is  made,  the  whole- 
sale cost  of  each  article  furnished  and  at  a  glance  they 
can  tell  the  profit  they  have  made  on  any  certain  case. 
This  is  a  haphazard  way  of  arriving  at  the  profit,  and 
of  course  does  not  show  the  true  profit.  The  overhead 
is  all  forgotten  and  just  the  gross  profit  is  shown. 

As  eacih  year  passes,  it  is  costing  us  all  more  to  do 
business.  We  must  necessarily  add  a  greater  profit. 
The  per  cent,  added  to  take  care  of  "overhead"  must 
be  increased.  What  was  proper  two  years  ago,  can 
not  be  right  and  just  to-day.  Everything  has  in- 
creased. Larger  salaries  are  paid.  Goods  are  cost- 
ing more.  Barn  and  garage  expenses  are  higher. 
Nearly  everything  necessary  and  needed  about  an  un- 
dertaking establishment  has  increased  in  cost  and  the 
end  of  this  continued  increase,  at  this  writing,  is  not  in 
sight.  If  you  are  not  careful  your  net  profit  will  fall 
short  at  the  end  of  the  year.  For  your  own  protec- 
tion you  must  adopt  a  definite  plan  in  adding  profit  to 
the  goods  you  sell,  and  give  up  guess  work.  Know 
what  you  are  doing. 

To  get  at  the  matter  in  a  business  way  figure  out 
your  total  amount  of  business  done  during  the  past 
twelve  months.  Add  up  the  expense  and  be  sure  to 
get  all  your  expenses.  When  you  have  the  footing  of 
these  columns  it  will  not  be  a  hard  task  to  find  out  just 
where  you  stand.  Don't  overlook  the  overhead  item, 
and  be  sure  to  add  a  percentage  that  will  cover  every- 
thing. With  the  total  showing  the  amount  of  busi- 
ness done  and  the  total  .showing  the  amount  of  ex- 
penses, you  should  be  able  to  figure  out  just  about 
what  your  overhead  expenses  has  been.  After  ob- 
taining the  amount  you  feel  Avill  take  care  of  the  over- 
head, you  are  now  ready  to  figure  and  add  your  profit. 
Now,  what  should  this  profit  be?  Take  the  total  gross 
business  done  during  the  twelve  months'  period  and 
deduct  the  total  amount  of  your  expenses,  multiply  the 
balance  you  have  left  with  the  overhead  per  cent.,  then 


subtract  the  total  of  your  expense  and  overhead  from 
the  gross  amount  of  business  done  and  you  will  see 
what  your  profit  has  been.  The  overhead  item  must 
take  care  of  the  wear  and  tear  and  depreciation  and 
all  other  items  not  taken  care  of  in  the  general  expense 
account.  You  have  now  found  the  amount  known  as 
net  profit.  Does  this  amount  give  you  enough  profit 
for  the  investment  and  the  amount  of  gross  business 
you  have  done. 

Many  men  engaged  in  this  profession  have  an  invest- 
ment too  large  for  the  business  they  do,  and  if  they 
would  figure  the  entire  proposition  as  it  should  be 
figured  they  would  be  losing  money.  We  also  have 
many  engaged  in  the  business  that  could  atford  to 
spend  much  in  the  improvement  of  their  place  and 
service,  and  still  make  a  greater  profit  on  the  business 
they  do.  After  you  have  found  the  net  profit,  make  a 
careful  comparison  of  all  figures  and  you  will  see  what 
end  of  the  horn  you  are  coming  out  of.  If  the  figures 
do  not  show  up  favorahly  then  some  end  of  the  busi- 
ness needs  doctoring.  Add  more  overhead,  for  it  is 
ten  chances  to  one  that  you  have  this  item  too  low. 
There  is  no  need  being  in  business  unless  yon  can  make 
a  fair  and  just  profit,  and  when  you  are  unable  to  do 
that  it  is  better  to  close  the  doors  and  call  in  the 
sheriff. 

To  attain  financial  success  in  the  undertaking  busi- 
ness you  must  know  what  you  are  doing  and  not  guess. 
This  is  the  big  secret  of  all  successful  businesses.  Sub- 
stitute the  certainty  of  facts  for  the  uncertainty  of 
giiesswork  in  your  lausiness  and  success  will  meet  you 
"face  to  face."  You  should  know,  and  not  guess,  what 
it  cost  to  do  business.  You  can  figure  this  out  for 
yourself  if  you  will  only  take  the  time  to  do  so. 

Each  locality,  as  has  heen  stated  before,  has  its  own 
peculiarities  and  it  is  hard  for  anyone  to  tell  exactly 
what  per  cent,  should  be  added  as  overhead.  You 
should  know  the  expense  and  profit  each  casket,  etc., 
should  bear. 

You  should  receive  a  just  compensation  for  every 
service  and  article  you  furnish.  If  you  adopt  such  a 
plan,  it  will  mean  added  profits  for  you  at  the  end  of 
the  year.  Know  what  each  article  costs.  Know  the 
per  cent,  that  must  he  added  if  you  want  the  article  to 
show  you  a  desired  profit.  This  all  can  be  done  and 
if  you  are  unahle  to  do  this  figuring,  it  will  pay  you  to 
hire  someone  that  does  know.  Most  all  undertaking 
firms  that  do  not  employ  a  bookkeeper  would  make 
money  if  they  did.  The  only  hope  anyone  can  have 
that  is  engaged  in  the  undertaking  business  is  to  have 
a  plan  for  figuring  profits  as  one  goes  alou'g  and  the 
making  of  those  profits  just  what  they  ought  to  be.  All 
very  successful  men  make  as  their  guide  to  their  groov- 
ing business  (and  all  businesses  should  be  growing,  and 
not  standing  still)  charts  of  their  experience,  boiled 
down  to  comparative  figures  of  cost,  selling  prices,  ex- 
penses and  profits.  To  find  out  these  very  essential 
facts  is  the  best  investment  any  undertaker  can  make. 
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ELEMENTS  of  EMBALMING 

A  Review  Course  of  instruction  for  readers  of 
Canadian  Furniture  W orld  and  The  Undertaker 

By  Howard  S.  Eckels,  Ph.  G. 
ARTICLE  V 


The  axillary  method,  however,  possesses  a  very 
distinct  advantage.  By  it,  in  the  first  place,  the  fluid 
reaches  not  the  arm,  as  might  be  supposed,  but  is  in- 
jected through  a  flexible  tube  directly  into  the  arch  of 
the  aorta,  taking  the  course  thereafter  that  the  blood 
would  take  in  life,  and  Avith  the  same  relative  pressure. 
Indeed,  if  the  selection  of  the  arterial  tube  is  properly 
made  and  a  large  enough  one  is  used,  less  fluid  is  apt  to 
reach  the  side  in  which  it  is  injected  than  other  parts 
of  the  body,  particularly  so  unless  jiist  before  the 
operation  is  completed  and  while  the  fluid  is  still  flow- 
ing, the  tube  is  slowly  -withdrawn  so  that  the  fluid  may 
reach  the  smaller  branches  and  sub-branches  whicb 
have  been  closed  by  the  body  of  the  tube  during  the 
earlier  stages  of  the  operation. 

Even  when  a  rather  small  tube  is  used,  however,  and 
there  is  a  regurgitation  of  the  fluid  back  towards  the  in- 
cision and  a  consequent  hardening  of  the  neighboring 
tissues,  when  the  axillary  method  is  used  it  is  possible 
to  fold  the  arms  exactly  as  they  should  be  in  the  casket 
while  the  instruments  are  still  in  place  and  the  fluid 
still  is  being  injected.  The  shape  of  the  instruments 
permits  this.  They  may  project  either  above  or  lie 
below  the  arm  with  equally  good  results. 

The  fact  that  only  one  incision  is  necessary  and  this 
incision  in  the  most  obscure  part  of  the  body,  the  arm- 
pit, is  another  strong  point  in  favor  of  raising  the 
axillary,  rather  than  the  brachial,  carotid,  iliac  or 
femoral. 

Still  another  particularly  strong  point  in  favor  of 
the  axillary  method  is  the  fact  that  through  the  in- 
struments designed  for  its  application  the  fluid  may 
be  made  to  flow  into  the  body,  without  pumping,  by 
the  force  of  gravitation  alone.  This  enables  tbe 
operator  to  spend  all  of  his  time  in  gently  massaging 
tbe  face  and  hands  to  remove  any  discoloration  and  to 
secure  the  best  cosmetic  effect.  Particularly  if  a 
bland,  scientific  fluid  designed  for  use  with  the  instru- 
ments be  employed,  a  very  fine  cosmetic  effect  is 
practically  assured  for  two  reasons:  First,  that  the  em- 
balmer  is  enabled  to  give  his  entire  attention  to  mas- 
sage; and,  second,  because  the  drainage  is  so  thorough 
that  either  reflushing  or  a  putty  color  is  impossible. 

To  sum  it  all  up  in  a  paragraph,  every  advantage  is 
on  the  side  of  the  axillary  method — cleanliness  of 
operation,  thoroughness  of  drainage,  perfection  in  cos- 
metic effects  and  general  efficiency.  No  other  method 
yet  devised  presents  half  the  advantages  of  the  axillary 
in  ninety-nine  cases  out  of  a  hundred. 

For  the  odd  case  in  the  hundred,  be  it  a  jaundice, 
where  the  carotids  most  effectively  may  b"  used,  or  a 
posted  case,  where  other  arteries  in  addition  must  be 
used,  the  embalmer  would  proceed  according  to  es- 
tablished usage,  but  in  all  but  extraordinary  and  ex- 
tremely rare  cases  the  average  embalmer  will  find 
nothing  else  that  will  present  so  many  or  so  manifest 
advantages. 

To  me  and  to  thousands  of  others  who  have  used  tbe 
axillary  artery  for  injection  and  the  axillary  vein  for 


drainage,  it  would  seem  that  this  method  had  so  many 
advantages  that  they  w^ould  be  apparent  to  every  one. 

More  than  three-fourths  of  all  the  scientific  em- 
balmers  in  the  United  States  to-day  rely  almost  ex- 
clusively on  this  system. 

Naturally  some  of  those  who  learned  the  art  before 
the  invention  of  'the  axillary  tubes  still  cling  to  the 
old  way  of  injecting  fluid  through  the  brachial  artery 
and  draining  what  blood  they  do  drain  through  a  tro- 
car barbarously  thrust  into  the  heart — when  they  hit 
the  heart,  which  I  beg  to  assure  you  is  very  far  from 
invariable. 

I  certainly  have  no  fault  to  find  with  those  who  cling 
to  the  old  customs.  There  is  a  saying  as  old  as  history 
that  "You  can't  teach  an  old  dog  new  tricks." 

This  really  should  read,  "You  can't  teach  some  old 
dogs  some  new  tricks."  for  in  my  experience  I  have 
found  that  the  most  apt  pupils  were  some  Avho,  while 
old  in  years,  were  decidedly  young  and  progressive  in 
spirit.  Age  is  no  criterion.  The  progressive  man  is 
as  progressive  at  ninety  as  he  is  at  nineteen. 

But  T  was  talking  about  the  axillary  method.  I 
am  impelled  to  this  because  my  attention  has  recently 
been  called  to  addresses  delivered  before  two  State 
associations  by  two  supposedly  eminent  lecturers,  in 
which  the  axillary  method  Avas  scoffed  at  to  the  limit 
of  the  ability  of  the  speakers. 

To  say  that  I  Avas  surprised  is  putting  it  rather 
mildly. 

It  Avas  rather  to  be  expected,  as  I  have  said,  that  a 
fcAv  undei'takers  Avould  still  cling  to  the  old  methods, 
but  that  a  lecturer  and  Avould-be  teacher  should  try  to 
tell  an  intelligent  audience  that  the  axillary  tubes  were 
of  no  utility  and  were  exploited  only  because  the  in- 
ventor was  the  manufacturer  of  them  would  be  laugh- 
able if  it  Avere  not  pathetic. 

To  insure  preserA'ation  the  embalmer  must  inject  in 
normal  cases  about  one  quart  of  fluid  to  each  fiifty 
pounds  of  body  weight. 

Personally  I  think  that  he  Avould  better  inject  a 
little  more  of  a  properly  blended  fluid,  because  I  be- 
lieve that  better  effects  can  be  produced;  but  in  general 
practice,  the  average  embalmer  uses  aboiit  the  quantity 
T  have  mentioned. 

f  To  be  continued. ) 


,  SURPRISING  THE  UNDERTAKER 

Vernon  Green,  an  undertaker  at  Hermon,  N.  Y.,  was 
called  on  the  telephone  and  was  told  that  a  man  was 
dead  at  a  certain  place,  and  was  probably  another 
"flu"  AHctim.  He  said  he  Avas  so  busy  AA'ith  other 
calls  he  could  not  get  there  that  night,  but  left  instruc- 
tions that  the  body  be  placed  in  a  cold  room  with  the 
head  elevated,  and  he  would  be  there  to  do  the  embalm- 
ing the  first  thing  in  the  morning. 

When  he  reached  the  place  the  next  morning  he  went 
into  the  cold  room  prepared  to  do  his  work.  The  sup- 
posed corpse  raised  his  head  and  looked  at  Green  Avith 
as  much  displeasure  as  a  man  in  his  condition  could. 

"It  is  about  time  some  one  came,"  he  said.  "You 
are  the  first  person  to  come  near  me  since  last  night." 


Tbe  Anglican  Bishop  of  Jerusalem  is  responsible  for 
the  following:  "When  aOanadian  soldier  Avas  infonued 
that  the  Australians  had  reached  Bethlehem  on  last 
Christmas  eve,  he  replied,  like  a  flash.  'I'll  bet  the  shep- 
herds Avatched  their  flocks  that  night.'  " 
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I  COUNT  LA  MARCH  | 

I      DIED  IN  CHICAGO.  JUNE  9TH.  1912.   SHIPPED  TO  FRANCE  JULY  3 1ST.  1913.  WHEN  THIS  PHOTO  WAS  TAKEN.  | 

I  EMBALMED  BY  W.  A.  DUFFEY.  CHICAGO.  | 

I  WITH  CANICULA  EMBALMING  FLUID  | 

I   CANICULA  CHEMICAL  COMPANY.  366  Bathurst  St.,  Toronto  I 

.iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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SOME  EARLY  HISTORY  OF  EMBALMING 

Embalming  was  practised  by  the  ancient  Assyrian!, 
Persians  and  Egyptians,  which,  latter  bronght  this  art 
to  high  perfection,  and  embalmed  not  only  human  be- 
ings, but  reptiles,  birds,  fishes,  insects,  and  other  sacred 
animals.  They  obtained  a  mummification  of  the  body 
by  removing  the  viscera  and  substituting  spices,  drugs 
(also  asphalt) ;  it  was  then  steeped  in  neutral  carbonate 
of  sodium,  after  which  it  was  bandaged  with  gummed 
linen  cloth.  It  being  considered  a  detestable  thing  to 
commit  violence  or  inflict  wounds  on  the  human  corpse, 
the  surgeon  appointed  to  this  task  was  generally  pur- 
sued with  stones  and  curses. 

The  aborigines  of  the  Canary  Islands  also  employed 
a  method  similar  to  that  of  the  Egyptians  by  removing 
the  viscera  and  padding  the  skin,  while  the  Peruvians 
and  Ethiopians  took  advantage  of  the  desiccating  at- 
mosphere using  additionally  salt  or  chalk  to  preserve 
their  dead.  In  all  cases  the  results  obtained  was  a 
mummy  permanently  preserved,  it  is  true,  but  which 
for  modern  uses  is  absolutely  impractical,  as  an  open 
exposition  with  life-like  appearance  is  desired. 

Modern  embalming  dates  from  the  eighteenth  cen- 
tury. Dr.  Pred.  Ruysch,  of  Amsterdam  (1665-1717), 
utilized  alcohol,  while  Wm.  Hunter  employed  essen- 
tial oils,  camphor,  saltpetre,  etc.,  final  desiccation  being 
effected  by  means  of  placing  roasted  gypsum  (chalk) 
in  the  coffin. 

J.  P.  Boudet  (1778-1849)  embalmed  with  tan  salt 
asphalt,  Peruvian  bark,  and  other  aromatics,  using  also 
corrosive  suWimates. 

Girolamo  Segato  obtained  splendid  results  by  petri- 
faction, but  died  in  1836,  taking  his  secret  with  him. 

The  Galvano  plastic  process  of  Vario  necessitated  in- 
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EMBALMING 
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cision  and  vasculary  injection,  while  that  of  P.  Gorini, 
although  splendid  in  its  results,  was  not  practical. 

Prof.  Auguste  Renouard,  the  Nestor  of  American 
emhalming  instructors,  laid  the  way  for  the  present 
methods  of  embalming  through  his  earnest  endeavors 
dating  from  his  early  experiments  in  1867.  He 
achieved  greater  results  in  the  development  of  the 
work  of  the  profession  than  did  those  who  preceded 
him.  His  forty-five  years  of  service  devoted  ex- 
clusively to  the  education  of  embalmers  and  under- 
takers contributed  largely  to  the  present  higher 
standards  of  professionalism.  As  is  well-known,  his 
great  work  is  being  continued  by  his  son.  Dr.  Charles 
A.  Renouard,  whose  research  work  has  resulted  in  the 
discovery  and  adoption  of  numerous  practical  ideas 
now  used  by  almost  every  emibalmer. 


SERVING  THE  PUBLIC 

There  are  many  ways  in  which  the  undertaker  can 
gain  the  esteem  and  confidence  of  the  public,  but 
whatever  method  he  may  apply,  it  must  necessarily 
show  in  his  services  to  the  public,  says  The  Sunnyside. 
An  example  of  how  a  progressive  firm  in  th"  West 
takes  advantage  of  an  opportunity  to  serve  the  public 
is  shown  in  the  following  announcement  recently  sent 
out  by  a  firm  of  funeral  directors  in  Wyoming. 

"It  has  been  a  custom  of  old  for  all  persons  who  have 
dear  ones  interred  in  the  cemetery  to  visit  the  (paiel 
resort  on  Decoration  Day  in  each  year,  and  with  tender 
hands  and  loving  hearts  to  beautify  their  last  resting 
place,  by  placing  or  planting  flowers  on  their  graves. 

"Mount  Hope  Cemetery,  being  so  far  distant  from 
the  city  and  not  easy  of  access,  we  hereby  place  our 
automobiles  at  the  service  of  all  those  who  have  no 
conveyance  of  their  own  and  who  would  like  to  visit 
the  graves  of  their  loved  ones  on  this  day. 

"If  you  should  desire  to  make  use  of  the  above  offer, 
please  phone  us  your  address  and  time  you  would  wish 
our  auto  to  call — either  in  the  morning  or  afternoon — 
and  we  will  convey  you  both  to  and  from  the  cemetery 
without  any  outlay  on  your  part. 

"Trusting  that  this  offer  will  be  received  in  the  same 
spirit  in  which  it  is  made  and  to  receive  many  sum- 
mons for  this  purpose,  we  remain." 


GALT  FURNITURE  MAN  PROMINENT  IN 
CIVIC  AFFAIRS 

D.  Y.  Ray,  of  Allen  &  Ray,  furniture  dealers  and  un- 
dertakers of  Gait,  Ont..  who  was  again  elected  to  the 
Council  of  that  municipality,  was  chairman  of  the  com- 
mittee appointed  to  select  the  standing  committees  of 
the  year.  He  was  himself  elected  chairman  of  the 
Fire  and  Light  Committee  and  a  member  of  the 
Cemetery  Committee  and  the  Industrial  and  Publicity 
Committee. 


WANTED  TO  HELP 

A  little  hoy  at  school  saw  his  teacher  faint  and  fall. 
In  the  confusion  it  was  impossible  to  keep  so  many 
heads  cool,  and  the  little  ones  flocked  around  the  un- 
conscious lady  and  her  sympathetic  colleagues.  But 
this  small  boy  kept  both  his  color  and  his  coolness. 

Standing  on  a  bench  and  raising  his  hand,  he  ex- 
claimed:  "Please,  teacher,  can  I  run  and  fetch  father? 
He  makes  coffins." — Pittsburg  Chronicle-Telegraph. 
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Quality  the  Dominant  Feature 


Your  hearse  or  ambulance  will  be  a  credit  to  your 
profession  if  it  is  built  by  the  Hards,  Timpson 
Company.  Our  bodies  give  you  the  very  latest 
in  design,  and  the  expert  workmanship  employed 
ensures  long  and  satisfactory  service. 

We  build  hearse  bodies  to  any  style  you  may  wish 
and  guarantee  you  a  satisfactory  job. 

We  have  been  making  a  specialty  of  rebuild- 
ing horse-drawn  hearses.  Let  us  convert  your 
hearse  into  a  handsome  motor  turnout.  Prices 
are  extremely  reasonable. 

HARDS,  TIMPSON  &  COMPANY 

188  Strachan  Ave.,  Toronto 


50 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  February,  1919 


WEIRD  TURKISH  FUNERAL 

I3y  "TO  I  {( )NTO\  I A  X  ' 

UNLIKE  the  Greeks,  (who  carefully  exhume  the 
bones  of  their  dear  departed  after  exactly  three 
yeans,  and  place  them  in  a  carefully  labelled 
sack  in  places  for  the  purpose  provided)  the  Turks  be- 
lieve in  permanence  in  burial  matters.  It  fell  to  my 
lot  to  witness  a  Turkish  funeral  on  a  certain  occasion, 
and  it  turned  out  to  be  a  unique  proceeding. 

In  the  first  place,  the  grave  is  not  overly  deep  to  an 
occidental  mind  (they  also  reverse  our  customary 
idea  of  a  headstone — using  one  so  narrow  at  the  base, 
compared  with  the  top,  that  it  is  the  rule  rather  than 
the  exception  for  them  to  fall  in  a  short  time).  More- 
over, they  use  no  coffin. 

The  corpse,  bedecked  in  his  finest  array,  is  placed  in 
the  open  grave,  and  then  a  plank  (to  keep  his  features 
from  being  crushed  by  the  in-thrown  earth)  is  placed 
on  top  of  him,  from  head  to  heels.  And  now  comes 
the  amazing  part  of  the  ceremony. 

The  "hoadja"  (priest)  drops  down  on  this  plank, 
kneels,  places  his  head  (with  an  ear  to  the  plank)  above 
where  the  corpse's  head  lies,  and  then  raps  with  one 
hand,  beside  his  head,  sharply  on  the  board. 

After  allowing  due  time  for  the  summons  to  pene- 
trate, he  calls  out  (of  course,  in  Turkish)  "Are  you 
dead?"  This  is  repeated  three  times,  the  last  time 
with  the  addition  of,  "and  will  you  stay  dead?"  If 
the  corpse  has  a  proper  sense  of  dignity,  and  refuses  to 
answer,  the  priest  then  rises,  climbs  out,  and  tells  the 
mourners  that  all  is  well :  the  man  is  properly  dead, 
and  they  need  not  be  afraid  of  his  ghost  walking  o' 
nights. 

The  grave  is  then  filled  in  in  the  usual  manner  and 
the  bulbous-shaped  headstone  erected.  This  method 
should  be  useful  in  preventing  premature  burial — 
though  they  deny  that  there  has  been  any  trace  of  that 
idea  in  the  custom. 


STAND  BY  YOUR  TRADE  JOURNALS 

Stand  by  your  trade  journals  at  all  times,  and  es- 
pecially during  the  war  crisisi  which  affects  them,  in 
some  respects,  more  seriously  than  any  other  line  of 
business.  They  have  been,  and  still  are,  the  greatest 
benefit  for  the  money  you  spend  on  them,  that  you 
receive  in  your  profession.  Nothing  else  costs  you  so 
little  and  helps  you  so  greatly  in  a  thousand  ways. 
■  It  is  a  fact  that  you  need  your  trade  journal,  and  it 
needs  you.  Our  interests  are  mutual,  and  at  no  time 
has  this  been  so  strongly  eraphasdzed  as  during  the 
world  war.  Heavy  burdens  rest  upon  iis  all,  and  we 
are  trying  to  me^t  them  manfully,  answering  our 
country's  call,  in  whatever  form  it  comes  to  us.  Has 
it  a  right  to  expect  the  loyal  support  of  its  readers  and 
subscribers  in  return  1  Without  that  support  it  will  be 
unable  to  exist  and  continue  its  services  which  are 
needed  now  as  never  before  in  the  world's  history. 
Therefore,  we  ask  all  our  patrons  and  supporters  to 
remit  cheerfully,  when  they  receive  their  bills.  Remem- 
ber that  every  subscription  you  send  in  now  will  come 
back  to  you  many  times  in  increased  service  and  use- 
fulness on  our  part,  and  yours.  Our  interests  are 
mutual. — The  Casket. 


IS  IT  WISE? 

Texas  funeral  directors  set  the  style  in  the  matter  of 
skipping  a  convention  this  year  in  the  interest  of 
economy,  the  executive  committee  recommending  that 


each  member  pay  .$10  into  the  Red  Cross  fund.  If 
that  example  is  followed  in  other  states,  then  cer- 
tainly the  least  that  can  be  done  is  to  help  boost  the 
several  patriotic  organizations  in  a  financial  way.  But 
is  it  wise  to  pass  up  a  convention  in  any  state  ?  There 
are  few  state  associations  so  strong  that  they  can 
alford  to  lose  the  helpful  influence  each  annual  conven- 
tion brings. — American  Funeral  Director. 


A  NEW  CAVITY  FLTHD 

The  Champion  Chemical  Company's  latest  Canadian 
product  is  a  cavity  fluid  to  be  used  only  to  treat  the 
cavities  when  it  is  necessary  to  do  so.  The  solution  is 
of  a  special  strength,  composed  of  the  most  powerful 
chemicals  procurable  for  such  purposes.  Champion 
cavity  fluid  cannot  be  used  for  arterial  embalming,  but 
is  made  to  eliminate  and  to  prevent  gases  in  different 
cavities. 


PROFESSIONAL  NOTES 

The  London  Mausoleum  Co.,  Ltd.,  has  received  an 
Ontario  charter  to  erect,  etjaip  and  maintain  a  mauso- 
leum at  London,  Out.     The  capital  is  set  at  $15,000. 

L.  Weatherbie,  of  Winnipeg,  has  gone  to  Regitia  to 
take  over  the  management  of  the  Regina  Burial  Com- 
pany, Victoria  Avenue.  Mr.  Weatherbie  is  an  experi- 
enced embalmer,  and  for  a  number  of  years  has  been 
working  with  undertakers  in  Winnipeg. 

PVank  Reisinger,  a  funeral  director,  of  Dayton,  Ohio, 
gave  a  Christmas  tree  and  played  Santa  Claus  to  a 
thousand  children  in  the  garage  of  his  establi^-hment  at 
the  recent  festive  sea>son.  Mr.  Reisinger  has  been 
giving  this  function  annually  for  the  past  eight  years. 

Schreiter's  Ltd.,  Kitchener,  Ont.,  have  purchased  the 
late  Mr.  Werlich's  business  at  Preston  and  will  con- 
duct it  on  the  same  lines  as  their  own  big  business  at 
Kitchener.  T.  H.  Speers,  formerly  with  the  R.  U. 
Stone  Co.,  Toronto,  will  be  in  charge  of  the  Preston 
branch.     He  is  a  (pialified  embalmer. 

The  casket  manufacturers  of  the  United  States  were 
praised  by  the  War  Industries  Board  for  refraining 
from  profiteering  during  the  war  and  for  the  way  tliey 
(lid  their  duty,  the  casket  men's  war  service  committee 
being  said  to  be  the  best  prepared,  equipped  and 
handled  committee  that  co-operated  with  the  Board. 

The  Moncton  Undertaking  Co.,  have  oper.ed  busi- 
ness in  the  Samuel  Watters  building,  corner  of  St. 
George  and  Lewis  Sts.,  Moncton,  X.B.,  under  the  man- 
agement of  Wm.  J.  LeBlanc.  An  up-to-date  stock  of 
caskets,  coffins  and  funeral  supplies  will  be  kept  con- 
stantly on  hand,  and  up-to-date  service  day  and  right 
is  the  motto  of  the  new  company. 


Canadian  Furniture  World  and  The  Undertaker  is  the 
organ  of  all  the  Canadian  Funeral  Directors  Associa- 
tions— Canadian  Emhalmers'  Association;  Nova  Sco- 
tia Funeral  Directors'  Association;  Western  Canada 
Funeral  Directors'  Association;  Saskatchewan  Fu- 
neral Directors'  Association;  Alberta  Funeral  Direc- 
tors' Association;  B.  C.  Funeral  Directors'  Associa- 
tion. ' '  All  the  official  news  all  the  time, ' '  is  our 
motto. 
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ONTARIO 

Bobcaygeon — 

Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10, 

Brantford — 

H.  S.  Peirce  &  Co., 
Funeral  Directors  and 
Embalmer. 

Boih  phones  200. 

Burks  Falls — 

Hilliar,  Joseph.    Box  213. 

Ooboconk — 

Greenley,  A. 
Dorchester,  Ont. — 

Logan,  R.  A.     'Phone  2107. 

Dungannon — 

Sproul,  William 

Dunnville — 

D.  P.  Fry.    'Phone  68. 

Elmira — 

Dreisinger,  Chris. 

Huntsville — 

Hilliar,  Joseph. 


Hamilton — 

Blaehford  &  Sons, 
57  King  Street  West. 
Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J.  H.  &  Co., 
19-21  John  St.  N. 
Ingersoll — 
Mclntyres. 

F.  W.  Keeler  and  R.  A. 
Skinner,  props. 
Kemptville — 

McCaughey,  Geo.  A. 

Kingston — 

Corbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 

London — 

Ferguson's  Sons,  John 
174  to  180  King  St. 

Orillia-- 

W.  A.  Strachar, 
Suci'essor  to 

11.  A.  Bingham. 

Phone  453. 
D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone  126. 
150  Mississaga  St. 


Oshawa — 

Luke  Burial  Co. 

Schomberg — 
F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-140  St.  Paul  St. 
St.  Thomas — 

William,  P.  R.,  &  Sons,  519 

Talbot  St. 

Stirling — 

Ralph,   Jas.        Phone  102. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 

Toronto — 

Geo.  J.  Chapman 

742  Broadview  Ave 

Phone  G.  3885 

Amibulance  service. 
Cotobleddck,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto     equipment     for  all 

bnaiuclhes  of  .service. 
Phone  Beach  73. 
J.  A.  Humphrey  &  Son, 

463  Church  St. 
Washington,   Fleur^•  Burial 

Co.,  685  Queen  St.  F. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Washington  &  Johnston, 

707  Queen  St.  E. 

Corner  of  Broadview. 


Thedford — 

Woodhall,  J.  B. 
Wallaceburg — 

Cousins,  Burlington  &  Saint 
Welland— 

Patterson  &  Dart 

Sutherland,  G.  W. 
Woodstock — 

Mack,  Paul. 
Whitby— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 
St.  John — 

Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 
Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 
Broadfoot  Bros. 

Saskatoon — 
Young,  A.  E. 


SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 
CALLY EVERY  GOOD  UNDERTAKER! 


These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 


It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 
portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 
balming Fluid. 


We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 
balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 
tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 
which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 
sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 


Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 


H.  S.  ECKELS  &  COMPANY 


221  FERN  AVENUE 
TORONTO,  ONTARIO,  CANADA 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  otheri  for  their  Fonnnla 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Riverl,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Preicott,  Ont. 
CHRISTIE  BROS. 
Amher*),  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents,  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
—  no  accounts  booked. 


WANTED — On  a  eoimnnission  basis — a  general  line  of  furniture 
for  Toionto  aii^rl  Eastern  Omtario — ^by  reliable  travelling  sales- 
man. Apply  Box  68  Oamadian  Fiirndture  World,  32  Colborne 
St.,  Toronto. 


Send  your 

WANT  ADS 

to  the 
Canadian  Furniture 
World 
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I  CHAMPION  Embalming  Fluid  | 


The  Leader  for  Generations 


Made  of  purest  chemicals,  Champion 
can  be  depended  upon  for  economy,  and 
to  give  the  most  satisfactory  results  at 
all  times. 

Champion  has  great  preservative  povs^er, 
and  is  unequalled  for  producing  life-like 
cosmetic  effect. 


CHAMPION  Massage  Cream 


A  preparation  that  is  unsurpassed  as 
a  massage.  Constant  rubbing  of  the 
face,  hands  and  ears  will  greatly 
facilitate  the  arterial  injection. 

In  order  to  secure  the  beautiful  cos- 
metic effects,  so  much  coveted  by 
embalmers,  use  from  two  to  four  ozs. 
of  Champion  Massage  to  each  one- 
half  gallon  of  Fluid— the  results  will 
surprise  you. 


The  Champion  Chemical  Co.,  Springfield,  Ohio 


DR.  G.  W.  FERGUSON,  Canadian  Manager 

74  Leuty  Ave.,  Kew  Beach,  TORONTO 
Canadian  Manufacturing  Plant    -  WINDSOR 


U.S.A. 
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No.  2051  Brass  Bed— $31.00  List  Price 

(F.O.B.  Montreal) 


These  New  Design 
ALASKA  Brass  Beds 
are  Sales  Stimulators 


The  well-made  and  designed 
brass  bed  will  always  retain  its 
popularity.  Nothing  can  take 
its  place  in  popular  favor. 


These  ALASKA  Brass  Beds,  illustrated,  combine  simple  dignity  of  design,  beauty 
of  finish,  attractiveness  in  appearance,  and  permanent  sturdiness  and  rigidity  of  con- 
struction with  reasonableness  in  price. 

You  can  afford  to  sell  them  at  a  figure  that  will  give  you  a  net  profit  on  each  sale. 
The  beds  themselves  are  so  prepossessing  that  increased  turnover  is  assured  with  a 
minimum  of  sales  effort. 


These  are  only  two  beds  from  the 
comprehensive  1919  ALASKA  Brass 
Bed  line.  There  are  many  other  beds 
in  the  line  of  equal  value.  Every  taste 
and  purse  can  be  suited. 


Ask  our  representative  to 
show  you  the  complete  new 
line  of  ALASKA  Brass . 
Bedsteads.    Some  of  them 
should  be  on  your  floor. 


No.  2153  Brass  Bed— $52.00  List  Price 

(F.O.B.  Montreal) 


ALASKA  BEDDING  l.mi™ 

400  St.  Ambroise  Street,  MONTREAL 
Canada  Has  No  Pure  Bedding  Laws-WE  HAVE! 
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I  Baby  Carriages 

and  Go- Carts  \ 

\    are  being  called  for  much  earlier  | 

i    than  in  previous  years.    The  de-  : 

mand  for  Children's  Vehicles  is  very  1 

great,  and  we  w^ould  advise  placing  j 

I    of  orders  as  early  as  possible.  | 

I          Travellers  now  on  the  road  i 

I     NEW  CALALOGUE  ready  ior  mailing  | 
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THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO,  CAN. 


New  Attractive  CHESTERFIELD 


When  you  sell  MORLOCK 
Upholstered  Furniture 

you  have  done  more  than 
merely  make  a  sale.  Admir- 
ing friends  and  visitors  will 
be  told  it  was  bought  at  your 
store.  The  purchaser  uncon- 
sciously recommends  YOUR 
store  many  times. 


No.  542 


IVrite  us  for  prices  of 
Chesterfield  illustrated. 
It  will  increase  ^our 
Spring  trade. 


MORLOCK  BROS.,  Limited  -  Hanover,  Ont. 

Makers  of  Livingroom  Furniture,  Chesterfields, 
Parlor  Suites,  and  Steel- Constructed  Couches 
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NUFOLD 
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DIVANETTE 

The  Most  Perfect  Folding  Bed  Manufactured 

Considering  the  exceptional  qualities  embodied  in 
its  construction  the  price  is  decide  dly  moderate. 

Make  the  "NUFOLD"  your  leader  this  Spring. 
Write  for  prices  now. 


The  Farquharson-Gifford  Co.,  Limited  '^ut^^^-il^T^i^  Stratford 
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5001  Buffet 


Reminiscent  of  Chippendale, 
is  this  elegant  suite  made  only 
in  selected  quarter-cut  oak. 

Particularly  pleasing  and  ex- 
tremely effective  in  Old 
English  finish. 

Order  without  delay  for 
Spring  selling. 


5007  China  Cabinet 


5008  S.  Table 


The  George  McLagan  Furniture  Co.,  Limited,  Stratford,  Ont. 
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The  splendid  proportions 
and  quiet  dignity  so  charac- 
teristic of  all  McLagan  pro- 
ductions, insure  for  them 
always,  a  ready  sale  with 
good  profits. 

Are  you  prepared  for  the 
rush  of  Spring  business  that 
is  bound  to  come? 


5000  Buffet 


5009  Diner 


5004  Extension  Table 


5009A  Diner 


The  George  McLagan  Furniture  Co.,  Limited,  Stratford,  Ont. 
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FURNITURE 
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662B.— Buffet 
Height  56",  Top21"x52"  B.B.  Mirror  12"  x  41" 

Silver  Drawer  Lined 


DININGROOM 


This  line  will  catch  the  eye  of 
your  customer.  Its  beautiful 
lines  and  staunch  build  will 
commend  it  to  those  who  want 
style  as  well  as  quality;  and  it 
is  Stratford -made,  a  guarantee 
in  itself. 


35  j  A — Extension  Table 
44"  Quartered  Oak  Top  Plain  Oak  Base 

Extends  to  6  ani  8  feet 


1675-1  Diner 
Leather  Slip  Seat 


The  Stratford  Chair  Company,  Limited     -     Stratford,  Ontario 


March,  1919 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


im  FURNITURE  i 

III  iiihiiiiiiiiii>iiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiMii:iiiiiiiiiiiiii:iiiiiii:ii>iiiiHiiiiiiiiiiiiiiiiiiiiii  iiiiiliiliiiii 

llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllMIIIIIIIIIIIIIIIMIIIIIIIillli:  inn 


iinininninininninniniiiMiinninMinininMiinninniiiii 


inninininniniiiinnininininiiiniM 


FURNITURE 


lliiillllilllllllliiiilll 


The  bulk  of  your  trade  want 
tasteful  Diningroom  Furniture, 
priced  to  suit  moderate  means. 
Let  us  place  a  Quartered  Oak 
Diningroom  Suite  on  your 
floor,  with  style  enough  to 
keep  it  in  the  A  class,  yet 
selling  at  a  reasonable  price. 


SI 


662A— Buffet 
Height  54",  Top  21 "  x  52"       B.B.  Mirror  10"  x  46" 
Silver  Drawer  Lined 


1675-5  Diner 
Leather  Slip  Seat 


405  China  Cabinet 
57"  High.    Top  16"  x  42" 


The  Stratford  Chair  Company,  Limited     -     Stratford,  Ontario 
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The  regular  routine  of  the  Spring  Housecleaning  and  Renovating 
Season  creates  an  Annual  Springtime  demand  for 

Sl©te\^rwelie  Sectional  Bookcases 


The  Spring  of  Nineteen-Nineteen  nill  experience,  in  addition  to  this, 
a  greatly  increased  demand  created  through  our  general  publicity 
campaign  to  educate  the  public  regarding  the  utility  and  superiority 
of  Globe- Wernicke  Sectional  Bookcases. 

The  best  Canadian  magazines  are  the  media  through  which  this 
educative  matter  is  being  placed  before  the  public. 

Globe- Wernicke  Dealers  are  bound  to  benefit  through  this  campaign, 
but  in  order  that  you  benefit  to  the  greatest  degree  we  would 
strongly  advise  ordering  immediately,  and  so  be  well  prepared 
when  the  call  comes. 


Stratford,  Ontario 


March,  1919 
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Attractive  Values  in  Rattan  Furniture 


IMPERIAL  RATTAN  CO.,  LIMITED     STRATFORD,  ONT. 


Mr.  Furniture  Dealer: 

Are  you  getting  and  reading  The  Canadian 
Furniture  World  and  Undertaker  regularly? 
If  not,  send  $  1 .00  to  address  below,  and  the 
paper  will  come  to  you,  postpaid,  each  month. 


THE  COMMERCIAL  PRESS,  LIMITED      ::  TORONTO 
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SOLID  PLAIN  OAK 

VICTORIAVILLE,  P.  Q.       February  26th,  1911* 

"Solid  Oak  Furniture" 

= 
= 

To  the  Trade  : — 

We  have  much  pleasure  announcing  to  the  trade  in  general, 

and   especially  to  our  old  customers,  that  we  have  installed  new 

machinery  and  secured  the  services  of 

a  most  competent  man,  Mr.  C.  J. 

Kelly,  of  Grand  Rapids,  Mich.,  to  take 

full  charge  of  the  manufacturing 

end  of  our  business,  and  will  now  manufacture     Solid  Plain  Oak 

Furniture"  in  addition  to  our  regular  line  of  "Surface  Oak  Furniture." 

—  -• 

: 

Being  the  only  factory  making  the  "  Solid  Plain  Oak 

-  - 

Furniture"  in  Eastern  Canada,  we  can  deliver  the  goods  at  a  most 

competitive  basis  of  freight  to  all  Eastern  points.    We  shall  issue  a 

"Supplementary  Catalogue"  showing 

these  ncAv  lines,  in  a  few  days, 

and  will  be  pleased  to  mail  you  a  copy  of  same  with  prices.  Thanking 

you  for  your  past  favors,  and  continuing  to  solicit  the  trade  in  general, 



We  are,  gentlemen. 

Yo 

urs  very  truly. 

THE  VICTORIAVILLE  FURNITURE  COMPANY 

LIMITED 

VICTORIAVILLE,  QUEBEC 

t 

■ 
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UTILITIES  IN  WHITE  ENAMEL  '%F?ilS&''' 


No.  100 — Bathroom  Cabinet.    White  Enamel.  Outside 
size  18  X  21  X  4  in  deep.    Fitted  plate  glass  shelves. 
12  X  18  Bevel  Mirror  in  door. 
No.  101 — Same  design,  one  inch  deeper.  . 


No.  1124 — White  Enamel  Framed  Mirror.  IV2  inch 
frame.  Fitted  plain  or  bevelled  mirror  plate.  Sizes 
7  X  9  to  16  X  20. 


No.  111372 — White  Enamel  Framed  Mirror.  Frame  is 
IVt  inch  wide,  Fitted  bevelled  mirror  plate,  Siies 
12  X  18  to  18  X  30. 

No.  1113  —  White  Enamel  Framed  Mirror.  Oval. 
Same  sizes  as  lllS'A. 


No.  1121 — Combination  Mirror.  Frame  in  white 
enamel.  Outside  size  14  x  26 'A  inches.  Has  plate 
glass  shelf  on  nickel  brackets,  and  towel  ring.  Mirror 
is  plain  plate,  9  x  14  inches.    A  handy  toilet  article. 


Our  White  Enamel  Framed  Mirrors  and  Cabinets 
are  carefully  wrapped  or  packed  in  suitable  con- 
tainers, ensuring  their  arrival  in  good  condition, 
and  cleanliness  while  carried  in  stock.  Mirror 
plates  in  all  bathroom  mirrors  finished  with 
guaranteed  copper  plated  back,  protecting  the 
silvering. 


The  above  are  taken  from  our  regular  lines.  Quotations  furnished  the  trade  for  our  full  line  of  Mirrors  and  Cabinets  on  request. 


PHILLIPS  MANUFACTURING  CO.,  Limited 


258-326  Carlaw  Ave. 
TORONTO,  ONT. 


Mirrors.  Mouldings,  Frames,  Framed  Pictures,  Trays,  Framers'  Sundries 
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THE 

HEART 

OF  YOUR  EXTENSION 
TABLE  IS  THE 

SLIDE 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 
DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 

INSURE 
SATISFIED  CUSTOMERS 


WABASH  SLIDES  ( 


HELP  SELL  TABLES. 
ELIMINATE  SLIDE  TROUBLES 


WE  ARE 

SLIDE  SPECIALISTS 

Having  manufactured  SLIDES 
exclusively — for  30  years 

Many  Canadian  Table-maker»  u»e 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  Representative  : 
A.  B.Caya,  28  King  St.  E..  Kitchener, 
Ont.,  successor  to  Frank  A.  Smith 


We  can  fill  orders  for 

KAPOK 

MATTRESSES 


The  embargo  having  been  Hfted  we 
can  now  obtain  unlimited  quantities  of 
'*  KAPOK  "  which  is  used  exclusively 
in  the  manufacture  of  our  celebrated 
mattress. 

Write  for  new  prices. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 


March,  1919 
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Baby  Carriages  of  Our  Make 

enjoy  favor  among  dealers  because  we  have  correctly 
estimated  public  demand  lor  baby  carriages  of 
highest  grade  in  their  price  class. 


^lllMinillMIMIMIMIIIIMIIIIIIIIIIIMIIIIMIIIIMIMMIMIIIMIMIIIMIIIIIIIIIIIIIIIMIIIIMIMNIIIIII'IIIIIMIIIMIMIIIIMMIIMMIIIIMIIII^ 

I     Our  Walktrton  factory  is  exclusively  devoted  to  the  manufacture  | 

I    of  hahy  carriages  and  reed  goods.      We  advise  dealers  to  place  | 

j    their  orders  at  once.  CATALOG  MAILED  ON  REQUEST.  I 

?IIIIIIIMMIIIilllNIIIIIIIIIIIIMi||IMIIIIIIIIIIIIIII!IIMIIIMMIIIIIIIMMII:IIIIMIIIIIIMIIIIIIIIIMIIIIMIIIIMMIIIIMIIIIIIIIIIIIIMIIMIII^ 

PLACE  ORDERS  WITHOUT  DELAY 


Remember  that  Spring  is  near — and  so  is  the  demand  for  BABY  CARRIAGES 


MADE  BY 


I  ANADAfURNITUREiyiANUFACTURERS 

KITCHENER          W                       I  I    I  L.M.TED  GINGHAM 

WATERLOO  WALKERTON 

SEAFORTH                               GENERAL  OFFICES  :  WOODSTOCK.  ONT.  WIARTON 

WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 
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Sell- 

THRIFT  STAMPS 


I  'HE  dealer  who  encourages  his  customers  to 
*    take  their  change  in  Thrift  Stamps  is  giving 
valuable  aid  to  the  work  of  Reconstruction.  He 
is  helpmg  to  foster  Prosperity  by  making  small  sav- 
mgs  assist  in  financing  Governmental  expenditures. 

Then,  while  he  is  doing  that  much  for  the 
country,  let   him  do  something  for  himself — 


Buy 

War- Savings  Stamps 


"Hygienic"  Mattresses  are  Reliable 


They  have  the  honest 
construction  which  en- 
ables you  to  recommend 
them,  with  every  assur- 
ance that  they  will  give 
perfect  satisfaction. 

For  high-grade  mattres- 
ses at  a  reasonable  price 
you  can't  beat  the 
"HYGIENIC"  Line. 

LET  US  SEND  YOU 
OUR  PRICE  LIST 


The  Standard  Bedding  Company 


Mattress  Specialists 


27-29  Davies  Avenue 


Toronto,  Ontario 


March,  3919 
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Meaford  Furniture 

Adds  Prestige  to  Your  Store 


PURNITURE  dealers  selling  the 
middle  class  trade  are  sure  to 
find  in  our  furniture  selling  possibili- 
ties that  are  unexcelled  and  rarely 
equalled. 

Correctly  and  attractively  de- 
signed, its  first  appeal  is  to  the  eye, 
it  looks  right,  it  looks  dignified — 
homey — as  though  it  would  help  to 
make  the  home  more  inviting. 

Not  only  is  Meaford  Furniture 
attractive,  it  is  so  thoroughly  well 
made  that  it  will  give  exceptional 
service — long  and  constant. 

In  choosmg  furniture  that  will  do 
the  greatest  good  over  a  term  of 
years,  you  can't  do  better  than  make 
"  Meaford  "  your  leading  line. 


The  Meaford  Mfg.  Co. 


LIMITED 


MEAFORD 


ONTARIO 
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 =  GOLD  MEDAL  LINE   

Parlor  Bed-Room  Sets 

Divanette  or  Davenport  Styles  with  Chairs  to  Match 


Made  in  quarter-cut 
Oak,  fumed  or  golden. 
Extra  heavy  frames. 
Fitted  with  our  Wish- 
bone Link  Spring  and 
extra  heavy  Felt  Mat- 
tresses. 


No.  795  DIVANETTE 

See  Catalogue  for  other  designs 


The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         MONTREAL         WINNIPEG  UXBRIDGE 


March,  1919 
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No.  454  BEDROOM  SUITE,  ADAM  PATTERN 

When  genuine  quality  is  combined  with  artistic 
design  your  customers  are  sure  to  be  interested. 
KNECHTEL  bedroom  furniture  is  made  in  the 
popular  period  styles  at  remarkable  prices. 

Illustrated  is  our  number  454  bed  room  suite  m 
the  popular  "Adam  Pattern."  It  is  of  Walnut, 
Polished  or  Satin  Finish,  which  makes  it  doubly 
attractive  and  saleable. 


THE  KNECHTEL  FURNITURE  CO. 

LIMITED 

HANOVER  ONTARIO 
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PHOTOGRAVURE 

After  the  famous  picture  by  J.  W.  L.  Forester, 
Canada's  foremost  j^ortrait  painter  of 

WILFRID  LAURIER 

Born  at  St.  Lin,  Quebec,  November  20,  1841 
Died  at  Ottawa,  February  17,  1919. 

This  picture  had  the  approval  of  Sir  Wilfrid  him- 
self and  i'ei)i-()diice.s  liis  fac-simile  signature. 


Portrait  of 

RIGHT-HON.  SIR  WILFRID  LAURIER,  K.C.M.G.,  P.O. 

Puhlis'hed  by  Matthews  Bros.,  Limited,  1906  Duuilas  St. 
West,  Toronto,  in  high-r-lass  Photogravure  from  the 
original  painting. 

Right  Honorable  Sir  Wilfrid  Laurier,  P.C.,  G.C.M.G., 
I).C.L.,-LL.D.,  K.C.,  leader  of  the  Liberal  party  in  Canada 
sinee  1SS7.  Premier  of  Canada  for  15  years,  an  honorary 
member  of  the  Cobden  Club,  Grand  Officer  of  the  Legion 
of  Honor  of  Franc-e,  and  the  holder  of  honorary  degrees 
from  O.xford,  Cambridge,  Edinburgh,  Toronto,  and  Queen's 
Tni\'ersities,  was  born  on  November  20,  184],  in  the 
French-<,'anadian  parish  of  St.  Lin,  L 'Assom])tion  County, 
Q'jpbcc,  near  the  N'ew  Bruiiswiek  border. 

Plate,  size  15  x  18  inches.    Paper,  size  22  x  30  inches. 

Do  not  fail  to  have  one  or  two  of  these  handsome 
Photogravures  for  stock,  as  there  is  a  constant  demand 
for  these  handsome  Portraits  for  Public  Buildings,  Liberal 
Clubs  and  Associations. 

If  you  would  like  us  to  mail  you  a  dozen  or  half 
dozen  of  these  do  not  delay,  as  the  edition  is 
limited  and  you  will  lose  sales  by  not  having  them 
in  stock. 


Price  to  the  Trade,  60  cents  each 

MATTHEWS  BROS.,  LIMITED 

TELEPHONE  JUNCTION  3020 
1906  Dundas  Street  West       -  TORONTO 


Leading  Department  Store  in  one 
of  the  most  progressive  Ontario 
cities  has 

FLOOR  TO  RENT  FOR 

Furniture  Department 

Now  has  established  a  large  busi- 
ness in  Carpets,  Rugs,  and 
Draperies.  This  is  a  wonderful 
opportunity  for  a  progressive  and 
practical  furniture  man  with  neces- 
sary capital,  as  the  opening  is  most 
opportune,  the  opposition  being 
very  light.  Principals  only.  All 
inquiries  treated  in  confidence. 
For  further  particulars,  apply  in 
first  mstance  to 

BOX  41 

CANADIAN  FURNITURE  WORLD 


32  COLBORNE  ST 


TORONTO 


A  CEDAR  CHEST 

that  expresses  an  ideal 

IIMIIIII>IIIIIIMI|lllllllll!lllllllllllllll'llllllllllini'lllllllll  IIIIMIIIIIIIIIIIIIIII 


There  is  more  to  a  SHAFER 
RED  CEDAR  CHEST  than 
dignity  of  design  and  beauty  of 
finish.  Built  into  each  one  is 
the  satisfaction  of  producing  a 
fine  piece  of  furniture  —  the 
pride  of  creation.  Skilled  work- 
men and  best  quality  material 
make  possible  the  execution  of 
our  effort  to  build  only  chests 
of  this  character.  Prices  and 
illusirations  on  request. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii;iMiiiiiiiiiiii:iiiiii,iiiiiii;iiiiiiiiiiiiiiiiiiiiiiiiiiii 

D.  L.  SHAFER  &  CO. 

ST.  THOMAS   -  ONTARIO 
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TWIN 


The  "TWIN^^  Dealer  Has  What 
the  Customer  Wants. 


^  Chesley  dining  table  designs  would  answer  to 
the  term  "up-to-date, '  but  they  are  more  than  that. 

§  They  have  a  substantial  charm  in  addition 
that  bespeaks  thorough  quality. 

At  the  bottom  of  most  "TWIN"  dealers' 
satisfaction  with  the  line  lies  the  fact  that  TILT- 
TOP  'TWINS'' Jo  pi  ease  the  customer. 

^      Send  for  our  latest  prices,  they  will  interest  you. 


The  Chesley  Furniture  Company,  Limited 

CHESLEY,  ONTARIO 
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Furniture  Dealers  Should  Demand  the 

^^ARSHALL    LiSlbd    ^^^^^^      substitutes  and  Imitations 


TRADE 


MARK 


This  trade  mark  should  be  on 
every  Marshall  Cushion 


We  gladly  forward  labels  to  all  manufacturers 
whose  supply  is  running  short. 


Marshall  Cushions  are  becoming  so  well  and 
favorably  known  among  the  discriminating  section 
of  the  purchasing  public  that  when  they  purchase 
upholstered  furniture  they  want  to  be  assured  that 
they  are  getting  the  MARSHALL.  The  way  for 
the  dealer  to  convince  them  that  they  are  getting  the 
best — the  Marshall  Cushions — and  to  be  able  to 
assure  them  of  the  fact  with  fullest  confidence,  is  to 
demand  that  the  manufacturer  from  whom  he  buys 
attach  the  Marshall  label  to  the  goods.  All  manu- 
facturers are  furnished  with  labels  for  this  purpose 
so  that  the  dealer  may  be  fully  protected  against 
substitutes  and  imitations. 


Marshall  Ventilated  Mattress  Company,  Limited 

TORONTO         -  CANADA 

Successors  to  Marshall  Sanitary  Mattress  Company,  Limited 
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When  genuine  quality  is  combined 
with  artistic  design  and  low  prices 
you  cannot  avoid  being  interested. 
j^rt  Bedroom  Furniture  is  made  in 
the  popular  period  styles  at  remark- 
able prices  it  is  finished  neat,  and 
is  inviting  in  appearance. 

Write  for  illuslraiions  and  prices  of 
our  newest  patterns 
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GETTING  READY  for  THE  SPRING  OPENING 

llli;ill|l||in  Illlllllllllllllll  ||||||||||||||||||:|l||||||||||llll!||IINIIIIIIIII!|i|llll!llllllllll!llllillllllllllllllll!IIIIIIIIINIIIIII^   Illllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll 

Dealers  should  prepare  for  spring  sales  by  displaying  seasonable  lines — Other  trades  make  the  most  of  spring  season 
by  stimulating  sales — Housecleaning  time  good  for  selling  new  furniture  and  house  furnishings — Lay  out  a  plan 
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ABCH,  the  first  spring  month,  is  here,  and  with  it 
the  furniture  dealer  should  'be  prepared  for 
spring  business.  It  is  not  a  bit  too  soon  to 
start  right  after  and  push,  this  class  of  seasonable  furni- 
ture lines. 

Millinery  and  dry  goods  houses — many  of  them  at 
least — in  the  larger  centres  already  have  had  their 
spring  openings,  and  it  would  be  well  for  furniture 
dealers  in  all  sections,  large  and  small  centres,  to  get 
into  line  at  the  earliest  possible  moment. 

Housecleaning  time,  which  is  the  uppermost  thought 
in  the  good  housewife 's  mind  in  the  early  spring,  should 
suggest  household  neds — kitchenwares,  gas  and  electric 
stoves,  kitchen  cabinets,  new  carpets,  window  curtains, 
dishes  and  chinaware,  perhaps  a  new  bed  or  some  added 


piece  of  furniture  for  one  or  more  rooms  in  the  house ; 
a  baby  carriage,  too,  is  likely  to  be  a  need  in  many  a 
household. 

These  and  many  other  items  are  bound  to  suggest 
themselves  to  the  alert  dealer.  He  has  his  own  methods 
of  inviting  sales.  Those  that  have  been  tried  and 
proved  true  in  the  past  should  of  course  be  the  back- 
bone of  this  year's  efforts,  but  anything  new  that  is 
likely  to  be  of  advantage  to  the  dealer's  own  consti- 
tuency should  also  be  put  into  play. 

Methods  to  Inaug"urate 

Windows,  of  course,  are  always  in  order.  A  spring 
touch  to  even  the  most  prosaic  trim  will  liven  the  dis- 
play and  double  its  efficacy. 


Fli)W(T8,  spray.s  ami  foliage  give  a  touch  of  spring  to  the  most  prcsaic  window  trim.     It  added  much  to  the  wortli  of  this 

hedroom  furniture  display. 
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Interior  display  will  also  help.  Well  displayed 
goods  act  the  part  of  many  a  good  salesman's  introduc- 
tion to  his  goods. 

Demonstrations  are  a  good  thing.  They  sell  goods. 
It  Avas  thought  some  time  ago  that  demonstrations  were 
helpful  in  bringing  probable  or  prospective  buyers — 
especiallj'  women — into  the  store,  but  demonstrations 
have  proven  in  many  a. town  that  they  make  for  sales, 
and  where  properly  handled  and  looked  after  pay  for 
themselves. 

The  spring  opening  feature,  while  not  new,  is 
of  sufficient  importance  in  the  smaller  towns  to  make 
it  well  worth  Avhile  incorporating  into  the  store's  pro- 
gram.. It  acts  as  a  fillip  to  country  people,  and  is 
bound  to  attract  attention.  Country  folk  and  resi- 
dents of  the  smaller  towns  are  not  so  filled  up  with 
amusements  and  entertaining  features  as  are  city  .peo- 
ple, and  so  they  Avelcome  anything  that  is  likely  to 


Canadian  Furniture  World  about  a  year  ago  told  of 
the  Home  Furniture  Co.'s  "plan  and  how  that  concern 
made  it  well  worth  while  giving  attention  to  the  make- 
up of  the  monthly  circular. 

Some  .SO, 000  are  issued  every  month,  and  they  are 
distributed  throughout  the  east  end  of  Toronto.  •  It 
takes  two  reliable  men  three  weeks  to  distribute  these, 
leaving  one  in  every  house.  Window  displays  back  up 
the  special  ofiferings  made  in  the  monthly  circular. 

Featuring-  Spring  Lines 

And  what  about  housecleaning  features?  There  are 
numerous  articles  that  might  with  profit  to  the  furni- 
ture dealer  be  suggested  and  pushed  during  this  spring 
season.  There  are  two  big  furniture  concerns  in  To- 
ronto that  have  been  for  some  time  playing  up  kitchen 
cabinets,  and  because  they  have  gone  after  the  busi- 
ness strong  they  have  in  their  special  sales  of  these 


Tlie  kitclu'ii  in  the  window. 


Two  Toronto  furniture  stores  recently  conducted  special  kitchen  caliiuet  campaigns, 
efforts  were  highly  j  emuuerative  from  the  sales  standpoint. 


Their 


brighten  up  a  day  for  them,  even  though  it  liave  a  trade 
value  attached  to  it.  We  would  be  pleased  to  hear 
from  dealers  bearing  out  this  fact,  as  it  bears  out  the 
experience  of  those  Avith  Avhom  the  editor  has  spoken 
on  the  subject.  * 

Publicity  Has  Its  Place 

Advei'tising,  too,  has  its  place:  to  draAV  attention  to 
the  store's  goods;  its  special  sales;  its  new  lines,  its 
demonstrations;  its  services;  its  prices.  And  adver- 
tising has  a  value  that  lasts  many  months  after  the  ad- 
vertisement has  appeared.  All  of  us  have  had  or  heard 
of  such  experiences. 

Tiie  local  paper  is  reckoned  by  many  dealers  to  be 
the  most  effective  medium  for  adA^ertising.  This  is 
particularly  true  in  the  smaller  cities  and  towns. 
C'irculars,  too,  have  their  place.  In  fact  all  methods  of 
j)iiblicity  may  be  classed  as  advertising,  and  all  of  them 
have  some  particularly  good  features. 

The  Home  Furniture  Co.  of  Toronto,  have  tried  out 
a  bulletin  service,  and  are  so  i)leased  with  its  success 
that  they  issue  once  a  month  a  store  circular. 


goods  in  one  case  doubled  and  in  the  other  trebled 
the  number  of  kitchen  cabinets  sold  through  their 
stores. 

But  there  are  many  other  pieces  of  furniture  and 
articles  that  could  be  pushed  Avith  advantage  and 
profit  in  the  lines  of  kitcheuAvare.  carpets,  china,  cur- 
tains and  general  household  goods. 

Then  there  are  baby  carriages.  Last  March  there 
Avas  observed  a  "National  Baby  Week,"  AA'hich  caused 
furniture  store  windoAvs  all  over  the  continent  to  blos- 
som forth  in  all  kinds  of  baby  carriage  ecpiipment  in 
dainty  colors  and  curious  makes.  Many  Avonderful 
AvindoAvs  Avere  shoAA'u  in  the  large  cities,  and  representa- 
tives of  the  baby  carriage  manufacturers  state  that  the 
results  Avere  very  good.  If  the  manufacturers  Avere 
pleased  Avith  the  result  we  presume  the  dealers  who 
made  displays  and  sold  the  goods  Avere  equalh^  satis- 
fied. 

Here,  then,  are  some  methods  to  adopt  in  trying  out 
for  spring  business.  Make  your  start  right  uoav.  Lay 
out  your  plans  and  get  after  the  spring  business  right 
at  the  first  day  of  spring. 
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SUGGESTIONS  on  ARRANGEMENT  o/  DISPLAYS 
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Relative  value  of  interior  displays — Grouping  arrangements — Silent  salesmen  and  price  cards  help — Making  for 
quick  sales — Store  arrangement  a  science  that  should  be  studied — Good  window^s  bring  people  into  the  store 
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By  GEO.  F.  LEAPEK 


STORE    arrangement    is    a  science  in  itself.  A 
science  that  is  only  imperfectly  understood  by 
most  of  us.      The  arrangement  of  the  store  is 
often  the  factor  that  makes  or  breaks  its  success. 

Good  displays  in  the  window  are  responsible  in  a 
great  measure  for  bringing  people  into  the  store,  but 
once  these  people  get  in,  they  should  be  presented  an 
interior  capable  of  holding  their  attention,  and  capable 
of  making  these  people  enjoy  being  in  the  store. 

Window  Display  Ranks  First 

The  front  part  of  the  store  is  the  most  valuable  in 
all  ordinary  cases.  The  window  space  ranks  first  and 
highest.  The  department  nearest  tlje  entrance  comes 
second,  and  so  on  back.  This  is  true  largely  because 
it  is  so  difficult  to  get  customers  who  come  to  the  store 
to  circulate  far  beyond  the  entrance.  As  in  this 
present  day  of  hurry  the  customer  is  intent  on  secur- 
ing what  he  comes  after  in  the  shortest  possible  time. 
Therefore  the  goods  that  sell  themselves  must  be  lo- 
cated where  they  will  help  to  attract  attention  to  other 
goods. 

Goods  not  in  a  customer's  mind  must  be  located 
where  they  can  'he  seen.  The  merchandise  must  be 
arranged  in  groups  that  permit  of  making  the  sale  of 
more  than  one  article.  Goods  that  go  together  in 
actual  use  are  therefore  generally  grouped  together. 

The  profit  of  the  store  depends  upon  quick  sales  and 
large  volume;  therefore,  it  is  clear  that  everything 
should  be  done  to  handle  the  customer  efficiently,  and 
as  ({uickly  as  possible.  The  prospective  customer 
must  be  helped  by  the  arrangements  of  the  store  and 
by  displays  as  well  as  by  sales  people,  open  counters, 
easily-read  price  tickets,  printed  statements  about  the 
goods,  and  similar  devices  which  assist  in  this  direc- 
tion. 

Sales  people  need  to  show  the  goods  in  the  quickest 
possible  way,  and  to  be  prepared  to  tell  in  short,  clear- 
cut  sentences  the  things  the  customers  are  likely  to 
want  to  know  about  the  goods.  Above  all,  they  need 
deft  hands,  quick  eyes,  ready  minds,  and  unfailing  pa- 
tience and  good  will  for  every  customer. 

Goods  should  always  be  of  easy  access.  The  utiliz- 
ing of  the  stock  fixtures  by  the  salesman  is  to  get  the 
goods  in  the  hand  of  the  prospective  customer  within 
the  shortest  possible  time.  The  feel  of  the  stock  is  the 
greatest  factor  in  creating  a  desire  for  possession  in 
the  prospect.  When  a  salesman  must  waste  his  time 
opening  and  replacing  l)oxes,  the  desire  of  the  customer 
will  wane  accordingly. 

In  displaying  goods  inside  of  the  store  mixch  care 
.should  be  taken  to  place  goods  of  quality  before  the 
eyes  of  the  buying  public.  While  many  people  go  into 
a  store  with  tlie  intention  of  purchasing  an  inferior 
class  of  merchandise,  it  is  safe  to  say  that  if  they  see 
the  store  makes  it  a  point  to  make  a  showing  of  ex- 
pensive materials,  that  when  they  have  sufficient  funds 


or  when  the  desire  for  such  material  takes  hold  of 
them,  they  will  remember  where  they  saw  the  display 
of  such  merchandise  and  they  will  go  to  that  place  to 
make  their  purchases. 

Arrange  Displays  Effectively 

A  great  deal  of  attention  needs  to  be  given  in  ar- 
ranging the  store  display  so  as  to  make  it  most 
effective.  Goods  must  be  placed  where  they  Ccin  be 
seen.  The  principle  is  that  the  display  of  merchandise 
should  fall  largely  Avithin  the  average  line  of  vision. 
Experiments  need  be  performed  to  determine  just  what 
this  is,  but  it  may  be  safely  stated  that  most  people 
on  passing  through  a  store  notice  goods  only  when  they 
are  located  more  than  two  feet  and  less  than  seven 
feet  above  the  floor.  This  means  that  the  display 
must  be  planned  within  this  line  of  vision,  namely,  five 
feet  wide.  Displays  above  or  below  these  limits  seem 
either  to  remain  unnoticed  or  to  confuse  the  customer. 
As  a  rule,  whatever  is  done  above  or  below  these  limits 
must  'be  for  purely  decorative  purposes,  or  to  serve  as 
a  background  for  the  regular  goods  that  are  displayed 
within  the  line  of  vision.  Within  this  line  of  vision 
there  are  possibilities  of  great  art  in  arranging  the 
display  of  goods.     For  example : 

One  may  seek  to  get  the  colors  of  the  goods  into  an 
appealing  relationship. 

To  get  the  form  of  the  goods  in  harmonious  groups. 

To  get  an  effect  that  is  not  only  pleasing  to  the  eye. 
but  attractive  to  the  customer's  pocketbook. 

The  one  who  arranges  the  store's  display  has  the 
possibilities  of  exercising  talent  similar  to  that  of  a 
painter  or  sculptor,  but  his  combinations  must  differ 
from  the  painted  or  sculptured  group  in  this  respect, 
that  the  details  rather  than  the  ensemble  must  stand 
out  clearly  to  catch  the  customer's  attention.  The 
art  is  introduced  to  set  off  the  goods  effectively  so  that 
they  may  appeal  to  the  purchaser  and  be  sold.  Order, 
harmony  and  other  fundamental  principles  of  art  are 
essential  to  good  store  display,  but  art  must  be  for 
business  sake. 

Everything  beyond  the  direct  line  of  vision  in  a  store 
is  to  the  customer  what  the  frame  and  background  of 
a  painting  are  to  the  painter,  and  to  the  one  who  looks 
at  the  painting.  The  frame  or  background  needs  to 
be  in  keeping  with  the  central  object,  harmonious  yet 
suibdued,  not  attractive  in  itself,  tut  helping  to  make 
the  goods  displayed  as  attractive  as  their  true  natures 
will  permit. 


ONE  LITTLE  AD.  WON'T  DO  IT  ALL 

One  step  won't  take  you  very  far,  you've  got  to 
keep  on  walking.  One  word  don't  tell  folks  who  you 
are,  .you've  got  to  keep  on  talking.  One  inch  won't 
make  you  \-cry  tall,,  you've  got  to  keep  on  growing. 
One  little  ad.  won't  do  it  all,  you've  got  to  keep  them 
going. 
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GETTING  GOOD  PHOTO  of  SHOW  WINDOW 
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Describing  method  used  by  a  dealer  in  an  Ontario  town — Some  necessary  precautions  to  insure  good  picture — 
Night  best  time  to  take  photo — Eliminate  reflections  and  avoid  sunlight  in  window  if  photo  taken  in  daytime 
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By  C.  H«  BROOKS 


A GOOD  window,  the  kind  that  will  make  the 
people  stop  and  study  its  contents,  is  an  asset. 
To  preserve  the  original  is  impossible,  so  a 
faithful  reproduction  is  the  much  desired  object  of  its 
originator. 

Too  many  good  windows  are  poorly  portrayed  in 
the  photographs  taken,  so  to  get  a  good  picture,  a  few 
precautions  are  necessary,  as  it  is  a  fact  that  a  show 
window  is  one  of  the  most  difficult  things  to  photo- 
graph. 

The  Necessary  Precautions 

If  there  is  a  broad  street  before  your  window,  or  an 
open  space,  it  will  almost  be  impossible  to  take  a 
picture  by  day ;  for,  put  your  camera  where  you  will, 
it  is  always  darker  in  your  window  than  it  is  outside, 
and  the  opposite  condition  should  prevail.  But  it 
can  be  done  at  night.  See  that  your  lights,  while  flood- 
ing the  Avindow,  are  themselves  hidden  from  the  street. 
If  the  cara.-'ra  lias  a  good  lens  from  10  to  20  minutes'  ex- 
posure will  be  enough.  People  may  walk  betAveen 
the  camera  and  window  and  not  injure  the  picture, 
providing  they  do  not  stop. 

A  good  time  to  photograph  a  window,  is  early 
morning  on  a  clear  day ;  just  before  sunrise.  The 
light  is  strong  and  penetrating,  and  a  good  picture 
will  usually  result.  Remember  that  the  interior  of 
your  window  must  be  light.      If  your  Avindow  is 


darker  than  the  street  the  glass  acts  as  a  mirror,  re- 
flecting everything  on  the  opposite  side  of  the  street. 

A  method  often  adopted  Avith  good  results  is  as 
follows :  Make  a  cloth  screen  of  black  cambric  suffi- 
cient to  shut  ot¥  all  reflectors  AA^hen  raised  before  the 
window.  Fasten  the  two  upper  corners  to  poles,  and 
when  about  to  take  the  picture  have  tAvo  men  or  boys 
raise  the  screen  just  back  of  the  camera.  All  reflec 
tions  will  be  avoided,  and  a  clear  picture  will  result. 
Flashlight  pictures  will  not  avoid  reflections.  There 
is  a  popular  idea  that  the  camera  cannot  lie,  but  if  it 
cannot  it  is  still  capable  of  great  exaggeration. 

Avoid  Sunlight  on  Window 

Show  windows  should  never  be  photographed  Avhile 
the  sun  is  Shining  upon  them.  A  dull  day  or  early 
morning  light  Avill  give  better  results  than  a  bright  day 
or  when  the  sun  is  high.  Where  a  AvindoAV  is  illumin- 
ated by  electric  light,  the  evening  is  the  ideal  time  to 
photograph  it. 

If  the  lights  are  in  full  view,  precautions  should  be 
taken  to  eover  them,  for  if  a  long  exposure  is  made 
they  will  shoAV  up  in  the  picture  as  a  Avhite  blur.  The 
lights  can  easily  be  hidden  from  A^ew  by  the  arrange- 
ment of  the  goods  or  decorations. 

Take  a  photograph  of  your  AvindoAv  display  and 
send  it  along  to  the  editor,  32  Colborne  St.,  Toronto, 
together  with  some  particulars  about  the  results  it 
brought. 


GENDRON 

TORONTO 


CO.  Limited 
ONTARIO 


This  is  a  display  made 
by  the  Gendron  Mfg. 
Co.,  in  their  exhibi- 
tion hiill  at  55  Bay 
St.,  Toronto,  durinfr 
the  recent  furniture 
exliihition. 
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DEFINITE  IDEAS  on  DISPLAY  an  J  ADVERTISING 
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Change  in  display  of  value — Plan  window  displays — Backgrounds  a  factor — Color  schemes — Connect  window 
and  advertising  story — Demonstrations  have  their  place — Window  cards  and    price  tickets  give  an  idea 
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IN  a  previous  discussion  we  spoke  of  "change"  m 
display  as  frequently  of  value  for  its  own  sake. 
But  just  as  certain  principles  govern  change  in 
the  store  itself,  so  they  determine  the  kind  of  change 
demanded  in  that  concrete  section  of  the  store  known 
as  the  Window.  The  first  thing  an  intelligent  window- 
dresser  ought  to  think  of,  in  planning  his  scheme  of 
decoration,  is  the  shape  of  his  background.  Circle, 
square,  oval,  oblong?  If  the  background  is  natural,  if 
you  are  confronted  with  an  undefined  section  of  the 
backs  of  tables  or  showcases  interspersed  with  blank 
spaces  (as  is  the  actual  case  in  some  stores  of  the  older 
type),  create  your  background — precisely  as  the  ad. 
writer  creates  the  real  shape  of  his  advertisement 
within  the  oblong  of  the  space  allotted.  Create  it. 
Next  week,  or  next  day,  recreate  it.  Vary  it  as  much 
as  possible.  The  background  is  the  big  "silent"  fac- 
tor in  sales  appeal  through  the  window. 

Color  schemes  are  supposed  to  be  brilliant  emana- 
tions rather  than  logical  necessities.  Sometimes  that 
is  what  is  the  matter  Avith  them.  When  definite  ideas 
do  prevail,  we  usually  find  window  dressers  divided 
sharply  into  two  "schools  of  thought" — like  the  old 
fashioned  schools  of  medicine.  One  group  of  minds 
favors  synchrony — varying  shades  of  the  same  color, 
like  a  Whistler  study  in  gray  on  the  Thames.  The 
other  crowd  are  for  sharp  color-contrasts — like  a  Jap- 
anese water-color.  The  theory  seems  to  be — on  both 
sides — that  one  or  the  other  dogma  must  be  exclusively 
and  inescapably  right. 

Why  need  it  be?  There  is  absolutely  no  reason.  Use 
both  schemes — sometimes  one  month,  harmony ;  the 
next  contrast.  Or,  more  rarely,  use  a  background  of 
harmony  and  a  foreground  of  contrast.  Combine 
rather  than  exclude.  Call  this  "futurism"  in  win- 
dow decoration,  if  you  like.  It  has  succeeded.  And 
at  any  rate  the  principle  of  alternating  both  appeals 
has  solid  experience  behind  it. 

As  to  Window  Demonstrations 

Is  the  window  demonstration  worth  while?  It  has 
been  overdone,  no  doubt  of  that.  It  is  much  like  the 
freak  idea  in  some  advertising,  as  commonly  employed; 
curiosity  in  abundance  is  excited  hwt,  rarely,  the  desire 
to  buy.  Inside  the  store,  the  buyer  pays  more  heed  to 
a  demonstration — because  he  is  a  buyer — or,  at  least, 
a  prospect.  Out  on  the  sidewalk  he  is  generally  a 
whistling  boy  with  his  hands  in  his  pockets. 

Window  demonstrations  are  commonly  more  result- 
fu]  in  the  small  town,  where  people  have  more  time  to 
look.  But  they  may  not  by  any  means  be  ruled  out  or 
the  legitimate  methods  employable  for  merchandising 
a  new  or  even  a  standard  pi'oduct.  The  main  thing  is 
to  have  a  reason  for  a  particular  demonstration,  rather 
than  to  insist  on  demonstration  as  a  reason  for  itself. 
Constant,  weekly  demonstration  dulls  the  fine  edge  of 
curiosity.  Nobody  looks,  whoi  he  knows  that  the  free 
show  is  going  on  all  the  time.  Many  products — of  the 
best  salability — demonstrate  themselves.     Your  win- 


dow dresser — if  alert  and  receptive  of  new  ideas — is 
your  best  "demonstrator."  Vary  "still  life"  with  an 
occasional  sight  of  the  "wheels  going  'round" — but 
t-ecognize  the  limitations  of  the  plan.  Men  at  work 
are  rather  common  sights  in  a  city  street;  an  artistic 
and  forceful  window  display  is  a  rarity.  Which  is  the 
conclusioii  of  the  whole  matter. 

When  all  is  said,  the  fault  which  persists  is  the  fault 
of  clutter.  The  average  windoAv  in  the  retail  store 
of  1918  still  has  too  much  in  it — and  too  much  of  too 
much.  Absolutely  no  one  is  going  to  look  at  half  of 
it.  And  because  of  the  miscellaneous  aspect  of  it, 
many  people  will  never  look  at  it  at  all.  Take  some 
store  window  not  in  the  furniture  line,  and  you  will 
readily  see  the  idea.  The  average  retail  store  in  the 
small  town,  for  example.  It  is  a  salesman  shrieking 
too  many  kinds  of  instruments  in  too  many  different 
keys.  The  result  is  that  discord  which  is  not  emphasis 
but  dissipation  of  attentive  energy.  Look  back  at 
many  furniture  Avindows,  and  you  observe  precisely 
the  same  (lack  of)  principle.  The  plan  of  the  back- 
ground and  the  plan  of  the  color  scheme  are  not  a  whit 
more  essential  than  the  plan  of  choice  of  display-lines. 
Some  day  some  retail  merchants  Avill  Avake  up  to 
the  fact  that  what  they  leave  out  of  their  windoAvs  mav 
be  quire  as  important  as  what  they  put  in.  Attract 
the  buyer.    Don't  knock  him  doAvn. 

The  Advertisement 

_  "Dealer  advertising  is  primarily  a  local  proposi- 
tion." It  is  said  so  often  that  avc  forget  that 
we  mean  it  is  a  product  adapted  to  a  local  pro- 
position. Since  the  product  is  universally  the  same, 
some  ideas  which  succeed  in  the  large  city  will  make 
good  in  the  small  toAvn,  and  vice  versa.  Since  people 
are  about  the  same  in  the  aggregate  the  Avorld  over, 
and  their  demands  average  about  the  same,  the  com- 
mon argument,  "But  my  business  is  different,"  is 
weak.  It  is  not  a  question  of  an  individual  business, 
but  of  Avhat  the  trade  needs.  The  advertisemont 
Avhich  is  rightly  framed  hits  that  bull's  eye  or  it  fails, 
I'OAvever  admirably  shaped  to  the  supposedly  unchang- 
ing requirements  of  a  particular  tOAvn  or  business. 
"Nothing  succeeds  like  difference."  And  our  main 
reason  for  urging  the  dealer  to  use  liberally  the  ad- 
vertising matter  furnished  him  by  the  manufacturer 
is  that  it  is  different— and  hence,  often,  more  interest- 
ing to  the  reader  th^n  the  conventional  repetition  of 
nhrases  so  common  in  many  advertising  columns,  i'l 
many  different  plaeos,  and  many  different  bu"inesRe,s. 

Window  Cards  More  than  Price  Cards 

Window-cards  should  have  character.  That  is,  tliev 
should  be  more  than  price  tags  plus  a  fcAV  Avords.  11- 
lustration  is  one  good  method.  Original  and  fre- 
(juently  changed  type  of  printing  is  another.  Each 
-^nrd  should  be  distinctive — for  the  reason  that  each 
line  designated  is  distinctive.  Hand-printed  card,« 
f  Co7itinued  on  page  jo ) 
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Merchandising  Suggestions  from  Our  Exchanges 

Methods  and  ideas  in  furniture  retailing  as  seen  by  other  journals 


DON'T  JUDGE  CUSTOMERS  TOO  SLIGHTLY 

DON'T  permit  yourself  to  think  that  this  person 
or  that  person  Avil]  always  buy  cheap  mer- 
chandise just  because  they  have  not  as  yet 
bought  any  other  kind.  There  comes  a  time  in  every 
bu,yer's  existence,  if  he  isn't  cut  down  before  his  time, 
when  he  changes.  Every  human  being  in  the  world, 
who  isn't  absolutel.y  degenerate,  secretly  or  openly 
wants  and  hopes  for  things  better  than  he  now 
possesses.  The  man  who  sits  in  the  balcony  will  one  of 
these  days  come  down  into  the  orchestra.  The  man 
who  lived  passobly  well  on  a  second-rate  street  sud- 
denly decides  to  endure  it  no  longer  and  straightwa.v 
leases  a  nifty  place  on  the  boulevard.  The  man  Avho 
looks  like  an  American  Quarter  prospect,  like  as  not  is 
aspiring  to  genuine  quartered  oak  de  luxe.  Beeaus.\ 
when  people  really  want  something  they  generally  get 
it.  whether  it  be  fine  feathers  or  fine  furniture. 

People  are  climbing  up  in  the  Avorld.  This  is  a 
principle  as  sure  as  sunrise,  and  the  Avise  salesman  is 
continually  reaching  out  to  help  folks  make  up  their 
minds  to  buy  better  things.  And  these  are  laudable 
ambitions  for  both  buyers  and  sellers. — "Table  Talks,'' 
published  by  Mersman  Bros.-Brandts  Company. 


A  CARD  INDEX  OF  NE'W  CUSTOMERS 

Keep  on  friendly  terms  with  your  possible  customers. 
The  merchant  in  the  small  town  can  easily  make  a  card 
index  of  the  trade  in  his  territory.  Send  them  a  letter 
or  a  circular  occasionallJ^  Mail  them  reprints  of  your 
advertisements.  If  you  are  making  any  S])eeial  ofifers 
to  your  trade  be  sure  these  are  included.  If  they  eoine 
to  you  for  some  article  your  competitor  has  run  short 
of.  do  everything  you  can  to  accommodate  them. 

You  will  soon  find  your  trade  is  increasing.  These 
customers  Avill  appreciate  your  attention,  and  Avill  re- 
])ay  you  Avith  their  trade.  The  card  index  is  the 
simplest  Avay  of  keeping  track  of  them;  of  the  different 
mail  matter  you  have  sent ;  if  they  have  made  any  pur- 
chases in  your  store,  and  Avhether  it  is  profitable  for 
you  to  use  inail  advertising. — ^Southern  Furniture 
Journal. 


GRAPHIC  CHARTS  AND  SALES  CAMPAIGNS 

A  i)i'ogressive  eastern  dealer  has  found  the  keeping 
f)f  gi-aphic  charts,  accurately  depicting  the  condition  of 
his  stock,  of  immen.se  practical  value  not  only  as  a 
fzauge  to  jiropei-  buyii'-g.  but  as  a  material  aid  in  the 


intelligent  direction  of  selling  effort.  These  charts  are 
of  convenient  size,  being  about  16  by  12.  In  the  left- 
hand  margin  are  listed  the  various  commodities  com- 
prising his  stock.  The  sheet  is  ruled  off  in  small 
squares,  each  stiuare  according  to  the  scale  establi.sbed, 
representing  two  units.  These  sijuares  are  separated 
by  means  of  heavy  verical  lines  into  groups  of  five,  each 
group  thus  representing  ten  articles.  At  the  top  of 
the  chart,  starting  at  the  left-hand  side,  are  placed, 
within  the  scope  of  the  heavy  vertical  line,  tlie  figures 
"10,"  "20,"  "30,"  "40"  and  so  on  across  the  width  of 
the  sheet.  From  each  item  listed  in  the  margin,  then, 
a  heavy  line  is  draAvn  across  the  squares  to  the  point 
Avhieh  represents  the  ([uantity  on  hand.  For  instance, 
in  shoAving  a  (luantity  of  20  bed  springs,  the  line  is 
draAvn  across  ten  (*f  the  small  squares  and  terminates 
exactly  on  the  second  heavy  vertical  line.  These  lines. 
shoAving  stock  ((uantities,  are  made  Avith  a  soft  lead 
pencil  so  that  they  can  be  easily  altered  as  articles  are 
disposed  of  or  ncAv  ones  added. 

This  chart  system  Avas  inaugurated  at  the  time  of  the 
dealer's  last  iuA^entory,  and  he  states  that  it  retpiires 
comparatively  little  effoit  to  keep  it  up  to  date.  The 
exact  condition  of  the  stock  is  in  this  Avay  graphically 
flioAvn — those  lines  Avhich  need  replenishing  as  Avell  as 
those  on  Avhieh  the  stock  is  abnormally  large. 

In  sales  promotion  Avork  this  dealer  is  guided  very 
largely  by  these  charts.  When,  for  instance,  the  lines 
on  certain  commodities  assume  abnormal  lengths,  h? 
immediately  concentrates  his  efforts  in  a  vigorous  cam- 
paign to  reduce  same. 

This  is  a  very  simple  plan,  and  one  AA'hich  certainly 
offers  advantages  Avorthy  of  consideration. — F.  L 
i^dman.  in  (i.  R.  Furniture  Record. 


THE  COMING  OF  NEW  CONDITIONS 

The  country  has  made  a  pretty  good  start  in  the  in- 
dustrial race,  but  noAv  the  Avar  has  ended  it  is  going 
to  require  some  unusual  effort  to  maintain  its  lead,  says 
the  "Furniture  Index."  It  is  quite  certain  that  goods 
for  export  Avill  not  sell  themselves  Avithout  the  strong 
individual  or  collective  effort  behind.  To  success- 
fully enter  and  gain  profitable  trade  in  foreign  markets 
means  it  Avill  require  the  ability  to  overcome  t1  e 
strictest  competition  the  Avorld  has  yet  seen.  A  very 
eager  and  persistent  force  of  European  producei-s  will 
stand  ready  to  force  the  most  grueling  competition. 
And  vet  the  American  exporter  Avill  have  some  signal 
advantages  in  the  better  C(|uipment  of  his  factory,  the 
skill  of  his  Avorkmen,  the  ships  to  carry  his  goods,  aiul 
in  many  forms  the  better  resources  for  obtaining  his  ne- 
eessHi y  raw  material.  While  the  necessity  of  suitably 
l)laced.  perfectly  packed',  skilfully  drummed  and 
backed  by  appropriate  credits  and  banking  is  apparent, 
there  must  be  something  beyond  in  acciuiring  a 
familiarity  Avith  international  political  conditions  and 
the  latent  influences  that  to  a  considerable  extent 
directs  trade.  Success  in  isolation  is  no  longer  pos- 
sible. America  must  give  and  take  in  the. international 
markets  as  the  sole  basis  of  its  future  prosperity. 


Business  is  a  jcaJous  servant;  it  is  sensitive;  it  de- 
mands undivided  attention;  if  neglected,  its  disfavor 
IS  shown  in  reduced  profits;  it  will  boss  the  inefficient 
man — play  with  him — tangle  him — finish  him.  For  the 
constant,  consistent,  efficient  man,  for  the  man  who 
knows  all  the  ills  to  which  business  is  subject,  who 
governs  the  big  things  from  knowledge  of  the  little 
things— for  that  kind  of  a  man  it  works  overtime. 
Stretching  the  earning  capacity  of  every  dollar,  it 
grows,  expands,  earns,  knowing  only  one  limitation — 
the  measure  of  its  Boss. — E.  St.  Elmo  Lewis. 
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JUSTIFYING  THE  PRICE  YOU  ASK  for  GOODS 
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Dealer  should  find  out  for  himself  why  his  goods  are  worth  the  price  asked  for  them,  and  see  that  it  is  explained 
to  customers — An  experience — Difference  in  goods — An  interesting  article  from  "The  Decorative  Furnisher" 
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EVEN  before  the  conditions  of  the  war  caused 
furnishing  goods  to  mount  sky-high,  many  a 
merchant  was  worried  by  this  expression:  "My, 
how  expensive  you  are!"  Some  merchants  gloried 
in  the  fact  that  their  goods  were  expensive  even  though 
there  was  no  logical  reason  why  they  should  be  ex- 
pensive. Other  merchants  frankly  worried  when  their 
customers  told  them  they  were  expensive,  and  con- 
sumed much  time  in  looking  around  for  cheaper  goods. 

If,  however,  a  merchant  runs  his  business  in  a  sensible 
conservative,  practical  way,  with  a  comparatively  low 
overhead,  and  his  goods  are  still  high,  there  must  be 
some  good  reason  for  it. 

It  is  up  to  the  merchant  to  find  what  this  reason  is, 
and  rectify  it.  if  it  is  of  such  a  character  that  it  can  be 
rectified,  or  take  advantage  of  it  as  a  selling  argument, 
if  it  is  a  legitimate  reason. 

Experience  of  One  Dealer 

Here  is  an  experience  that  is  apropos : 

A  high-class  merchant  in  a  flourishing  town  was  fre- 
quently told  by  his  customers  that  his  goods  Avere  too 
high.  So  far  as  he  could  find  out,  he  was  only  making 
a  reasonable  profit  on  his  goods,  and  his  busine.s-;  was 
runas  economically  as  any  similar  business  could  be 
run.     This  last  fact  he  was  quite  sure  of. 

But  the  statement,  coming  from  a  large  percentage 
of  his  customers,  worried  him.  He  knew  that  they  were 
not  all  wrong,  so  he  was  determined  to  find  out  what 
the  matter  was.  One  day  he  took  a  trip  to  a  nearby 
town  and  made  an  inspection  of  the  goods  of  other 
merchants  in  his  own  line.  In  about  an  hour — or 
even  less — he  easily  found  out  Avhy  his  prices  were 
high — and  he  was  glad  they  were  high.  When  he  re- 
turned to  his  own  store  he  called  his  selling  forr-e 
together  and  spoke  to  them  in  this  manner: 

"For  years  our  customers  have  all  told  us  that  our 
goods  ai'e  too  expensive.     The  statement  has  worried 


me.  I  do  not  think  our  goods  are  too  expensive  in 
comparison  with  their  value. 

"The  statement  worried  me  so  much  that  to-day  I 
was  determined  to  find  out  the  reason  for  it.  I  made 
a  trip  to  and  inspected  three  stores  which  sell  ap- 
proximately the  same  kind  of  goods  that  we  sell. 

"Before  the  first  inspection  was  complete,  I  under- 
stood why  we  have  been  called  expensive — and  I  am 
also  inclined  to  think  we  will  be  even  more  ex^Densive  in 
the  future. 

"We  are  called  expensive  because  we  actually  give 
more  value  in  our  goods  than  any  other  merchant  in 
our  town,  gives  in  the  very  same  kind  of  goods — and 
we  do  this  consistently. 

Difference  in  Goods 

"Superficially,  for  example,  every  chair  has  four 
legs,  a  seat,  and  a  back.  It  would  be  very  difficult  for 
a  designer  to  make  an  average  chair  without  these  six 
indispensable  items.  But  just  because  one  chair  has 
four  legs  and  a  seat  and  a  back  that  is  no  reason  why 
it  should  cost  the  same  as  some  other  chair  having  the 
exact  same  features. 

"But  the  average  customer  when  she  looks  at  a  chair 
looks  at  it  (juite  superficially.  She  sees  a  chair  in  our 
store  marked  $20.00  and  she  compares  it  Avith  an  ap- 
parently similar  chair  in  some  other  shop  that  is 
marked  only  $12.00. 

"What  is  the  difference?  Examine  our  chair.  It 
is  made  of  good  straight,  well  seasoned  wood.  The 
finish  is  perfect.  The  carving  is  sincere  and  Avell  done. 
It  is  finished  on  the  back  and  underneatli  just  as  care- 
fully as  it  is  finished  on  the  front.  The  design  is  Avell- 
balanced  and  artistic. 

"How  about  the  cheaper  chair?  The  Avood  is  not  as 
well  seasoned  nor  is  it  as  well  selected.  The  finish  ap- 
pears as  good  but  that  is  because  both  finishes  are  neAv. 

The  time  to  make  comparison  betAveen  finishes  is  after 
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('llL•^st('r^ield  and  rocker  from  suite  No.  G02,  made  by  Morlock  Bros.,  Ltd.,   Hanover,  Onl. 
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they  liave  been  worn  for  a  few  months.  The  poor 
finish  will  then  show  decided  signs  of  wear.  The  good 
finish  will  actually  increase  in  merit.  Look  under 
neath  the  cheap  chair.  It  is  poorly  finished,  and  there 
are  many  rough  edges. 

"In  short,  the  real  difference  between  the  two  chairs 
— between  our  chair  and  the  cheaper  chair  with  which 
the  customer  mentally  compares  ours — is  a  difference 
of  ideals.  Our  ideals  are  higher  than  our  competi- 
tors. Our  ideals  are  so  high  that  nothing  short  of  a 
perfectly  finished  chair  pleases  us.  Our  competitor's 
ideals  are  perfectly  pleased  so  long  as  the  chair  has  four 
legs,  a  seat,  and  a  back. 

"If  you  will  examine  our  case  goods,  you  will  find 
the  backs  just  as  sightly  as  the  fronts.  Our  cabinets 
and  chests  have  dust-proof  partitions.  Our  mirror 
frames  are  backed  carefully  to  present  a  satisfying 
appearance — there  is  nothing  slip-shod  about  them  in 
any  way. 

"Remember  ideals  have  a  price  on  them. 
"High  ideals  come  high. 
"Low  ideals  come  low. 

"If  a  merchant  is  expensive,  don't  figure  that  he  is 
making  an  unjust  profit — or  charging  too  much  for  his 
wares.     Perhaps  his  ideals — like  our  ideals — are  high. 

"  Cheap  work  is  always  cheap  work,  no  matter  Avho 
sells  it  or  where  it  is  sold. 

"Honest  workmanship  can  never  be  bought  cheaply 
— although  it  is  the  most  inexpensive  in  the  end. 

"Tell  the  customers  who  come  to  our  shop  that  they 
can  depend  on  the  goods  we  sell.  We  are  not  ashamed 
of  them.  They  are  right  when  they  come  to  us,  and 
they  are  right  when  they  leave  us.  Point  out  the  hid- 
den virtues  of  our  merchandise.  .Explain  them  care- 
fully. Then  ask  the  customer  to  compare  our  goods 
with  goods  similar  in  all  respects  before  deciding 
whether  our  prices  are  unreasonably  high  or  not. 

"Here  is  another  point  worth  considering:  Good 
woods  do  not  necessarily  make  good  furniture.  A 
man  may  be  wearing  the  best  clothes  ever  worn  or 
tailored  and  still  not  look  stylish.  There  is  a  certain 
distinction  in  dress  which  we  call  taste.  And  there  is 
a  certain  way  of  building  furniture  Avhich  we  call  style. 
Our  furniture  is  built  to  be  artistic.  Perhaps  the 
mahogany  of  which  it  is  made  is  no  better  than  the 
mahogany  used  in  .cheaper  furniture.  Perhaps  the 
hardware  is  of  exactly  the  same  material  as  cheaper 
hardware.  But  the  fact  remains  that  the  complete 
price  is  as  harmonious  and  as  satisfying  as  it  can  be 
made.  It  possesses  style.  And  remember  that  style 
is  not  a  matter  of  chance.  It  is  something  studied  by 
the  designer.  To  get  a  design  that  is  artistic  and 
meritorious  costs  money.  All  this  adds  to  the  price 
of  good  merchandise." 

The  words  of  this  merchant  can  be  read  and  studied 
to  advantage  by  other  merchants  who  have  themselves 
been  called  expensive. 

It  should  also  be  remembered  that  price  is  not  the  big 
mainstay  of  modern  business. 

The  truism  is  always  before  us  that  we  never  get 
more  than  we  pay  for. 

Explain  all  this  to  your  clerks,  so  that  thej'  may  un- 
derstand why  you  are  expensive — and  why  you  glory 
in  the  fact. 


Brown.  Son  &  McPhee,  have  bought  out  W.  W. 
Tait's  furniture  business  at  Parkhill,  Ont.  They  will 
conduct  the  two  stores  as  usual  for  a  time  at  least,  and 
intend  toopen  an  up-to-date  funeral  chapel  in  the  near 
future. 
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KNOBS  of  NEWS 


J.  B.  Paquin,  furniture  dealer,  of  Montreal,  has 
registered  recently. 

The  Yale  Bedding  Company,  of  Montreal,  suffered 
fire  loss  in  February. 

A  demand  is  said  to  exist  in  the  Old  Country  for 
folding  chairs  and  tables. 

J.  E.  Wilder,  354  Bleury  St.,  Montreal,  is  erecting  a 
$125,000  furniture  building. 

Vaillaneourt  &  Lalonde,  furniture  dealers,  of  Mon- 
treal, have  recently  registered. 

Wm.  M.  Langton,  furniture  dealer,  Xanaimo,  B.C.. 
is  succeeded  by  W.  B.  Walker. 

The  Ontario  Furniture  Co..  230  Dimdas  St.  London, 
are  planning  to  remodel  building. 

The  Thrift  Broom  Co.  Ltd.,  Toronto,  has  obtained  an 
Ontario  charter  with  a  capital  of  $40,000. 

J.  Lacroix  &  Son,  manufacturers  of  fui'niture. 
Ottawa,  Ont.,  sustained  fire  loss  recently. 

The  Robert  Simpson  Co.  Ltd.,  Toronto,  announce  a 
scheme  of  profit-sharing  with  their  employees. 

The  Fireless  Cooker  Co.  of  Canada,  Ltd..  Hull,  Que., 
has  been  incorporated  with  a  capital  of  $100,000. 

The  Montreal  Bed  Spring  Co.,  Montreal,  has  dissolved 
and  a  new  firm  has  been  formed  under  same  style. 

Adelard  Pare  has  been  registered  as  a  furniture 
dealer  at  Montreal,  as  also  have  Vaillaneourt  &  Lalonde. 

J.  H.  Curie,  secretary  of  the  Manitoba  R.  M.  A.,  was 
the  guest  of  the  Ft.  William  R.  M.  A.  at  a  banquet 
recently. 

J.  Lacroix  &  Son,  furniture  makers,  Ottawa,  Ont., 
sustained  a  fire  loss  recently.  Their  place  was  in- 
sured. 

F.  W.  Cottrell  has  been  appointed  representative  of 
the  White  Sewing  Machine  Co.  in  Manitoba  and  Sas- 
katchewan. 

The  Kiwanis  Club  of  Winnipeg  recently  conducted  a 
window  dressing  competition  open  to  all  merchants. 
Tlie  prizes  were  three,  two  and  one  Baby  bonds. 

Hogan  &  Co.  Ltd.,  of  Cornwall,  Ont.,  have  been  in- 
corporated with  a  capital  stock  of  $30,000  to  carry  on 
the  business  of  furniture  dealers  and  undertakers. 

Travellers  into  Stratford  will  be  more  numerous 
from  now  on,  that  city  having  lifted  the  ban  on  danc- 
ing imposed  at  the  height  of  the  "flu"  epidemic. 

The  Mitchell  Vacuum  Cleaner  Co.  Ltd..  Montreal, 
has  been  incorporated  with  a  capital  of  $50,000  to  make 
and  sell  vacuum  cleaners,  washing  machines,  sewing 
machines,  floor  scrubbers,  etc. 

Canadians  visiting  Grand  Rapids,  Mich.,  to  look  over 
aiiy  of  the  furniture  exhibitions  will  be  interested  to 
know  that  Canadian  Furniture  World  is  filed  in  the 
newspaper  room  of  the  Ryerson  Public  Library. 

L.  B.  Beale,  British  Columbia's  Lumber  Commis- 
sioner at  London.  Eng.,  has  been  appointed  British 
Trade  Commissioner  for  Western  Canada,  his  territory 
reaching  from  Winnipeg  to  the  Coast,  with  headquart- 
ers at  Winnipeg. 
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CASHING  IN  ON  YOUR  PERSONALITY 
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By  GORDON  C.  KEITH 


PERSONALITY  is  a  mighty  important  factor  in  the 
building  up  of  a  business.  Of  course,  a  busi- 
ness may  be  built  up  without  the  injection  of 
very  much  personality  into  it  upon  the  part  of  the 
proprietor,  as  the  substantial  establishments  of  many 
unfriendly,  crabby,  speak-to-me-at-danger-of-your-life 
dealers  go  to  prove.  But  there  is  no  doubt  that  a 
business  may  be  more  easily  developed  by  the  employ- 
ment of  that  something  called  personality — that  at- 
mosphere which  the  individual  creates  within  and 
around  himself. 

Personal  Touch  is  Powerful  Factor 

It  is  this  very  weapon  that  so  many  small  dealers  are 
finding  of  such  great  value  in  combating  such  ad- 
vantages as  the  big  stores  may  possess.  There  is  no 
doubt  that  the  personal  touch  is  a  powerful  factor  in 
attracting  trade  to  the  small  store.  The  public  like  to 
know  the  man  they  are  dealing  with  and  when  he  takes 
a  kindly  interest  in  them  the  bond  that  ties  them  to 
the  store  is  materially  increased. 

Has  Made  Good  Progress 

To  prove  my  point  I  will  refer  to  one  particular 
dealer  of  my  acquaintance  who  is  employing  this  trade- 
attracting  factor  called  personality  in  a  very  effective 
way  in  the  increasing  of  sales  and  building  up  of  trade. 
That  it  is  proving  of  value  is  demonstrated  by  the  pro- 
gress of  this  particular  dealer.  Coming  from  a 
country  town  (where  friendship  and  personality  as  a 
characteristic  of  business  men  seems  most  pronounced) 
this  dealer  started  in  business  just  about  a  year  ago  in 
quite  a  small  way.  Since  then  his  stock  and  business 
have  both  expanded  in  a  remarkable  manner,  and  he 
has  moved  into  larger  and  better  quarters. 

And  in  my  opinion,  personality  is  responsible  in  no 
small  degree  for  his  progress.  He  is  a  good  friend  to 
all — courteous  and  friendly  to  everyone  who  visits  his 
store — on  quite  an  intimate  basis  with  those  he  sees 
anyways  frequently — always  solicitous  as  to  their  wel- 
fare and  appreciative  of  their  personal  interests.  It 
comes  naturally  to  him  to  be  so,  but  he  appreciates  the 
fact  that  it  has  a  considerable  business  value.  In 
fact,  he  has  admitted  to  the  writer  that  his  ability  to 
make  friends  of  customers  is  worth  more  to  him  as  a 
trade  attractor  than  any  amount  of  advertising  he 
could  do. 

A  young  fellow  entered  the  store  and  was  at  once 
greeted  with,  "Say,  I've  the  dandiest  box  of  chocolates 
for  that  girl  of  yours."  He  employs  this  "free  and 
easy,  bright  and  breezy"  attitude  to  all  those  whom  he 
feels  can  be  approached  in  this  manner,  and  finds  that 
it  means  mueh  business  for  him. 

Some  dealers  may  object  that  it  savors  too  much  of 
"jollying,"  hut  this  dealei-  feels  that  it  is  better  to  be 
somewhat  inclined  in  that  direction  and  make  the  cus- 
tomer feel  at  home,  than  to  be  overly  precise  and  formal 
and  make  customers  feel  chilly  even  though  it  may  be 
(luite  a  warm  day  outside.  Anyway,  he  finds  that  a 
free  and  easy  manner  of  conversation  both  in  the  store 
and  over  the  'phone  coaxes  trade  out  of  customers  in 
a  most  wonderful  way. 


Attitude  Towards  Serious-Minded 


Of  course,  he  appreciates  the  fact  that  there  are 
some  more  serious-minded  people  who  cannot  be 
handled  in  this  open-handed  Avay,  but  he  finds  it  an 
easy  matter  to  recognize  such  customers  on  sight,  and 
make  it  a  point  to  serve  them  in  a  manner  in  keeping 
with  their  own  attitude,  not  neglecting,  however,  any 
opportunity  to  "break  the  ice,"  and  get  on  a  more 
friendly  and  less  formal  footing  with  them. 

He  also  demonstrates  his  personal  interest  in  cus- 
tomers not  only  by  remembering  some  of  their  own  in- 
terests mentioned  to  him  and  making  enquiries  regard- 
ing them,  but  also  by  making  every  endeavor  to  serve 
them  in  a  satisfactory  manner. 

For  instance,  he  will  get  goods  which  he  may  not 
have  in  stock,  for  customers,  thus  saving  them  the 
bother  of  going  or  sending  elsewhere. 

This,  naturally,  is  appreciated.  Of  course,  he  has 
another  purpose  besides  pleasing  the  customer  in  doing 
this.  It  keeps  the  customer  from  going  elsewhere  for 
goods,  which  might  be  the  opening  wedge  for  another 
dealer  to  get  in  on  their  trade. 

Yes,  personal  service  and  personality  have  proved, 
and  are  proving,  of  immense  value  to  the  dealer,  both 
directly  and  indirectly.  But  personality  is  something 
on  which  he  has  no  monopoly.  Every  dealer  has  the 
opportunity  of  using  it  to  advantage  in  his  business. 
He  will  find  it  of  great  value,  especially  in  combatting 
the  big  stores  and  mail  order  houses,  where  lack  of 
personality  in  dealings  is  a  big  handicap. 


The  Empire  Phonograph  Co.  has  been  I'egistered  at 
Toronto. 

The  Okeh  Phonograph  Co.  has  been  registered  at 
Montreal. 


No.  i).5tu,  Louis  XVI  bull'ot  in  walnut,  from  line  made  by  Canada 
Furniture  Manufacturers,  Ltd. 
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BELIEVE  IN  ADVERTISING  AND  EARLY  CLOSING 

The  "Home's  Store  Ne^ys'■  bulletin  which  for  the 
past  six  years  has  been  issued  monthly  by  the  Home 
Furniture  Carpet  Co.  Ltd.,  Toronto,  will  for  the  future 
be  issued  semi-monthlJ^  In  the  company's  announce- 
ment re  this  the  following  is  published : 

"For  the  past  six  years  we  have  been  circulating  a 
monthly  bulletin  (as  an  advertising  medium)  to  ac- 
quaint the  citizens  of  Toronto  with  the  many  money- 
saving  opportunities  tolae  had  at  this  store.  We  have 
done  this  simply  because  we  believe  in  the  power  of 
advertising — advertising  has  dethroned  kings  and  has 
raised  millions  of  men  to  form  an  army  to  defend  the 
cause  of  right — and  we  firmly  believe  our  circular  ad- 
vertising in  the  past  has  been  appreciated  by  thousands 
of  Toronto's  east-end  citizens.  We  are  proud  of  the 
results  attained  and  in  order  to  improve  our  system  and 
give  additional  service  to  the  public,  we  have  decided 
to  enlarge  upon  the  past  and  instead  of  making  one 
issue  monthly,  Ave  will  issue  two  bulletins  each  month. 
The  results  of  the  past  fully  justify  our  new  el¥orts  and 
we  trust  will  be  beneficial  to  our  many  customers  and 
friends." 

The  Home  Company  have  also  adopted  a  commend- 
able custom  in  closing  their  store  at  noon  on  Wednes- 
days throughout  the  year,  to  allow  their  employees 
having  a  little  more  leisure  time.  The  store  hours  at 
present  are  from  8.30  to  9  week  days  and  to  10  on 
Saturdays. 


AGAIN  ENTERS  BUSINESS  FIELD 

J.  A.  Wright  has  returned  to  Regina,  Sask.,  after  aii 
absence  of  one  year  in  the  east,  and  it  is  his  intention 
to  start  up  in  business  again  on  his  own  account.  His 
plans  have  not  sufficiently  matured  to  enable  him  to 
make  a  public  announcement ;  but  he  intends  to  remain 
in  Regina.  and  Mrs.  Wright  is  returning  from  the 
east  to  .join  her  husband  there  next  week. 

Mr.  and  Mrs.  Wright  are  both  well  known  in  Regina, 
having  been  residents  of  that  city  since-  early  days. 
For  many  years  Mr.  Wright  with  his  brother,  Bx-Ald. 
A.  D.  Wright,  conducted  a  large  furniture  store  and 
undertaking  parlors  on  South  Railway  St..  and  Avhen  he 
closed  out  this  business  became  manager  of  the  Regina 
Cold  Storage  Company. 


A  MERCHANDISING  COURSE 

The  University  of  Manitoba  during  the  latter  part  of 
February  conducted  its  second  business  congress,  at 
which  it  gave  a  short  course  in  merchandising.  The 
speakers  and  teachers  were:  James  W.  Pisk,  lecturer 
and  writer  on  merchandising  topics;  author  of  "Re- 
tail Selling,"  Harper  &  Brothers,  New  York;  director 
of  the  selling  service  of  a  niunber  of  the  leading  retail 
stores  of  the  United  States;  a  practical  business  ex- 
pert. Andrew  H.  Melville,  Ph.B.,  State  Federal  Food 
Administrator  of  Wisconsin,  a  retail  merchant,  a 
banker,  an  organizer,  associate  professor  of  business  ad- 
ministration and  district  superintendent  of  the  exten- 
sion division  of  the  University  of  Wisconsin. 

Other  speakers  were :  W.  B,  Moore,  managing  secre- 


tary of  the  Winnipeg  Board  of  Trade ;  James  A.  Mac- 
lean, LL.D.,  President  of  the  University  of  Manitoba  ; 
F.  Pratt  Kuhn,  manager  of  the  Winnipeg  branch,  A. 
McKim  Ltd. ;  Miss  M.  H.  Haliday,  supervisor  of  House- 
hold Arts,  Winnipeg  School  Board;  C.  H.  Prest,  mer- 
chant andauditor.  now  with  Copeland-Chatterson 
Ijimited;  Geo.  N.  Jackson,  Chairman  Advisory  Commit- 
tee on  Commercial  Education;  Edwin  Loftus.  K.C.. 
lecturer  on  commercial  law  in  evening  business  course; 
F.  C.  Middleton,  community  secretary  of  the  Social 
Service  Council  of  Manitoba. 


GALT  FURNITURE  FIRM'S  PURCHASE 

Allen  &  Ray,  the  North  Water  St.  furniture  dealers 
at  Calt,  Ont.,  have  purchased  the  building  they  now 
occupy  from  Capt.  Thomas  R.  Jarvis.  of  Toronto. 
This  valuable  piece  of  property  has  a  frontage  of  40 
feet  and  a  depth  of  112  feet.  Tt  sold  in  the  neighbor- 
hood of  $20,000,  which  is  at  the  rate  approximately  of 
$500  a  foot.  The  present  block  does  not  go  the  full 
depth  of  the  property  and  there  is  plenty  of  room  for 
extensions,  but  Mr.  Allen  stated  that  the  firm  did  not 
contemplate  making  any  other  changes  at  present. 


PRIZES  FOR  SUGGESTIONS 

The  National  Cash  Registei-  Co.  during  the  last  six 
months  of  1918  held  a  ''Suggestion  Contest"  for  their 
employees  whereby  the  employees  sent  in  hints 
through  which  the  company  might  save  time  or  money 
in  the  making  of  their  machines  or  facilitate  the -out- 
put. At  the  meeting  of  the  award  committee  last 
month  it  Avas  found  that  there  Avere  496  Avinners.  the 
prizes  running  from  one  to  $100  cash.  Here  is  a  sug- 
gestion that  furniture  dealers  might  adojit.  Is  there 
not  some  little  leaks  that  might  be  stooped  or  some 
methods  that  might  be  adopted  to  facilitate  business 
about  the  store?     Ask  the  employees. 


NAVY  LEAGUE  OF  CANADA 

The  NaA'y  League  of  Canada  is  sending  out  a  series  of 
leaflets  on  the  Avork  of  the  League.  The  first  of  the 
series  is  on  the  "Policy  of  the  League."  by  Aemilius 
Jarvis,  president  of  the  Ontario  division.  The  others 
are  "What  Canada  Oavcs  to  the  British  Navy."  by  Sir 
Chas.  Hibbert  Tupper;  "Heroic  War  Wo)-k  of  ]\Ier- 
chant  Marine.''  by  Sir  Robt.  A.  Falconer;  "British 
Navy  and  World  Freedom,"  by  Hon.  Benj.  Russell: 
"British  Navy  in  History."  by  J.  Castell  Hopkins. 


' '  ONE  DOLLAR  DOWN ' ' 

Visitor— "What  lovely  furniture!" 

eTohnuy — "Yes,  I  think  the  man  Ave  bought  it  from  is 
sorry  noAV  he  sold  it:  anyAvay,  he's  ahvays  calling." — 
Tit-Bits. 

DEFINITE  IDEAS  ON  DISPLAY 

f  Continued  from  page  2^  ) 

still  are  preferred  in  many  Avindows.  But  the  Avide 
variety  of  type  possibilities  is  proA'ing  more  and  more 
popular.  The  card  is  an  adA'ertisement  in  miniature. 
The  best  cards  ever  designed  Avere  themselves  adver- 
tisements for  the  line.  Not  many  Avords,  biit  an 
IDEA.  WindoA'^'  cards  are  to  advertisements  as  ear- 
toons  are  to  painting :  much  in  little.  There  is  no 
more  real  and  fertile  field  for  originality  in  modern 
advertising. 
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A  THRIFT  REQUEST 

To  Ovir  Subscribers: 

About  your  subscription  receipt: — Instead  of  send- 
ing you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  will  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 

Thanking  you,  we  are 

Gratefully  yours, 
THE  COMMERCIAL  PRESS,  LIMITED, 

32  Colborne  Street,  Toronto. 


Check  Freight  It  is  a  good  business  practice  to 

Bills  Promptly         see  that  you  are  not  over-charged. 

One  place  in  which  the  retailer 
should  make  sure  of  this  is  in  connection  with  freight 
bills.  Not  a  few  merchants  save  a  good  deal  by  the 
habit  of  checking  all  freight  bills  to  see  that  weights, 
rates  and  extensions  are  correct. 

It  is  a  good  policy  to  check  freight  bills  promptly  so 
that  if  there  are  any  mistakes  that  a  claim  may  be 
entered  while  the  matter  is  fresh.  It  is  an  easy  matter 
to  check  extensions  and  the  matter  of  weights  and  rates 
.should  also  be  gone  into.  The  matter  of  weights  can 
be  checked  by  comparison  with  bill  of  lading  while  it 
is  well  to  occasionally  run  shipments  over  the  scales  to 
verify  weights.  The  dealer  should  also  be  acquainted 
with  the  class  to  which  the  principal  lines  of  goods  he 
receives  belongs  to  and  the  known  freight  rates  on 
such  goods  from  the  point  he  generally  receives  such 
goods  from.  The  mis-cla.ssing  of  goods  is  frequently 
responsible  for  overcharges  and  any  leaks  through  this 
avenue  should  be  carefully  guarded  against. 

*  #  * 

Figure  Your  Because  some  furniture  dealer  in 

Own  Costs  your  community  says  that  his  cost 

of  doing  business  is  a  certain  per- 
centage is  no  reason  why  you  .should  take  that  figure 
as  the  basis  on  which  you  work.  The  cost  of  doing 
business  varies  to  a  considerable  extent  even  in  the 
same  community  and  you  should  figure  out  your  own 
expenses. 

*  *  * 

The  Pleasure  "T  don't  want  anyone  around  the 

of  Your  Work  place  who  does  not  take  ple  isure 

in  his  work,"  was  the  statement 
made  to  the  Avriter  recently  by  the  manager  of  a  lai'ge 
business  establishment.  "The  man  who  does  not  en- 
joy his  work  does  not  put  his  whole  heart  into  it  in 
the  manner  that  he  should  and  if  he  does  not  put  his 
heart  into  his  work  he  does  not  attain  the  best  results 
either  for  himself  or  us." 

All  of  which  is  immensely  true.     The  man  who  aj)- 


proaehes  his  work  as  something  disagreeable  to  be  done 
in  order  that  he  may  exist  is  not  likely  to  advance  very 
far  in  it.  It  will  be  better  if  he  would  give  it  up  and 
take  up  some  line  of  endeavor  in  Avhich  he  will  really 
take  an  interest. 

I  remember  a  conversation  which  I  had  some  time 
ago  with  a  man  who  takes  real  pleasure  in  his  Avork. 
He  said:  "There  mustn't  be  much  joy  in  life  for  the 
man  who  doesn't  enjoy  his  work — who  doesn't  get 
real  pleasure  out  of  the  accomplishment  of  things  con- 
nected with  it — who  doesn't  love  to  plan  for  its  ex- 
pansion and  get  real  satisfaction  out  of  seeing  it  grow 
and  prosper." 

The  same  thing  holds  true  of  both  proprietor  and 
employee.  Both  must  take  pleasure  in  their  work  in 
order  to  attain  real  success  in  it. 

*    *  « 

Get  the  Profit  It  is  safe  to  say  that  there  are 

Problem  Right  scores  of  retailers  who  are  certain 
in  their  own  minds  that  they  are 
figuring  their  profits  correctly — are  so  sure  of  the  fact 
that  no  amount  of  advice  or  argument  would  induce 
them  to  sit  down  with  ano-ther  person  and  figure  out 
whether  their  method  is  really  correct  or  not — and  yet 
they  are  wrong  and  losing  monev  everA-  day  as  a  re- 
sult. 

A  man  Avho  Avas  formerly  in  the  retail  business  and 
Avho  got  out  of  it  because  he  eouldn 't  make  any  money 
in  it,  admitted  recently  that  he  AA'as  one  of  such  men. 
He  isn't  a  brainless  person  by  any  means  as  he  is  mak- 
ing a  success  of  his  present  endeavor,  but  he  Avas  just 
so  sure  that  he  Avas  correct  that  he  never  even  thought 
of  sitting  down  to  reason  the  matter  out.  He  was 
Avrong,  however,  and  he  paid  the  penalty. 

T  Avill  explain  the  point  upon  Avhieh  this  dealer  went 
Avrong.  Briefly,  he  AA^as  figuring  his  profits  on  cost 
price  and  his  expenses  on  selling  price,  Avhich  is  some- 
AA^hat  akin  to  trying  to  figure  out  the  cost  of  a  shipment 
of  potatoes  AA'hen  you  only  know  the  price  of  beans. 

To  be  more  explicit,  this  dealer  figured  his  cost  of 
doing  business  at  19  per  cent.  He  Avanted  to  mako  4 
per  cent,  gross  profit  and  he  thought  he  would  get  it 
by  adding  23  per  cent,  to  the  cost  price.  Let  us  see 
just  hoAV  this  Avould  Avork  out.  Suppose  that  the  cost 
price  of  goods  sold  during  the  year  amounted  to 
.$20,000.  If  he  figured  his  profits  on  cost  price,  23  per 
cent,  added  Avould  give  him  a  profit  of  $4,600,  and  a 
selling  price  of  $24,600.  His  expenses  amounted  to 
19  per  cent,  but  remember,  19  per  cent,  of  sales,  upon 
which  cost  of  doing  business  is  invariably  figured. 
Mow.  19  per  cent,  of  the  selling  price  of  $24,600  would 
be  $4,674,  Avhile  his  gross  profit  would  only  be  $4,600, 
giving  him  a  net  loss  of  $74  for  the  year. 

Yet,  this  dealer  believed  he  Avas  figuring  his  profits 
correctly.  It  Avill  pay  every  merchant  to  sit  down  and 
make  a  little  study  of  his  method  of  figuring  profits. 
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Some  Principles  of  Salesmanship 

jz::;^r:r=:;z^=:^^=  By  A.  L.  Habekotte  z^^^^=^^^^^^=- 

In  these  modern  days,  salesmanship  has  justly  been 
classed  as  a  profession,  and  has  been  developed  along 
scientific  lines,  until  it  ranks  equally  as  high  as  law, 
medicine  and  kindred  sciences,  and  requires  equally  as 
much  study,  thought  and  training  as  is  required  in  ob- 
taining success  in  any  of  the  above. 

In  later  years  there  have  been  developed  scientific 
sales  schools  and  clubs.  To-day  most  of  the  larger 
manufacturing  and  commercial  concerns  throughout 
the  country  have  their  own  sales  schools  to  increase 
the  efficieney  of  their  sales  force.  Some  of  the  big 
railroad  companies  are  now  educating  their  employees 
from  the  ground  up — fitting  them  for  positions  of 
responsibility  and  larger  remuneration. 

Selling  goods  is  essentially  a  process  of  the  mind  be- 
tween buj^er  and  seller.  Psychology,  as  one  writer 
puts  it,  is  "The  Science  of  the  Mind."  Every  sale 
combines  the  elements  of  mind  over  mind  and  unless 
there  is  a  willingness  of  the  buyer  to  purchase  and  the 
ivillingness  of  the  seller  to  sell  there  can  be  no  sale. 

Let  us  consider  first  some  of  the  qualifications  neces- 
sary for  the  successful  salesman  to  possess  and,  second, 
some  of  the  various  characteristics  of  the  purchaser. 

No  salesman  can  ever  expect  consideration  at  the 
hands  of  his  customer  and  command  his  respect  unless 
he  possesses  self-respect. 

Every  self-respecting  man  has  a  certain  amount  of 
dignity.  This  does  not  mean  he  should  be  independent 
or  egotistical.  A  self-respecting  salesman  has  the 
courage  and  determination  and  faith  in  himself  so  that 
he  can  look  every  man  in  the  face,  and  be  a  true  man 
in  every  sense  of  the  word.  The  salesman  should 
always  bear  in  mind  that  he  is  not  asking  any  special 
favors  from  his  customers  when  he  tries  to  sell  him  his 
goods  but,  on  the  other  hand,  should  try  to  convince 
his  prospect  that  he  is  there  to  render  him  service  by 
selling  him  the  product  that  in  turn  will  prove  profit- 
able to  all  concerned. 

Banish  every  sense  of  Fear,  for  the  salesman  that  is 
conscious  of  any  thought  of  littleness  will  never  suc- 
ceed. If  your  goods  are  right  no  apology  is  necessary 
when  you  trj''  to  sell  them. 

Cheerfulness,  Politeness  and  Enthusiasm  go  hand  in 
hand.  "As  a  man  thinketh,  so  is  he."  This  is  as 
true  from  a  salesmanship  standpoint  as  it  is  from  a 
moral  or  spiritual  standpoint.  The  man  who  can 
smile  and  does  smile,  the  man  who  is  cheerful  even  in 
the  face  of  disappointment,  is  always  in  greater  de- 
mand than  the  grouch  or  pessimist  who  is  always  look- 
ing on  the  dark  side  of  things.  Kickers  and  knockers 
have  no  place  in  the  business  world.  Many  a  sale 
would  otherwise  be  lost  if  it  were  not  for  the  fact  that 
the  buyer  was  impressed  by  the  pleasant,  good-natured 
attitude  of  the  salesman.  Some  authorities  claim 
that  these  qualities  are  of  as  much  importance  as  a 
knowledge  of  the  goods.  Showing  the  interest  in  the 
welfare  of  your  prospect,  and  working  into  his  con- 
fidence and  good-will,  will  always  bring  its  reward. 

If  your  prospect  is  inclined  to  argue  and  show  his 
resentment,  agree  with  him  for  the  time  being,  and  if 
you  are  tactful  enough,  you  will  soon  have  him  agree- 
ing with  you.  A  little  study  of  human  nature  will 
convince  you  of  this  fact.     A  man's  character  is  often 


expressed  by  the  clothes  he  wears,  the  manner  of  his 
walk,  the  expression  in  his  eyes.  A  judge  of  human 
nature  will  read  a  man's  character  in  his  face. 

It  is  essential  that  the  salesman  be  neat  in  his  dress. 
This  does  not  mean  to  be  a  fashion  plate  or  to  wear 
gaudy  clothes,  which  detracts  attention  from  the  real 
man. 

It  is  said  of  the  president  and  salesmanger  of  one  of 
the  greatest  concerns  on  the  continent,  that  in  a  meet- 
ing of  his  sales  force,  numbering  into  the  hundreds,  he 
addressed  a  dozen  or  more  of  his  men,  and  warned  them 
that  unless  they  had  their  clothes  pressed  and  wore  a 
subdued  color  of  a  necktie,  that  their  resignations 
would  be  accepted. 

Soap  and  water  are  cheap,  and  there  is  no  excuse  for 
a  salesman  to  neglect  their  use.  Keep  your  collar  and 
shirt  clean.  Keep  the  body  well  bathed ;  a  clean  shave 
each  day ;  hair  brushed  neatly  and  trimmed ;  teeth  and 
nails  should  always  be  kept  clean.  Pay  strict  atten- 
tion to  your  health.  The  salesman  who  is  careless  in 
all  these  matters  will  be  careless  of  his  business. 

The  use  of  cigarettes  and  liquor  should  be  shunned. 
The  smell  of  tobacco  or  liquor  on  the  breath  has  lost 
many  an  order  from  a  good  customer  and  in  some  cases 
the  buyer  has  quit  dealing  with  the  house  altogether. 

Experience  has  proven  that  it  is  not  necessary  to  in- 
dulge in  these  habits  or  to  entertain  your  customer  in 
this  manner  in  order  to  get  his  business. 

Hope,  Determination,  Stick-to-it-iveness  are  just  as 
important  for  the  salesman  to  cultivate  as  any  other 
qualifications.  The  man  with  the  desire  to  be  success- 
ful will  reach  his  goal  sooner  than  the  man  who  never 
hopes  to  attain  the  first  place  in  his  profession.  It  is 
true  some  men  have  their  wish-bones  where  their  back- 
bones ought  to  be,  but  the  man  with  the  definite  aim 
and  purpose  in  life,  the  man  who  is  not  a  drifter,  the 
man  who  aims  at  the  bull's-eye,  is  bound  to  win  the 
prize  of  the  high  calling  of  successful  salesmanship. 
Think  success  and  you  will  be  successful.  The  sales- 
man who  possesses  the  bulldog  spirit,  the  salesman  who 
say-R  "I  will"  and  "I  can"  is  the  man  who  will  not 
yield  to  opposition,  no  matter  from  what  source  it 
comes — never  let  go  and  when  you  are  sure  you  are 
I'ight — go  ahead. 

This  spirit  will  develop  confidence  in  yourself  and 
nothing  can  stop  you.  Persistence  in  the  right  direc- 
tion if  not  overdone  will  in  most  cases  land  the  order 
that  you  are  so  eager  and  anxious  to  secure. 


WOMEN  SHOPPERS  AND  LAW  OF  AVERAGE 

Statistics  go  to  show  that  the  average  woman  makes 
an  actual  purchase  in  the  third  store  which  she  visits. 
In  the  first  she  gains  certain  information;  then,  desir- 
ing to  get  the  full  value  of  her  money,  she  goes  else- 
where and  finds  that  the  prices  are  perhaps  two  or 
three  per  cent,  lower.  This  establishes  an  element  of 
doubt  as  to  the  honesty  of  purchase  in  the  first  in- 
stance, and  she  goes  to  a  third  store,  where  the  higher 
of  the  two  prices  is  quoted,  and  then,  being  too  tired 
to  return  to  the  first  store,  she  makes  her  purchase  on 
the  spot. 

Of  course,  this  works  oi;t  all  right  in  the  end  be- 
cause in  some  later  instances,  the  third  store  becomes 
the  first  and  the  first  the  third,  and  so  by  the  law  of 
averages,  it  adjusts  itself  automatically,  but  it  cer- 
tainly makes  a  lot  of  work  for  the  woman  herself  and 
the — well,  we  presume  the  clerical  force  should  not  be 
taken  into  consideration — at  least  that  is  what  some 
people  think. — The  Torch. 


Mareli,  1919 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


33 


PROPER  ACCOUNTING  BUILDS  for  SUCCESS 
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salary  figure  in  overhead  ?— Proper  bookkeeping  system  the  main  thing  in  your  business— Influence  the  customer 

IllmUmiU  nilUUMI  l  IMIMI  IIMIIIIIIIIU  MIN  l  MIIMIMIMMI  l  IMIMIIMIII  IMIMIMMIMIMNIH  IMIMIMMIMIMI  I  IMIMIMIMI  ,  IIMMI  I  Ml  IMIMIMIIIII  nil  IIIIIIIMIMII  MIMIMMh 

By  LYMAN  WHITING 


UPON  investigation  many  stores  are  proven  to  be 
run  at  a  loss,  because  the  bookkeeping  systems 
employed  are  inadequate  and  collection  methods 
are  faulty. 

Harvard  University's  Bureau  of  Research  gives  some 
very  interesting  and  profitable  points,  showing  how 
merchants  usually  make  mistakes.  Many  mistakes 
are  made  not  because  of  unwillingness  to  learn,  but 
rather  to  unreliable  sources  of  information  or  lack  of 
experience.  No  one  wants  to  lose — it  is  simply  be- 
cause they  are  not  equipped  to  win. 

If  you  want  to  succeed  as  a  retailer  you  must  have  a 
thorough  and  practical  knowledge  of  operating  costs. 
This  is  particularly  true  at  a  time  like  this  when  costs 
are  continually  changing,  and  the  war  has  rendered 
successful  retailing  even  more  difficult  than  in  the 
normal  times  of  a  few  years  ago. 

The  figures  of  those  who  have  made  exhaustive  re- 
searches show  that  many  a  store  is  running  at  a  loss, 
and  yet  strange  to  say,  the  proprietor  does  not  know 
it.  All  that  they  do  know  is  that  they  are  able  to  get 
a  living,  but  no  one  wants  to  simply  mark  time — we 
are  all  anxious  to  move  forward. 

Some  retailers  do  not  realize  that  if  they  would  in- 
vest the  money  which  they  have  tied  up  in  stock,  in 
some  other  way  and  would  go  to  work  as  a  clerk  for 
someone  else  at  $25.00  a  week,  they  would  be  making 
money,  and  the  reason  for  this  is  that  no  accurate 
records  hold  the  facts  up  to  them  for  inspection  and 
correction. 

How  About  Your  Salary? 

There  is  one  expense  that  many  retailers  fail  to  in- 
clude— their  own  salary.  One's  salary  should 
represent  the  amount  paid  the  manager  or  proprietor 
and  should  be  equal  to  what  the  retailer  would  be 
willing  to  pay  anyone  else  for  doing  the  same  kind  of 
work,  or  the  salary  which  he  would  expect  to  receive 
if  he  were  employed  elsewhere.  If  you  figure  that  for 
a  business  the  size  of  yours,  a  man  should  be  getting 
at  least  $2,000  a  year,  then  you  should  charge  your 
business  with  this  $2,000. 

One  retailer  I  have  in  mind  made  the  statement  that 
it  did  not  cost  him  anything  to  do  business.  Owning 
his  own  building,  he  had  no  rent  to  pay,  and  as  his 
wife  was  a  great  help  in  the  store  he  claimed  he  had 
no  selling  expense,  and  his  deliveries  cost  him  nothing 
because  he  had  a  horse  and  wagon  of  his  own,  which 
his  son  used  for  the  firm's  benefit. 

Now  this  is  not  an  exceptional  view,  for  there  are 
many  retailers  who  do  not  charge  their  business  with 
either  rent,  wages,  deliveries,  or  selling  expenses,  be- 
cause their  families  are  on  the  job. 

With  too  many,  bookkeeping  comes  last.  Often- 
times one  is  tired  after  a  busy  day  and  tries  to  find  out 
from  an  inaccurate  spindle  file  and  cheek  book  stubs, 
where  he  stands.  Perhaps  he  knows  little  about  book- 
keeping; his  accounts  fail  to  balance,  and  he  goes  on 
with  "Oh  well,  I'll  fix  that  all  up  to-morrow,"  but  to- 
morrow finds  the  hours  just  as  crowded  as  yesterday. 


Bookkeeping  is  neglected  again  while  he  waits  on 
trade,  sweeps,  keeps  the  store  in  order,  etc. 

There  is  another  type,  however,  who  are  alive  to  the 
importance  of  proper  bookkeeping,  realizing  the  ne- 
cessity of  straightening  out  their  business  before  they 
can  hope  to  make  the  straight  road  to  profits.  Every 
retailer  should  know  exactly  where  he  stands;  he 
should  keep  some  sort  of  a  systematic  and  accurate 
record  of  his  receipts  and  expenditures,  balancing  his 
accounts  at  the  end  of  each  month.  You  may  have 
to  face  an  unpleasant  truth,  but  keep  track  of  all  your 
expenses,  stop  the  leaks,  install  efficient  methods  in 
every  line,  and  your  balance  will  be  very  encouraging 
on  the  right  side.  You  will  find  what  you  started  out 
to  create- — a  profit. 

Many  most  excellent  systems  are  being  used  by  in- 
dividual stores — ^methods  which  show  the  store  keeper 
facts  about  their  business — what  their  delivery  ex- 
penses are — what  should  be  charged  up  to  rent,  service, 
insurance,  interest  on  money  invested,  etc. 

Influence  the  Customer 

Do  not  be  too  strongly  influenced  by  the  customer 
who  comes  in  to  make  occasional  demand  for  an 
article  that  you  have  proven  is  a  poor  seller.  Try  and 
influence  him  in  the  direction  of  those  which  sell 
readily,  for  it  never  pays  to  put  in  a  stock  for  one  man, 
for  in  taking  care  of  this  particular  man  would  mean 
the  carrying  of  otherwise  dead  stock,  which  sooner  or 
later  must  result  in  the  old  and  poor  practice  of  cut 
prices,  if  you  want  to  get  rid  of  it. 

Keep  your  stock  down  and  your  turn-overs  frequent. 
You  want  to  sell  everything  out  before  your  jobber's 
bills  are  due.  In  this  way,  too,  your  stock  is  always 
kept  new  and  fresh,  you  need  less  stock  room  and  your 
men  behind  the  counter  are  far  more  familiar  with  each 
article  that  you  carry  because  there  are  fewer  items  to 
memorize  and  upon  which  to  develop  selling  talk, 
therefore,  sales  are  made  more  readily  and  all  this 
cannot  be  accomplished  without  proper  records. 

In  order  to  discover  what  your  stock  turn-over  has 
been,  say  in  comparison  to  what  it  will  become  if  this 
simple  system  of  stock  records  is  maintained,  you  can 
determine  it  by  taking  your  inventory  for  the  last  year 
or  two.  For  instance,  should  your  inventory  for  the 
past  six  months  show  stock  on  hand  $6,000,  and  for 
the  previous  six  months  the  inventory  showed  $4,000 
in  stock  on  hand,  your  average  inventory  is  therefore 
$5,000.  Then  following  this,  if  the  cost  of  the  mer- 
cliandise  sold  for  the  year,  cost,  not  selling,  price,  is 
$50,000,  you  turn  over  your  stock  ten  times. 

You  will  note  that  the  cost  of  goods  for  figuring 
stock  turnover  is  used  because,  of  course,  you  figure 
inventory  at  cost,  and  should  you  have  occasion  to  sell 
out  what  you  have  bought,  you  have  turned  over  your 
stock  regardless  of  the  price  at  which  it  was  sold. 

Keep  careful  accounts,  keep  everlastingly  at  it, 
know  your  business  from  the  inside  out,  and  from  the 
outside  in,  and  you  will  be  more  than  satisfied  with 
results. 
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NOW  that  the  war  is  over,  there  will  be  a  gradual 
return  to  the  s-ervice  feature  which  was  so 
prominent  in  all  lines  of  retail  business  previous 
to  the  outbreak  of  hostilities.  Dealers  need  to  pro- 
ceed with  extreme  caution  in  expanding  this  feature, 
especially  in  connection  with  delivery  service,  as  the 
cost  can  easily  be  run  up  to  such  a  figure  as  to  he  a 
burden  on  the  whole  business  and  possibly  turn  it  into 
an  unprofitable  feature. 

Know  Your  Cost  of  Delivery 

Tt  is  desirable  that  the  dealer  know  exactly  Avhat  it 
is  costing  him  to  deliver  goods,  not  only  in  so  far  as 
the  total  cost  is  concerned,  but  as  to  the  percentage 
that  this  portion  of  cost  of  doing  business  runs  into. 
One  of  the  most  convenient  tahles  that  we  have  seen  for 
ascertaining  this,  is  contained  in  "Profit  Pointers," 
published  by  the  Star  Egg  Carrier  &  Tray  Manufac- 
turing Co.,  of  Rochester.     We  reproduce  it  herewith. 

The  table  shows  at  a  glance  what  "per  eent"  a 
merchant's  delivery  service  is  costing  him,  based  on 
the  volume  of  business  he  does. 

All  these  figures  are  intended  to  represent  an  aver- 
age Aveek's  business — not  monthly  or  yearly — not  the 
busiest,  not  the  dullest  week. 

The  following  items  of  cost  must  be  included  in  the 
"delivery  costs"  for  the  week. 

Wages  of  drivers  and  their  assistants ;  hay  and  feed 
— horseshoeing;  gasoline,  auto  license,  tires;  oil  and 
grease;  repairs  and  depreciation  of  delivery  equip- 
ment; rent  of  stable,  or  garage,  whether  owned  or 
leased;  express,  parcel  postage;  Merchants  Union  de- 
livery charges. 

Directions  for  Finding  Cost 

Directions:  Find  the  amount  in  the  left  column  of 


heavy  black  figures  which  represents  the  average 
weekly  delivery  cost — then  run  an  imaginary  straight 
line  to  the  right  until  you  are  immediately  under  the 
heavy  black  figures  which  represent  the  average  weekly 
business.  The  figures  in  the  square  at  the  intersec- 
tion of  these  two  imaginary  lines  tell  you  what  per 
cent,  of  the  business  is  being  spent  for  delivery  service. 

Example :  'Say  the  business  runs  $600  an  average 
week  and  the  delivery  cost  for  the  same  period  is 
$20.00.  Run  your  finger  down  the  column  under  the 
heavy  black  figure  "600.00"  until  you  are  directl\ 
opposite  "20.00"  in  the  heavy  black  figure  column  at 
the  left  of  the  page,  the  figures  in  the  square  at  the  in- 
tersection show  that  the  delivery  costs  are  3  1/3  per 
cent,  of  the  business  done.  Tn  some  eases  the  "per 
cents"  are  not  to  the  exact,  smallest  fraction,  but  they 
are  accurate  enough  in  each  instance  for  the  purpose 
designed. 


CENSOR  YOUR  LETTERS 

Every  letter  that  leaves  your  store  should  be  a  sen- 
sible letter.  It  should  not  be  Avritten  simply  because 
"a  letter"  must  be  written.  It  should  develop  its 
reasons  logically  and  show  why  it  is  to  the  advantage 
of  a  customer  to  consider  the  proposition  you  present. 

Of  course  good  letters  are  hard  to  write.  If  they 
weren't,  there  would  be  fcAver  of  the  poor  kind. 

Make  the  censorship  on  all  your  letters  severe.  Don 't 
lift  it  under  any  consideration.  A  well  composed, 
neatly  written  letter  is  sometimes  as  successful  as  a 
personal  solicitation. 

The  uncensored  business  letter  does  as  much  harm 
to  a  store  as  the  uncensored  private  letter  does  to  a 
nation.  Appoint  a  censor  in  your  organization  to-day 
— and  start  him  "on  the  job"  immediately. 


AVERAGE  GROSS  AMOUNT  OF  BUSINESS  PER  WEEK 
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SCHEMES  FOR  COLLECTNG  THE  MONEY 
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Suggestions  for  extending  credit,  obtaining  ratings  and  for  letters — Value  of  time  limit — Management  troubles — 
Difficulty  with  credits  and  collections — Losses  and  poor  accounts — Record  the   credits — Value   of  letters 
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By  FRANK  FARRINGTON 


JN  hundreds  of  calls  upon  retail  dealers  throughout 
the  country,  my  question,  "What  one  thing  ahout 
the  management  of  your  business  causes  you  more 
trouble  than  anything  else?"  has  been  almost  uniformly 
met  with  the  reply,  "Credits;  collecting  what  folks 
owe  us." 

Practically  all  merchants  who  have  trouble  with 
the  credit  side  of  their  business  find  its  source  in  the 
difficulty  they  have  in  getting  the  money  people  owe 
thwn.  It  is  necessary  to  see  that  the  "poor  pay" 
people  do  not  get  in  too  deep,  that  they  pay  up 
promptly,  too.  There  is  no  profit  in  any  sale  until  the 
money  is  in  the  cash  register. 

Losses  and  Poor  Accounts 

It  is  all  right  to  seek  relief  from  losses  on  poor  ac- 
counts by  doing  a  cash  business,  but  there  will  always 
be  people  who  cannot  pay  spot  cash  and  are  willing 
to  pay  something  extra  for  the  privilege  of 
taking  more  or  less  time  on  the  account.  Without 
doubt  people  will  buy  more  freely  for  credit  and  the 
ideal  way  to  make  the  business  big  and  successful  is 
not  the  spot  cash  way.  Rather  it  is  through  the  use 
of  a  limited  credit  with  prompt  collections. 

The  smaller  a  bill,  the  easier  it  is  paid.  As  some- 
body has  put  it,  "A  short  horse  is  soon  curried."  When 
a  bill  gets  to  where  it  is  out  of  proportion  to  the  cus- 
tomer's pay  check,  then  it  begins  to  drag,  and  the 
dragging  bill  does  not  wear  itself  out  in  the  drag- 
ging, though  it  may  wear  out  the  dealer's  patience. 

Value  of  Time  Limit 

By  fixing  an  absolute  time  limit  on  all  accounts,  de- 
clining to  allow  anyone  to  continue  to  buy  on  credit 
when  the  bill  has  not  been  taken  care  of  within  that 
limit,  say,  30  or  60  days,  nobody  can  get  in  debt  to  you 
for  more  than  the  purchases  of  that  period.  This 
short-term  credit  plan  is  the  best  way  of  handling  the 
credit  business.  It  reveals  people  before  their  ac- 
counts get  too  large,  and  those  to  whom  longer  credit 
may  desirably  be  extended  can  be  taken  care  of  by 
having  them  clean  up  the  old  account  by  giving  a  note 
or  a  due  bill,  with  or  without  interest. 

The  big  thing  is  to  get  everybody  to  come  around 
at  least  once  a  month  and  agree  about  the  account 
and  its  immediate  or  its  future  payment.  When 
you  get  in  touch  with  a  credit  customer  once  a  month 
and  discuss  with  him  the  account  he  is  running,  your 
chance  of  loss  is  reduced. 

When  a  man  starts  an  account  it  is  up  to  the  dealer 
to  know  his  financial  standing  and  something  about 
his  income,  also  his  past  reputation  for  paying  prompt- 
ly. This  is  where  a  credit  bureau  established  by  some 
such  local  organization  as  the  chamber  of  commerce  is 
good. 

Record  of  Credits 

Such  a  credit  bureau  keeps  a  record  of  those  who 
ask  for  credit.     The  members  can  get  this  informa- 


tion at  any  time  and  each  member  may  keep  a  card 
index  with  a  card  for  each  customer,  going  to  head- 
quarters for  information  with  which  to  start  a  card 
about  any  new  applicant,  and  passing  on  to  head- 
quarters any  new  information  coming  to  hand  or  de- 
veloping in  experience  with  the  family. 

These  credit  bureaus  may  also  act  as  collection 
agencies,  and  since  they  represent  most  of  the  stores 
in  town,  for  a  man  to  refuse  to  honor  his  account  with 
one  member  may  result  in  credit  being  refused  him  by 
all  the  members.  In  fact,  the  threat  of  turning  the 
account  over  to  the  credit  bureau  will  rarely  fail  to 
bring  in  the  delinquent  debtor  to  take  up  the  question 
of  payment  in  some  manner. 

One  such  organization  sends  out  notices  to  all  the 
people  in  town  when  starting  its  credit  bureau,  and 
these  notices  are  letters  stating  that  such  a  central 
soutce  of  information  about  credit  ratings  is  being 
established  and  it  is  requested  that  the  recipient  make 
a  statement  to  the  bureau  of  his  reasons  for  claiming  he 
is  entitled  to  credit.  This  gives  the  bureau  a  standing 
with  the  public  at  once  and  makes  it  apparent  that  it 
wants  to  play  fair  with  everybody. 

The  First  Letter 

The  first  letter  this  association  sends  to  the  man 
whose  account  is  placed  with  it  for  collection,  is  very 
friendly,  and  takes  the  position  that  there  is  some  mis- 
understanding, and  asks  him  to  go  and  see  his  creditor 
and  get  the  matter  adjusted.  Further  notes  are  more 
pointed  and  the  final  notice  states  that  in  so  many 
days  the  organization's  attorney  will  take  action. 

But  not  every  community  has  a  credit  bureau  and 
some  men  prefer  to  work  independently,  anyway.  For 
such,  personal  calls  and  personal  letters  are  the  best 
collecting  mediums.  It  is  the  personal  touch  that 
saves  the  account.  If  you  can  go  and  see  a  man  and 
each  time  get  either  a  little  payment  or  a  promise  of 
payment  on  a  certain  date,  and  if  you  go  to  see  him 
on  that  date,  this  method  will  produce  results. 


C.  B.  CHATFIELD 

Designer  of  Furniture 
GRAND 
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Among  The  Manufacturers 


TO  HELP  SETTLE  EXPORT  DISPUTES 

The  seuioi-  British  Trade  Commissioner  in  Canada 
and  Newfoundland  (G.  T.  Milne,  367  Beaver  Hall 
Square,  Montreal),  has  been  notified  by  the  Imperial 
Department  of  Overseas  Trade  in  London,  that  he  is 
empowered  to  appoint  an  expert  to  examine  and  report 
upon  consignments  of  goods  from  the  United  Kingdom, 
in  respect  of  which  a  dispute  has  arisen,  and  to  certify 
the  signature  of  such  experts  as  authentic.  The 
Commissioner  will,  however,  only  intervene  when  re- 
(juested  to  do  so  by  both  parties  to  the  dispute. 

The  kind  of  disputes  in  which  the  Commissioner  may 
intervene  are  those  regarding  goods  which  are  alleged 
to  be  not  up ,  to  sample,  or  which  have  arrived  in  a 
damaged  condition  owing  to  faulty  packing.  The 
Commissioner  is  not  authorized  to  deal  with  claims 
under  insurance  policies  for  goods  damaged  during  the 
voyage.  As  the  official  trade  representative  in  Canada 
and  Newfoundland  of  the  Indian  Government,  the  Com- 
missioner is  also  authorized  to  act  in  regard  to  dis- 
putes relative  to  shipments  from  India.  The  remunera- 
tion of  experts  appointed  by  the  Commissioner  is  a  mat- 
ter for  the  parties  to  the  dispute.  No  fee  will  be 
charged  for  his  services. 

The  British  Trade  Commissioner  at  Toronto,  F.  W. 
Field.  257  Confederation  Life  Bldg.,  is  empowered  to 
act  in  disputes  arising  out  of  shipments  to  Toronto  and 
to  other  centres  in  Ontario. 


NEW  MAKERS  OF  BABY  FURNITURE  LINES 

The  Gem  Crib  and  Cradle  Co.  of  Canada  is  a  new 
concern  now  located  at  Kitchener,  Out.,  making  a  line 
of  wheel  bassinets,  cradles  and  haby  Avalkers,  a  line 
which  should  appeal  to  the  Canadian  furniture  dealer. 
F.  C.  Brandt,  well-known  to  the  trade  from  his  handling 
of  similar  lines  is  manager  of  this  new  company. 


COST  ACCOUNTING  DEPARTMENT  INITIATED 

The  Furniture  Manufacturers'  Association  have  in- 
stalled a  cost  accounting  department  with  J.  E.  Fer- 
guson, of  Woodstock,  Ont.,  in  charge.  Mr.  Ferguson 
has  had  many  years  of  practical  experience  in  this  line 
of  woi'k,  having  been  associated  with  several  of  the 
large  furniture  manufacturers.  Latterly  he  has  been 
in  full  charge  of  the  cost  accounting  department  of 
the  Canada  Furniture  Manufacturers,  Ltd.,  at  Wood- 
stock and  other  branches. 


FURNITURE  MANUFACTURERS  USERS  OF  ROPE 

In  a  recent  issue  of  "The  Columbian  Crew,"  pub- 
lished by  The  Columbian  Rope  Co.,  is  an  illustrated 
article  on  the  uses  L.  &  J.  G.  Stickley,  Inc.,  makers  of 
fine  mission  furniture,  at  Fayetteville,  N.Y.,  put  rope  to 
in  covering  and  tieing  up  their  product  before  shipping 
to  market. 


NOW  MAKING  SOLID  OAK  FURNITURE 

The  Victoriaville  Furniture  Co..  Ijtd.,  Victoriaville, 
Que.,  announce  they  are  now  making  solid  plain  oak 
furniture  in  addition  to  their  regular  line  of  surface  oak 
furniture.  The  company  have  installed  new  machin- 
ery in  their  factory  to  take  care  of  this  line  and  have 


secured  the  services  of  C.  J.  Kelly,  of  Grand  Rapids. 
Mich.,  to  take  full  charge  of  the  manufacturing  end  of 
their  business. 

Victoriaville  is  said  to  be  the  only  factory  in  Eastern 
Canada  making  solid  plain  oak  furniture  and  so  are  in 
a  splendid  position  to  deliver  goods  at  a  low  freight 
rate  to  trade  in  their  territory.  The  company  are  to 
issue  at  an  early  date  a  supplementary  catalogue 
covering  their  new  line  of  furniture. 


MARSHALL  COMPANY  EXPANDING 

The  Marshall  Sanitary  Mattress  Co.  have  greatly  en- 
larged their  Toronto  manufacturing  plant.  The  com- 
pany now  occupies  five  floors  of  their  building  at  10 
West  Market  St.  They  are  also  now  making  their  own 
felt  and  have  installed  special  machinery  to  make  this 
adjunct  to  their  business. 


NEW  WOODENWARE  CATALOGUE 

The  Stratford  Mfg.  Co.  Ltd.,  Stratford.  Ont..  have 
issued  under  date  of  February,  a  new  supplement  ap- 
plying to  their  catalogue  No.  5  and  replacing  the  sup- 
plement of  November  15  last.  The  supplement  is  a 
16-page  booklet,  devoted  to  ironing  boards,  meat  and 
bake  boards,  clothes  bars,  tub  stands,  step  ladder 
stools,  curtain  stretchers,  safety  gates,  camp  cots,  fold- 
ing chairs,  kindergarten  sets  and  their  other  standard 
lines.  In  new  goods  are  mentioned  baby  phonographs, 
suspended  verandah  swings,  children's  swings,  plaj' 
.vards,  baby  walkers,  and  baby  swings. 


OLD  FURNITURE  DEALER  RETIRES 

In  a  recent  issue  of  his  local  paper  David  Hogg  has  a 
card  of  thanks  to  the  public  on  the  occasion  of  his  relin- 
quishing his  share  of  the  business  of  Hogg  &  Thomp- 
son, of  Perth,  Ont.,  to  his  successor,  Alex.  Blair,  of 
Westport.  In  thus  making  his  farcAvell  bow  in  a  busi- 
ness capacity  to  his  patrons,  Mr.  Hogg  does  so  with  a 
chain  record  of  fifty-five  years  as  a  furniture  dealer  and 
undertaker,  and  drops  out  of  business  activities  after 
having  been  for  some  time  the  very  oldest  head  of  any 
concern  in  the  town  or  country  in  any  line. 

In  1836  his  father,  the  late  David  Hogg,  started  the 
furniture  business  in  Perth  in  the  stand  still  occupied 
by  his  successor,  and  the  son  took  over  the  business, 
and  afterwards  added  a  modern  undertaking  equip- 
ment, including  two  handsome  and  expensive  hearses. 
In  the  earlier  days  most  of  the  furniture  sold  and  kept 
in  stock  Avas  made  on  the  spot,  and  long  ago  a  large 
three-storey  stone  factory  was  erected  in  the  rear  of  the 
showroom,  but  this  was  burned  many  years  since,  and 
for  long  after  the  ruined  walls  were  left  standing,  to 
be  removed  laterly  by  some  enterprising  mason. 

Mr.  Hogg  was  married  in  1868  to  Miss  Marj'  Cox. 
whose  death  took  place  within  a  short  time,  and  to  them 
were  born  four  children — William,  in  the  Merchants 
Bank,  in  the  Maritime  Provinces;  Mrs.  (Dr.)  Fowler. 
Perth,  Mrs.  Frank  Hicks,  and  Mrs.  Bailey,  both  of 
Toronto.  Mr.  Hogg  himself  has  attained  the  grand- 
father-age of  78  years,  but  he  is  yet  young  in  spirit,  and 
has  abundance  of  vitality  with  the  capacity  of  making 
the  most  of  it.  In  1900  he  took  in  as  a  partner.  Mr. 
Geo.  Thompson,  a  practical  man  who  learned  the  trade 
with  him ;  and  in  going  out  he  thus  leaves  to  the  public 
a  gentleman  very  competent,  with  his  new  partner, 
to  render  effective  service  to  this  community  in  a  very 
essential  work  which  appeals  to  all  of  us  in  time,  short 
or  distant. 
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PICKING  OUT  A  LOCATION  FOR  A  STORE 
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A  matter  that  calls  for  careful  thought  and  study — Some  points  to  be  considered — Overcoming  the  handicap  of  a 
poor  location — Don't  make  haphazard  selection — Get  near  the  crowds — Get  on   right  side    of  the  street 
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By  A  STAFF  EDITOR. 


THE  selection  of  a  location  for  a  store  is  an  im- 
portant matter  and  calls  for  a  good  deal  of 
thought  and  study.  It  generally  means  much 
to  the  dealer's  future.  It  may  make  or  mar  his 
success.  A  bad  location,  if  it  does  not  altogether 
bring  about  failure  of  the  venture,  at  least  makes  it 
more  difiScult  for  the  merchant  to  progress  than  if  he 
■were  more  favorably  situated. 

Too  many  dealers  pick  out  a  location  in  a  hap- 
hazard manner.  A  store  in  their  neighborhood  is 
vacant  or  their  wife's  aunt  or  some  other  relative  has 
a  store  to  rent.  Many  dealers  in  contemplating  the 
opening  of  a  store  are  influenced  more  by  its  con- 
venience to  their  residence  or  the  district  they  have 
been  residing  in  than  by  the  prospects  of  a  worth- 
while trade  founded  on  thorough  investigation  and 
consideration. 

It  is  often  a  difficult  matter  to  judge  the  suitability 
of  a  location  with  accuracy.  Opinions  as  to  the  value 
of  a  prospective  site  are  liable  to  differ  and  sometimes 
promising  sites  do  not  come  up  to  expectations.  There 
are  certain  features  however,  that  are  pretty  good 
guides  in  sizing  up  a  location.  For  one  thing  it  is 
desirable  to  get  in  the  path  of  traffic,  although  the 
character  of  traffic  has  an  important  bearing  on  the 
matter.  For  instance,  if  you  were  near  a  factory 
•there  might  be  a  lot  of  people  pass  your  store,  but 
when  they  do  so  they  are  generally  in  a  rush  and  not 
as  likely  purchasers  as  if  they  were  of  a  leisure  class, 
bent  on  mere  exercise  or  on  shopping  excursions. 
In  Shopping  Centre  With  no  Direct  Competition 
Some  dealers  in  picking  out  a  location  are  inclined 
to  get  away  by  themselves  where  there  are  no  other 
stores.  This  is  a  mistake.  It  is  well  to  get  in  a  lo- 
cation where  people  really  go  shopping,  although  it  is 
preferable  that  the  other  stores  be  in  a  different  line 
of  business.  The  ideal  situation  is  to  be  the  one 
dealer  in  your  line  in  a  collection  of  stores  that  can 
supply  the  complete  needs  of  the  people  of  the  com- 
munity. Accordingly,  no  matter  what  a  customer 
may  desire  she  will  be  brought  to  your  neighborhood 
and  if  she  requires  anything  in  your  line  you  are 
likely  to  get  the  trade. 

In  the  city,  a  location  near  a  corner  where  people 
take  the  street  ear  is  advantageous  and  the  larger  the 
section  from  which  people  come  to  take  the  ear  there 
the  better.  Many  city  people  purchase  their  require- 
ments on  the  way  to  and  from  the  street  car. 
Some  Good  Locations 
A  moving  picture  house  is  a  good  neig'hbor  for  a 
business  while  the  proximity  of  a  public  market  is 
also  a  help.  In  the  smaller  town  a  store  near  the 
post  office  and  bank  are  generally  the  most  desirable, 
and  if  it  is  in  the  path  of  traffic  to  the  railway  sta- 
tion so  much  the  better. 

A  store  facing,  flanked  or  backed  by  an  extensive 
unbuilt  section  should  be  avoided,  unless  it  has 
prospects  of  being  built  up  in  the  near  future.  A 
dealer  recently  opened  an  expensively  fitted  shop  in 
one  of  our  cities  facing  a  large  walled-in  estate  that 


has  no  prospects  of  being  subdivided  into  building 
lots.  The  writer  believes  that  he  made  a  big  mis- 
take as  this  unbuilt  section  reduces  the  number  of 
prospective  customers  by  a  couple  of  hundred,  at 
least. 

These  are  all  matters  that  should  be  given  careful 
consideration  in  selecting  a  location.  It  is  too  im- 
portant a  matter  to  decide  without  proper  thought  and 
study. 

"When  a  dealer  finds  out  that  the  location  he  has 
picked  is  not  a  good  one,  or  not  all  to  be  desired,  he 
should  give  earnest  thought  as  to  whether  it  is  best  to 
endeavor  to  overcome  the  handicap  or  to  move  to  some 
other  location  where  business  will  come  easier.  The 
store  in  even  a  poor  location  can  sometimes  be  made 
so  attractive  to  the  public  in  various  ways  as  to  make 
it  successful  in  spite  of  this  handicap.  One  village 
dealer  found  his  store  was  avoided  by  farmers  be- 
cause of  his  closeness  to  a  railway  yard — the  puffing 
of  the  engines  frightening  the  farmers'  horses.  This 
difficulty  was  greatly  overcome  by  the  erection  of 
sheds  behind  his  store  Avhere  farmers  could  tie  their 
horses  while  shopping  at  the  store.  The  more  exten- 
sive use  of  motor  cars  by  the  farmers  also  helped  the 
situation  in  time,  so  that  this  dealer  now  h.'w  a  most 
extensive  farm  trade. 

On  the  Wrong'  Side  of  Street 

A  Welland,  Ont.,  dealer  who  has  found  himself  on 
the  wrong  side  of  the  street  has  been  endeavoring  to 
overcome  this  drawback  by  extensive  advertising 
coupled  with  attractive  prices.  In  a  recent  ad.  he 
said:  "Last  Saturday,  to  our  certain  knowledge  by 
cash  register  count,  one  thousand  eight  hundred  and 
seventy-six  (1,876)  people  crossed  East  Main  St.  for 
no  other  reason  than  to  trade  at  Wolfe's.  Why  do  all 
these  people  want  to  trade  at  Wolfe's?  There  is  no 
sentiment  in  the  matter.  They  came  across  simply 
because  this  live,  up-to-date  store  hands  out  the  goods, 
and  the  service,  that  they  like,  at  prices  that  admit  of 
no  profiteering.  If  you  are  not  now  a  customer  at 
Wolfe's,  it  is  a  sure  thing  that  it  will  be  to  your  ad- 
vantage to  become  one." 


EFFICIENCY  doorway  to  net  profits.  The 

  Robertson  Socket  Head  Wood 

Screw  assures  efficiency.  Used 
by  nearly  all  leading  furniture 
manufacturers,  etc. 


IV  rile  us  for  free 
demomlration 


P.  L.  Robertson  Manufacturing  Co.,  Limited 


MILTON  -  ONTARIO 


High-Grade  CHESTERFIELDS 

Re-Upholstering  to  the  Trade 
SPECIAL  ORDER  WORK 

Life  Long  Furniture  Co.,  Ingersoll,  Ont. 


38 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


March,  1919 


CONCILIATING  FURNITURE  MANUFACTURERS 
AND  EMPLOYEES 

An  industrial  eonciliatiou  board,  formed  under  the 
Industrial  Disputes  Investigation  Act  of  1907,  has  been 
sitting:  recently  at  Stratford,  Hanover,  Kitchener,  and 
Montreal  to  inquire  into  the  difficulties  said  to  exist 
beweeu  manufacturers  and  employees.  The  members 
of  the  Board  are  Judge  D.  McGibbon,  Brampton,  chair- 
man;  Joseph  Orr,  Stratford,  representing  the  manu- 
facturers; and  J.  F.  Marsh,  Niagara  Falls,  represent- 
ing the  employees.  The  Board  has  obtained  a  com- 
plete list  of  the  employees  throughout  Canada,  sub- 
divided into  departments,  with  the  amount  of  the 
weekly  or  hourlj^  wages  paid. 

The  meetings  at  all  the  four  centres  were  largely  at- 
tended, and  Judge  McGibbon  paid  a  high  tribute  to 
the  spirit  which  has  animated  those  who  attended  the 
meetings,  both  representatives  of  the  manufacturers 
and  the  Avorkmen  and  he  complimented  the  furniture 
men  on  their  delimination  to  do  what  is  right  and  fair. 

The  Stratford  sitting  was  held  in  the  city  hall,  and 
at  it  were  furniture  men  from  Stratford,  "Woodstock, 
Milverton,  Hanover,  Chesley,  Toronto,  Hamilton, 
Kitchener,  "Waterloo,  and  other  places.  As  a  result  of 
the  conference  a  resolution  was  passed  by  the  furui- 
tiire  men,  both  manufacturers  and  employees,  which 
tended  to  a  setlement  of  the  issues  before  the  board. 
The  contents  of  the  resolution  will  be  taken  into  con- 
sideration by  the  board  in  making  its  award.  It  is 
thought  that  the  Conciliation  Board  will  issue  its  re- 
jiort  some  time  this  month. 

The  furniture  workers  of  Stratford  are  asking  for 
fifty  cents  an  hour  and  a  nine-hour  day.  J.  F.  Marsh, 
representing  the  workers,  informed  the  manufacturers 
that  it  was  in  their  interest  that  their  workingmen 
.should  be  contented,  and  this  could  be  secured  only  hy 
paying  a  living  Avage. 

The  Ontario  delegates  at  the  Montreal  conference 
were:  ]\Iessrs.  D.  Hibner,  Kitchener;  H.  M.  Snvder. 
Waterloo;  J.  R.  Shaw,  Woodstock;  D.  Wright.  Strat- 
ford; D.  Mason,  Stratford,  and  R.  A.  McGillvary, 
Preston. 


Shorter  work  hours  are  a  prominent  feature  in  the 
labor  program  throughout  the  world.  A  few  days  ago 
we  were  informed  that  the  main  proposals  of  the 
British  draft,  adopted  by  the  International  Legislative 
Commission  sitting  at  Paris,  included  in  the  interna- 
tional charter  of  labor  a  clause  that  a  Saturday  half 
holiday  be  compulsory  in  all  countries  of  the  world. 


CARE  OF  CATALOGUES 

One  of  the  best  helps  one  can  have  in  his  business  is 
a  well-stocked  library  of  good  catalogues,  and  the  study 
of  these  by  him  and  his  sales  force  is  time  profitably 
spent.  The  Northern  Furniture  tells  dealers  what 
ought  not  he  done  with  catalogues  in  the  following 
words. 

"Some  people  cling  to  the  idea  that  the  trade  cata- 
logue is  a  form  of  advertisement.  If  they  are  not  in 
the  mood  for  buying  when  it  arrives,  it  is  often  cast 
aside  and  perhaps  destroyed. 

"A  catalogue  is  simply  a  classified  and  illustrated 
list  of  goods  offered  for  sale,  and  takes  the  place  of  a 
personal  inspection  of  those  goods  by  persons  at  a 
di.stance.  As  such  it  ought  to  be  preserved  for  use 
when  needed.  , 

"Dealers  make  a  serious  mistake  when  they  allow 
catalogues  to  be  clipped  or  torn.  When  you  want  a 
catalogue  at  all  you  want  it  badly.  If  a  customer  seeks 
something  you  don't  happen  to  have  in  stock,  the  best 
thing  to  do  is  show  him  a  picture  and  description  of 
it  and  take  his  order.  If  you  can't  find  the  catalogue, 
or  discover  that  the  picture  or  page  is  torn  out,  you  Avill 
lose  the  sale.  But  the  manufacturer  gets  the  order 
anyhoAV  through  some  other  dealer  who  has  kept  his 
catalogues  in  shape  without  mutilation  of  the  leaves,  so 
that  the  customer  Avould  know  what  he  was  ordering. 

"There  is  enough  descriptive  matter  and  numbers  on 
most  catalogues  to  identify  the  goods  at  the  factory."' 


Judge:  "The  police  say  that  you  and  your  wife  had 
some  Avords. " 

Prisoner:  "I  had  some,  but  didn't  get  a  chance  to 
use  them." — Puck. 


Reception  hnll.  floor  of  which  might 
be  vastly  improved  through  \ise  of 
more  rujfs  (Photo  courtesy  DuPont 
Magazine) 
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SOME  POINTERS  for  the  FURNITURE  DEALER 
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Need  of  being  properly  protected — Fulfil  obligations  to  co-insurance  contract — Value  of  stock  sheets  in  proving  claim 

llllllllllllll  IIIIIIIIIIIIIIIMMIIIIIIIIIIIIIIIIIIIIIIIMIIIMIIIIMII  Mlllllllllllllllllllllllllll  Illlllllllll  Illllllrillllll  Illlllllllllllllllllllllllllll  llllliMIIIIIIIIIIIIIIII  Illlllllllllllll  IIIIIIIIIIIIIIIIMIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIII  IIIIIIIMIM  Illlllllll 


THE  stock  aud  fixtures  in  the  furniture  store  to- 
day, are  much  higher  in  value  than  before  war 
broke  out.  Increased  values  are  responsible. 
Most  dealers  are  alive  to  this  fact.  At  least,  they 
are  aware  of  it.  Few  of  them,  'however,  have  been 
so  practical  as  to  protect  this  increase  by  covering  it 
with  fire  insurance.  If  a  furniture  dealer  adds  a  storey 
to  "his  store  building,  or  makes  other  alterations  of  a 
nature  which  involve  additional  investment,  he  is 
pretty  sure  to  place  additional  insurance  upon  the 
completed  building.  But,  when  the  value  of  the 
original  building  or  the  stock  it  shelters  appreciate  in 
value,  it  is  somehow  different. 

Many  Dealers  Not  Sufficiently  Insured 

But,  then,  few  dealers  insure  even  ordinarily  to 
the  extent  which  their  stocks  warrant.  The  discrep- 
ancy is,  in  consequence,  even  more  marked.  It  is  not 
that  the  furniture  stores  are  immune  from  damage  by 
fire.  Personal  interviews  by  the  editor  with  a  number 
of  furniture  dealers  relative  to  this  subject  of  fire  in- 
surance, has  revealed  the  astonishing  fact  that  a  large 
proportion  of  them  have  had  experience  more  or  less 
serious  of  loss  by  fire.  The  average  investment  is  so 
large  that  it  would  seem  the  part  of  wisdom  for  dealers 
to  give  insurance  more  of  their  attention. 

An  agent  frequently  offers  the  suggestion  that  a  man 
should  take  advantaige  of  the  cheap  rates  obtainable 
under  a  co-insurance  contract.  As  this  contract 
affords  a  considerable  saving  upon  the  annual  premium 
many  men  are  glad  to  take  advantage  of  it.  At  the 
time  the  insurance  is  being  placed  the  under.standing 
as  to  the  basis  of  the  contract  may  be  perfectly  clear 
to  the  proprietor  of  the  store  or  goods,  and  yet,  he'll 
forget  or  neglect  to  fulfil  his  obligations.  If  he  does 
this  and  if  he  is  so  unfortunate  as  to  suffer  damage  by 
fire  he  may  have  a  disappointing  experience  in  store 
for  him  when  he  asks  for  a  settlement  from  the  insur- 
ance company. 

Fulfil  Co-insurance  Contract 

Briefly,  co-insurance  requires  of  the  insured  that  he 
'insure  to  the  extent  of  80  per  cent,  or  more  of  the  value 
of  his  property — goods,  fixtures  or  real  estate,  which- 
ever is  involved — and  keep  the  amount  always  80  per 
cent  or  over.  This  means  that  if  he  adds  to  his  stock 
or  fixtures  or  buildings  so  as  to  increase  their  value,  or 
if  they  increase  in  value  through  market  conditions,  he 
must  from  time  to  time  add  to  the  insurance  which  he 
carries.  For  example,  if  he  adds  improvements  to  his 
store  to  the  extent  of  $2,000,  he  must  add  $1,600  to  his 
insurance ;  and  if  his  stock  or  fixtures  have  grown  in 
value,  either  by  additions  thereto  or  as  the  result  of  an 
increase  of  prices,  to  the  extent  of  $2,000,  he  must  add 
$1,600  to  bis  insurance. 

Wlien  the  insured  suffers  damage  by  fire  and  has 
kept  up  his  proportion  of  insurance  he  is  entitled  to 
compensation  up  to  the  amount  of  his  insurance.  But 


if  he  has  not  maintained  insurance  to  tbe  extent  of  80 
per  cent,  of  his  values  he  can  collect  only  pro-rata,  in 
the  proportion  which  the  insurance  he  actually  carries 
bears  to  the  insurance  he  ought  to  have  carried  ac- 
cording to  his  agreement  with  the  insurance  company. 

Inventory  Sheets  Valuable  in  Proving  Claim 

Stock  taking  is  such  a  bore  to  many  merchants  that 
they  put  off  taking  an  inventory  of  their  goods.  Some- 
times a  couple  of  years  will  pass  without  any  checking 
up  of  the  contents  of  a  store.  For  the  purpose  of  es- 
tablishing values  in  case  of  fire  it  is  quite  necessary  to 
have  stock  sheets  to  which  to  refer.  It  is  well  to  look 
to  this  at  least  once  a  year.  Better,  it  is  well  in  times 
of  fluctuations  in  prices  such  as  Ave  have  been  ex- 
periencing to  take  stock  half  yearly. 

It  frequently  happens  that  during  the  term  of  a 
policy  some  action  is  taken  by  the  insured  which  in- 
creases the  fire  hazard.  Some  alteration  may  be 
made  to  the  building,  a  garage  might  be  erected  in  con- 
nection with  it,  or  some  appliance  introduced  which 
affects  the  security  of  the  building  or  the  contents. 
The  same  thing  might  happen  with  respect  to  an  ad- 
joining building.  For  example,  the  store  next  door 
might  be  leased  for  a  cleaning  and  pressing  business. 
In  either  case  the  insurance  company  concerned  should 
be  promptly  notified.  Unless  so  notified  the  insurance 
company  can  plead  non-liability  in  case  of  fire;  at 
least  it  will  probably  contest  any  claim  and  seek  a 
compromise. 

The  ordinary  policy  alloAvs  a  total  of  fifteen  days 
during  the  year  for  alterations.  If  improvements  are 
contemplated  it  is  well  to  bring  the  matter  up  for  dis- 
cussion at  the  time  the  insurance  is  being  placed.  Under 
such  circumstances  it  is  customary  to  have  incorporated 
in  the  policy,  permission  for  alterations  totalling  fifteen 
days  at  one  time. 

When  additional  insurance  is  carried  in  other  than 
the  one  company,  notification  of  this  should  be  given  to 
eacli,  and  the  wording  of  the  description  of  the  prop- 
erty should  be  the  same  in  each  policy. 


BILL  PARSON  BROUGHT  IN  THIS 

If  you  think  this  is  a  mild  winter,  ask  a  big  Toronto 
furniture  drummer  who  recently  went  to  bed  early  in 
order  to  get  up  to  catch  one  of  those  morning  trains 
out  of  Owen  Sound.  He  had  just  got  nicely  to  sleep 
when  there  was  a  knock  at  his  door.  "Four  o'clock," 
said  th(>  voice  without.  He  dozed  ofl'  again,  (iime  a 
second  knock,  "Four-fifteen,  the  bus  leaves  in  five 
minutes."  "Hold  that  bus,"  he  yelled  as  he  scrambled 
into  his  clothes.  When  he  rushed  downstairs  the  bus 
was  evidently  gone,  so  he  contiiuicd  his  flight  to  the 
station.  It  was  dark.  He  looked  at  his  watch.  It 
was  eleven  o'clock.  Also  it  was  below  zero.  Now 
he's  sweai'ing  he'll  get  even  with  the  fellows  who  put 
up  the  job. 
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MAKE  SIDWAY  CARRIAGES  IN  CANADA 

The  Sidway  Mercantile  Co.  is  called  an  "infant  in- 
dustry" in  the  sense  that  they  make  carriages  for  the 
Canadian  baby.  It  was  in  1905,  the  time  when  fold- 
ing carriages  first  made  their  appearance,  that  the  Sid- 
way  Mercantile  Co.  Avas  founded  in  Elkhart,  Ind.,  with 
12.000  square  feet  of  floor  space  and  25  employees.  In 
this  year  of  peace,  1919,  their  factories  cover  250,000 
feet  and  provide  employment  for  between  500  and  600 
people.  During  this  period  their  sales  have  increased 
from  .fifty  thousand  to  over  two  million  dollars  a  year, 
of  which,  four  hundred  thoxisand  is  paid  in  wages. 
This  faetoiy's  output  does  not  consist  entirely  of  fold- 
ing carriages.  The  Sidway  line  also  embraces  reed 
and  wood  bodies. 

Five  years  ago  the  Sidway  Go.  made  their  entry  into 
Canada  by  acquiring  the  plant  of  the  Goderich  Wheel 
Rigs  at  Goderich,  Ont.  This  plant  was  operated  for 
a  short  time  but  the  company  found  that  until  Cana- 
dian trade  was  further  developed  it  would  be  more 
economical  to  ship  the  manufactured  product  into 
Canada  and  Avarehouse  it.  Distribution  was  made  from 
Goderich  until  two  years  ago,  Avhen  the  Company  i-e- 
moved  their  office  to  Toronto.  During  the  last  few 
years  the  Canadian  business  of  the  Company  has  de- 
veloped very  rapidly,  and  it  has  now  been  decided  to 
manufacture  a  large  portion  of  the  product  in  Canada, 
and  with  this  in  view  the  Company  has  acquired  the 
building  on  Dufferin  St.,  Toronto,  until  recently  oc- 
cupied by  the  Dupont  Fabrikoid  Co.  It  is  expected 
that  this  month  the  plant  will  be  in  full  operation. 

For  the  present  the  company  will  confine  their  manu- 
facture in  Canada  to  reed  carriages,  which  is  their 
largest  item  of  sales.  Other  lines  will  be  manufac- 
tured as  soon  as  conditions  warrant.  This  inaugura- 
tion and  expansion  of  the  Canadian  plant  makes  for 
better  service  and  better  deliveries.  It  also  puts  the 
company  in  intimate  touch  with  Canadian  mai-kets  and 


requirements,  and  freedom  from  expense  and  delay 
resulting  from  the  Customs  regulations. 

The  expansion  of  their  Canadian  plant  Anil  not  in- 
volve any  change  in  management  or  personnel.  C.  A. 
Coryell  will  still  cover  Ontario ;  J.  J.  Xeander,  G.  Ul- 
rieh  and  A.  St.  Hilaire,  Quebec ;  and  A.  E.  Sanders  the 
east  and  west  provinces. 


NEW  TORONTO  FURNITURE  STORE 

The  Sterling  Furniture  Store  is  a  new  Toronto  con- 
cern opening  this  month  at  291-295  Yonge  St.,  the  old 
Bedell  location.  It  is  said  L.  Yolles,  the  Queen  St.  W. 
furniture  dealer,  is  behind  the  proposition. 


GUELPH  STOVE  CO.  SOLD 

Negotiations  which  have  been  in  progress  for  some 
time  for  the  purchase  of  the  Guelph  Stove  Company, 
Ltd.,  at  Guelph,  Ont.,  by  a  Toronto  concern,  have  been 
completed,  and  the  plant  has  been  turned  over.  The 
plant  is  a  large  one.  It  is  understood  that  there  will 
be  a  big  extension  to  the  plant  in  the  near  futur''. 
Owing  to  the  fact  that  the  purchase  of  the  plant  and 
property  also  included  all  the  patent  rights  owned  by 
the  company,  it  will  eontimie  to  be  known  as  the 
Guelph  Stove  Company,  Ltd. 


WHAT  ADVERTISING  HAS  TO  DO 

Advertising  has  a  great  many  things  to  do.  It  has 
to  create  confidence ;  it  has  to  shoAv  the  goods  to  those 
who  do  not  come  to  the  store ;  it  has  to  build  up  busi- 
ness and  good-will.  But  its  primary  function  and 
one  which  justifies  its  cost  to  the  greatest  degree  is 
that  of  bringing  people  into  contact  Avith  the  business, 
it  being  assumed  that  anyone  who  comes  into  contact 
with  that  business  once  is  going  to  be  so  pleased  that 
instead  of  making  a  sale  we  are  going  to  make  a  cus- 
tomer.— James  W.  Fisk,  advertising  manager  for  the 
John  Wanamaker  Stores. 


United  States  plant  of  Sidway  Mercantile  Co.  at  Elkhart,  Indiana. 
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SYSTEM  IN  THE  STORE 

"Work  in  altogether  too  many  stores  is  not  guided 
by  rules  and  regulations  sxit¥ieiently  definite 
to  secure  the  best  resTilts.  There  is  a  great 
lack  of  system  and  etfieiency  'because  employees 
are  not  properly  acquainted  with  just  what  is 
expected  of  them — or  at  least  their  duties  are  not 
clearly  and  strongly  enough  impressed  on  them. 

Value  of  Written  Rules 

Many  stores  have  adopted  a  code  of  rules  for  the 
guidance  of  employees  which  at  once  serve  to  instruct 
them  as  to  their  conduct  and  duties  and  also  acquaint 
them  with  the  general  business  policy  of  the  firm. 
Verbal  instructions  in  this  regard  may  be  all  right  in 
their  way,  but  they  are  not  kept  continuously  before 
employees  in  the  same  way  as  written  rules.  Also, 
when  the  latter  are  used,  employees  have  not  the  excuse 
when  the  rules  are  hroken  or  violatcv^,  that  they  didn 't 
know  they  were  supposed  to  do  so-and-so,  or  that  such- 
and-such  a  policy  was  followed  by  the  store.  They 
are  supposed  to  read,  remember  and  continually  keep 
acquainted  with  them. 

Convenient  Chart  of  One  Firm 

This  was  the  idea  that  one  Canadian  chain  of  stores 
had  in  mind  in  preparing  a  chart  for  each  of  their 
stores,  indicating  not  only  the  duties  of  employers  and 
the  policy  of  the  company,  but  showing  those  in  charge 
of  various  branches  of  the  firm's  work  to  whom  different 
matters  should  be  referred.  A  blue-print  chart  with 
this  matter  arranged  in  a  systematic  manner  was  pre- 
pared for  each  store,  and  is  kept  in  a  convenient  place 
where  it  may  easily  be  referred  to,  and  where  it  can 
frequently  be  read  so  as  to  serve  as  a  constant  guide  as 
well  as  an  inspiration  to  employees. 


MUNITIONS  BOARD  SELLS  FURNITURE 

The  Imperial  Munitions  Board  (Aviation  Depart- 
ment) held  at  Toronto  during  the  first  week  of  Matvh 
an  auction  sale  of  the  Royal  Air  Force  equipment,  ap- 
proximating 145  carloads  of  goods,  much  of  it  fiTrni- 
ture.  Among  this  latter  were  one  buffet,  68  book 
racks,  41  arm  chairs,  1  leather  couch,  2  bedroom  chairs, 
300  chiffoniers,  500  common  chairs,  250  roimd  back 
chairs,  300  harroom  chairs,  4  wicker  arm  chairs,  90 
canvas  folding  chairs,  100  small  common  chairs,  50 
chests  of  drawers,  golden  oak  finish ;  10  settees,  leather; 
200  tables,  36  x  24:  7  card  tables  and  'chaii'S  to  match ; 
58  tables,  28  x  20 :  200  writing  tables ;  14  tables,  30  x 
30;  12  wall  mirrors,  46  door  mats,  150  rag  mats,  20 
round  tables,  6  half-round  tables,  6  umbrella  stands,  50 
wardrobes. 

In  tapestry-covered  furniture  were  85  easy  chairs,  30 
chesterfields,  9  carpet  sijuares,  1  roll  cocoa  matting,  80 
rolls  linoleum.  100  rolls  oilcloth.  Besides  there  were  a 
number  of  office  desks,  chairs  and  other  business  furni- 
ture items. 

2,500  beds,  black  enamelled;  350  beds,  white  en- 
amelled: 1,000  beds,  wooden;  1,500  coal  oil  heaters,  ancl 
100  coal  heaters  were  also  offered. 

Asked  as  to  the  effect  such  a  sale  might  have  on  the 
local  furniture  trade,  a  ])rominont  Toronto  furiiitni'o  ]•(>- 
tailer  said  that  so  far  as  the  beds  were  concerned  thei'(> 
would  be  practically  no  harm  done.  The  beds  offered 
for  sale  were  made  to  special  order  for  the  Govern- 
ment, were  only  three  feet  wide,  while  the  call  on  the 
furniture  trade  was  almost  entirely  for  four  feet  wide 
beds.  In  the  dealer's  own  store  calls  for  three-feet 
wide  heds  would  not  average  more  than  one  a  week. 


As  to  the  other  furniture  lines — chiffoniers,  chairs, 
etc. — the  eff'ect  was  problematical.  He  did  not  think 
any  hurtful  effect  would  result.  Much  of  the  stuff 
Avould  be  bid  on  by  contractors,  public  institutions, 
boarding  houses  and  second-hand  dealers.  Some  of 
these  are  customers  of  retail  furniture  stores,  it  is 
true,  but  the  retail  furniture  dealer  is  more  a  purveyor 
to  the  home  owner  and  housekeeper,  who  want  dis- 
tinctive and  individual  furniture  items. 


SHOW  WINDOW  BACKGROUNDS 

The  American  Architect  has  printed  the  following  as 
to  the  amount  of  light  given  by  different  colored  show 
window  backgrounds : 

Dark  blue  reflects  per  cent,  of  the  light  falling 
upon  it. 

Dark  green,  about  10  per  cent. 

Pale  red,  a  little  more  than  6  per  cent. 

Dark  yellow,  20  per  cent. 

Pale  blue,  30  per  cent. 

Pale  yellow,  40  per  cent. 

Pale  green,  46y2  per  cent. 

Pale  orange,  nearly  55  per  cent. 

And  pale  white,  70  per  cent. 

A  window  finished  in  light  oak  can  be  lighted  with 
must  less  wastage  than  a  window  finished  in  dark 
mahogany;  likewise,  a  window  in  which  white  goods 
are  displayed  can  be  lighted  much  more  economically 
than  a  window  for  a  display  of  dark  clothing,  furniture 
or  hardware,  such  as  stoves,  tools  and  goods  of  a  like 
nature. 


A  CANDLE-BURNING  GUESSING  CONTEST 

To  stimulate  interest  in  his  store,  a  dealer  recently 
conducted  a  candle-burning  contest,  awarding  a  five- 
dollar  gold  piece  to  the  person  making  the  nearest 
guess  as  to  how  long  the  candle  in  his  window  would 
burn.  Every  guess  was  free — all  that  the  customer 
had  to  do  was  to  enter  the  store  and  register.  The 
contest  was  well  advertised  in  the  local  paper. 

Another  dealer  who  used  this  scheme  gave  guesses 
only  to  those  people  making  purchases. 


DO  IT  NOW. 

If  yon  havo  hard  work  to  do, 

Do  it  now. 
To-day  tlic  skies  are  clear  and  blue, 
To-Inorro^v  clouds  may  come  in  view. 
Yeslordaj'  is  not  for  you; 

Do  it  now. 

If  you  ba\e  a  soug  to  sing, 

Sing  it  MOW. 
Let  tlie  notes  of  glMdness  ring 
Clear  as  song  of  bird  in  spring. 
Let  every  day  some  music  bring. 

Sing  it  now. 

If  you  liave  kind  words  to  say, 

Say  lliein  now. 
To-morrow  may  not  come  your  way, 
Do  a  kindness  while  you  niay. 
Loved  ones  will  not  .nlways  stay; 

Say  them  now. 

If  you  have  a  smile  to  show. 

Show  it  now. 
JMake  hearts  happy,  roses  grow. 
Let  the  friends  around  you  know 
The  love  you  have  before  they  go; 

Show  it  now. 
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Talking  Machines  in  the 

Furniture  Store 

DEVELOPING  A  RETAIL  TALKING  MACHINE 
BUSINESS  ALONG  PRACTICAL  LINES 

DEALERS  who  fail  to  realize  the  importance  of 
conihating  competition  with  practical  plans  and 
clever  ideas  often  wonder  why  others  make  a 
success  that  is  worth  while,  and  they  only  eke  out  a  fair 
living.  "What  they  lack  in  their  ideas  of  salesmanship 
are  practical  suggestions  to  the  trade.  They  fail  to 
arouse  that  keen  interest  that  is  the  best  possible  argu- 
ment for  making  sales  to  customers  who  come  again. 

A  study  of  the  successful  dealers  in  talking  machines 
and  records  j^roves  that  the  men  or  concerns  who  have 
made  a  striking  advance  have  done  so  from  the  very ' 
fact  that  they  proved  themselves  to  be  men  with  ideas 
that  were  of  value.  Competition  is  a  vital  factor  to- 
day in  the  talking  machine  industry.  This  single  item 
has  done  more  to  develop  the  sale  of  these  machines — 
the  records  follow  as  a  natural  consef(uence — than 
many  of  the  after-effects  and  the  plans  that  have  been 
laid  for  the  betterment  of  business.  The  dealer  who 
does  not  fully  value  this  part  of  his  industry  is  over- 
looking a  very  significant  element.  It  is  doubtful,  in 
fact,  if  he  ever  makes  good. 

In  coping  with  this  mattei-  of  competition  what  can 
the  dealer  do  to  offset  it?  What  can  he  plan  in  the 
method  of  his  sales  or  in  the  display  of  his  stock  or  in 
the  publicity  ideas  that  he  evolves,  that  will  prove  that 
he  is  a  live  man?  Theories  are  of  little  value  in  a  case 
of  this  kind.  What  is  demanded  now  are  facts.  He 
must  adhere  to  helps  that  will  induce  the  public  to 
seek  him,  and  this  can  only  be  done  in  a  profitable  way 
by  making  his  place  of  business  a  magnet.  The  people 
are  not  coming  to  him  from  sentiment  altogether.  But 
this,  too.  will  prove  a  help  when  rightly  distributed. 

Practical  helps  are  made  up  of  displays,  both  in  the 
windows  and  in  the  sales  section.  Care  in  arranging 
the  stock.  Rapidity  with  which  the  machines  can  be 
shown  and  a  careful  kiiowledge  in  the  placing  of  the 
records.  There  must  be  a  reason  why  the  trade  will 
seek  you  when  other  concerns  are  not  overlooking  the 
need  for  giving  the  trade  all  that  that  service  implies. 
Poor  displays  are  not  going  to  help  you.  Lack  of  some 
pi-actical  sales  system  in  giving  your  customers  Avhat 
they  want  (|uickly  is  not  going  to  encourage  them  to 
buy  now  or  to  come  back  later.  They  are  after  that 
<iuality  of  .service  that  is  the  ready-to-see  brand. 

Xow  what  is  your  live  competitor  doing  to  increase 
his  sales?  What  has  been  the  reason  for  his  success? 
Go  to  his  stoi-e  and  ascertain.  How?  Will  you  ask 
him  to  explain  this  to  you?  No.  Tf  you  did  he  would 
refuse  you.  You  must  find  out  for  yourself.  This  is 
sometimes  an  easy  matter  and  at  others  it  is  a  difficult 
one.  But  you  can  ascertain  some  things  by  pains- 
taking observation.  However,  as  imitation  is  a  very 
had  rpiality  of  flattery,  yon  will  doubtless  refuse  to  play 
the  second  part  in  this  sales  game. 


Then  you  will  be  compelled  to  modify  his  plans  and 
to  improve  upon  them  if  you  can,  and  therein  lies  the 
secret  that  Avill  be  your  most  logical  argument  for  bet- 
ter sales.  The  best  way  to  prove  that  you  are  a  capable 
man  is  to  take  a  careful  inspection  of  yourself.  Begin 
with  your  individual  self.  Co  over  your  own  ideas  of 
salesmanship,  of  display,  of  stock  and  of  customer  re- 
ception. Then  make  a  note  of  the  value  of  your  em- 
ployees. What  percentage  of  them  are  making  good? 
Have  you  watched  their  sales  plans  and  have  you  noted 
the  reason  as  to  why  sales  were  often  lacking? 

Perhaps  they  have  been  lacking  on  account  of  their 
inability  to  make  good.  They  were  ignorant  of  the 
first  qualifications  of  salesmanship.  They  did  not  know 
how  to  receive  a  ciistomer  intelligently.  This  is  not 
to  be  wondered  at.  There  are  a  great  many  inferior 
salespeople.  Cheap  help,  while  not  always  a  draw- 
back, is  likely  to  be  an  asset  to  your  competitor.  He 
might  become  aware  of  this,  for  people  are  going  to 
comment  at  times,  you  know,  of  things  that  do  not 
directly  concern  them. 

It  may  be  that  your  stock  is  lacking  in  the  number 
and  character  of  the  machines  offered  or  in  the  records 
shown.  This  is  sure  to  create  unfavoi*able  comment, 
and  when  the  public  becomes  aAvare  that  you  are  a 
failure  in  this  way  they  are  not  going  to  give  you  very 
much  consideration.  In  buyhig  records,  particularly, 
they  want  to  have  the  pleasure  of  making  a  selection 
from  a  number  of  pieces.  They  want  to  be  given  a 
practical  demonstration  of  your  ability  to  show  them 
that  you  have  the  stock  to  meet  their  Avhims. 

You  may  think  that  this  is  a  foolish  idea.  It  is,  if  we 
look  at  in  one  M-ay.  But  we  must  look  at  it  in  a  broad 
way  and  cater  to  the  ])ublie's  Avhims.  The  same  rule 
applies  to  the  editor  of  a  magazine.  He  must  give  his 
readers  something  that  will  please  them  regardless  of 
what  his  personal  opinion  might  be.  The  practical 
dealer  is  a  man  who  caters  to  the  public  taste.  He 
forgets  his  own  ideas  and  tastes.  He  is  seeking  to  sell 
the  public,  and  he  stands  ready  to  combat  competition 
with  this  striking  argument. 

The  live  dealer  values  this  to  the  limit.  He  does  not 
l)ermit  his  tastes  to  interfere  with  the  public's  and  he 
pleases  them  by  this  large  idea.  It  is  a  practical  one. 
He  serves  them  with  that  care  that  is  an  insurance  that 
they  can  get  what  is  wanted.  They  may  be  selfish,  and 
'Ihey  may  be  exacting  and  they  may  prove  to  be  annoy- 
ing at  times.  The  dealer  Avho  is  keen  to  these  notions 
oA'erlooks  them.  The  important  part  that  he  sees  is  in 
making  the  customer  a  satisfied  one.  He  will  pass  up 
his  own  ideas  when  he  finds  that  they  are  incompatible 
with  the  customer's. 

What  is  competition  doing  for  you  that  you  cannot 
make  capital  of?  What  is  that  live  dealer  over  the 
way  doing  now  that  makes  his  trade  so  good?  Well, 
he  does  advertise.  Yes,  and  he  backs  no  his  publicity 
statements  with  facts.     Otherwise  his  advertising  is  a 
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'  1^  HE  Phonola  is  not  "assembled."  It 
is  "built."  Every  detail  in  its 
construction  is  aimed  at  the  one  result 
— to  make  a  strictly  high-grade  musical 
instrument.  That  is  what  gives  the 
Phonola  Line  individuality. 


The  Phonola  and  Phonola  Records 

The  Combination  for  1919 


Thinking  dealers  have  good  reason  to  part  company  with  those  who  bewail  looked-for  depres- 
sion. Canada's  foundations — agriculturally,  financially,  and  socially — were  never  so  strong  as 
they  are  now. 

We'  ve  learned  to  finance  our  own  undertakings.  The  nations  of  the  world  are  our  customers. 
There's  room  for  millions  more  people  in  our  land — and  development  work  for  them  to  do. 

Musically,  every  home  now  is  beginning  to  see  the  necessity  of  music.  The  returned  soldiers, 
in  settling  down,  will  create  thousands  of  new  homes,  and  they  all  know  that  life  without  the 
phonograph  is  impossible. 

PHONOLAS  and  PHONOLA  RECORDS  will  be  sold  on  a  bigger  scale  than  ever.  Are 
you  a  Phonola  dealer?    The  line  mcludes  a  design  for  every  taste,  and  a  price  for  every  purse. 

And  remember  PHONOLA  RECORDS.     Write  for  the  monthly  lists  of  new  records. 

The  Phonola  Co.  of  Canada^  Limited 

KITCHENER  CANADA 
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deception  and  the  public  is  not  going  to  he  deceived  for 
very  long.  But  he  makes  good  because  he  proves  that 
he  "^is  a  practical  dealer.  That  is  the  sum  total  of 
what  this  means. 

His  window  displays  are  attractive.  They  prove 
that  he  is  fully  alive  to  the  needs  of  the  public.  They 
are  in  touch  with  anything  that  is  the  order  of  the  day. 
It  might  be  a  national  celebration  or  it  might  be  a  local 
affair.  It  might  be  an  opera  celebrity  or  a  musical 
artist  who  is  to  give  a  recital  in  his  city.  He  makes 
this  one  feature  a  practical  help  to  the  customers.  If 


there  is  a  popular  song  or  a  hit  in  the  musical  world  he 
places  these  records  in  the  forefront.  It  proves  to  the 
public  that  he  is  a  man  who  is  in  touch  with  the  world, 
and  that  it  is  to  their  interest  to  deal  with  a  man  of  this 
type.  I  ;■ 

How  are  you  a  practical  dealer?  Are  your  ideag 
based  on  a  foundation  that  does  inspii-e  the  public  with 
the  belief  that  you  are  a  capable  dealer?  If  your  com- 
petition is  keen  well  and  good,  you  have  a  stronger 
reason  then  to  work  all  the  harder  that  your  store  will 
become  the  trade  mecca  of  your  locality. 


Handling  An  Undecided  Customer 


Some  excellent  and  timely  advice  to  the  salesman  on 
the  handling  of  the  undecided  customer  is  offered  in 
a  recent  issue  of  "The  Voice  of  the  Victor."  Just  now 
salesmanship  is  of  such  great  value  that  the  advice  is 
well  worth  studying  Avith  profit. 

In  the  good  old  days,  when  you  and  a  lot  of  other  fel- 
lows went  swimming,  you  will  remember  the  fellow 
who  stood  shivering  on  the  bank  until  some  one  shoved 
him  in.  He  wanted  that  swim  as  badly  as  the  rest 
of  you,  but  couldn't  decide  to  take  the  first  plunge. 
And  that's  the  way  he  goes  through  life;  never  acting 
on  his  OAvn  initiative — even  when  buying  a  Victrola— 
but  always  waiting  for  some  one  else  to  make  the  deci- 
sion for  him. 

Physiognomists — those  scientists  who  classify  differ- 
ent types  by  their  features — tell  us  that  this  sort  of 
person  bears  the  earmarks  of  the  indecisive  type.  Close 
scrutiny,  they  claim,  will  generally  show  him  to  have 
flat  brows  and  a  long,  narrow  and  weak  chin.  His 
head  is  apt  to  be  very  narrow  above  and  behind  the 
ears  and  rather  square  in  back,  and  their  observations 
show  that  such  people  are  generally  dark  complexioned 
and  have  small  snub  noses. 

Maybe,  maybe  not,  but  if  an  approaching  customer 
bears  some  of  these  marks  and,  when  confronted  by 
you,  looks' up  in  a  timid  apprenhensive  sort  of  way  and 
says:  "I'm  just  looking" — it's  safe  to  assume  that  he 
lacks  initiative.  Arrived  at  this  conclusion  it's  up  to 
you  to  make  him  decide  then  and  there.  For,  left  to 
decide  for  themselves,  such  people  will  generally  leave 
you  at  the  end  of  an  hour  with  a  smile  and  an  "I'll 
come  again." 

Big  things  always  stagger  this  type  of  individual,  so 
avoid  the  momentous  question  of  buying  the  article, 
and  don't  mention  the  price  of  it.  If  you  are  trying  to 
sell  him  a  Victrola,  sidetrack  the  main  issue  and  in- 
terest him  in  records.  Find  out,  if  possible,  his  busi- 
ness— where  he  lives,  what  his  favorite  pastime  is  and 
whether  or  not  he  has  children.  Then  select  the  type 
Victrola  you  think  he  can  afford  and  sell  the  instrument 
to  him  piece  by  piece.  Show  him  such  things  as  the 
automatic  stop,'  the  flexible  tone  arm,  the  record  filing 
system,  and  even  tell  him  the  best  needle  to  use  Avith 
each  record  you  play  for  him.  Be  sure  to  lay  aside  all 
the  records  he  professes  a  liking  for. 

Paint  a  picture  of  the  Victrola  in  the  home,  dwell- 
ing on  the  enjoyment  it  will  bring  to  his  family  and  his 
friends.  For  the  indecisive  man  is  an  idealist.  There- 
fore, he  is  more  liable  to  decide  to  buy  a  Victrola  if  he 
believes  that  he  is  doing  some  one  else  a  service  than  he 
is  if  you  merely  tell  him  of  the  pleasure  he  will  derive 


from  his  purchase.  In  a  casual  sort  of  way  ascertain 
on  what  terms  he  would  like  to  buy  and  hoAv  soon  he 
would  like  the  Victrola  delivered  if  he  should  buy  it. 
Then  give  him  the  final  shove. 

Hand  him  your  pen  and  show  him  where  to  sign  the 
contract — which  you  have  already  filled  out  as  far  as 
possible. 

Tactfully,  but  forcefully,  make  him  realize  that  he  is 
not  buying  a  Victrola  for  his  own  entertainment  as 
much  as  he  is  for  the  entertainment  and  education  of 
his  family  and  their  friends.  Show  him  that  he  is 
taking  advantage  of  your  position  if  he  doesn't  buy 
after  alloAving  you  to  spend  so  much  of  your  time 
demonstrating  the  Victrola  and  playing  records  for 
him.  Make  it  plain  to  him  that  it  was  only  natural 
for  you  to  conchide  that  he  intended  to  buy  and  that 
therefore  you  have  drawn  up  a  contract  Avhich  is  readj' 
for  his  signature. 

If  he  is  the  indecisive  person  you  thought  him  he  Avill 
sign,  for  he  wants  to  badly  enough,  only,  like  the  rest 
of  his  kind,  can't  decide  to  do  so.  And  your  con- 
science needn't  trouble  you,  for  yoi;  Avill  really  have 
done  the  poor  fellow  an  inestimable  favor.  He  Avanted 
that  Victrola  just  as  badly  as  the  reluctant  sAvimmer 
Avanted  the  sAvim,  but  needed  a  good  strong  shove. 


PHONOGRAPH  AS  EDUCATOR 

The  greatest  factors  that  exist  at  the  present  time  in 
the  spreading  of  music  and  the  inducement  of  a  love 
for  it,  are  the  music  reproducing  machines  of  all  kinds. 
What  these  have  done  to  promote  general  musical 
knowledge  cannot  be  over-estimated.  W1\a%  you 
meet  people  who,  a  fcAv  years  ago,  Avould  not  ha\'e 
knoAvn  the  name  of  one  great  musical  composition. "who 
now  are  familiar  not  only  Avith  the  composers,  but  Avith 
their  foremost  interpreters  and  the  ways  in  Avhich 
these  interpretations  have  been  conceived.  These 
people  know  every  note  of  Avorks  they  hadn't  even 
heard  a  few  years  ago.  It  is  not  enough  for  a  compo- 
sition to  be  great  to  help  the  world,  apparently;  it 
must  be  known  to  be  great.  With  a  man  it  is  a  differ- 
ent matter.  Do  your  work  well,  and  you  AAdll  be 
judged  by  it.  There  are  always  those  Avho  can  judge 
if  one's  work  is  good ;  let  them  judge. 


NEW  PRICES  ON  PHONOLAS 

The  Phonola  Co.  of  Canada,  Ltd.,  manufacturers  of 
"Fhonola"  talking  machines  and  records,  have  issued 
a  ncAV  price  list  on  their  "Phonolas"  shoAving  a  little 
advance  on  their  former  prices.  The  new  prices, 
which  include  the  Avar  tax  are  as  foUoAvs : 

Phonola  "G,"  $25  ;  Phonola  "€,"  $39  ;  Phonola  "B." 
mahogany,  $61;  oak.  $61;  Phonola  "A,"  $80;  "Duch- 
ess," $95;  "Duke,"  $118;  "Grand  Duke,"  .*US : 
"Princess,"  $180;  "Prince,"  $225;  Organola,  $340. 
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ACCOUNTING  WITH  MODERN  MACHINERY 


IIIMIMIMIIMIIMIIIIIMIIIIMIIMIIIMIIIIIIMMIMIMIMIIIIIMIMIIIIMinillllllMIIIIIMMIIIIMIMIMIIIIIIIIIIMIIIIMMIIMIIIMIIIIIIIIMMIIIIIII^ 

By  its  use  the  evils  attending  the  credit  system  can  be  eliminated — Minimum  of  labor — Prevent  account  running 

I  Mini  iiiiiiniiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiMiMiiiiiii:iiiiiiniiii!iiiiiiiiiiiiiiiiiiiiniMiiiiiiiMi;iiiiiiiiiiiMiiiiiiiiiiiiiiiMiiii^ 


By  W.  L. 

LACK  of  efficient  machin-   
ery    and    absence  of 
adequate    system  are 
the  evils  M^hich  bring  the 
credit  system  in  the  retail 
trade  into  bad  repute. 

When  a  manufacturer  dis- 
covers inefficiency  in  his 
machinery  or  defects  in  his 

business  methods  he  endeavors  to  secure  more  efficient 
machinery  or  to  correct  his  business  methods  as  the 
case  may  be.  He  doesn't  come  to  the  conclusion  that 
because  of  the  defects  he  has  discovered  machinery 
should  be  discarded  and  that  system  should  be  throvpn 
to  the  winds.  Knowing  that  this  would  be  the  height 
of  folly  he  concentrates  his  mind  upon  the  considera- 
tion of  ways  and  means  that  will  correct  the  evils  he 
has  discovered. 

Being  a  distributer  and  not  a  producer,  the  retailer 
does  not  use  machinery  in  the  same  sense  as  a  manu- 
facturer does.  But  he  uses  machinery  just  the  same. 
If  he  doesn't  his  store  is  not  efficiently  equipped.  And 
where  there  is  inefficiency  of  equipment  there  must  ne- 
cessarily be  inefficiency  of  service. 

As  ninety-five  per  cent,  of  the  retail  business  of  the 
country  is  conducted  under  the  credit  system  it  natur- 
ally follows  that  the  machinery  and  the  methods  em- 
ploj-ed  in  carrying  it  on  should  be  of  the  most  efficient 
character  possible.  If  in  both  respects  efficiency  is 
not  employed  trouble  is  bound  to  follow. 

Ample  Supply  of  Efficient  Machinery 

As  far  as  machinery  for  looking  after  the  credit  sys- 
tem is  concerned,  there  is  an  ample  supply.  All  the 
retailer  has  to  do  is  to  pay  his  money  and  take  his 
choice.  If  his  business  is  of  such  a  character  that  he 
deems  it  necessary  to  install  the  complex  double  entry 
system,  all  he  has  to  do  is  purchase  the  necessary  books 
and  employ  a  bookkeeper  competent  to  look  after  them. 
If  all  that  he  wants  is  efficiency  without  complexity  that 
is  also  at  his  command.  As  it  is  the  latter  system  which 
the  average  retailer  wants,  and  should  want,  it  is  that 
in  which  he  is  most  interested. 

As  a  matter  of  fact  some  of  the  machinery  which  is 
available  for  the  keeping  a  record  of  credit  sales  is  so 
characterized  by  both  efficiency  and  simplicity  that  it 
is  fully  competent  to  supply  the  requirements  of  any 
retail  business,  whether  it  be  large  or  small  and  at  a 
cost,  both  in  the  original  outlay  and  in  maintenance, 
which  is  little  short  of  remarkable  for  the  service 
rendered. 

What  Modern  Machinery  Accomplishes 

The  first  requisite  in  any  system  of  bookkeeping  is 
of  course  the  preservation  of  a  record  of  the  sales 
which  have  been  made  on  the  credit  basis.  This  sys- 
tem must  be  thorough  and  in  accordance  with  the  re- 
quirements of  the  business.  Because  of  the  complex 
character  of  the  old  systems  in  the  years  gone  by  many 
a  retail  store,  particularly  the  smaller  kinf",  was  with- 
out effective  bookkeeping  methods. 

Even  to-day,  in  spite  of  the  extraordinary  develop- 


With  modern  accounting  systems  it  is 
an  easy  matter  for  the  retailer  to  conduct 
a  safe  and  successful  credit  business. 


EDMONDS 

ments  which  have  taken 
place  in  regard  to  bookkeep- 
ing methods,  we  occasionally 
hear  of  instances,  even  in 
large  stores,  where  the  sys- 
tem employed  is  totally  in- 
adequate for  the  require- 
ments of  the  business.  As 
bookkeeping  is  now  made 
compulsory  by  law  we  occasionally  hear  of  cases  before 
the  courts  where  no  books  of  any  kind  are  kept. 

But  while  the  first  essential  of  bookkeeping  is  the 
preservation  of  records,  the  most  up-to-date  systems 
specially  designed  for  the  retail  trade  provide  for  even 
more  than  this.  One  thing  which  at  least  some  of 
them  do  in  addition  to  preserving  records  is  to  provide 
the  facilities  for  invoicing.  And  what  is  more,  auto- 
matically providing  the  invoices. 

The  latter  provision  is  of  almost  untold  value,  par- 
ticularly where  the  retailer's  facilities  for  looking  after 
his  accounts  are  limited.  And  the  saving  of  labor  en- 
tailed is  not  the  only  consideration.  For  being  auto- 
matic these  modern  systems  of  accounting  enable  the 
retailer  to  ascertain  when  each  and  every  credit  sale 
is  made  the  exact  amount  that  the  customer  owes  him. 
The  advantage  of  this  is  obvious,  for  he  does  not  have 
to  turn  up  his  books,  possibly  at  a  time  when  he  can 
ill-afford  to  spare  the  time  to  do  so,  in  order  to  ascertain 
how  the  account  stands,  as  the  record  is  provided  with 
each  sale.  Furthermore  it  enables  him  to  judge  when 
to  apply  the  brakes  to  a  customer  whose  account  is  run- 
ning to  dangerous  proportions.  And  last,  but  not 
least,  it  facilitates  the  collection  of  accounts. 

In  a  word  the  great  advantage  of  these  modern  sys- 
tems of  bookkeeping  for  the  retail  store  is  of  a  two-fold 
nature.  In  the  first  place  it  provides  at  a  minimum 
of  labor  the  most  effective  of  accounting  machinery.  In 
Ihe  second  place  it  prevents  an  account  running,  with- 
out the  retailer  being  aware  of  the  fact,  to  an  undue 
length.  And  in  the  third  place  it  facilitates  the  collec- 
tion of  accounts. 


MAKE  SELLERS  CABINETS  IN  CANADA 

Alex.  H.  Davidson  and  Jacob  Beclitel.  of  Southamp- 
ton, Out.,  are  promoting  a  by-law  to  take  over  the  chair 
factory  plant  of  the  Boll  Fui-niture  Co.  at  Southamp- 
ton, and  will  manufactui'e  under  the  name  of  the  Sellers 
Kitchen  Cabinet  Co.  of  Canada,  making  the  line  of 
kitchen  cabinets  of  the  U.  S.  firm  of  the  same  name. 
The  Bell  Furniture  Co.  are  heavily  interested  in  the  un- 
dertaking and  will  control  the  selling  end  of  the  busi- 
ness. 


Mr.  Lindsay,  of  the  Burroughes  Furniture  Co.,  To- 
ronto, met  with  a  nasty  accident  which  laid  him  up  for 
a  few  days  recently.  While  running  for  a  street  ear 
his  foot  snapped  and  he  was  compelled  to  go  to  the 
Western  Hospital.  No  bones  Avere  bi'oken.  Mr, 
Lindsay  is  an  old-time  ruiuiei',  but  he  has  learned  that 
it  is  not  Aviso  to  try  to  do  too  many  stunts  oiitside  the 
race  track. 
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Maxwell  Sanitary  Steel  Vaults 


Our  Customers  are  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 

Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned  Design  and  Construction  Unequaled 

Carried  in  Stock  f>y  All  Leading  Jobbers 

Asfi  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  Case 


Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practic;  1 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 
Iniide  Dimentions:  73  in.  long,  20  in.  wide,  15  in.  deep. 
Price*:  With  Tray  $38.00;  Without  Tray  $36.00;  Tray  Alone  $8.00 

Sold  by  the  Leading  Canadian  Jobbers. 

Manufactured  by 


MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.Y. 
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Undertakers'  Department 

Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  incited  to  send  letters  t^^^^^^^^^^^^amm^ 

expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


FUNERAL   OF  SIR  WILFRID  LAURIER 

lllllllllllllll  IIIIIIIIIIIIIIIMIIIIMMIIIIMIMIIIIMIIIIIIIIMIMIMIIIIIIIMIMIMIIIMIIIIMIIIIII'Mlllllli:i|llll!ll!MllliniMIIIMIIIIIIIMIIIIMMIIIIIM 

How  funeral  arrangements  were  handled— The  lying-in-state  and  the  procession — Services  at  the  church  and 
cemetery  —  A  Toronto  funeral  director  lends  his  help  —  The  casket  and  vault  —  Floral  tributes  —  Late  Notes 

IIIIIIIIMIIIMIIIIIIIIMIMIMIMIIIIIIIinilllllllllllMlllinillllllllllllllllllliniMIMIIIIIIIMI  IMIIIIIIIMIMInlllllllllllllllllll^ 

By  STAFF  CORRESPONDENT 

SIR  WILFRID  LAURIER  is  dead,  Avas  the  message 
flashed  all  over  the  world  on  Feb.  17,  and  in  his 
passing  Canada  lost  one  of  her  greatest  men.  Not 
only  the  capital  city,  but  the  whole  nation  mourned. 

The  news  of  his  taking  off  is  now,  of  course,  not  en- 
tirely news.  The  daily  papers  of  the  whole  Dominion 
have  had  pictures  and  descriptions  of  life,  his  death 
and  his  funeral  and  on  this  score  there  is  very  little  to 
add. 

It  is  the  funeral  side,  however,  that  interests  the 
funeral  directors.  Gauthier  &  Co.,  had  charge  of  the 
funeral,  the  brothers  Edmoud  and  Henri  giving  their 
personal  attention.  The  Cauthier  firm  were  the  family 
undertakers,  and  through  marriage  are  said  to  be  re- 
lated to  the  Laurier  family. 


The  body  was  laid  out  in  a  bronze  metallic  casket 
supplied  hj  the  Montreal  warehouse  of  Dominion 
Manufacturers,  Ltd.  The  embalming  was  done  by  the 
Gauthier  firm,  the  remains,  after  the  week's  lying-in- 
state, being  well  preserved.  The  lighting  of  the 
chamber  at  Parliament  House,  where  the  body  was 
laid  out,  was  for  the  first  few  days  very  bad,  but  the 
last  day  or  two,  after  alterations,  showed  improve- 
ment. 

The  Lying-in-State 

The  death  occurred  on  Monday  and  the  funeral  on 
Saturday.  In  the  interval  the  body  was  laid  out  at 
Sir  Wilfrid's  home  and  for  the  last  three  days  in  the 
temporary  House  of  Commons  Chamber  in  Victoria 
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Museum.  R.  U.  Stone,  of  Toronto,  had  gone  down  to 
Ottawa  on  Thursday  and  offered  his  services  to  the 
Gauthier  firm,  and  for  them  he  changed  and  re-arranged 
the  lighting  in  the  Assembly  Chamber  and  marshalled 
the  thousands  of  people  who  came  to  view  the  body. 
So  great  was  the  crowd  that  a  continual  procession  of 
people  passed  the  bier  at  the  rate  of  about  40  a  minute 
without  a  hitch.  Something  like  50,000  people  viewed 
the  remains. 

The  funeral  cortege  on  Saturday  morning  was  per- 
haps the  most  impressive  seen  in  'Canada  in  many  a 
day.  Following  the  hearse,  drawn  by  four  horses,  were 
representatives  of  royalty,  judges,  veterans.  Cabinet- 
ministers,  senators,  members  of  Parliament,  labor  men, 
farmers,  and  thousands  of  the  common  people. 

R.  U.  Stone  was  placed  in  charge  of  the  honorary 
pallbearers,  who  walked  beside  the  hearse  the  whole 
distance  to  the  church  and  cemetei-y.  These  pall- 
bearers were  Sir  Thomas  White,  Si-r  James  Lougheed, 
Sir  Wm.  Mulock,  Sir  Allen  Aylesworth,  Sir  Lomer 
Gouin,  Hon.  Sydney  Fisher,  Hon.  Rodolphe  Lemieux, 
Hon.  Chas.  Murphy,  Hon.  Jacques  Bureau,  Hon.  Frank 
Oliver,  Senator  Belcourt,  Senator  Dandurand,  Senator 
Edward,  Senator  David,  J.-  A.  Robb,  M.P.,  and  Mayor 
Lavigeur,  of  Quebec. 

A  Nation  Mourns 

There  was  a  solemnity  throughout  the  Avhole  city, 
there  were  the  tolling  of  church  bells,  and  the  streets 
were  lined  with  thousands  of  people.  A  platoon  of 
Dominion  Police  headed  the  procession,  then  followed 
seven  large  sleighs  loaded  Avith  floAvers,  laurels  and 
evergreens.  The  hearse  came  next,  then  mourners, 
cabinet  ministers,  heads  of  churches,  speaker  and 
members  of  Senate,  His  Excellency  the  Governor- 
General  and  Maj.  Gen.  Gwatkin,  representing  the  Duke 
of  Connaught;  speaker  and  members  of  the  Commons, 
representatives  of  municipalities,  returned  soldiers  and 
personal  friends. 

Three  Lieut-Governors  Avere  present — ^Sir  Chas. 
Fitzpatrick.  Quebec;  Sir  Richard  Lake,  SaskatcheAvan 
Hon.  Wm.  Pugsley,  NeAV  BrunsAvick ;  and  special  trains 
from  Toronto,  Montreal.  Brockville  and  Quebec.  Dur- 
ing the  fiineral  all  business  Avas  supended  in  OttaAva, 
and  many  business  houses  in  Montreal,  Toronto  and 
other  centres  suspended  Avork  for  a  fcAv  minutes.  The 
C.  P.  R.  stopped  all  trains  on  their  system  for  a  minute. 

The  funeral  proceeded  to  the  Basilica,  where  High 
Mass  and  the  funeral  services  Avere  chanted.  The 
Apostolic  Delegate  to  Canada,  Mgr.  Pietro  dr  Maria,. 


AA'as  celebrant,  and  he  Avas  assisted  by  Canons  Cam- 
peau  and  Plantin,  Revs.  F.  Maynard  and  Martin,  Mgr. 
J.  0.  Routhier  represented  the  Archbishop  of  OttaAva. 

In  the  church  the  casket  Avas  laid  on  an  elevated  bier 
in  the  centre  of  the  church,  surmounted  hy  a  canopy 
and  surrounded  by  hundreds  of  candles.  The  church 
Avas  draped  in  black  edged  Avith  gold.  Four  young  men 
attendants  in  full  dress,  stood  at  each  corner  of  the 
bier;  and  a  choir  of  75  voices  chanted  the  service. 
The  Last  Tributes 

The  funeral  orations  Avere  delivered  by  Archbishops 
Mathieu,  of  Regina  (in  French),  and  Father  Burke, 
C.  S.  P.,  Toronto  (in  English),  both  of  AA'hom  delivered 
impressive  sermons. 

The  procession  to  Notre  Dame  Cemetery,  in  the  out- 
skirts of  Ottawa,  Avas  resumed.  Lady  Laurier  going  the 
entire  Avay.  The  casket  was  enclosed  in  a  MaxAvell 
steel  vault.  Father  Lajeune.  Sir  Wilfrid 's  pastor,  offi- 
ciated at  the  grave. 

Not  many  outside  funeral  directors  Avere  noticed  at 
the  funeral.  T.  E.  Simpson,  M.P.,  of  the  Soo.  Avas 
there,  as  also  was  J.  J.  Marsh,  of  Smith's  Falls. 

The  driver  of  the  funeral  car  Avas  an  old  man  70 
years  of  age,  the  same  man  who  in  1896,  Avhen  Sir 
Wilfrid  Laurier  came  into  power  at  OttaAva.  drove  the 
carriage  in  VAdiich  Sir  Wilfrid  was  driven  in  a  some- 
AA^hat  triumphal  procession. 

The  floAvers  Avere  both  numerous  and  beautiful,  whole 
carloads  of  floral  tributes  being  brought  up  from  NeAv 
York  and  Boston.  Souvenir  hunters,  howcA-er,  got  in 
their  Avork,  and  many  of  the  floAvers  were  carried  off 
from  the  cemetery  folloAA^ng  the  funeral. 

The  Department  of  Trade  and  Commerce.  AA'ith  com- 
mendable enterprise  had  moA^ng  pictures  taken  of  the 
funeral,  and  Avithin  48  hours  these  pictures  Avere  A'ieAved 
by  thousands  in  OttaAva.  Montreal,  and  Toronto. 

THE  BRIDGE  BUILDER 

An  old  man  going  a  lonely  way, 
Caime  in  the  evening,  dark  and  gray, 
To  a  chasm  A^ast  and  deep  and  Avide. 

The  old  man  crossed  in  the  twilight  dim, 
The  sullen  stream  had  no  fear  for  him. 
But  lie  turned  Avhen  safe  on  the  other  side 
And 'built  a  hridge  to  span  the  tide. 

Said  a  felloAv  pilgrim  standing  near, 
"You  are  Avasting  your  time  in  building  here. 
Your  life  will  end  Avith  the  close  of  the  day. 
You  never  again  Avill  pass  this  way. 

You've  ero'Sised  the  chasm  deep  and  Avide, 
Why  build  you  this  bridge  to  stem  the  tide?" 

The  builder  lifted  his  old  gray  head, 
And  turning  to  his  friend  he  said, 
"There  follow  after  me  to-day. 
Three  youths  Avhose  Footsteps  pass  this  Avay. 

This  chasm  Avhieh  Avas  as  naught  to  me. 

To  those  good  youths  may  a  pitfall  be. 

They  may  not  be  able  the  tide  to  stem. 

Good  friend,  I  have  builded  this  bi'idge  for  them." 


Paramount  Phonograph  &  Record  Co.  of  Canada, 
Ltd.,  has  been  incorporated.  Capital,  $300,000 ;  head 
office,  Montreal. 


CANICULA  ™™r 


That  velvety-flow  fluid  that  is  different; 
does  not  burn  or  shrivel  the  arteries, 
allowing  the  operator  to  inject  as  often 
as  he  likes  and  obtain  that  desired  eff"ect. 

CANICULA  CHEMICAL  COMPANY 

366  Bathurst  Street       -       TORONTO,  CANADA 
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FUNERAL    RITES    AND  CEREMONIES 
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Continuing  the  subject  of  funeral  arrangement$— Details  of  procedure  at  the  home— Give  the  best  that  is  in  you 
—Consult  the  family's  wishes— After  the  foundation  work  busy  yourself  on  the  outfit — Selling  them  the  casket 
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By  H.  C.  WILMOT. 


THE  soul  has  departed,  "and  we  as  undertakers  are 
called  in  to  take  charge  of  the  remains  of  tlie 
departed,  and  to  take  charge  of  the  last  tribute 
of  respect  the  living  can  show  the  dead;  namely,  the 
funeral  service.  In  doing  this,  we  know,  if  we  be- 
lieve, that  we  are  simply  holding  services  over  the 
framework  in  which  lived  the  departed,  and  it  is  up 
to  you,  whatever  the  religious  belief  of  the  family  may 
be,  to  render  this  service  as  near  what  they  Avish  as  it 
is  possible  for  you  to  do.  You  should  talk  everything 
over  with  at  least  one  member  of  the  family,  and  it  is 
well  if  the  family  allows  just  one  to  confer  with  the 
undertaker.  One  member  of  the  family,  or  a  close 
friend  of  the  family,  is  sufficient,  and  it  is  better  than 
having  too  many  to  take  orders  from. 

After  the  embalming  work  is  done  the  body  should 
be  placed  in  a  side  room  or  in  the  front  parlor.  The 
idea  is  to  lay  the  body  in  a  room  that  will  not  be  used 
much  by  the  living,  and  yet  handy  and  accessible  for 
friends  who  will  call  to  extend  their  sympathy.  I 
generally  look  the  house  over  and  select  my  place  and 
then  ask  permission  of  the  family  to  use  same,  which 
is  never  refused.  Right  here  starts  proper  funeral 
conducting  and  arrangements.  The  foundation  Avork 
is  done.  The  body  has  been  prepared.  How  about 
your  outfit?  What  have  you  got  or  what  are  you  using 
to  lay  the  body  out  on?  This  is  the  start.  Are  you 
going  to  fall  down  before  you  really  get  started?  Per- 
mit me  to  refer  to  the  beautiful  couches  I  use  for  this 
work.  I  have  used  couches  for  fifteen  years,  and  to-day 
they  are  not  making  them  fine  enough  or  dainty  enough 
to  suit  me.  T  never  can  see  a  beautiful  throw,  pilloAv 
or  face  veil  that  I  don't  want  to  buy  it.  If  I  told  you 
the  amount  of  money  I  have  invested  in  just  this  sort 
of  paraphernalia  you  would  perhaps  wonder  at  my 
statement.  ,  I  aim  to  get  started  right,  and  herein  lies 
the  point.  If  the  couches  and  covers  you  use  are  of 
the  very  best  it  is  a  good  start  towards  selling  them 
something  for  the  funeral  very  much  in  keeping.  Good 
taste  should  be  shown  in  the  selection  of  the  proper 
coverings  in  keeping  with  other  details  of  the  room 
in  which  the  body  is  laid  out.  I  always  carry  a 
separate  grip  that  contains  nothing  but  such  outfits.  I 
look  the  room  over;  I  note  the  color  of  the  window 
shades,  the  color  and  style  of  the  lace  curtains  or 
draperies,  and  the  well  paper— in  fact,  in  one  glance 
over  the  room  my  mind  is  made  up  as  to  what  will  go 
well  and  not  clash  with  the  colors  the  room  might  con- 
tain. Have  everything  in  keeping,  so  that  a  person 
on  entering  will  note  the  refinement  and  taste  of  the 
whole  sitting.  This  is  the  first  impression.  It  is  the 
first  impression  the  family  gets  of  your  ability.  The 
day  of  any  old  style  board  and  sheets  has  passed,  and 
if  you  possess  such  an  outfit  it  would  make  you  money 
to  take  the  whole  bunch  out  behind  your  place  of  busi- 
ness aiul  touch  a  kindly  match  to  them  and  bid  them 
good-bye.  Such  outfits  will  lose  you  more  money  than 
any  other  anticiuated  outfit  you  might  have  around  your 


place.  As  long  as  you  have  them  you  will  use  them. 
Take  my  suggestion  and  touch  the  match. 

After  having  the  body  properly  laid  out,  you  sho^^ld 
invite  some  member  of  the  family  or  the  one  party  that 
is  looking  after  the  family's  interest  to  come  into  the 
room  and  see  if  everything  is  satisfactory.  You  can 
then  tell  immediately  from  his  expression  whether  he 
is  pleased  or  not.  It  is  now  the  proper  time  to  obtain 
the  obituary  notice.  The  obituary  notice  is  necessary 
for  the  proper  making  out  of  the  burial  permit  and  also 
for  the  use  of  the  newspapers.  By  allowing  the  news- 
papers a  copy  from  your  record  it  keeps  them  from 
calling  the  family  over  the  phone,  which  is  very  annoy- 
ing. I  have  a  printed  blank  form  which  asks  all 
questions,  and  at  most  places  I  hand  it  to  some  mem- 
ber of  the  family  before  starting  my  first  work,  and 
by  the  time  I  have  completed  the  laying  out  they  have 
the  blank  filled  out.  Permit  me  at  this  time  to  say 
that  I  have  printed  forms  for  all  details  pertaining  to 
the  business.  First  we  have  the  telephone  pad,  as 
most  calls  come  over  the  phone.  This  pad  we  have 
named  the  "call  order,"  and  on  it  is  a  place  for  name, 
address,  time  to  call,  name  and  address  of  party  calling 
and  a  place  for  remarks.  A  duplicate  is  made,  and 
the  duplicate  is  given  to  the  embalmer  when  he  departs 
and  the  original  is  kept  on  file  in  the  office.  I  know 
of  one  large  firm  that  uses  only  one  blank  form  for  the 
entire  record  of  the  entire  service.  On  this  blank  is  a 
place  for  the  call  order,  obituary  notice,  record  of  pur- 
chase, and  a  credit  side  for  payments.  This  fonn  is 
then  attached  to  a  medium  weight  cardboard  and  twice 
folded,  forming  a  neat  fold  for  a  filing  cabinet.  The 
name  and  number  are  put  on  the  upper  edge  and  it  is 
then  filed  under  the  proper  index.  When  the  account 
is  paid  it  is  filed  in  a  transfer  case.  Much  could  be 
said  of  this  arrangement,  as  it  keeps  all  records  to- 
gether and  does  away  with  large  ledgers,  etc.,  simplifies 
matters,  and  if  you  are  compelled  to  do  your  own  record 
keeping  or  book  work  it  makes  the  work  comparatively 
easy.  I  expect  some  day  to  put  the  system  in,  as  I  am 
a  strong  advocate  of  simplified  record  keeping  and  book 
work  in  the  office. 


Fine  new  auto  hearse  which  A.  L.  Oatman,  funeral  director  at  Tillson- 
burg,   Ont.,  recently  added  to  his  equipment. 
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ELEMENTS  of  EMBALMING 

A  Review  Course  of  instruction  for  readers  of 
Canadian  Furniture  W orld  and  The  Undertaker 

By  Howard  S.  Eckels,  Ph.  G. 
ARTICLE  VI 


THE  AXILLARY  METHOD 

THE  first  question  to  be  decided  is :  Into  Avhat  artery 
shall  the  fluid  be  injected?  We  have  our  choice 
of  several,  and  on  some  bodies  it  is  necessary  for 
us  to  take  up  more  than  one.  On  ninety-five  cases  out 
of  a  hundred,  however,  one  artery  will  suffice,  if  the  in- 
jection be  carried  on  carefully  and  continued  until 
signs  of  embalming  are  eveiywhere  apparent. 
What  artery  then  shall  we  select? 
In  the  earlier  days  of  embalming,  when  preserva- 
tion only  Avas  aimed  at,  the  femoi-als  and  the  iliacs  Avere 
frequently  used. 

It  soon  became  evident,  however,  that  by  the  use  of 
these  arteries  preservation  Avas  no  more  thorough  than 
AA'ith  some  others,  and  also  that  cosmetic  effect  AA^as 
pretty  nearly  an  absolute  impossibility. 

There  Avas  a  further  objection  that  on  the  bodies  of 
AA-omen  and  children  an  unnecessary  and  offensive  ex- 
posure was  inevitable. 

The  choice  of  arteries  then  shifted  and  the  radial 
Avas,  for  a  short  time,  quite  commonly  used. 

Common  sense  soon  demonstrated,  however,  that  to 
inject  fluid  into  the  radial  artery,  one  of  the  smallest  of 
the  maintrunk  arteries  in  the  body,  Avas  to  inject  your 
embalming  medium  through  the  small  end  of  the 
funnel. 

It  was  only  natural,  therefore,  that  the  embalmer 
soon  began  to  follow  the  course  of  this  trunk  artery  up- 
AA^ard  and  raise  it  higher  in  the  arm  and  nearer  the 
heart.  The  brachial  artery  held  its  SAvay  longer  per- 
haps than  did  any  other  until  the  axillary  Avas  used. 

After  the  carotids  had  been  tested  and  the  objections 
to  their  universal  use  carefully  considered,  the  axillarj' 
Avas  selected  by  a  A^ery  great  proportion  of  the  really 
progressive  directors  of  the  country. 

The  reasons  for  this  Avere  many,  but  among  them 
may  be  cited  the  following  facts: 

1.  That  the  incision  need  be  only  a  small  one,  since 
both  vein  and  artery  lie  very  near  the  surface  in  the 
axillary  space  (the  arm-jiit). 

2.  That  at  no  point  of  the  body  does  a  large  trunk 
artery  come  so  near  the  surface  as  here. 

3.  That  the  incision  is  more  easily  concealed  from 
the  inspection  of  the  curious  than  at  any  other  point  in 
the  body. 

4.  That  by  the  use  of  the  flexible  artery  tube,  it  is 
easy  for  the  embalmer  to  inject  fluid  directly  in  the 
arch  of  the  aorta. 

5.  That  injecting  fluid  dir'cetly  into  tlie  arch  of  the 
aorta  starts  the  fluid  in  its  course  through  the  arterial 
system  at  the  same  point  at  Avhich  Nature  begins  the 
circulation  of  tlie  blood  and  that,  therefore,  it  reaches 
all  of  the  trunk  arteries,  their  branches  and  sub- 
branches,  AAnth  the  same  relatiA'e  pressure  Avhich 
Nature  gives  to  the  blood  in  life. 

6.  That  by  using  the  axillary  artery,  we  are,  there- 
fore, approaching  as  closely  as  ])ossible  to  Nature's 
OAvn  method. 


7.  That  through  this  same  incision  the  axillary  vein 
may  be  picked  up  and  by  means  of  the  G.-E.  Axillarj^ 
drainage  tube  blood  may  be  drained  directly  from  the 
superior  vena  cava,  the  main  blood  reservoir  in  the  up- 
per portion  of  the  body  and  the  one  into  Avhich  drain 
all  of  the  veins  from  those  portions  of  the  body  Avhich 
it  is  desirable  to  beautify  for  funeral  purposes. 

8.  That  by  the  use  of  these  tubes  the  drainage  of 
the  blood  is  absolutely  controllable  at  the  will  of  the 
operator,  who  can  start  or  stop  the  drainage  at  any 
instant  he  Avishes  Avithout  the  AvithdraAA-al  of  the  tubes. 

9.  That  by  haA^ng  the  drainage  of  the  blood 
absolutely  at  his  control,  reflushing  can  be  absolutely 
prevented. 

10.  That  by  AAithdrawing  blood  from  the  superior 
vena  cava,  it  is  possible  to  drain  more  blood  from  the 
points  Avhere  it  is  most  objectionable  to  cosmetic  effect 
than  is  possible  by  any  other  method. 

There  are  a  hundred  other  reasons  why  ythe  avillary 
method  should  commend  itself  to  every  lecturer  and 
teacher  of  emhalming,  but  I  shall  not  go  into  them  at 
this  time. 

Rather,  I  Avould  like  to  discuss  the  general  subject 
of  blood  drainage  and  its  advisability,  a  proposition 
which  was  denied  by  one  of  the  lecturers  to  whom  I 
referred  earlier. 

It  must  be  apparent  that  tAvo  bodies  cannot  occupy 
the  same  space  at  the  same  time. 

If,  therefore,  Ave  are  to  inject  from  a  gallon  to  a  gal- 
lon and  a  half  of  embalming  fluid  into  the  average 
body,  it  should  be  very  apparent  that  it  is  desirable  for 
us  to  withdraAv  at  least  as  nearly  the  same  quantity  of 
blood  as  possible,  if  only  to  make  room  for  the  fluid. 

This,  hov\^ever,  is  not  the  only  reason  for  blood  drain- 
age. It  is  tnie  that  to  inject  a  gallon  of  fluid  into 
many  bodies  Avithout  draAving  blood  Avould  be  to  give 
a  pufi^ed  and  SAVollen  appearance,  Avhich  Avould  be  alike 
displeasing  to  the  family  and  to  the  conscientious  un- 
dertaker. 

There  is,  hoAvever,  a  still  greater  reason  and  one  far 
more  vital  to  good  embalming.  This  is  that  all  em- 
balming fluids  are  more  or  less  astringent  in  their  ac- 
tion and  that  raAV  foimialdehyde  fluids  in  particular 
have  the  peculiar  faculty  of  pasting,  as  it  were,  the  red 
corpuscles  of  the  blood  against  the  Avails  of  the  smnller 
arterial  branches  and  of  sealing  up  the  blood  corpuscles 
in  the  capillaries.  The  chemical  action  of  these  fluids 
upon  the  corpuscles  also  a.ssists  the  natural  tendency  of 
the  corpuscles  to  become  darker  in  color.  The  result 
is,  as  this  pigment  is  Ansible  through  the  skin,  it  gradu- 
ally turns  from  a  reddish  color  to  a  very  dark  tint 
where  it  is  present  in  large  quantities  and  shoAvs  a  putty 
color  through  the  skin  cA'erywhere  else. 

f  To  be  continued. ) 


PROF.  STONE  FOR  SASKATCHEWAN 
CONVENTION 

At  an  executive  of  the  SaskatcheAvan  Funernl 
Directors  Association  held  at  Moose  JaAV  on  Feb.  17. 
it  Avas  decided  to  invite  Prof.  R.  U.  Stone,  of  Toronto,  to 
conduct  this  year's  demonstration  and  lecture  course. 
The  dates  of  the  annual  convention  Avere  not  fixed  de- 
finitely, as  there  Avas  a  feeling  that  the  conventions  in 
the  West  should  run  consecutiA^ely  to  alloAv  of  members 
attending  other  conventions.  The  dates  Avill  be  fixed 
after  Manitoba  has  selected  her  dates.  The  convention 
however,  will  be  held  at  Moose  JaAV  sometime  during 
the  summer. 
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EXCEPTIONALLY 
ATTRACTIVE 


MEDIUM 
PRICED 


National  Casket  Co.,  Toronto,  Ont. 

The  Globe  Casket  Co.,  Limited 
London,  Ont. 

Girard  &  Godin,  Limited 
Three  Rivers,  Que. 


BRANCHES 

The  Semmens  &  Eve!  Casket  Co., 
Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co..  Limited 
Amherst,  N.S. 
The  Semmens  &.  Evel  Casket  Co., 
Winnipeg,  Man.  Limited 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin,  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


Popular  Priced  Caskets  Made  of  Solid  Hardwood  Throughout 


No.  559— Plain  Oak 


No.  562 — Quarter  Cut  Oak.  Made  with  Panel  Shrines  if  requested. 


Exceptionally  Attractive 
K  Panel 
Used  on  Any  Design  Casket 


No.  507K — Solid  Oak.   No.  508K — Quarter  Cut  Oak.   No.  509K — Birch  Mahogany.   These  numbers  are  also  made  without  Panel  Shrines. 


Our  Oak  '^nJ  Mahogany  Caskets  Cannot  be  Surpassed,  " 


Dominion  Manufacturers,  Limited  109  N 


Head  Office: 
iagara  St.,  Toronto,  Can. 
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Burial 


Robes 


An  important  feature  is  that 
"DOMINION  SERVICE"  ROBES 
are  adjustable  to  any  size  figure. 


No  Funeral  Director  can  afford 
to  have  his  work  discredited  by 
an  appearance  of  inelegance. 
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No.  303- Marceline  Silk 
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Our  line  is  complete  and  our  organization  is  at  your  service. 


Dominion  Manufacturers,  Limited  109  N 


Head  Office: 
agara  St.,  Toronto,  Can. 
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CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


BURIAL  OF  CANADIAN  SOLDIER  DEAD 

A  recently  published  despatch  from  Fred.  James, 
official  correspondent  with  the  Canadian  Corps  Over- 
seas, to  the  efPeet  that  Canadian  soldiers  who  have  died 
in  Germany  would  he  buried  in  a  special  cemetery  at 
Bonn,  has  been  made  the  subject  of  encjuirj^  by  the 
Director  of  Public  Information  at  Ottawa. 

Tn  reply  to  a  cable,  the  overseas  authorities  point  out 
that  the  article  was  not  intended  to  indicate  that  bodi'^s 
of  Canadian  soldiers  buried  in  Germany  would  remnin 
there  nerinaiiently.  but  simply  to  illustrate  the  care 
taken  by  the  army  of  Canadian  dead  in  enemy  territory. 
The  permanent  interment  of  the  bodies  of  prisoners  of 
war  wwho  died  in  Germany  is  a  (juestion  which  affects 
all  the  allies,  and  is  a  natter  down  for  discussion  at  the 
Peace  Conference. 

Tt  has  been  announced  recently  that  the  bodies  of 
Canadians  who  laid  down  their  lives  in  the  service  of 
their  country  on  the  Western  front  Avill  be  reverently 
collected  and  be  buried  tojrether  in  cemeteries  specially 
set  aside  by  the  French  and  Belofinn  Governments. 


DESCENDENT  OF  EARLY  SETTLER 

A  recent  issue  of  the  Journal  of  the  'Canadian  P>ank- 
ers'  Association  and  also  of  the  Toronto  Board  of 
Trade  News  contained  an  autobiography  of  the  late  H. 
M.  P.  Eckardt,  written  by  Victor  Ross.'  Mr.  Eckardt 
was  an  authoritative  Avriter  on  banking  and  financial 
topics.  He  was  a  descendent  of  the  Eckardt  familv 
who  founded  and  settled  the  country  about  Union ville 
Ojit..  in  which  town  he  was  born.  He  was  a  cousin 
of  A.  J.  H.  Eckardt,  Avho  conducted  the  National 
Casket  Co.,  at  Toronto. 

Another  member  of  the  Eckardt  family  who  ws 
brought  into  prominence  recently  is  Miss  Andrea  }J. 
Fenwick,  of  Toronto,  who  last  month  was  married  to 
Edgar  P.  Luckenback,  of  New  York.  The  marriage 
took  place  at  the  Ritz-Carlton,  New  York,  the  grooui's 
wedding  gift  being  a  magnificent  pearl  neckhice  valued 
at  over  a  hiuidred  thousand  dollars. 


MEMORIALS  FOR  SOLDIER  DEAD 

In  a  statement  on  the  work  of  the  Imperial  War  Com- 
mission by  Rudyard  Kipling,  aiinouneement  is  made 
that  memorials  to  commemorate  the  part  borne  by 
various  army  divisions  or  regiments  in  the  campaigns 
and  battles,  as,  for  instance,  by  the  Canadians  at 
Ypres.  the  South  Africans  in  the  Deville  Wood,  the 
Australians  at  Amiens,  and  the  Bi'itish  at  the  breaking 
of  the  Hind'-nburg  line,  will  be  considered  by  repre- 
sentatives of  the  Military  Committee. 

It  has  been  I'eeommended  that  in  each  cemetery 
there  should  be  erected  a  "cross  of  sacrifice"  and  an 
altar  of  stone  in  remembrance  of  the  dead,  and  that 
the  headstones  of  graves  should  he  of  uniform  shane 
and  size.  On  these  would  be  chiseled  the  name  of  the 
dead  and  his  i-egiment,  and  also  a  cross  or  other  reli- 
gious symbol  of  the  dead  man's  faith. 

It  has  also  been  recommend^^d  that  a  Moh  a  ni  me ( I  a  ii 
and  Hindu  temple  should  be  erected  as  a  remembrance 
of  the  sacrifice  made  by  the  [Mohammedans  and  the 
TTindns  in  the  war. 


NEW  MOTOR  HEARSE  AT  GALT 

An  auto  hearse  ui>-to-date  in  eveiy  ri'Si)ect.  has  been 
purchased  by  Allen  and  Ray,  funeral  directors  and 
fiu'iiiture  dealers.  Water  St.  N..  Gait,  Ont.,  which  will 
jn'ove  to  be  a  good  actpiisition  to  their  business.  The 


hearse  is  mounted  on  a  Studebaker  chassis  with  a  six- 
cylinder  motor.  The  body  was  built  by  A.  B.  Greer 
and  Son,  London,  and  is  of  the  finest  construction. 
Messrs.  Allen  and  Ray  have  shown  great  enterprise 
since  starting  the  business  five  years  ago.  They  realize 
that  a  motor  hearse  is  essential  to  the  business  of  a 
modern  uiulertaker. 


DEATH  OF  PROMINENT  FUNERAL  DIRECTOR 

Richard  Tees,  of  Tees  &  Co.,  Montreal,  is  dead.  For 
over  a  quarter  of  a  century  he  was  one  of  the  most 
prominent  funeral  directors  in  Montreal.  He  passed 
away  at  his  home,  912  St.  Catherines  St.,  on  February 
28.  He  was  62  years  of  age,  and  was  born  in  Montreal. 
He  is  survived  by  two  daughters,  Mrs.  C.  B.  James  and 
Mi.ss  Myrtle  Tees,  both  of  Montreal. 


ENGLISH  F.  D.  IN  BRITISH  NAVY 

James  Heap.  R..N.V.R.,  of  Heap  Bros.,  manufactiirers 
of  funeral  goods  and  supplies  at  Burnley,  England, 
left  Halifax  for  home  about  a  month  ago  aboard  the 
Olympic,  after  completing  his  naval  service  in  Canada. 
Heap  Bros,  are  a  well-known  British  firm  and  James 
was  doing  his  "bit"  for  the  Navy  on  this  side  of  the 
Atlantic. 


CARANAC 

EMBALMING  FLUID 


Those  that  use  this  fluid  do  not  believe 
there  is  a  better  one. 

Our  increase  in  business  each  year 
testifies  as  to  its  merits. 

It  produces  the  best  results  every  time. 

LET  YOUR  NEXT  ORDER  BE 
CARANAC 

WE  SHIP  PROMPTLY 


Caranac  Laboratory 

Peterborough      -      Ontario     -  Canada 


EMPLOYMENT  WANTED  BY  RETURNED  MEN 

Canadian  Furniture  World  and  The  Undertaker  will 
jiublish  free  of  charge  to  returned  men  any  applifji- 
tiou  thoy  may  make  for  employment  in  the  fmiiitint' 
or  und('itakin<>-  fields.  Please  word  apjilii-ations  ;is 
briefly  as  possible,  and  give  name  and  nutnljer  so  that 
mail  may  be  forwarded. 
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Professional  Notes 


Frank  Wilcox.  Waterford,  Ont.,  is  adding  a  new 
motor  hearse. 

The  Montreal  Marble  &  Granite  Works  have  been 
registered  at  Montreal. 

J.  C.  Lock.  Ridgetown,  Ont.,  has  a  new  motor  hearse 
built  on  a  former  Ford  tniek. 

Hogan  &  Co.  Ltd.,  Cornwall,  Ont.,  have  been  in- 
corporated with  a  capital  of  $30,000. 

E.  T.  Meadows,  Woodstock,  Ont.,  has  purchased  a 
new  motor  hearse.     It  is  built  on  a  Reo  chassis. 

R.  U.  Stone,  Toronto,  has  been  appointed  Canadian 
Commissioner  for  the  American  Purple  Cross  organiza- 
tion. 

Henry  Smart,  formerly  embalmer  for  Jos.  Taylor, 
Tillsonburg,  Ont.,  has  bought  the  Wilson  &  Co.  business 
at  Norwich. 

W.  R.  Williams  &  Son,  St.  Thomas,  Ont.,  are  adding 
a  new  motor  hearse.  The  body  is  erected  on  a  Stude- 
baker  chassis. 

W.  H.  Henderson,  better  known,  as  our  friend 
the  "Deacon,''  is  slowly  recovering  from  an  operation 
on  his  leg.     He  is  recuperating  at  his  home  in  Ottawa. 

There  is  a  move  on  to  resurrect  the  Alberta  Associa- 
tion and  to  put  more  life  in  the  British  Columbia  body. 
It  is  honed  that  both  these  bodies  will  hold  conventions 
this  year. 

Geo.  Dreisinger,  of  Elmii'a,  and  Roy  Hosea,  formerly 
with  Kitchener  Fumiti;re  Co.,  have  purchased  the  un- 
dertaking and  furniture  business  of  the  late  Geo. 
Greufzner,  at  Hanover,  Ont. 

Will  Eckardt.  son  of  a  A.  J.  H.  Eckardt.  Toronto, 
having  received  his  discharge  from  the  LT.  S.  army, 
spent  a  few  days  at  his  home  before  going  to  New  York, 
where  he  is  entering  the  financial  field. 

Walter  H.  Hutchinson,  formerly  of  Peterborough, 
has  joined  the  .staff  of  the  Fred.  W.  Matthews  Co.,  at 
Toi'onto.  Walter  is  an  expert  embalmer,  a  dignified 
funeral  director,  and  a  winner  on  prize  contests.  He 
Avon  the  church  ti'uck  a  couple  of  years  ago  if  we 
remem])er  correctly. 


AXIOMS  FOR  EMBALMERS 

Inoi-ganic  substances  are  not  subject  to  the  action  of 
bacteria,  which  cause  putrefaction  and  fermentation. 

The  coloring  matter  of  the  body  is  located  in  the 
scarf,  epidermis,  or  outer  layer,  of  the  skin. 

Physiology  is  the  science  which  treats  of  the  phe- 
nomena of  the  normal  living  tissue. 


FOR  SALE — Half  interest  in  one  of  the  best  and  most  complete 
House  -Furnishings  business  in  the  Province  of  Saskatchewan. 
Unrlertaking  in  connection.  Eeason  for  selling,  ill  health. 
Address  Box  ;58  Canadian  Furniture  World,  ''>2  Colborne  St., 
Toronto. 


WANTED — Position  as  embalmer  and  funeral  director.  Years 
of  experience;  both  licenses;  married;  best  references.  Noth- 
ing but  permanent  jiosition  considered.  Also  furniture  ex- 
jjerience. 


The  root  of  any  organ  is  a  point  at  which  the  arteries 
enter  and  the  veins  leave. 

The  amoeba  is  the  smalles!:  animal  organism.  It  is 
the  primitive  element  of  life. 

Long  hairs  showing  out  of  the  nostrils  and  ears  are 
signs  of  approaching  age. 

After  death  the  myosin  or  muscle  juice  coagulates, 
and  this  is  rigor  mortis. 

Bacteria  only  act  upon  organic  substances. 

Cold  air  is  not  necessarily  pure  air. 

FUNERAL  RULES  IN  THE  WEST  INDIES 

U.  S.  Consul  J.  A.  Howelis  at  Turks  Island.  West 
Indies,  in  response  to  a  recjuest  sent  by  Sunnyside  re- 
garding the  conduct  of  funerals  in  the  West  Indies 
wrote  doAvn  these  as  the  rules  applying: 

1.  How  soon  affei'  death  are  bodies  buried? 

If  death  occurs  before  sunrise,  burial  at  4  p.m.  same 
day,  in  ordinary  cases:  paupers  are  buried  day  of 
death  if  it  occurs  before  noon. 

2.  Who  prepares  such  bodies  for  burial? 
Ordinarily  the  nurse  or  a  neighbor.     If  it  is  an  in- 
digent, some  one  by  order  of  police. 

8.  Are  they  prepared  in  any  way? 

4.  Is  embalming  practised? 

No  preparation  of  bodies,  nor  is  there  embalming  in 
any  form  practised. 

5.  Is  undertaking  a  recognized  calling  or  profession? 

6.  See  beloAv. 

No,  nor  is  there  any  law  relating  to  embalming. 

7.  What  kind  of  coffin  or  casket  is  used? 
Mahogany,  white   or   yellow   pine.      Old    form — 

coffin-shaped. 

8.  Who  makes  them ?   Highest  and  lowest  price? 

A  carpenter  iuakes  the  cotfin,  his  bill  includes  coffin, 
grave  digging,  tolling  bell,  securing  bearers:  for  pauper- 
he  is  allowed  £1  16s.  or  $9.  For  one  able  to  pay.  £2 
($10)  to  £2  12s.  (or  !f;13,  for  pine  coffin;  for  mahogany 
coffin,  including  all  of  the  above  attendance.  £5  ($25). 

9.  Are  there  any  coffin  or  casket  factories,  as  in  the 
United  States? 

No.  The  carpenter  is  notified  of  the  expected  death 
and  often  begins  to  make  the  coffin  before  the  death 
has  taken  place.  The  climate  is  such  that  the  burial 
must  take  place  at  once. 

10.  What  is  the  cost  of  a  funeral,  highest,  average 
and  loAvest? 

See  reply  to  eighth  (|uestion. 

11.  What  religious  service  in  connection  Avith  the 
dead? 

Much  the  same  as  in  the  United  States,  except  that 
the  body  is  ahvays  take-ii  to  the  church,  no  service  at 
the  house  of  any  kind. 

12.  What  difference  l  etAveen  funerals  at  your  po.sr 
and  in  the  Uni<:ed  States? 

Replies  to  this  (juestion  included  in  above  ansAvers. 

13.  Are  coffins  or  funeral  furnishings  of  any  kind 
imported? 

No  coffins  or  caskets    are    imported:    nothing  but 
handles  imported. 

14.  If  so  from  Avhat  source? 

Imported  from  the  Uniljed  States  and  England. 

There  are  no  regular  undertakers  and  the  carpenters 
who  make  the  coffins  act  as  undertakers  so  far  as  they 
can. 
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ONTARIO 

£obcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

H.  8.  Peiree  &  Co., 
Funeral  Directors  and 
Embalmer. 

Both  phones  200. 

Burks  Falls — 

Hilliar,  Joseph.    Box  213. 

Ooboconk — 

Greenley,  A. 
Dorchester,  Ont. — 

Logan,  E.  A.     'Phone  2107. 

Dungannon — 

Sproul,  William 

Dunnville — 

D.  P.  Fry.    'Phone  68. 

Elmira — 

Dreisinger,  Chris. 

Huntsville — 
Hilliar,  Joseph. 


Hamilton — 

Blachford  &  Sons, 
57  King  Street  West. 
Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J.  H.  &  Co., 
19-21  John  St.  N. 
Ingersoll — 
Mclntyres. 

F.  W.  Keeler  and  R.  A. 
Skinner,  ;]rops. 
Kemptville — 

McCaughey,  Geo.  A. 

Kingston — 

Corbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 

London — 

Ferguson 's  Sons,  John 
174  to  ISO  King  St. 

Orillia — 

W.  A.  Strachar, 
Suci'essor  to 

H.  A.  Bingham. 

Phone  453. 
D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone,  126. 
150  Mississaga  St. 


Oshawa — 

Luke  Uurial  Co. 

Schomberg — 
F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St. 
St.  Thomas — 

William,  P.  R.,  &  Sons,  519 

Talbot  St. 

Stirling — 
Ralph,   Jas.        Phone  lOli. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 

88-92  Ontario  St. 
White  &  Co.;  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 

Toronto — 

Geo.  J.  Chapman 

742  Broadview  Ave 

Phone  G.  3885 

Ambulance  service. 
Cobbledick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto     equipment     for  all 

biia.nelhes  of  .service. 
Phone  Beach  73. 
J.  A.  Humphrey  &  Son, 

463  Church  St. 

Washington,   Flenrv  Burial 

Co.,  685  Queen  St.  E. 
J.  C.  Van  Gamp, 

30  Bloor  St.  W. 
Washington  &  Johnston, 

707  Queen  St.  E. 

Corner  of  Broadview. 


Thedford — 

Woodhall,  J.  B. 
Wallaceburg — 

Cousins,  Burlington  &  Saini, 
Welland— 

Patterson  &  Dart 

Sutherland,  G.  W. 
Woodstock — 

Mack,  Paul. 
Whitby— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 
St.  John— 

Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — 

Camjibell  &  Campbell. 
Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 
Saskatoon — 

Young,  A.  E. 


SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 
CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 


It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 
portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 
balming Fluid. 


We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 
balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 
tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 
which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 
sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 


Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 


H.  S.  ECKELS  &  COMPANY 


221  FERN  AVENUE 
TORONTO,  ONTARIO,  CANADA 
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O 
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P 
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R 
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S 
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Stratford  Chair  Co   6-7 
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W 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  otheri  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS&  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


NO  25 


Upholstery  Springs 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High  Car- 
bon Steel  Wire,  oil  tempered  after 
the  coiling  operation,  thus  insuring 
uniform  strength  and  "No  Set."  Re- 
member, the  quality  of  your  High- 
Grade  Upholstering  depends  entirely 
on  the  quality  of  the  springs  you  are 
using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit  ;  buy  Ce.nadian  springs. 

James  Steele,  Limited 

Guelph,  Canada 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American   Furniture  Co., 


Limited 


Owen  Sound 


Ontario 


Manufacturers  of  Medium  and  High- 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 
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CHAMPION  Embalming  Huid 

The  Leader  for  Generations^^ 

Made  of  purest  chemicals,  Champion 
can  be  depended  upon  for  economy,  and 
to  give  the  most  satisfactory  results  at 
all  times. 

Champion  has  great  preservative  power, 
and  is  unequalled  for  producing  life-like 
cosmetic  effect. 


CHAMPION  Massage  Cream 


A  preparation  that  is  unsurpassed  as 
a  massage.  Constant  rubbing  of  the 
face,  hands  and  ears  will  greatly 
facilitate  the  arterial  injection. 

In  order  to  secure  the  beautiful  cos- 
metic effects,  so  much  coveted  by 
embalmers,  use  from  two  to  four  ozs. 
of  Champion  Massage  to  each  one- 
half  gallon  of  Fluid— the  results  will 
surprise  you. 


"Champion  Concentrated  Fluid  and  Champion  Massage  Cream 
are  made  in  our  Canadian  plant  from  Canadian  chemicals." 


j  The  Champion  Chemical  Co.,  Springfield,  Ohio  I 

DR.  G.  W.  FERGUSON,  Canadian  Manager 

i  74  Leuty  Ave.,  Kew  Beach,  TORONTO  | 

I  Canadian  Manufacturing  Plant    -    WINDSOR  1 


No.  2051  Brass  Bed— $31.00  List  Price 

(F.O.B.  Montreal) 


These  New  Design 
ALASKA  Brass  Beds 
are  Sales  Stimulators 


The  well-made  and  designed 
brass  bed  will  always  retain  its 
popularity.  Nothing  can  take 
its  place  in  popular  favor. 


These  ALASKA  Brass  Beds,  illustrated,  combine  simple  dignity  of  design,  beauty 
of  finish,  attractiveness  in  appearance,  and  permanent  sturdiness  and  rigidity  of  con- 
struction with  reasonableness  in  price. 

You  can  afford  to  sell  them  at  a  figure  that  will  give  you  a  net  profit  on  each  sale. 
The  beds  themselves  are  so  prepossessing  that  mcreased  turnover  is  assured  with  a 
minimum  of  sales  effort. 


These  are  only  two  beds  from  the 
comprehensive  1919  ALASKA  Brass 
Bed  line.  There  are  many  other  beds 
in  the  line  of  equal  value.  Every  taste 
and  purse  can  be  suited. 


Ask  our  representative  to 
show  you  the  complete  new 
line  of  ALASKA  Brass 
Bedsteads.  Some  of  them 
should  be  on  your  floor. 


No.  2153  Brass  Bed— $52.00  List  Price 

(F.O.B.  Montreal) 


ALASKA  BEDDING  limited 

jjjj^^^  400  St.  Ambroise  Street,  MONTREAL 

Canada  Has  No  Pure  Bedding  Laws^WE  HAVE! 
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THE  GENDRON  MFG.  COMPANY,  LIMITED 


We  have  a  very 
large  range  of 

SIDEWALK 
SULKIES 

Baby  Carriers 
and  Carriages 

to  choose  from. 


Order  early  to  ensure  prompt 
delivery. 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO,  CAN. 


INSIST  on  the  Celebrated  "MARSHALL" 


Showing  the  construction  of  "Marshall  ' 
Sanitary  Cushions 


WHEN  buying  upholstered  furniture,  dealers 
that  order  and  pay  for  Marshall  Cushions 
should  insist  on  the  label  being  attached  to  the 
bottom  of  the  cushion.  Goods  that  do  not  bear 
our  label  are  often  substitutes.  ALL  Marshall 
Cushions  are  upholstered  with  a  special  sanitary 
felt,  manufactured  in  our  own  factory. 

Marshall  Cushions  are  backed  by 
our  unqualified  guarantee. 


Marshall  Ventilated  Mattress  Company,  Limited 


TORONTO 


CANADA 


Successors  to  Marshall  Sanitary  Mattress  Co.,  Limited 
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Kroehler  Kodav  Suite  No.  428 


Kindel  advertising  will  play  a  very  important  part  in  boosting  your  sales 
when  you  feature  the  KROEHLER  KODAV  in  your  store.  Advertise- 
ments are  appearing  in  the  leading  magazines  throughout  the  country. 

By  demonstrating  the  many  advantages  of  the  KROEHLER  KODAV- 
you  will  make  many  sales  and  have  satisfied  customers. 

This  is  only  one  of  our  several  suites.  Write  us  for  complete  illustrations 
and  prices. 


THE  WinMX  BED  CO.,  LIMITED  :  STRATFORD,  ONT. 


lilllllllllllliilllilllllllllllllllli! 
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The  dignified  quaintness,  so 
distinctive  of  Queen  Anne 
furniture,  is  very  charmingly 
in  evidence  in  this  excellent 
suite  of  American  BLACK 

WALNUT. 


The  quiet  dignity  combined 
with  faithfulness  in  interpre- 
tation and  the  period  it  repre- 
sents makes  this  suite  appeal 
most  irresistibly  to  all  lovers 
of  period  designs. 


2681— Side  Table 


lllllliil 

The  George  McLagan  Furniture  Co.,  Limited  -  Stratford,  Ont. 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 


April,  1919. 
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STRATPO  It  D 


Combined  with  dignity  and 
distinctiveness  of  design,  you 
are  assured  of  ALWAYS 
receiving  in  McL  agan  pro- 
ductions goods  of  perfect 
construction  and  finish. 

If  not  already  handling  our 
line,  write  us  to-day  for  cata- 
logue and  price  list. 


6615 — Extension  Table 


2682— Diner 


2682— Arm  Diner 


Hiilil 

The  George  McLagan  Furniture  Co.,  Limited  -  Stratford,  Ont. 
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'Olobc^V^rwiekc  Sectional 
Bookcases  are  so  inexpensive 
that  there  is  no  one  who  can 
read  but  can  afford  them.  " 


"  This  is  the 

8  loW       r  t)  t  ckc 

Period" 


Stcl>e\\^rmelic  Bookcases 
At  Housecleaning  Time 


The  Spring  housecleaning  season  is  here,  and  good 
housewives  throughout  the  length  and  breadth  of  the 
land  are  taking  up  the  annual  task  of  renovating  and 
rearranging  the  home. 

Many  books  have  been  purchased  during  the  winter 
months,  and  the  housewife,  gathering  these  together, 
wonders  where  she  will  place  them. 

Naturally  she  thinks  of  the  31oVc^^\\^rt)iek(2  Sectional 
Bookcase  that  has  been  advertised  in  all  the  leading 
womens'  papers,  and  decides  that  she  will  go  and  see 
one  at  her  local  dealer's. 

Are  you  going  to  be  ready  when  she  calls  ?  Will 
you  have  a  display  set  up  so  that  the  whole  range  of 
styles,  with  their  many  appealing  features,  will  be  pre- 
sented to  advantage  ? 

Go  through  your  stock  to  day,  and  make  sure  that 
you  have  enough  t5lobc^\\^rwiekc  Sectional  Bookcases 
on  hand  to  carry  you  through  the  housecleaning  period. 


''Costs  no  more  than  the  ordinary  kind'* 


MAKERS  OF  SECTIONAL  B00t> 
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FURNITURE 


Stel>eM^rme](c  National 
Publicity  Campaign 


Covers  the  country  like  a  huge  blanket — it 
reaches  hamlet,  village,  town,  and  city;  the  ranch 
on  the  prairie,  the  residence  on  the  boulevard.  It 
is  humanized  advertising— the  type  that  stirs  up 
interest.  Women  are  attracted  by  its  home  atmos- 
phere— men  by  its  practical  presentation  of  the 
StoVe^^\^rnickc  idea.  It  inspires  the  confidence 
and  faith  of  its  millions  of  readers. 

Link  this  advertising  up  with  your  store.  Get 
our  window  display  cards.  Use  our  "electro" 
service  in  your  home  newspaper.  Take  advantage 
of  the  co-operation  we  offer  to  our  agencies. 
Identify  your  store  as  the  local  headquarters  of  the 
01oVc^\^ri)ickc  Bookcases,  and  increase  the  selling 
strength  of  our  ads  for  you. 

Push  ^lol)e^\^r»ick«  with  all  your  strength, 
because  the  sale  of  one  unit  is  the  nucleus  of  many 
other  sales  to  come. 


*'You  can  work  a  SloV>C^\^ri>tckc  Bookcase  into 
nearly  every  one  of  your  window  displays." 


"She  f/eart 
of  (he  Home " 


"  We  are  the  originators  of 
the  Sectional  idea  as  applied 
to  Bookcases  and  Filing 
Cabinets." 


Our  National  Advertising  has 
a  wide  circulation  in  your 
locality.  " 


\ 

Id 

1 

SES  AND  FILING  CABINETS  EXCLUSIVELY 


STRATFORD,  ONTARIO 
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FURNITUM 


1635-5— Diner 


The  Popular  Line 

of  Big  Values 


IIMIIMIIIIMIIIIIIIIIIIIIIIMIIIIMIIIIIIIIIIIIIIIIIII 


Distinctiveness  of  design,  rich- 
ness, and  finish,  thoughtfully 
matched  coverings,  construction 
that  guarantees  uncommon  ser- 
vice— these  are  the  things  that 
make  STRATFORD  Chairs 
so  desirable  for  you  to  handle. 

Are  you  prepared  for  the  rush 
of  Spring  business  P 

Better  stock  up  at  once,  for  a 
GOOD  thing  don't  last  long. 
Good  Furniture  is  bound  to 
be  in  demand  from  now  on, 
and  prospective  buyers  will 
look  to  you  for  suggestions  and 
help  to  furnish  their  home. 

Here's  an  opportunity  to  help 
your  customers,  and  build  up 
your  trade. 


1635-5 — Arm  Chair 


IIIIIIIIIIIHII 


The  STRATFORD  CHAIR  CO.,  Limited 


Stratford,  Ont. 
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FURNITUflK 


Quality  and  Style 

Makes  Them  Move 


IIIIIIII'MIIIIIIIIIIIIIIIIIIMIIIIIIIIIMIIKMIIHIIII 


Our  Dining  Room  Furniture  will 
help  solve  the  big  problems  of  the 
furniture  retailer;  that  of  meeting  the 
present-day  competition,  and  at  the 
same  time  building  the  good-will 
which  will  carry  you  through  future 
years. 

Stratford  Furniture  makes  it  possible 
for  you  to  offer  good  values  and  yet 
make  a  neat  profit.  It  is  always 
well  made,  and  has  been  giving  sat- 
isfaction for  so  many  years  that  you 
take  no  chance  when  you  show  it  to 
the  most  careful  buyer  among  your 
patronage. 


No.  404 — China  Cabinet 


No.  351 — Extension  Table 


No.  656-A— Buffet 


■llllll 

The  STRATFORD  CHAIR  CO.,  Limited    :-:    Stratford,  Ont. 
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rURNITURE 


1111 


The  Most  Profitable  of  Summer  Furniture 

IMPERIAL 


nmMm 

wmmmm 


In  Name  and  Character 

These  lines  are  particularly  sea- 
sonable in  selling  power,  though 
their  sphere  of  usefulness  covers 
the  entire  year.  Imperial  Rattan 
Furniture  moves  quickly  NOW 
because  its  value  to  the  user  is 
almost  doubled  during  the  sum- 
mer months. 


■ 


!IIII!!1J 


IMPERIAL  RATTAN  CO.,  LIMITED    STRATFORD,  ONT. 


Ontario 


Stratford  Summer  Furniture 

ALWAYS  PLEASES 

Your  customers  will  soon  be  wanting  this  class  of  goods.  It 
is  most  satisfactory  in  every  way  and  will  last  under  excep- 
tional usage.  Our  line  of  Folding  Tables  and  all  kinds  of 
Folding  Chairs  and  Lawn  Swings  are  the  best  of  quality. 

If  you  have  not  received  a  copy  of  our  supplement  to  catalog 
5,  Feb.  1919,  write  for  it  at  once. 


I  III'  


No.  22 


No.  15 


The  STRATFORD  MFG.  CO.,  Limited    STRATFORD,  ONT, 
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NEW  DESIGNS 

Upholstered  Living  Room  Furniture 


:^NIIIiillliillllliiliii!niiiiiiiiiii!iiiiiiiiiiii!ii:ii;t[ii:iiiiiiiiiiiiii!iiiiiiii!iiiiiii^ 


I  No.  821  I 

nlllMIMIIIIIIIIIIIIIIMIIIIIIIIIMIIIIIIIIIMIIIIIIIIIIIillllllllllllMhllllllllllMIIIIIIIIIIMIMIIIMIIIIIIIIIIIIIIIIIIIiinilMIMIIlin 


We  don't  hesitate  to  enthuse  about  our  NEW  LIVING  ROOM 
FURNITURE.  Much  time  and  thought  have  been  given  to  the 
designs,  and  they  are  exceptionally  attractive  and  saleable. 

Our  travellers  are  now  making  their  regular  calls,  and  will  have  these 
new  designs  and  patterns  with  them.  We  urge  dealers  to  place  their 
orders  early  and  reap  the  share  of  profit  which  is  to  be  made  by 
selHng  F-G  Living  Room  Furniture  and  Davenport  Beds. 


Illllllllllllllllllllilliillllllllllllllillllillll!^ 

The  Farquharson-Gifford  Co.,  Limited  'VntL%V,\trF':;:iifui^^  Stratford 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiip 


12 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


April,  19TJ. 


CoUeran's  Celebrated  Woven  Wire  Bed  Springs 

Colleran  Springs  are  made  of  the  most  rigid  construction.  Colleran's  improved  rope  edge  never 
sags,  and  this  is  one  of  the  features  which  sells  the  springs.  Our  rope  edge  is  not  only  elegant 
in  appearance  but  adds  materially  to  the  supporting  power  of  the  fabric,  and  produces  a  firm 
elastic  spring  edge.  Colleran  Springs  are  constructed  on  "Life-Time  Service  Principles."  Our 
guarantee  covers  every  phase  of  satisfaction  to  the  user. 


No.  91 — Lock  Weave  Steel  Frame 


COLLERAN'S  No.  10 
STEEL  DIVAN 

is  made  with  the  COLLERAN  improved 
ROPE  EDGE,  and  is  the  strongest  divan 
made.  The  legs  fold  under  by  a  simple 
twist  of  the  hand  when  not  in  use. 


Catalogue  and  Price  List 
on  request 


COLLERAN  SPRING  BED  COMPANY,  Limited 

TORONTO      -      -  ONTARIO 
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I  ]  Chippendale  Suite  in  American  Walnut  \  | 

j  I                 'T'HE  suite  here  illustrated,  true  to  the  period  it  represenis,  j  | 

I  I                     will  prove  particularly  pleasing  to  the  discriminating  buyer.  |  j 

I  I                 The  absolute  dependability  of  our  productions,  combined  |  | 

I  1                 with  their  attractiveness,  place  them  in  a  class  with  the  most  |  | 

I  I                 desirable.    Superior  quality  in  workmanship  and  materials  |  | 

I  I                 are  outstanding  features  of  this  comprehensive  line.  |  | 

II  //  will  profit  you  to  study  the  merits  |  j 
I  I                                         of  Malcolm  furniture  |  | 

j  1  The  Andrew  Malcolm  Furniture  Company,  Limited  |  | 

I  I                                 KINCARDINE      :-:      ONTARIO  1  | 

^  nlllllllllMM  Illllillllllllllllllllllllllllllllll  IIIMIIMMIIIIMIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIMIMII  IIIMIIIIMIIII  Illll  IIIIIIIMIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIII  IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIMIIIII  Illllllllllllllllllllllll^  M 
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No.  6060 


No.  6061 


They  will  enable  you  to  make 
a  profitable  connection  and  give 
such  a  high  degree  of  satisfac- 
tion as  to  insure  a  permanency 
of  the  patronage. 

Write  us  at  once 
for  prices 


C.  F.  M. 

Lib  rary  Tables 

— in  quarfered  oak 

C.  F.  M.  library  tables  enjoy  a 
distinctive  reputation  for  features 
in  design  and  construction  not 
combined  in  any  other  line.  This 
quality  construction  makes  them 
good  sellers. 


8Cr:''  f  inieP  mNo.  6062 


No.  6063 


FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 


MADE  BY 


Panada  Pjrniture^anufacturers 


L,  I M  I  T  E  D 


GENERAL  OFFICES  :    WOODSTOCK,  ONT. 
WHOLESALE  SHOWROOMS  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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Building  for  the  Future 

Every  time  you  sell  a  piece  of  MEAFORD 
furniture  you  add  something  definite  to  your 
goodwill  account.  It  will  pull  for  you  con- 
sistently and  continuously,  because  it  is  built 
to  give  perfect  satisfaction.  This  is  mighty 
important  to  the  dealer  who  wants  to  turn 
over  a  nice  steady  paying  business  to  his  boy 
twenty  years  from  now.  Let  us  help  you 
in  this  matter. 

Illustrations  and  prices  of  newest  lines  and 
designs  on  request. 


The  Meaford  Mfg.  Co. 

LIMITED 

MEAFORD  ONTARIO 
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SALE  OF 

urplus  Military  and 
Naval  Stores 

Dry  Goods,  Camp  Supplies,  Food 
Hardware,  Scrap   Metal,  Junk 

Cloth  ;  new  and  second-hand  clothing,  equipment,  hardware,  tents,  blankets, 
camp  supplies,  etc.  :  :  Flour,  jam,  canned  evaporated  milk,  tea,  coffee, 
etc.    :  :    Condemned  clothing,  junk,  old  brass,  metals,  leather,  rubber,  etc. 


SALES  WILL  BE  MADE  BY  SEALED  TENDER 

Persons  desiring  to  tender  are  requested  to  communicate  with  The  Secretary  of  The  War 
Purchasing  Commission,  Booth  Building,  Ottawa,  stating  the  items  in  which  they  are  inter- 
ested, whether  new  or  second-hand  or  both. 

Arrangements  will  be  made  to  have  samples  on  exhibition  at  places  throughout  Canada ;  specifi- 
cations, full  details,  and  tender  forms  will  be  mailed  when  ready  to  those  who  have  registered  as 
suggested  above. 

If  Interested  Please  Apply  Now 
Institutions  May  Make  Direct  Purchase  Without  Tender 

Dominion,  Provincial,  and  Municipal  departments,  hospitals,  charitable,  phil- 
anthropic, and  similar  institutions  which  are  conducted  for  the  benefit  of  the 
public  and  not  for  profit  may  purchase  goodswithout  tender  at  prices  established 
by  the  War  Purchasing  Commission. 


All  communications  should  be  addressed  to  the  Secretary,  War  Purchasing  Commission, 
Booth  Building,  Ottawa,  who  will  be  glad  to  supply  lists  and  further  details  to  the  se  interested. 


April,  1919. 
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KAPOK 

"The  Queen  of  Bedding  Material  ' 


"  KAPOK  "  Mattresses  can  be  easily 
turned  by  a  woman  when  required,  as 
they  are  surprisingly  light  in  weight. 

We  can  now  obtain  "KAPOK"  in 
unlimited  quantities  and  make  prompt 
delivery  of  our  well-known  mattresses. 

New  prices  on  request. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 


FURNITURE  THAT  BUILDS  BUSINESS 


No.  556 — Arm  Chair 


A  reputation  for  handling  only 
reliable  merchandise  is  one  of 
the  principal  assets  of  a  dealer 
to  any  line.  The  furniture 
dealer  who  stocks 

**Woeller  Bolduc" 

Livingroom  and 
Parlor  Furniture 

has  taken  a  long  step  towards 
making  the  future  of  his  busi- 
ness secure. 


No.  556-  Rocker 


Two  of  our  r\ewest  pieces  are  illustrated  hereroith.  These  are  made 
of  IValnut  or  Mahogany  mth  silk  tapestry.     WRITE  FOR  PRICE. 


WOELLER,  BOLDUC  &  COMPANY 


Makers  of  Livingroom 
and  Parlor  Furniture 


WATERLOO 


ONTARIO 
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THE 

HEART 

OF  YOUR  EXTENSION 
TABLE  IS  THE 

SLIDE 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 
DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 

INSURE 
SATISFIED  CUSTOMERS 


1  ^-jtBgHl 

THE 

WABASH 

TABLE  SLIDE 

 ;                       [    -^^  .... 

MANUFACTURED  ■■ 
BY  Z 

B.WALTERa<CO. 

WABASH 

IND. 

WABASH  SLIDES 


HELP  SELL  TABLES. 
ELIMINATE  SLIDE  TROUBLES 


WE  ARE 

SLIDE  SPECIALISTS 

Having  manufactured  SLIDES 
excluaively — for  30  year* 

Many  Canadian  Table-makeit  uie 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  RepreMentative  : 
A.  B.Caya,  28  King  St.  E.,  Kitchener, 
Ont.,  successor  to  Frank  A.  Smith 


MAKE  A  NOTE  NOW  IS 


Investigate  the  new  ONTARIO  Iron  Beds  before 
placing  your  Spring  orders. 

We  have  equipped  an  up-to-date  plant  to  manufacture 
this  line,  and  have  secured  expert  workmen  having 
long  experience  in  producing  a  superior  article. 


S^djusfo 


=8 


ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVERYWHERE. 
MANUFACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  b  MATTRESS  CO. 

LONDON  •  •  •  •  CANADA 


Successful  business  for  the  year 
depends  on  the  class  of  goods 
you  stock  in  your  store. 

You  can't  go  wrong  if  you 
give  ONTARIO  Iron  Beds 
and  the  ADJUSTO  MAT- 
TRESS a  trial. 

The  Ontario  Spring  Bed 
&  Mattress  Company 

London  Ontario 
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North  American  Bent  Chairs  are 
notable  and  distinctive  in  design — ex- 
ceptionally fine  construction,  embodying 
many  points  of  merit,  at  prices  which 
enable  the  dealer  to  meet  the  demands 
of  his  trade. 

In  the  reconstruction  period  competition 
will  be  keen,  but  business  and  profits  will  go 
to  the  efficient  store  as  surely  as  iron  to  magnet. 
Put  the  North  American  Line  on  your  floor, 
it  will  help  create  sales  and  turn  cash  into  your 
pockets. 

In  every  point — construction,  durability,  and 
appearance — they  are  equal,  if  not  superior  to, 
imported  products. 

Write  us  at  once  for  prices  arid  illustrations  of 
our  newest  designs 

THE 

North  American  Bent  Chair  Co. 

LIMITED 

Owen  Sound        -        -  Ontario 
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We  are  especially  equipped  lo  handle 
high-grade  Furniture  Half-Tones  from 
photographs,  or  pen  ink  drawings 
from  blue  prints,  suitable  for  newspaper 
advertising. 


We  are  also  in  a  position  to  turn  out 
first-class   commercial  photographs. 


WRITE  US  FOR  PRICES,  ETC. 


LEGG  BROTHERS,  LIMITED 

10- 12  St.  Patrick  Street 
Phone  Adel.  928-929  Toronto 
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•■■fi':  Have  you  bought  your 


d: 


We  sell  ihem 


This  Sign  of  a  Patriotic  Service 
is  Seen  in  Many  Stores 

IS  IT   IN  YOURS? 

Become  an  authorized  agent  of  the  Depariment  of  Finance  for  the 
extension  of  the  War-Savings  Stamp  movement. 

While  you  do  not  make 'an  immediate  profit  on  the  sale  of  Thrift 
Stamps,  your  volume  of  business  depends  on  the  prosperity  of  your 
community,  and  the  far-sighted  store-keeper  gladly  helps  the  movement. 

The  money  raised  by  the  sale  of  War-Savings  Stamps  and  Thrift 
Stamps  is  used  by  the  Dominion  of  Canada  to  provide  credits  to 
other  nations,  who  are  thereby  enabled  to  purchase  food  and  Canadian 
manufactured  products. 

This  leads  to  steady  mdustry,  and  this,  again,  with  the  exercise  of 
Thrift,  provides  further  funds  for  Investment — a  continuous  process 
leading  to  Prosperity. 

Make  the  selling  of  Thrift  Stamps  a  real,  whole-hearted,  patriotic 
service,  of  value  to  your  customers,  to  your  country,  and  to  yourself. 

Explain  the  matter  to  your  helpers  and  secure  their  eager  co-operation. 
Have  them  look  over  the  Thrift  Stamp,  reahze  it  is  the  same  as  a 
quarter  in  giving  change,  make  them  familiar  with  the  Thrift  Card,  so 
that  your  helpers  can  explain  to  the  customers  how  1 6  Thrift  Stamps 
on  a  Thrift  Card  represent  $4.00  on  the  purchase  of  a  War-Savings 
Stamp,  which  will  be  redeemed  by  the  Dominion  of  Canada  Jan.  1  st, 
1924,  for  $5.00. 


BUY 
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No.  376 — Dining  Room  Suite 


Made  m 
Red  Gum,  Satin  Walnut  Finish 


No.  376— BUFFET 
Top  22x56  P.  B.  Mirror  8x52 


A  most  attractive  Dining  Room  Suite  fashioned 
after  the  Period  of  Queen  Anne.  Constructed 
and  finished  up  to  the  recognized  standard  of 
Knechtel  Productions. 

This  suite  bids  fair  to  be  one  of  the  biggest 
sellers  of  the  Spring  Season  because  it  dis- 
plays a  marked  degree  of  attractiveness  and 
represents  value  which  ensures  exceptional 
salability. 

Place  your  order  now  for  this  one  so  you  will  be 
sure  to  have  it  for  your  Spring  business. 


Our  No.  SO  Catalogue  Contains  Many  Other  Attractive  Suites 

THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 


,  1919 
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New  Line  of  Wooden  Chairs 

MIMIM^IMMnMIIIIMIIIIMIMIIIIMIIIIMIIIIIIIMIMIMIMIMIMIMIMIMMIMIIMIMMIIIMMIMIIIIIIIIMMIMIIIIIIIIIIIIIMIMMIMIIIIMIIIIMIIIII^ 

NOW  READY  FOR  DELIVERY 

llllllMIMIIIIMIMIMIMIMIIIIIIIIIIIIIIIIIIMMIMIIIIMIIIIMIMIIIIIIMIIIIillMllllMlMIIIIIIIIIIIIMIIbl'IIIIIIMIIIMIIIIMIMMIIIIIIMIII^ 


i;illlllMIIIIIIIMIMIMIIIMIIIIMIMIIIIIIMIIIIIIIIIMM!MIIIIIIIIIIIIII  llllilllllMIIIIMIilllllllli;illlMlillllllllllllllSlliMI!MI^ 

I    Your  sales  depend  so  much  on  the  preparations  | 

I    you  make  to  develop  them,  and  you  should  en-  j 

1    courage  your  Spring  trade  in  the  strongest  way  | 

I    by  stocking  up  at  once,  and  push  our  new  line  of  | 

I    dependable  wooden  chairs.  i 

I  Complete  illustrations  and  prices  on  request  | 

f;illMIIIIIIIIIIIIIMIMIIIIMIIIIIIMIIIIMIMIIIIIIIIIIIIIIIIIMIIIMIMIIIIIK|i|IIMIIIIIMMIIIIIIII|r:ilMMIMIIIIIIIIIIIIIIMIIIII 


CANADIAN  RATTAN  CHAIR  CO.,  LIMITED 

VICTORIAVILLE.  QUEBEC 
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CEDAR  CHESTS 

are  especially  popular  at  this  season 


When  winter  clothing  is  being  stored  away  good  cedar  chests  are  exceptionally 
saleable.  And  by  virtue  of  their  quaHty  SHAFER  RED  CEDAR  CHESTS 
are  very  well  favored.    Prices  and  illustrations  on  request. 


D.  L.  SHAFER  &  COMPANY 


ST.  THOMAS 


ONTARIO 


nMM!nilinil:llMMIilMMMMnil!lllllllliMIMIMIIIIIIIIMIMIIIIl;lllllMlinilllllllMIIIIIIIMl|IMIMIilllllllllllllllllllllllllMIIMIMIIIH 


BALL  CHAIRS 


Dealers  say  they 
like  to  buy  the  "Ball 
Line"  because  they 
can  make  a  com- 
plete selection  from 
an  enormous  assort- 
ment. And  inas- 
much as  the  wo.  k 
manship  is  most 
skilled,  the  complet 
ed  chair  is  a  work 
of  high  ch  jiracter. 


IV rite  for 
new  illustrations 
and  price  list. 


No.  99 


BALL  FURNITURE  CO.,  LIMITED 

HANOVER,  ONT. 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High- 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


NQ  26 


Upholstery  Springs 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High  Car- 
bon Steel  Wire,  oil  tempered  after 
the  coiling  operation,  thus  insuring 
uniform  strength  and  "No  Set."  Re- 
member, the  quality  of  your  High- 
Grade  Upholstering  depends  entirely 
on  the  quality  of  the  springs  you  are 
using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit  ;  buy  Canadian  springs. 

James  Steele,  Limited 

Guelph,  Canada 


The  Canadian  Furniture  World  contains  numerous  business 
creating  ideas  for  furniture  dealers,  yet  the  subscription  price  for 
twelve  months  is  only  $  1 .00.  Every  furniture  dealer  and  manu- 
facturer in  Canada  should  be  a  subscriber. 


April.  1919. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


25 


Announcing  the  FELTOL  Campaign 

During  the  months  of  March,  April  and  May  we  are  iutroduc- 
ing  an  extensive  advertising  campaign  on  Feltol.  The  best 
newspapers  and  farm  papers  throughout  Canada  are  being  used 
on  a  large  scale.  Thousands  of  people,  who  have  never  heard 
of  Feltol  before  will  be  told  of  its  many  advantages. 

This  campaign  has  been  undertaken  to  help  dealers  sell  more 

FELTOL 

FLOOR  COVERING 

Feltol  is  not  linoleum  or  floor  oilcloth,  but — it  is  the  best  felt 
base  floor-covering  made — at  least,  the  equal  of  the  best  im- 
ported, yet  much  lower  in  price. 

In  order  to  take  advantage  of  this  campaign,  you  should  carry  a 
good  stock  of  Feltol. 

Pattern  book  <^^d  quality  sample  on  request. 
MADE  IN  CANADA  BY 

The  Dominion  Oilcloth  Co.,  Limited 

MONTREAL,  P.Q. 
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"THE  beautiful  Lloyd  "LOOM-WOVEN" 
baby  carriages  will  now  be  shipped  directly 
from  the  big  Lloyd  factory  at  MENOMINEE, 
MICHIGAN — now  offering  you  factory  service 
with  prompt  shipment  guaranteed.  Our  increased 
capacity  gives  us  the  largest  baby  carriage  capacity 
in  the  world  to  take  care  of  you — now  giving  you 
the  advantage  of  the  STATES  PRlCES-all 
styles  and  finishes  which  we  were  unable  to  carry 
al  Kitchener. 

Look  to  the  LLOYD-LOOM  LINE  for  your  baby 
carriages.  Other  carriages  made  by  hand  are  not  com- 
petitive to  them — the  fine  material — accuracy  and  evermess 
of  the  weave — no  comparison. 

States  Prices.  Send  your  orders  to  Menominee,  Michigan. 
KITCHENER  WAREHOUSE  DISCONTINUED 

The  LLOYD  Manufacturing  Company 

Menominee,  Michigan 


D.  O.  MCKINNON 

GENERAL  MANAGER 


Wm.  J.  BRYANS 


Published  by  The  Commercial  Press,  Ltd.,  32  Colborne  Street,  Toronto. 

Subscription  Rate  $1.00  per  year  in  Canada,  Great  Britain  and  British  Colonies ;  fl.oO  to  the  United  States, 
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PUT  BEDDING  ON  THE  MAP  BY  EXHIBITION 

lllllllllllllliniHIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIMIIIIIIIIIIMIiillllllllllllllllMllilMlllllinillllllllMlllllllllllllinil^ 

Better  bedding  exhibition  put  on  for  a  week  by  Peterborough,  Ont.  firm,  as  beginning  of  an  enlarged  bedding 
department — How  the    exhibition    was    advertised    and    conducted — Orchestral   music    and    voting  contest 

MMIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIMMIMIIMMIIIIIIMIIIIIIIIIIIIIIMIIIIIIIUIIIIIIIMIIIIIIIMIIIIIIMIIMIIMIMIIIIIIIIIIIIMIIIIIII^   Illlll  IIIIIIM  III  IIMIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIMIIIIIIIIIMIIIMIMIIIIMIIHIIIIIIIIIIIMIIIlin 

By  Wra.  J.  BRYANS. 


THE  sale  of  beds  and  bedding  in  the  average  store 
is  not  what  it  might  be  nor  what  it  should  be. 
The  matter  of  sleeping  accommodation  and 
equipment  is  a  mighty  important  one  in  view  of  the 
fact  that  the  average  person  spends  about  one-third 
of  his  or  her  life  in  hed.  In  fact,  the  bed  is  probal)l.v 
used  more  than  any  other  single  article  of  furniture  in 
the  home. 

In  spite  of  this  fact  beds  and  bedding  are  handled  in 
a  rather  desultory  manner  in  a  great  manv  stores. 
There  are  scores  of  establishments  where  this  line  is 
stocked,  but  in  which  no  real  effort  is  made  to  direct 
any  great  attention  to  it  nor  stimulate  the  intei'est  of 
the  purchasing  public  in  the  matter  of  better  bedding 
or  sleep  comfort  and  convenience. 

Endeavor  to  Cash  in  on  Bedding  Possibilities 

This  was  exactly  the  situation  in  the  store  of  the  J. 
C.  Turnbull  Co.  Ltd.,  of  Peterborough,  Ont.,  previous 


to  the  recent  big  Better  Bedding  Exhibition  which 
they  used  to  put  this  department  on  the  sales  map. 
The  store  handled  a  certain  amoimt  of  bedding,  hwl 
sales  were  far  from  being  the  size  that  the  importance 
of  this  line  warranted.  This  fact  was  recognized  by 
the  management  while  it  was  realized  that  there  were 
great  possibilities  in  the  sale  of  bedding  if  it  was  only 
put  before  the  j^ublic  in  the  proper  manner.  It  was 
decided  to  make  a  genuine  effort  to  imj^ress  upon  cus 
tomers  that  bedding  was  an  important  department 
with  this  store  and  also  to  educate  them  to  the  value  of 
better  bedding. 

"Better  Bedding  Exhibition" 
A  Better  Bedding  Exhibition  was  decided  on  and 
planned  on  a  big,  broad  scale  that  would  really  create 
interest  and  attract  attention.  The  fifth  floor  of  the 
store  which  at  Xmas  time  is  used  for  a  toy  department 
was  given  over  entirely  to  an  extensive  display  of  a 


April,  1919. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


29 


big  range  of  beds  and  bedding.  The  fact  was  im- 
pressed on  the  public  in  their  advertising  that  it  was 
purely  an  exhibition  and  that  there  would  be  no  soli- 
citation or  endeavor  to  make  sales.  The  idea  was  to 
get  people  into  the  store  that  they  might  become  ac- 
i|uainted  with  the  department  and  impressed  with  the 
need  of  better  and  more  sanitary  bedding.  As  a 
further  inducement  for  people  to  visit  the  event  an 
orchestra  played  during  the  afternoon.  The  windows 
were  made  good  use  of  too,  to  attract  the  attention  of 
the  passing  public  to  the  event. 

Orchestra  and  Voting  Contest 
Another  drawing  card  was  a  voting  contest  for  each 
day  in  the  week.  Each  person  visiting  the  Exhibition 
was  given  a  coupon  on  which  to  place  their  estimate  of 
the  number  of  people  who  would  visit  the  store  that 
day.  These  were  deposited  in  a  ballot  box  at  the  en- 
trance to  the  department.  The  manufacturers  whose 
goods  were  being  featured  contributed  prizes  for  these 
events  each  day.  These  prizes  were  exhibited  in  the 
window  and  the  name  of  winners  listed  in  the  loe;)l 
papers.  A  good  deal  of  interest  was  taken  in  these 
contests. 

8,000  Copies  of  Store  Paper  Mailed 

In  planning  the  exhibition  it  was  recognized  that  its 
success  depended  on  the  number  of  people  who  visited 
it  and  that  it  must  be  extensively  advertised  in  order 
to  get  the  people  into  the  store.  The  opening  gun 
fired  was  in  the  shape  of  a  store  paper  entitled  ''The 
News"  of  the  Better  Bedding  Exhibition  at 
TurnbuH's.  This  paper,  containing  eight  pages  lOy^ 
by  14  inches,  set  forth  the  program  and  particixlars  of 
the  exhibition,  articles  to  stimulate  greater  interest 
in  better  bedding,  lists  of  the  prizes,  advertisements  of 
the  various  lines  on  display  and  editorial  comment  on 
the  event. 

A  total  of  8,000  copies  of  this  paper  were  distributed 
to  the  homes  in  the  city  and  surrounding  country. 
They  were  all  mailed,  as  people  Avould  be  more  likely 
to  give  attention  to  mail  matter  than  if  thrown  in  at 
the  door. 

Steady  Publicity  Throughout  the  Week 

This  store  paper  publicity  was  followed  up  by  ad- 
vertising in  the  local  weekly  and  daily  papers.  The 
weekly  papers  were  used  to  get  the  attention  of  peoi:)le 
in  the  surrounding  district,  while  the  daily  made  a 
special  appeal  to  city  patrons.  The  exhibition  was 
held  during  the  entire  week  of  March  10  to  15,  and  on 
the  previous  Friday  a  big  announcement  of  the  event 
in  the  local  papers.  Only  small  space  is  usually  used 
for  advertising  on  Saturday  and  this  was  used  for 
a  talk  calculated  to  arouse  interest  in  better  bedding. 
Each  day  during  the  exhibition  space  was  used  to  an- 
nounce the  special  days  with  the  program,  give  the 
prizes  offered  in  the  guessing  contest  for  the  next  day 
and  the  winners  of  the  previous  day.  Tlie  fact  whs 
emphasized  that  the  exhibition  was  not  confined  to 
high-priced  bedding  alone,  but  to  show  that  sanitation 
is  for  the  lower  priced  articles  as  well.  The  local 
papers  assisted  by  articles  in  their  news  columns. 

Manufacturers  Lent  Assistance 

The  manufacturei's  whose  goods  were  featured  lent 
valua])le  assistance  in  malving  the  event  a  success.  On 
each  of  the  days  representatives  from  some  of  the 
firms  were  on  hand  to  give  information  on  the  goods  on 
display  and  the  consti'uction  of  tlie  various  lines.  On 
Prida.v,  which  was  "Sanitary  Bedding  Day,"  W.  H. 
Smith,  of  the  Canadian  Feather  &  Mattress  Co.,  aiid 


chairman  of  the  Social  Service  Commission  of  the  City 
of  Toronto,  gave  a  short  talk  on  sanitary  bedding. 
Representatives  of  the  Alaska  Bedding  Co.  were  on 
hand  on  Wednesda.v  and  Thursday,  and  of  the  Ideal 
Bedding  Company  on  Monday  and  Tuesday. 

Good  use  was  made  of  the  advertising  matter  sup- 
plied by  manufacturers,  the  name  of  the  Turnbull  Com- 
pan.v  being  printed  on  all  matter  of  this  kind  given  to 
customers.     Blotters  were  also  distributed. 

Special  Day  for  Baby 

One  of  the  big  features  of  the  exhibition  was  Baby's 
Day  on  Saturday,  when  lines  of  beds  and  bedding  for 
infants  and  children  were  given  special  attention.  A 
special  section  of  the  floor  was  given  over  to  all  lines 
for  children  and  special  prizes  were  given.  It  is 
recognized  that  parents  are  ahvays  interested  in  pro- 
viding for  the  comfort  of  their  children,  but  a  good 
many  stores  do  not  give  the  attention  to  appropriate 
articles  for  baby  as  they  might.  The  Turnbull  Com- 
pany believe  that  a  concentrated  displa.y  of  all  lines 
for  "Bab.v"  is  the  best  plan.  When  a  mother  comes 
in  to  lool\  at  one  article  she  is  likely  to  see  and  become 
interested  in  some  other  item  for  her  child. 

No  Solicitation — Followed  by  Sale 

In  spite  of  the  fact  that  there  was  no  solicitation  of 
business  sales  in  this  department  were  (juite  satisfac- 
tory during  the  event.  Other  departments  of  the 
store  benefited  to  a  considerable  extent  on  account 
of  the  large  number  of  people  brought  into  the  store. 
In  the  store  paper  sent  out,  an  ad.  was  used  inviting 
the  public  to  visit  the  home  furnishings  department 
while  attending  the  exhibition.  Some  lines  of  interest 
in  that  department  were  featured. 

Having  stimulated  interest  in  bedding  by  the  exhi- 
bition the  company  proceeded  to  cash  in  on  it  by  a  sale 
of  beds  and  bedding  during  the  following  week. 

Enlarged  Bedding  Department 

The  exhibition  was  the  beginning  of  a  large  bedding 
department,  the  roomy  fifth  floor  being  given  over  en 
tirely  to  this  line,  giving  one  of  the  largest  displays  of 
beds  and  bedding  in  the  province.  The  management 
believe  that  the  possible  sales  well-warrant  this  atten- 
tion to  the  litie. 

The  success  of  the  event  is  largely  due  to  the 
energetic  efforts  of  H.  E.  Hodgin.s,  partner  and  manager 
of  the  firm,  and  Geo.  F.  Lowe,  manager  of  the  house- 
furnishing  department. 

On  the  Saturday  pi-evious  to  the  exhibition  the  fol- 
lowing talk  on  better  bedding  was  used  in  their  ad- 
vertising space  in  the  local  paper: 

"It  is  a  long  way  from  the  bedding  of  even  a  few 


TURNBULL'S  BETTER  BEDDING  EXHIBITION 

MARCH  10th  to  15th 


VOTING  COUPON 

BABVS  DAY.  SATURDAY.  .MARCH  1 5th 


I  estimate  the  number  of  people  who  visit  the  "Better 
Bedding"  Exhibition  on  Sat.,  March  15  th,  will  be  

Name  

Address  
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years  ago  to  that  used  in  the  modern  bedroom  to-day. 

"Within  the  memory  of  the  writer,  straw-ticking 
was  one  of  the  staple  everyday  sellers  in  a  dry  goods 
store,  and  the  straw-filled  tick  had  its  place  in  many 
homes. 

"The  old-fashioned  feather  tick  had  always  the  place 
of  honor  in  the  spare  room,  Avhich  was  considered  in- 
complete without  its  fluffy  feather  bed. 


"ASK  YOURSPJLF  THESE  QUESTIONS: 
"Are  my  bed-springs  and  mattresses  conducive  to 
vigor  renewing  rest?   Are  they  everything  they  .should 
be  on  which  to  spend  one-third  of  my  time? 

"Whether  you  think  they  are  or  not,  accept  this 
•advertisement  as  a  cordial  invitation  to  you  to  be 
present  at  this  Exhibition,  any  or  every  day  next 
week. 
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A  Unique  Event  at  Turnbuirs 

THE  WEEK  BEGINNING  MONDAY,  MARCH  1 0th 

The  Fifth  Floor  Given  Over  to  a  "  Better  Bedding 
Exhibition,  '  One  of  the  First  of  its  Kind  in  Canada 


The  outstanding  event  of  our  mprcluindising  program  for 
March  will  be  the  "Better  Bedding  Exliibition. ' '  which  will 
open  on  our  Piftli  Floor  on  Monday,  March  10th,  at  2. .30  p.m. 

This  is  not  exactly  a  selling  event,  but  really  what  the  name 
implies,  an  EXHIBITION  OF  BEDDING,  and  to  which  the 
leading  Canadian  manufacturers  contribute  their  best  and  most 
desirable  lines. 

The  ob.iect  of  the  Exhibition  is  to  allow  the  people  of 
Peterbero  and  its  suir(ninding  country,  to  become  acquainted 
with  modern  bedding  in  all  of  its  phases.  The  manufacturers 
have  forwarded  large  consignments  of  Beds,  Springs,  Mat- 
tresses. Pillows,  etc..  which  will  be  arranged  on  the  fifth  floor 
for  convenient  and  easy  inspection. 

Representatives  from  the  factories  will  be  on  hand  to  ex- 
plain the  yood  ])oints  of  their  respective  lines. 

Eacli  day  there  will  be  a  prominent  window  display  as  well, 
but  the  best  place  to  see  the  Bedding  will  undoubtedly  be  on 
the  large,  roomy  fifth  floor. 


More  and  more  people  are  demanding  definite  assurance  from 
llir  n^aiiufacturers  that  their  Bedding  is  clean,  pure  and  sani- 
tary. One  reason  that  manufacturers  co-operate  in  this 
Exhibition,  is  that  they  may  demonstrate  direct  tc  the  public, 
the  absolute  p\irity  and  the  cleanliness  of  their  product  to-day. 

We  wish  to  emphasize  the  fact  that  it  is  an  "Exhibition,  ' 
not  a  selling  campaign,  and  that  you  are  cordially  invited  to 
visit  it  any  day  and  every  day  of  next  week.  You  will  find 
everybody  ready  to  give  you  all  the  information  you  desire, 
but  you  will  not  be  asked  to  make  a  purchase. 

This  Exhibition  provides  an  opportunity  that  should  not  be 
missed  to  get  an  insight  into  the  manufacture  of  modern 
Bedding,  that  cannot  be  had  in  any  other  way. 

.V  visit  to  the  Exhibition  will  be  as  good  as  a  visit  to  the 
factory,  and  can  be  made  without  any  expense  and  much  less 
inconvenience.  There  will  be  Mattresses,  Beds  and  Bedding 
in  the  various  stages  of  manufacture,  from  the  raw  material  to 
the  finished  article. 


A  New  and  Exclusive  Bedding 
Department 

With  the  "Better  Bedding  Exhibition,''  we  will  open  what 
will  be  one  of  the  largest  exclusive  Bedding  Departments  in 
Ontario,  or  in  Canada  for  that  matter,  in  the  roomy  fifth  floor 
of  our  big  store.  The  entire  floor,  with  the  exception  of  the 
stock  room,  will  I)e  used  for  the  display  and  sale  of  Bedding 
of  all  kinds.  The  Department  is  unique,  for  very  few  stores, 
even  in  the  larger  centres,  carry  a  department  confined  to 
Bedding  alone,  as  a  rule,  it  being  combined  with  other  lines. 

In  devoting  this  much  floor  space  to  the  sale  of  Bedding,  we 
are  following  the  example  of  the  larger  American  stores, 
which  all  the  time  are  giving  a  more  prominent  place  to 
Bedding  in  all  its  branches. 


Entertainment  Provided 

We  have  provided  for  your  entertainment,  while  visiting  the 
Exhibition  with  a  first-class  orchestra  of  five  pieces,  from  the 
Local  Federation  of  Musicians  of  Peterboro,  which  will  render 
a  select  program  each  afternoon  from  2.30  to  5  o'clock.  This 
music,  in  itself,  will  make  a  visit  to  the  Exhibition  worth 
your  while. 

The  program  for  each  afternoon  will  be  announced  in  the 
piip  'rs  the  preceding  day. 

FREE  PRIZES 

One  prominent  feature  of  the  Exhibition  is  that  a  large 
number  of  prizes  have  been  donated  and  are  to  be  given  away 
the  various  days  in  which  the  Exhibition  is  in  progress. 

The.se  range  from  the  Babies'  Mattress  up  to  the  beautiful 
Brass  Bed,  which  is  donated  by  one  of  the  leading  manufac- 
turers of  Canada. 

The  method  of  awarding  these  prizes  will  be  announced  on 
Monday  and  at  the  Exhibition. 


nillllllllllllllMlllllllllllllllMII  I  Mil  I  IIIIMII  IIIIIIIMIIIII  MINI  IIIIIIIIIIIIIIIIIIIIMIIIIMIIMIIIIIIIIIIIMIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII  IMIIIIIIIIIIIIIIIIIIIIHIIII  I  IIIIIMII  Illlll  I  IIIIIMIIIIIIIIII'IIIMIIMIMIMM^ 

.Vdvertising  space  in  the  local  papers  was  freely  used  to  draw  attention   to  the  exhibition.      The  above  is  part  of  a  half  page  taken  by  the  firm. 


"To-day  there  are  so  many  kinds  of  mattresses  and 
bed-sj)ring.s  that  one  really  finds  it  hard  to  decide  which 
is  best.  Manufacturers  vie  with  each  other  in  provid- 
ing those  that  are  conducive  to  restful,  invigorating 
sleep.  They  are  to  be  congratulated  on  their  efforts 
ill  this  direction,  when  we  remember  that  nature  de- 
mands one-third  of  one's  life  to  be  spent  in  sleep. 

"Because  they  believe  in  "better  bedding"  and  are 
striving  to  better  sleeping  conditions,  manufacturers 
are  co-operating  with  us  in  celebrating  the  opening  of 
our  new  Bedding  Department  on  the  fifth  floor,  with  a 
'Better  BeddiTig'  Exhibition,  which  commences  Mon- 
day. March  10,  at  2.30  p.m. 


"There  will  be  first-class  music  by  an  orchestra  from 
the  Local  Federation  of  Musicians,  led  by  Prof.  Glid- 
don,  and  prizes  have  been  donated  which  Avill  be  given 
away  during  the  Exhibition." 

Representing  the  Exhibitors 

Messrs.  Theis  and  Trenwith  represented  the  Ideal 
Bedding  Co.  on  Monday  and  Tuesday;  Messrs.  Tooke 
and  Arrowsmith,  Alaska  Bedding,  on  Wednesday  and 
Thursday:  and  W.  H.  Smith,  Canadian  Feather  &  INFat- 
tress  Co.,  on  Friday.  Other  exhibitoi-s  were  the  Peer- 
loss  Divanette  Co.,  Toronto,  and  Peterborough  Mattress 
Co. 
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Plinto  of  window  like  this  is  well  wortli  while.     The  disjilay  shows  the  trim  was  well-planned,  and  the  idea  behind  it  was 
to  connect  up  the  suggestion  conveyed  to  the  onlooker  with  the  selling  of  the  goods. 


SELLING  WASHING  MACHINES  for  HOME  USE 

'IMIIIMIIMIMIIIIIIIIIIIIIMIMIMMIMIMIi:!IIIMi:illllMIMIMMIIIIIIIIIIIIIIIIIIIIIMIMIMIIIIIIIIIIIIMIMiMMMMi:il>illi;|;MIMIIIMIIIM 

Good  time  for  dealers  to  boost  household  labor-saving  devices — Why  family  clothes  should  be  washed  at  home — 
Arguments  that  dealers  might  use — Spring  housecleaning  time  a  good  season  to  push  sales — Healthy  and  economical 

lllllllll  nil  inilllllllllllllMIMIMIIIIIIIIIIIIIIIIIIIIIIMIIIIilllllllirillll  llllllllllllMMIIIMIMIMIIIIIIIIIIIIIIIIIIIIIIIMinillinilllllllMIIIIIIIIIIIIIIIMIMIIIMIMIMIIIMIIIIIIMIIIIIIMIIIIIIIMIIIMIMMIIIIMIMI^ 


There  is  an  association  of  makers  of  washing  ma- 
chines in  the  United  States,  and  recently  that  organiza- 
tion has  been  busy  in  sending  out  literature  to  in- 
terested parties,  placing  before  them  the  advantages  of 
the  washing  machine  in  doing  the  heavy  work  in  the 
home.  Some  of  this  literature  contains  helps  that 
might  very  well  be  used  by  Canadian  furniture  dealers 
to  interest  home  owners  and  housewives  in  their  own 
communities.  Here  is  one  of  the  latest  circulars  issued 
by  the  Association  on  the  value  and  utility  of  the  wash- 
ing machine  for  household  use  : 

The  cheape.st,  most  economical  and  most  sanitary 
way  to  solve  the  problem  of  "clean  clothes"  is  to  have 
the  family  wa.shing  done  in  the  home  and  by  machine. 
This  statement  applies  to  families  living  either  in  city 
or  farm  homes.  The  shortage  and  scarcity  of  good 
househiold  servants  or  ' '  domestics, ' '  and  ithe  'high 
wages  they  are  demanding,  has  made  the  housewife's 
task  of  keeping  the  family  clothes  clean  her  most  diffi- 
cult one.  The  washing  machine  for  household  use 
points  the  way — the  cheapest,  the  most  economical  and 
the  most  sanitary — to  keep  family  clothes  clean  in 
homes  where  servants  are  employed  and  in  homes 
where  there  are  no  servants,  either  because  they  cannot 
be  secured  or  becai;se  they  cannot  be  afforded. 

Health  and  Welfare  of  Community 

The  health  of  the  family  and  the  health  and  the  wel- 
fare of  the  community  in  which  the  family  live.^  are 
fundamental  reasons  why  the  washing  should  be  done 
in  the  homo.  The  washing  machine  for  household  use, 
because  of  its  labor  and  time-saving  features,  makes 
it  possible  for  every  family  washing  to  be  done  in  the 
home  and,  at  the  same  time,  it  protects  the  health  of 
both  the  family  and  of  the  community.  The  prices 
and  methods  of  payment  for  washing  machines  are  so 
reasoiuible  that  one  can  be  i)urchased  by  any  house- 
wife wlio  has  been  in  the  habit  of  sending  the  family 
washing  away  from  the  home  and  paying  the  veiy 
high  rates  for  family  washing  when  the  work  is  done 
away  from  the  home.    For  the  housewife  who  has  al- 


ways done  or  had  the  family  washing  done  at  home,  the 
washing  machine  is  indispensable  because  it  does  the 
work  (juickly  and  cheaply  and,  if  a  servant  is  employed, 
it  helps  to  keep  the  servant  satisfied  with  her  position. 

A  report  issued  by  the  New  York  City  Department  of 
Health  states  that,  as  a  rule,  clothing  washed  at  home 
receives  a  good  deal  of  care  and  attention  and  that  the 
danger  from  infected  linen — washed  and  ironed  in  the 
home — is  negligible.  This  is  a  most  important  point  in 
favor  of  having  the  Avashing  done  in  the  home,  espe- 
cially at  this  time,  when  epidemics  of  influenza  and  in- 
fantile paralysis  are  so  prevalent  in  both  rural  and 
urban  communities.  When  clothes  are  washed  and 
ironed  in  the  home  of  the  family  wearing  them,  they 
are  not  washed  in  the  water  with  clothes  from  other 
families;  they  do  not  come  in  contact  with  either  dirty 
or  clean  clothes  from  other  families;  and  the  washing 
can  be  supervised  so  that  no  diseased  person  will  be 
permitted  to  do  the  Avork:  and  so  that  proper  applica- 
tion of  disinfectants,  soap,  water  and  heat  can  be  made 
to  destroy  all  vermin  and  pathogenic  organisms.  When 
the  washing  is  done  at  home,  the  houscAvife  can  select  a 
clean  place — free  from  vermin — in  Avhich  both  the 
washing  and  ironing  can  be  done.  When  the  washing 
is  done  in  the  home,  every  precaution  can  and  has  been 
taken  to  protect  the  health  of  the  family  and  of  the 
community  in  which  it  lives. 

Cheap  and  Economical 

The  washing  should  be  done  in  the  home  because  that 
is  the  cheapest  and  most  economical  way.  At  home, 
the  housewife  can  supervise  the  work.  She  can  see 
to  it  that  daiiity  clothes  and  delicate  laces  are  not 
washed  with  colored  clothes  and  thus  discolored  and 
mined.  She  knows  what  soaps  and  what  disinfectants 
arc  placed  in  the  water  and  she  can  make  a  selection  of 
soap  and  disinfectants  which  will  not  eat  or  ruin  the 
clothes  being  washed.  This  saving  of  wear  and  tear 
on  the  clothes  will  soon  save  the  price  of  a  washing 
machine. 

An  excellent  argument  in  favor  of  having  the  wash- 
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iug  done  in  the  home  is  the  fact  that  when  clothes  are 
washed  at  home  under  the  supervision  of  the  house- 
wife— and  that  is  all  that  is  necessary  when  a  washing 
machine  is  used — the  housewife  knows  exactly  in  what 
condition  the  clothes  will  be  when  the  washing  is  com- 
pleted. She  knows  when  the  washing  will  be  done 
and  she  knows  that  it  will  be  home  ready  for  ironing 
when  she  wants  to  start  the  ironing  machine  or  when 
slie  may  want  a  particular  piece  of  clothes. 

The  life  of  clothes  washed  at  home  by  machine  is 
much  longer  than  the  life  of  clothes  washed  away  from 
the  home. 

Rates  for  doing  the  family  washing  away  from  the 
home  are  too  high  when  compared  to  the  final  cost  of 
doing  the  Avashing  at  home  by  machine  where  the 
clothes — without  much  work — can  be  given  the  care 
and  attention  they  deserve  at  present  high  prices  for 
all  kinds  of  clothing.  Washing  and  ironing  machines 
take  practically  all  of  the  work  out  of  the  task  of  wash- 
ing clothes.  They  enable  every  housewife  to  have 
clothes  washed  and  ironed  at  home  under  her  supervi- 
sion. They  point  to  the  cheapest,  the  best,  the  most 
sanitary  and  the  most  economical  way  of  solving  the 
problem  of  clean  clothes. 

Washing  machines  for  household  use  driven  by  hand, 
water,  gasoline  engine  or  electric  power,  can  be  pur- 
chased for  cash  or  on  long  time  terms  from  hardware 
dealers,  implement  dealers,  furniture  stores,  depart- 
ment stores,  public  utility  corporations,  electric  shops 
and  similar  specialty  shops  for  from  $20.00  up,  depend- 
ing upon  the  type  and  materials  from  which  the  ma- 
chine is  built.  Any  dealer  will  gladly  show  how  a 
machine  can  be  purchased  and  used  and  be  paid  for 
as  the  purchaser  saves  money  from  its  use. 


STANDARD  BEDDING  ERECTING  NEW  PLANT 

The  Standard  Bedding  Co.  Ltd.,  Toronto,  is  erecting 
a  new  three-storey  solid  brick,  mill  construction  factory 
on  its  present  premises,  27-29  Danes  Ave.  The  build- 
ing when  completed  will  be  25  feet  front  by  114  feet. 
A  new  feature  in  regard  to  the  heating  of  the  building 
will  be  that  oil  will  be  used. 

The  company  is  going  extensively  into  the  manufac- 
ture of  kapok  mattresses  and  for  the  i)urpose  of  treat- 
ing this  commodity  special  machinery  will  be  employed 
to  lighten  up  the  kapok.  The  process  and  the  ma- 
chinery which  will  be  installed  is  said  to  be  the  first 
of  its  kind  used  in  Canada.  The  company  intend  to 
manufacture  mattresses  exclusively,  as  heretofore.  Mr. 
James  Burrell  is  proprietor. 


OPPOSES  MANITOBA'S  BUSINESS  TAX 

S.  W.  Melsted,  manager  of  J.  A.  Hanfield's  furniture 
store,  Winnipeg,  appeared  before  the  Manitoba  Pro- 
vincial Tax  Commission  on  behalf  of  the  R.  M.  A.  He 
submitted  arguments  against  the  present  business  tax 
based  upon  rental  values.  Comparisons  were  made, 
showing  that  retailers  were  paying  an  unjust  share  of 
the  levy:  The  figures  condemned  the  system.  He 
said  that  the  taxes  slionld  be  i-aised  from  two  sources, 
viz. :  a  tax  on  real  property  assessed  uniformly  accord- 
ing to  value,  supplemented  by  a  tax  on  the  incomes  of 
individiials,  firms,  or  corporations  assessed  progres- 
sively according  to  ability  to  pay  with  reasonable  ex- 
emptions for  individuals  based  upon  the  normal  cost 
of  living. 


'ji-MiiI)  (jf  priiiinncnt  items  from  the  Stratford  Mfg.  Co.'s  line,  Stratford,  Ont. 
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DISPLAYING  FLOOR  COVERINGS  IN  WINDOW 
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Carpets,  rugs  and  oilcloths  make  effective  displays— Make  trim  attractive  and  practical — Give  this  line  environment — 
Colors  and  design  lend  charm — Give  newness  and  freshness  to  displays — Change  frequently — Exemplify  ideas 
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CONTRARY  to  the  arguments  of  many  small  mer- 
chants, carpets,  rugs  and  floor  oil-cloths  can  be 
displayed  very  effectively.  They  are  bulky  in 
character,  that  is  true,  but  that  is  no  reason  why  they 
cannot  be  assembled  in  a  Avindow  in  an  attractive  and 
practical  way.  The  Carpet  and  Rug  World  explains 
how  to  do  it.  Naturally  this  class  of  goods  do  not  show 
their  intrinsic  vahie  and  beauty  when  displayed  merely 
as  so  much  merchandise.  Hardly  anything  does,  un- 
less it  is  an  entity  in  itself.  Carpets  and  oilcloths  are 
not  entities,  they  are  only  intended  to  be  part  of  some 
furnishing  scheme,  and  until  they  are  used  in  such  a 
scheme  their  beauties  are  not  apparent. 

When  floor  coverings  arc  shown  in  a  suitable  en- 
vironment, i7i  connection  with  meritorious  furnishings, 
they  lend  themselves  excellently  to  the  purpose  of  dis- 
play. They  have  color,  they  have  design,  and  they 
have  interest.  Their  color,  be,  it  bright  or  sombre  or 
in-between,  can  be  blended  in  many  different  ways  in  a 
window  and  made  inspiring  and  attractive.  And 
certainly  an  inspiring  window  draws  attention.  And 
an  attractive -window  possesses  the  characteristics  of 
"silent  salesmanship"  in  a  most  marked  degree. 

Design  is  interesting  because  it  is  universal.  Nearly 
everything  has  some  kind  of  design  or  pattern.  Nature 
is  the  greatest  designer  of  us  all.  Man  is  a  second  rate 
designer.  In  everything  we  execute  and  produce  we 
use  design,  good,  bad  or  indifferent  And  a  flooi- 
covering,  therefore,  being  largely  design  itself,  exerts  a 
strong  appeal  on  us. 

Undoubtedly  the  strongest  selling  characteristic  of 
floor  coverings  in  a  Avindow  display  is  Avhat  we  may 
call  their  intimacy.  Rugs  and  oil  cloths  are  insepar- 
ably linked  with  home.  When  one  sees  a  floor  cover- 
ing one  instinctively  thinks  of  their  ultimate  use,  and 
conjures  up  their  charms  and  delights.  This  feeling  is 
associated  with  rugs  and  oil  cloths,  and  the  greater 
an  observer's  interest  in  his  home,  the  greater  will  be 
Ihe  observer's  interest  in  a  display  of  floor  coverings. 
This  may  seem  an  unimportant  selling  factor,  but  the 
intimate  character  of  a  rug  or  oil  cloth  for  the  floor, 
and  the  sentiment  attached  to  it  is  great  and  important. 

In  all  varieties  of  window  displays,  newness  and 
freshness  are  essential.  The  best  display  ever  fab- 
ricated would  be  a  failure  if  it  were  kept  in  a  window- 
day  after  day  for  the  long  period  of  a  .vear.  Better  te  i 
floor  displays  during  a  month  than  only  one  good  one 
rll  month  long.  This  is  an  excellent  rule  to  work 
I'-ider.  Change  vonr  window  disnlays  often.  Change 
1he  goods  themselve-i.  ;ind  ch'i'i;''o  the  idea  which  they 
rre  sui)posed  to  exemplify.  For  example,  have  an  en- 
tire blue  scheme  this  week.  Make  it  a  living  room. 
Fverything  in  blue,  everything  in  keeping.  Every- 
thing built  u[)  so  as  to  bring  out  the  prominence  of  the 
line  shown.  Even  the  week  following  execute  and 
fabricate  a  bi-own  scheme.  Not  a  complete  room  thir'; 
time,  only  a  small  grouping.  Use  a  few  draperies  and 
a  piece  or  tAvo  of  fui-niture  with  the  display.     One  line 


at  a  time  is  enough.  One  good  floor  covering  Avith 
suitable  furnishings.  Multiplicity  is  confusing.  It 
distracts  and  divides  the  atteiition.  Then  the  folloAV 
ing  week  perhaps  change  the  display  to  a  bedroom. 

It  is  sometimes  necessary  to  quote  prices  in  Avindow 
displays.  If  this  must  be  done,  better  do  it,  not  by 
the  yard,  but  hy  the  entire  scheme.  That  is,  work  out 
the  approximate  cost  of  coA'ering  a  room  of  a  certain 
dimension  and  give  that  price.  It  seems  much  less  to 
say,  "Your  living  room  covered  for  $20,"  than  it  does 
to  say,  "this  floor  covering  $2  a  yard." 

In  shoAving  floor  coverings  in  a  AvindaAV  it  is  not  ne- 
cessary to  execute  an  entire  room  scheme.  Sometimes 
a  small  grouping,  or  a  side  Avail  treatment  is  quite 
sufficient  to  bring  out  the  distinctive  beauties.  For 
example,  the  covering  can  be  used  in  conjunction  with 
a  Windsor  chaii',  or  a  Colonial  scAving  table,  or  placed 
in  front  of  a  background  fashioned  from  Colonial  scenic 
papers.  The  idea  is  to  create  an  atmosphere.  The 
oil  cloth  alone  means  nothing,  it  is  so  much  merchandise 
and  nothing  more.  But  in  a  proper  environment  it 
adds  to  its  OAvn  merits  some  of  the  charm  of  the  sur- 
rounding furnishings. 

If  the  average  furniture  dealer  Avould  only  stop  a 
minute  and  do  a  little  serious  thinking,  he  Avould  easily 
hit  upon  many  Avays  in  Avhich  carpets,  rugs  and  oil 
cloths  can  be  displayed  in  his  AvindoAv  in  an  interesting 
manner.  A  sensible  reason  for  AvindoAV  displays  is  that 
salesmen  at  the  present  time  are  very  scarce.  Labor 
is  at  a  premium.  You  Avant  to  sell  your  floor  cover- 
ings cheaply  and  as  conveniently  as  you  can,  and  .A^our 
desire  to  conserve  labor  and  do  Avith  a  diminished  sell- 
ing force  can  be  realized— at  least  partially — through 
good  displays  in  your  Avindows. 

If  a  dealer  is  Avilling  to  give  a  little  thought  and  at- 
tention to  his  AvindoAvs  there  is  no  reason  whatever  Avh.v 
his  displays  should  not  bring  in  a  desirable  amount  of 
profit.  No  windoAvs,  however,  Avill  be  Avorth  anything 
unless  they  are  Avatched — and  Ave    might    also  say 

pampered.   

PROCESS  WINDOW  ATTRACTION 

The  Robert  Simpson  Co.  recentl.v  presented  a  win- 
dow display  of  Made-in-Canada  oilcloths.  But  the  at- 
ti'active  feature  about  the  exhibit,  and  the  one  that 
drcAv  attention,  was  that  shoAvn  in  the  foreground  of 
the  AvindoAv  Avhere  the  various  ingredients  that  e  'tor 
into  the  product  Avere  set  out — cork  in  many  si'es 
shellac,  etc.,  all  from  the  raAv  nr.it^rial  to  the  fi'i'-b"'! 
pi'oduct.  The  Dominion  Oilclo+ii  Co,  Montreal,  sup- 
plied the  exhibits.  

ADVERTISING  SHOULD  BE  INTIMATE 

Unfortunatel.v.  a  gi'cat  deal  of  advertising  is  i)rinte  l 
which  is  neithci-  intimate  nor  enthusiastic,  bu*^  is  stiff 
and  repellant  to  the  last  degree.  If  advertising  is 
printed  salesnianshij),  there  is  much  advei'tising  Avhi;'h 
is  deaf,  dund)  and  blind,  as  far  as  its  selling  ability  is 
concerned. 
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Improving  P.E.I.  Furniture  Store 

II.  A.  Coinptoii  &  Son,  furniture  dealers  and  under- 
takers, at  Sumnierside,  P.E.I.,  are  carrying  out  a  num- 
ber of  extensive  improvements  in  their  Central  St. 
store.  An  additiojial  store.v  is  also  being  added  to 
the  building  Avhich  Avill  be  used  as  a  public  hall.  The 
local  paper  recalls  the  fact  that  Mr.  Compton  was  the 
first  merchant  in  Summerside  to  import  and  put  into 
]ilace  a  plate  glass  Avindow.  He  also  is  a  public- 
spirited  citizen,  having  been  largely  instrumental  in 
getting  water  and  sewerage  systems  in  the  town. 


SELLING  BABY  CARRIAGES  IN  DISGUISE 

Here  is  a  i>hoto  of  a  couple  of  traA'elling  salesmeu 
taken  in  Lethbridge,  Alta.,  recently.  In  Alberta  a 
Provincial  law  was  made  requiring  every  person  to 
wear  a  mask  during  the  "Flu"  epidemic,  and  a  fine  was 
imposed  on  any  person  seen  on  the  street  or  in  any 
store  or  public  building  without  a  mask.  There  were 
a  great  many  amusing  sights  during  this  time,  to  see 


ill  tlie  big  stores  every  salesman  and  saleslady  wearing 
a  mask  and  waiting  on  the  public  who  were  likewise 
disguised,  the  most  amusing  was  the  black  porters  on 
the  sleeping  cars.  Thiidt  this  over  and  then  draw  your 
own  conclusion. 

The  photo  shows  a  street  scene,  the  man  with  the 
photo  ease  in  his  hand  is  A.  p].  Sanders,  representing 
the  Sidway  Mercantile  Co.,  Toronto,  and  the  other 
gentleman  is  Max  Bethune,  representing  The  Walter 
Biton  Co.,  waterproofs,  Toronto.  You  will  notice  that 
they  are  keeping  their  heads  or  faces  a  considerable 
distance  apart,  this  was  a  stipulation  in  the  law  that 
was  made  at  that  time.  Mr.  Sanders  tells  us  that  dur- 
in  the  epidemic  he  was  in  Alberta  during  the  worst 
time  where  many  were  dying  daily  and  he  was  glad  of 
the  protection  the  mask  gave  him,  as  he  escaped  the 
tei-riblc  disease. 


LECTURES  ON  HOUSE  FURNISHINGS 

To  draw  attention  to  "a  month  of  special  attrac- 
tions in  household  equipment  and  decoration,"  and  to 
introdiice  a  formal  display  of  furniture  and  house 
furnishings,  the  T.  Eaton  Co.,  Toronto,  engaged  Prof. 
Frank  Alvak  Parsons,  of  the  New  York  School  of  Fine 
and  Applied  Art.  for  a  week  of  lectui'e.s,  during  the 
first  Aveek  of  April.  The  professor's  talks  were  given 
under  these  headings:  Household  Decoration,  Past, 
Present ;  The  Relation  of  Dress  to  Art  and  to  Interior 
Decoration.  Demonstration  b.v  Manneijuins;  The  Uses 
and  Abuses  of  Decoration  ;  ("olor  Schemes,  Their  Choice 
and  Their  Applications;  The  Effects  of  Color  on 
Temperament  and  on  Health ;  The  Art  of  Selecting  and 
Using  Hangings  and  Floor  'Coverings;  Historic  Furni- 
ture and  Its  Modern  Uses;  The  Essential  Facts  in  Every 
Good  Room;  Art  Education  in  Its  Relation  to  INIodern 
Industrial  and  Social  Life. 


GOVERNMENT  FURNITURE  AUCTION 

About  $40,000  was  the  net  result  of  the  auction  sale 
of  the  et¥ects  of  the  R.  A.  F.,  mostly  furniture,  which 
was  held  last  month  at  the  factory  of  Canadian  Aero- 
planes, Limited,  at  Toronto,  Charles  M.  Henderson, 
auctioneer,  who  conducted  the  sale  in  person,  declared 
that  it  Avas  the  largest  croAvd  he  had  ever  Avitnessed  at 
an  event  of  this  nature,  nearly  6,000  persons  having  at- 
tended the  sale  daily,  the  one  exception,  perhaps,  being 
on  the  occasion  of  the  sale  when  the  13th  Hussars  left 
Canada  in  1867.  The  supplies  left  over  after  the  Rainy 
River  rebellion  in  1870  Avere  also  sold  by  Mr.  Hender- 
son. 


EARNING  POWER  OF  SMALL  SAVINGS 

If  a  person  through  the  use  of  Tln-ift  and  War  Sav- 
ings Stamps  saves  25  cents  a  day  and  allows  this  nionev 
to  accumulate  for  10  years  then,  on  the  1st  of  January, 
1929,  that  person  Avill  be  able  to  draAv  out  $1,152.62. 

If  this  person  continues  to  saA'^e  in  this  manner  for  20 
years  then  in  1939  he  or  she  may  draAv  $2,953.30. 

If  the  process  were  continued  for  30  years  then  on 
January  1,  1949.  $5,766.68  "could  be  AvithdraA\-n. 

For  a  good  return  over  a  long  period  it  is  diflficult  for 
the  average  person  to  get  anything  better  than  an  in- 
vestment in  War  Savings  Samps. 


A  FAMILY  PROVIDER 

"Is  your  husband  much  of  a  provider,  IMilandy?" 

"He  jes'  ain't  nothin'  else,  ma'am.  He  gAvine  to  git 
some  furniture  providin'  he  gits  de  money;  he  gAvine 
to  git  de  money  providin'  he  go  to  Avork;  he  go  to  Avork 
j)ro\'idin'  de  job  suits  him.  I  never  see  such  a  proA'idir. ' 
man  in  all  mah  days." 


BETTER  HOMES 

What  has  become  of  the  "Better  Homes"  movement 
that  Ave  heard  of  just  at  the  commencement  of  Avar? 
Isn't  it  about  time  Ave  started  it  ancAv,  or  if  asleep  that 
Ave  Avoke  it  up?  What's  the  ansAver,  Canadian  furniture 
manufacturers  and  dealers? 


Canadians  will  Avelcome  a  smaller  cent  especially  if 
the  coin  is  given  great'^r  purchasing  capacity. — ^Guelph 
Herald. 
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TELLING  THE  TRUTH  IN  OUR  ADVERTISING 

iii;iiililllllllllllllllllllllil|i||ilMlllillllllllllllllllllllllllilllllllllilllllllllillll!lll!llllllllllllllllllllllU^  <i  mill  I  iiiiiiiiii  iiMiiiiii  iiiiiiiiiiiiiiiiiiiiiiiMiiii  nil  mil 

Adopting  a  standard — Truthful  advertising  pays — Exercise  caution  in  use  of  comparative  prices —  Illustrations 
should  depict  the  goods  described — Instituting  a  code — Use  "bargain"  only  when  bargain  is  offered — Shun  pet  phrases 
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BBC' A  USE  of  the  constant  temptation  tliat  confronts 
employees  of  retail  stores  to  think  of  the  immedi- 
ate sale,  regardless  of  the  influence  which  ex- 
aggerations in  advertising  may  have  upon  future  re- 
lationships with  the  customer,  many  retailers  have 
adopted  standards  for  the  guidance  of  all  employees, 
says  a  bulletin  issued  by  the  Associated  Advertising 
C'lubs  of  the  World.  It  goes  without  saying,  declares 
the  bulletin,  that  truthful  advertising  is  the  only  kind 


Good  Taste 

Q^OOD  taste  in  liome  furnishings  does  not  ne- 
cessarily iinply  that  they  must  be  expensive, 
althougli  some  people  appear  to  feel  that  this 
is  true.  Careful  selection  has  vastly  more  to  do 
with  the  tasty  furnishing  of  the  homr  tliiiii  the 
lavish  use  of  money.  We  are  in  a  tiositii'ii  to' 
furnish  our  customers  with  that  which  is  ',h:' 
most  appropriate  for  their  needs,  whether  it  he 
the  best  of  period  selections  at  prices  which  are 
commensurate  with  the  materials  and  labor  in- 
volved, or  that  which  is  produced  to  sell  fcr  less 
money. 

If  you  desire  to  put  any  problems  in  correct 
furnishing  and  tasty  arrangement  up  to  us  we 
shall  gladly  give  you  the  benefit  of  our  experi- 
ence and  our  imbiased  judgment  as  to  what  we 
believe  will  give  you  the  greatest  degree  of 
permanent  satisfaction. 

The  Great  Western  Furniture  Co. 

(Limited) 

On  Twenty-first  Street  between  Second  and  Third  Avenues, 
SASKATOON,  SASK. 


that  pays  in  the  long  run,  and  it  is  upon  this  thought 
that  stores  have  taken  every  precaution  against  untruth 
in  their  advertising.  For  example,  a  certain  store  in 
Milwaukee  has  adopted  what  it  calls  its  "Code  of 
Truth,"'  the  provisions  of  which  are  interesting. 

"All  sizes"  may  be  used  only  when  a  complete  stock 
of  all  sizes  is  actually  on  hand. 

The  Avord.  "Rargaiii,"  may  be  used  when  goods  are 
actually  priced  below  regular,  and  its  proper  use  is 
encouraged. 

"Best"  is  prohibited,  the  store  holding  that  through 
misuse  it  has  lost  its  meaning  in  a  store  advertisement. 

"Entire  Stock'"  is  permitted  only  when  the  sale 
described  literally  includes  everything  of  the  kind  in 
the  store,  and  nothing  may  be  hidden  or  held  out  in 
such  sales. 

The  store  permits  comparative  price  advertising  but 
cautions  great  care. 

Comi)etitors  may  be  rofei-red  to,  but  always  in  a 
complimentary  manner. 

"At  Cost"  and  "Below  Cost"  must  not  be  used  even 
when  true,  because  the  public  looks  upon  such  state- 
ments with  suspicion. 

All  illustrations  must  be  exactly  descriptive  of  the 


goods  advertised  unless  it  is  plain  that  the  cut  does  not 
pretend  to  illustrate  any  particular  item. 

"Damaged"  must  always  be  used  in  connection  with 
the  cause  of  the  damage. 

"Former  Price"  must  refer  to  the  price  of  an  article 
before  a  permanent  reduction  was  made  and  in  most 
instances,  the  store's  bulletin  on  the  subject  suggests, 
this  means  merchandise  not  quite  up  to  date. 

The  store  urges  its  people  never  to  hesitate  to  say 
that  an  article  was  carried  over  from  the  previous 
season,  when  it  is  true.  Great  care  must  be  used  in 
employing  such  expressions  as  "Fortunate  Purchase," 
"'Sample  Lot,"  "Manufacturers'  Overstock"  and  other 
similar  phrases.  They  cannot  be  used  unless  literally 
true.  A  59  cent  article  marked  33  cents,  the  bulletin 
suggests,  is  not  half-price  and  the  heading  "Half- 
Price"  may  not  appear  above  it.  Great  care  must  be 
used  in  employing  such  expressions  as  "Half-Price," 
"One-Third  Off"  and  similar  phrases. 

The  bulletin  virges  that  the  customers  be  warned  that 
the  quantity  is  limited  or  that  a  certain  price  is  avail- 
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I     "  My  Lady's  Boudoir  " 

I  Solid  Mahogany 

I  Bedroom  Suite. 


DESIGNED  IN  THE  ADAM  PERIOD 


.\  distinct  compliment  to  Brandon — and  to  the  = 

home  that  may  soon  possess  it.  g 

There  is  nothing  that  cements  home  happiness  more  g 

surely  and  securely  than  a  righteous  ijride  in  home.  g 

A  .Tune  bride — cv  any  other  bride — who  starts  life  1 

with   her  dream   home  a   reality,    is   sure   of  complete  g 

contentment  long  after  she  gets  to  know  her  husband.  1 

SKE  "MY  LADY'S  BOUDOIR"  IN  OUR  WINDOW —  i 

IT'S  ONE  OF  THE  DREAMS  OP  THE  BRIDE-TO-BE  i 

COME  TRUE.  I 

The  suite  is  of  solid  mahogany  in  tlie  .\dam  Period  = 

design,    with    solid    mahogany    Bed,    a    wicker-topped  1 

Pn'Ticli,    a   dainty   Table,    a    wicker-ljacked   Rocker   and  1 

Chair,   a  wonderful  Chefferobe  and  the  most  beautiful  g 

Vanity  Dresser  you  ever  laid  eyes  upon — Complete,  the  i 

suite  is  the  best  ever  displayed  in  Brandon.  i 

Campbell  &  Campbell  I 

Complete  Home  Furnishers.  | 
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able  "while  the  ((uantity  lasts""  in  every  case  where 
there  seems  to  be  a  chance  that  one  day's  sale  will  ex- 
haust the  supply. 

Because  the  trnth-in-advertisiiig  movement  is  sub- 
sci'ibed  to  and  backed  by  advertisers  and  advertising 
modium.s  alike,  it  is  often  possible  to  obtain  results 
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even  in  cases  where  it  might  be  hard  to  prove  a  viola- 
tion of  a  triath-in-advertising  law. 

A  ease  in  point  is  that  of  a  Detroit  advertiser  whose 
statements  as  to  values,  Avhich  might  have  been  diffi- 
cult to  prove  untrue  in  court,  were  nevertheless  ex- 
ceedingly doubtful,  and  certainly  were  not  of  a  char- 
acter to  inspire  public  confidence  in  advertising.  The 
local  committee  took  the  matter  up  with  the  ncAvs- 
paper  in  which  the  announcement  of  the  merchant  had 
appeared,  suggesting  that  the  paper  should  be  as  care- 
ful in  protecting  its  readers  as  it  would  be  in  i^rotect- 
ing  itself  against  the  possible  poor  credit  of  an  ad- 
vertiser— that  the  fact  an  advertiser  has  the  money 
with  which  to  pay  for  space  is  a  comparatively  small 
consideration.  The  manager  of  the  newspaper  agreed 
to  examine  future  advertisements  submitted  by  the 
store.  Tavo  days  later,  the  store  sent  another  large  ad- 
vertisement to  this  newspai:)er.  According  to  previous 
instructions,  this  "copy"  was  submitted  to  the  general 
manager  of  the  paper.  He  declined  to  publish  it,  sug- 
gesting numerous  changes.  These  changes  were  later 
made  and  the  advertisement  was  published.  Since 
then,  this  advertiser  had  learned  that  it  takes  more 
than  money  to  buy  advertising  space  in  that  com- 
munity— that  he  must  show  that  his  advertisements  are 
fair  to  the  reader. 

STANDARDS  OF  PRACTICE 

There  are  some  interesting  thoughts  for  business  men 
in  "standards  of  practice"  which  have  been  adopted 
by  various  advertising  oiganizations  and  business 
houses.  These  standards  are  worth  reading.  The 
Advertising  Club  of  Los  Angeles.  re(|uires  every  mem- 
ber of  the  Club  to  subscribe  to  these  rules  when  he 
joins : 

"We  pledge  ourselves  to  remember  that  advertisijig 
is  and  should  be,  first  of  all,  an  exponent  of  the  scpiare 
ileal,  and  that  it  is  only  when  business  men  put  the  in- 
terest of  the  buying  public  first  that  they  take  the  best 
advantage  of  their  o])portunities. 

"We  will  not,  at  any  time,  knowingly  do  anything 
which  will  injuriously  affect  advertising,  nor  will  we 
carelessly  speak  ill  of  any  advertising  medium. 

"We  will  work  together  to  the  end  of  making  all  ad- 
vertising more  truthful,  knowing  it  will  then  be  moi'e 
effective  ami  of  greater  benefit  to  the  buying  public. 

"We  will  exercise  care,  individually,  at  all  times,  to 
.'".ee  that  every  advertisement  with  which  we  have  any- 


thing to  do  shall  measure  up  to  the  plain,  simple  truth. 
We  stand  firmly  for  constructive  advertising  and  con- 
demn, without  reserve,  all  forms  of  destructive  arlver- 
tising. 

"To  each  other  Ave  pledge  patient  service  toward  the 
upbuilding  of  advertising  in  this  community. 

"To  all  business  men  of  this  community  we  pledge 
co-operation  toward  the  advancement  of  the  com- 
munity's business  along  sane  and  proper  lines. 

"To  the  public  whom  we  as  a  Club  serve  primarily, 
we  pledge  our  best  efforts  to  make  advertising  the 
servant  of  the  people  in  the  truest  sense." 

WHY  CUSTOMERS  DON'T  COME  BACK 

There  are  few  businesses  which  do  not  rely  on  the  re- 
peat customer  or  on  the  good-will  of  the  customer  for 
their  growth  and  prosperity. 

Even  if  you  are  selling  suspen.sion  bridges  or  reil 
estate,  there  is  a  strong  probability  that  if  your  first 
sale  is  satisfactory  to  the  buyer  you  may  be  able  to 
secure  other  business  from  the  same  source. 

For  the  owner  of  a  retail  store  to  give  the  utmost 
satisfaction  to  every  customer  is  vital,  of  cour.se.  Many 
merchants  know  that  they  are  losing  old  customers 
and  arc  unsuccessful  in  holding  the  trade  which  they 
should  have,  but  are  in  ignorance  as  to  the  reason  why. 

An  illuminating  report  was  made  by  Homer  J.  Buck- 
ley, of  Chicago,  in  an  address  before  the  Associated  Ad- 
vertising Clubs.  He  made  an  investigation  to  learn 
why  peoi)le  who  had  bought  goods  of  a  certain  concern 
had  discontinued  their  patronage. 


The  causes  Avere : 

Indifference  of  salesmen    47 

Attempt  at  substitution   24 

Errors    18 

Tricky  methods   17 

SloAv  delivery    16 

Over-insistence  of  salesmeji    16 

Insolence  of  employees    16 

Unnecessary  dela.vs  in  service   13 

Tactless  ])usiness  policies   11 

Bad  store  arrangement    9 

Refusal  to  exchange  purchase   6 

Poor  (iuality  of  goods    1 


What  concerns  the  clerks,  the  salespeople,  and  all 
merchants,  is  hoAV  to  cell,  and  sell  Avith  satisfaction. 


l,>oes  a  (loliveiy  service  pay'     Here  is  one  answer.     The  recognized  advaiilage    of    motor    cars  for  delivery  jiuriJoses  is  demonstrated  by  this 

battery  of  cars  used  by  the  Robert  Simpson  Co.  Ltd.,  of  Toronto. 
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SALESMANSHIP  —  HUNDRED  POINT  MEN  " 
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By  GEO.  A.  SIMPSON,  Hamilton 


The  subject  of  "Salesmanship"  is  one  that  has  been 
discussed  from  all  angles.  We  have  heard  a  hundred 
different  views  from  a  hundred  ditferent  people,  and  I 
am  free  to  admit  that  but  very  few  of  them  analyze  the 
subject  to  the  point  of  rendering  a  service  to  the  sales- 
man who  hears  the  discourse.  In  other  Avords — they 
deal  Avith  the  subject  in  the  abstract  rather  than  in  the 
concrete.  In  my  judgment,  what  a  salesman  ought  to 
know  and  understand  should  relate  to  the  underlying 
principles  pertaining  to  salesmanship,  that  is,  he  should 
be  familiar  with  the  principles  which  would  enable  him 
to  take  care  of  all  the  preliminaries  necessary  to  bring- 
ing the  transaction  up  to  the  point  of  getting  the  name 
on  the  dotted  line.  The  question  of  selling  is  one  that 
requires  a  great  deal  of  thought  and  for  any  man  to 
become  proficient  in  this  science  it  is  as  necessary  for 
him  to  study  all  the  elements  that  enter  into  his  suc- 
cess as  it  is  for  a  surgeon,  doctor  or  lawyer,  or  any 
other  professional  man,  to  make  a  study  of  his  profes- 
sion before  he  becomes  recognized. 

We  have  heard  that  salesmen  are  born,  and  "a  born 
salesman"  is  a  common  expression.  In  my  judgment, 
this  is  wrong,  and  I  maintain  that  any  young  man,  en- 
dowed with  common-sense  fair  personality,  good  health 
and  the  love  of  work  fairly  pronounced,  can,  with  the 
right  amount  of  study,  become  a  successful  salesman. 
The  truth,  as  always,  lies  between  the  two  extremes. 
There  is  no  salesman  so  born  to  his  duties  that  he  can 
dispense  with  a  knowledge  of  the  goods  he  sells,  or  so 
independent  of  experience  that  practice  teaches  him 
nothing  he  did  not  know.  You  should  know  what  you 
want  to  do.  then  hold  the  thought  firmly  and  do  every 
day  what  should  be  done  and  every  sunset  will  see  you 
that  much  nearer  to  the  goal.  Now  the  (juestion  is — 
What  should  he  study  and  how  can  he  prepare  himself? 

There  are  certain  laws  that  must  be  obeyed  and  cer- 
tain conditions  that  must  be  respected.  These  condi- 
tions, principles  and  laws  do  not  pertain  to  the  impos- 
sible or  the  mysterious,  neither  are  they  beyond  the 
reach  of  the  man  who  is  sincere  and  who  is  determined 
to  succeed ;  but  they  must  be  taken  into  account  and 
i-ockoncd  with  before  we  can  lay  claim  to  being  success- 
ful salesmen. 

f  maintain  that  the  real  salesman  is  the  man  who  is 
continually  sowing  seeds  that  will  ripen  into  profits  on 
future  sale.s: — the  man  who  is  building  up,  through  bis 
nersonaiity,  honesty  and  fair  dealing,  a  following  who 
l)plipve  in  him  and  respect  him — one  who  is  forging  a 
ch-iin  of  satisfied  customers  over  the  entire  territory  ho 
covers,  and  thereby  creating  an  influence  that  not  only 
menus  other  sales,  but  more  links  in  his  chain.  Such  a 
man  is  an  asset  to  the  interests  he  represents  arul  his 
services  will  always  be  in  demand. 

Salesmanship  is  that  power  resulting  from  a  combiu  '- 
tioii  of  certain  qualities  and  faculties,  mental,  spirii^ual 
and  iihysical.  which  enables  him  who  possesses  it  to  suc- 
cessfully influence  a  high  average  of  those  he  inter- 
view.s  to  i)ur('has(',  at  a  profit,  mark  you,  that  which  he 
has  to  sell. 


I  will  touch  briefly  on  some  of  the  essential  qualifica- 
tions that  are,  in  my  judgment,  necessary  for  the  sales- 
man to  understand.    Take  for  instance, 

The  Science  of  Thoug-ht 

Thought  is  not,  as  is  often  supposed,  a  mere  indefinite 
abstraction,  or  something  of  a  like  nature.  It  is  on  the 
contrary,  a  vital  force,  the  most  vital  and  irresistible 
force  there  is  in  the  universe. 

In  our  laboratory  experiments  we  are  demonstrating 
the  great  fact  that  thoughts  are  forces.  They  have 
form,  and  quality,  and  substance,  and  power,  and, 
furthermore,  we  are  finding  out  that  there  is  what  we 
call  "science  of  thought."  Through  the  operation  of 
our  thought  forces  we  have  creative  power.  The 
spoken  word  is  nothing  more  nor  less  than  the  outward 
expression  of  the  workings  of  these  interior  forces.  The 
spoken  word  is,  in  a  sense,,  the  means  whereby  the 
thought  forces  are  focussed  and  directed  along  any 
particular  line.  This  is  concentration  of  thought,  and 
there  is  no  question  in  my  mind  that  if  we  concentrate 
and  then  apply  the  expression  of  that  thought  in  well- 
spoken  words  we  will  accomplish  our  purpose.  Neither 
is  there  any  question  in  my  mind  that  if  a  salesman 
goes  after  his  prospects  with  a  determination  to  get  the 
order,  and  then  concentrates  his  thought  on  his  prospect 
and  the  ends  he  wishes  to  accomplish,  he  will,  if  he  ex- 
presses himself  right,  land  the  order. 

Thoughts  are  forces:  "Like  builds  like,  and  like  at- 
tracts like."  If  we  govern  our  thinking,  we  determine 
Our  life. 

The  law  of  attraction  between  mental  and  material 
things  is  wonderfully  exact  in  its  workings.  People 
ruled  by  the  mood  of  gloom  attract  to  them  gloomy 
things.  People  always  discouraged  and  despondent 
do  not  succeed  in  anything,  unless  it  is  in  making  other 
people  unhappy.     They  live  only  by  burdening  others. 

The  hopeful,  confident  and  cheerful  attract  the  ele- 
ments of  success,  and  they  become  a  power  and  an  in- 
fluence for  good  in  any  community.  In  a  salesman  a 
disposition  of  this  kind  is  invaluable. 

This  may  be  new  sales  gospel,  but  it  has  been  proven 
to  the  satisfaction  of  all  real  students  of  business  that 
the  most  sucessful  man  is  he  who  is  sure  of  himself.  He 
who  is  optimistic  and  cheerful  impresses  the  world  Avith 
the  fact  that  he  is  supremely  confident  always;  and 
the  world  of  business  has  every  confidence  in  the  man 
who  has  confidence  in  himself.  If  our  outlook  is 
optimistic  and  our  confidence  strong,  it  naturally  fol- 
lows that  we  inject  enthusiasm  and  clear  judgment 
into  our  work,  and  therefore  Ave  have  a  tremendous 
advantage  over  those  who  are  inclined  to  be  pessimis- 
tic and  nervously  fearful  that  their  judgment  may  be 
Avrong,  or  those  who  lack  confidence  that  comes  with  a 
right  condition  of  mind,  which  counts  so  much  for  suc- 
cess in  a  salesman's  career.  In  our  mental  lives  we  can 
either  keep  hold  of  the  rudder  and  steer  the  course  to 
success,  or  we  can  fail  to  do  this  and  dri^t  on  to  the 
rocks  of  failure. 
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Stratford  Furniture  Employers  and 
Employees  Agree 

The  Board  of  Conciliation  constituted  to  deal  with 
the  Industrial  Disputes  Investigation  Act,  so  far  as  it 
applies  to  the  differences  between  the  Furniture  Manu- 
facturers Association  of  Stratford  and  their  employees, 
has  presented  its  report. 

The  Board,  consisting  of  Judge  D.  McGibbon,  chair- 
man ;  J.  F.  Marsh,  representing  the  employees,  and 
Joseph  Orr,  representing  the  employers,  held  meetings 
at  Toronto,  on  Januai-y  18 ;  Stratford,  January  20,  and 
February  3  and  4;  Hanover,  February  18;  Kitchener, 
February  20 ;  and  Montreal,  February  25  and  26,  when 
evidence  from  both  employers  and  employees  was  pre- 
sented. 

The  matters  discussed  were  hours  of  labor,  overtime, 
wages,  strikes,  and  slack  periods.  The  Northern 
Ontario  manufacturers  made  a  suggestion  of  a  maxi- 
mum working  week  of  54  or  55  hours,  with  a  weekly 
wage  based  on  the  present  scale  for  59  or  60  hours, 
providing  all  Canadian  furniture  manufacturers  adopt 
the  suggestion,  and  that  time  and  a  half  'be  paid  for 
overtime  work  when  the  entire  factory  is  operating 
under  power,  but  not  otherwise. 

The  meeting  at  Kitchener  likewise  adopted  the  Han- 
over suggestion.  Because  opinion  was  not  unanimous 
at  Montreal  no  resolution  was  presented,  but  the  fac- 
tory schedules  were  filled.  Two  further  meetings 
were  held  at  Stratford,  and  after  discussion  the  Board 
was  able  to  bring  the  negotiations  to  a  successful  issue. 

In  the  negotiations  it  was  shown  that  a  wide  differ- 
ence existed  between  the  rate  of  wages  in  the  various 
centres,  Stratford  paying  about  the  highest  in  the  in- 
dustry. The  new  schedule  works  out  for  a  nine-hour 
day,  except  on  Saturdays  during  June,  July  and 
August,  when  the  plants  will  close  at  12  noon;  overtime 
to  be  paid  as  time  and  a  half;  and  wages  to  be  based  on 
a  present  59-hour  week  for  54  hours'  work. 

In  their  conclusion  the  Board  feel  that  it  is  likely  the 
Stratford  agreement  will  become  general  throughout 
the  entire  industry  by  May  1st,  and  that  it  will  affect 


Diner  99A — r'rom   the   line    of   the  Ball 
Furniture  Co.,  Hanover. 


about  11,000  employees.  The  Board  also  recommended 
to  the  Minister  of  Labor  the  institution  of  an  Indus- 
trial Council  such  as  the  Whitely  Council  in  Great 
Britain,  whereby  the  furniture  manufacturers  associa- 
tions of  Canada  and  the  labor  unions  representing  em- 
ploj-ees  could  discu.ss,  and  if  possible,  settle  all  disputes 
between  employers  and  employees. 

EMPLOYERS  AND  EMPLOYEES  SIGN 
AGREEMENT 

An  agreement  has  been  made  between  The  Globe- 
Wernicke  Co.  Ltd.,  of  Stratford,  and  their  employees, 
the  local  unions  of  Carpenters  and  Joiners,  and 
Painters  and  Decorators,  effective  from  February  1st, 
and  from  year  to  year  making  the  hours  of  labor  nine 
hours  daily  except  on  Saturdays  during  June,  July 
and  August,  when  work  shall  cease  at  noon.  Overtime 
will  be  paid  as  time  and  one-half. 

Wages  are  to  be  paid  on  a  basis  so  that  employees 
will  receive  for  54  hours  work,  an  amount  equal  to  that 
which  was  being  paid  for  59  hours.  In  case  of  dis- 
agreement there  shall  be  no  cessation  of  work  until 
the  highest  representative  of  both  parties  have  failed 
to  come  to  an  understanding. 

During  slack  periods  preference  shall  be  given  to 
reduction  of  hours  of  work,  rather  than  a  reduction  in 
workmen  who  may  be  looked  upon  as  members  of  the 
permanent  staff. 


INCREASE  BELL  FURNITURE  OUTPUT 

The  Bell  Furniture  Co.  are  installing  new  machinery 
in  tlieir  plant  at  Southampton,  Ont.,  which  will  allow 
of  a  greatly  increased  output.  One  of  the  new  ma- 
chines is  the  very  latest  in  the  line  of  a  sander. 


SELLERS  KITCHEN  CABINET  BY-LAW  PASSED 

The  Sellers  Kitchen  Cabinet  Co.  by-law  was  passed 
by  the  Southampton,  Ont.,  ratepayers,  with  only  eight 
dissenting  votes.  The  plant  will  be  running  in  less 
than  tAvo  months,  the  Bell  Comp'^ny's  chair  factory  hav- 
ing been  taken  over  for  this  puroose.  as  mentioned  in 
the  last  issue  of  Furniture  World. 


NEW  YORK  AS  FURNITURE  CENTRE 

The  Merchants  Association  of  New  York  has  issued  a 
vei'y  comprehensive  booklet  of  ne-^rly  70  pages  dealing 
with  the  furniture  industry  as  it  affects  New  York  City 
and  as  it  compares  with  other  centres  in  the  United 
States.  In  the  foreword,  Alfred  L.  Smith,  manager  of 
the  Industrial  Bureau  of  the  Association,  notes  the  re- 
adiustment  period  we  are  passing  throiish.  and  Avith 
this  in  view  the  report  covers  present  conditions  and 
the  trend  of  new  development. 

The  booklet  report  is  divided  into  six  chanters  deal- 
ing with  New  York  as  a  manufacturing  centre:  as  a 
market ;  as  a  source  of  wood  sunnly ;  on  manufacturing 
costs;  wages  and  labor;  possibilities  of  the  export 
trade.  Readers  of  Canadian  Furniture  World  mav 
obtain  a  copy  of  the  booklet  on  re(iuest  to  the  Associa- 
tion offices. 


HOME  OF  CIRCASSIAN  WALNUT 

Circassia,  where  Circassian  walnut  comes  from  or  as 
it  is  better  known,  Georgia ,  has  been  declared  a  re- 
pul)lic.  This  new  republic  occupies  that  mountain- 
ous tract  of  country  lying  between  the  Black  and  Cas- 
pian seas.  The  Caucasus  mountains,  the  cradle  of 
the  human  race,  separating  Asia  from  Europe,  stretch 
across  Georgia. 
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By  W.  L 

LACK  of  efficient  maeliin-  
ery    and    absence  of 
adequate    system  are 
the  evils  which  bring  the 
credit  system  in  the  retail 
trade  into  bad  repiite. 

"When  a  manufacturer  dis- 
covers inefficiency  in  his 
machinery  or  defects  in  his 

business  methods  he  endeavors  to  secure  more  efficient 
machinery  or  to  correct  his  business  methods  as  the 
case  may  be.  He  doesn't  come  to' the  conclusion  that 
because  of  the  defects  he  has  discovered  machinery 
should  be  discarded  and  that  system  should  be  throvpn 
to  the  winds.  Knovping  that  this  would  be  the  height 
of  folly  he  concentrates  his  mind  upon  the  considera- 
tion of  ways  and  means  that  will  correct  the  evils  he 
has  discovered. 

Being  a  distributer  and  not  a  producer,  the  retailer 
does  not  use  machinery  in  the  same  sense  as  a  manu- 
facturer does.  But  he  uses  machinery  just  the  same. 
If  he  doesn't  his  store  is  not  efficiently  equipped.  And 
where  there  is  inefficiency  of  equipment  there  must  ne- 
cessarily be  inefficiency  of  service. 

As  ninety-five  per  cent,  of  the  retail  business  of  the 
country  is  conducted  under  the  credit  .system  it  natur- 
ally follows  that  the  machinery  and  the  methods  em- 
ployed in  carrying  it  on  should  be  of  the  most  efficient 
character  possible.  If  in  both  respects  efficiency  is 
not  employed  trouble  is  bound  to  follow. 

As  far  as  machinery  for  looking  after  the  credit  sys- 
tem is  concerned,  there  is  an  ample  supply.  All  the 
retailer  has  to  do  is  to  pay  his  money  and  take  his 
choice.  If  his  business  is  of  such  a  character  that  he 
deems  it  necessary  to  install  the  complex  double  entry 
system,  all  he  has  to  do  is  purchase  the  necessary  books 
and  employ  a  bookkeeper  competent  to  look  after  them. 
If  all  that  he  wants  is  efficiency  without  complexity  that 
is  also  at  his  command.  As  it  is  the  latter  system  which 
the  average  retailer  wants,  and  should  want,  it  is  that 
in  which  he  is  most  interested. 

As  a  matter  of  fact  some  of  the  machinery  which  is 
available  for  the  keeping  a  record  of  credit  sales  is  so 
characterized  by  both  efficiency  and  simplicity  that  it 
is  fully  competent  to  supply  the  requirements  of  any 
retail  business,  whether  it  be  large  or  small  and  at  a 
cost,  both  in  the  original  outlay  and  in  maintenance, 
which  is  little  short  of  remarkable  for  the  service 
rendered. 

The  first  reqiiisite  in  any  system  of  bookkeeping  is 
of  course  the  preservation  of  a  record  of  the  sales 
which  have  been  made  on  the  credit  basis.  This  sys- 
tem must  be  thorough  and  in  accordance  with  the  re- 
quirements of  the  business.  Because  of  the  complex 
character  of  the  old  systems  in  the  years  gone  by  many 
a  retail  store,  particularly  the  smaller  kinc'',  was  with- 
out effective  bookkeeping  methods. 

Even  to-day,  in  spite  of  the  extraordinary  develop- 


With  modern  accounting  systems  it  is 
an  easy  matter  for  the  retailer  to  conduct 
a  safe  and  successful  credit  business. 
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  ments    which    have  taken 

place  in  regard  to  bookkeep- 
ing methods,  we  occasionally 
hear  of  Instances,  even  in 
large  stores,  where  the  sys- 
tem employed  is  totally  in- 
adequate for  the  require- 
ments of  the  business.  As 
bookkeeping  is  now  made 
compulsory  by  law  we  occasionally  hear  of  cases  before 
the  courts  where  no  books  of  any  kind  are  kept. 

But  while  the  first  essential  of  bookkeeping  is  the 
preservation  of  records,  the  most  up-to-date  systems 
specially  designed  for  the  retail  trade  provide  for  even 
more  than  this.  One  thing  which  at  least  some  of 
them  do  in  addition  to  preserving  records  is  to  provide 
the  facilities  for  invoicing.  And  what  is  more,  auto- 
matically providing  the  invoices. 

The  latter  provision  is  of  almost  untold  value,  par- 
ticularly where  the  retailer's  facilities  for  looking  after 
his  accounts  are  limited.  And  the  saving  of  labor  en- 
tailed is  not  the  only  consideration.  For  being  auto- 
matic these  modern  systems  of  accounting  enable  the 
retailer  to  ascertain  when  each  and  every  credit  sale 
is  made  the  exact  amount  that  the  customer  owes  him. 
The  advantage  of  this  is  obvious,  for  he  does  not  have 
to  turn  up  his  books,  possibly  at  a  time  when  he  can 
ill-afiPord  to  spare  the  time  to  do  so,  in  order  to  ascertain 
how  the  account  stands,  as  the  record  is  provided  with 
each  sale.  Furthermore  it  enables  him  to  judge  when 
to  apply  the  brakes  to  a  customer  whose  account  is  run- 
ning to  dangerous  proportions.  And  last,  but  not 
least,  it  facilitates  the  collection  of  accounts. 

Tn  a  word  the  great  advantage  of  these  modern  sys- 
tems of  bookkeeping  for  the  retail  store  is  of  a  two-fold 
nature.  In  the  first  place  it  provides  at  a  minimum 
of  labor  the  most  efPective  of  accounting  machinery.  In 
the  second  place  it  prevents  an  account  running,  with- 
out the  retailer  being  aware  of  the  fact,  to  an  undue 
length.  And  in  the  third  place  it  facilitates  the  collec- 
tion of  accounts. 


BILL  PEARSON  BROUGHT  IN  THIS 

If  you  think  this  is  a  mild  winter,  ask  a  big  Toronto 
furniture  drummer  who  recently  went  to  bed  early  in 
order  to  get  up  to  catch  one  of  those  morning  trains 
out  of  Owen  Sound.  He  had  just  got  nicely  to  sleep 
when  there  was  a  knock  at  his  door.  "Four  o'clock," 
said  the  voice  without.  He  dozed  off  again.  Came  a 
second  knock,  "Four-fifteen,  the  bus  leaves  in  five 
minutes."  "Hold  that  bus,"  he  yelled  as  he  scrambled 
into  his  clothes.  When  he  rushed  downstair's  the  bus 
Avas  evidently  gone,  so  he  continued  his  flight  to  the 
station.  It  was  dark.  He  looked  at  his  watch.  It 
was  eleven  o'clock.  Also  it  was  below  zero.  Now 
he's  swearing  he'll  get  even  with  the  fellows  who  put 
up  the  job. 
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Some  Don'ts  for  Clerks 

Gioen  to  employee!  by  Regina  Trading  Co., 
of  Regina 

READ  these  few  suggestions  over  carefully  and 
profit  by  them.    They  will  give  you  an  idea  of 
some  things  to  be  avoided  in  service  to  cus- 
tomers. 

Don't  fail  to  be  on  time  in  the  morning. 

Don't  delay  your  stock  work;  do  it  now. 

Don't  lay  your  salesbook  on  the  counter  to  be  cov- 
ered up  with  merchandise. 

Don't  assemble  in  groups  and  gossip,  be  on  the  look- 
out for  customers. 

Don't  talk  in  a  loud  voice,  the  ordinary  tone  is  better 
and  indicates  culture  and  self-control. 

Don't  fail  to  rise  if  seated,  and  to  greet  your  cus- 
tomer pleasantly. 

Don't  say,  "Lady,  are  you  waited  on?" 

Don't  fail  to  say,  "Madame,  have  you  had  atten- 
tion?" "May  I  be  of  service  to  you?"  "Are  you  re- 
ceiving attention?"  or  "May  I  interest  you  in  this?" 
(Some  article  or  line  of  merchandise  that  is  on  dis- 
play.) 

Don't  discuss  personal  or  house  matters  in  the 
presence  of  your  customers. 

Don't  fail  to  give  your  customer  your  undivided  at- 
tention. 

Don't  address  your  fellow  workers  by  their  given 
names  in  the  presence  of  customers ;  always  use  the 
prefix  Mr.  or  Miss. 

Don't  fail  to  impress  your  customers  with  the  fact 
that  there  are  other  departments  and  other  goods  on 
sale  besides  your  own. 

Don't  use  terms  of  endearment  when  addressing 
customers. 

Don't  make  mistakes,  it  costs  much  to  correct  them 
and  indicates  inefficiency. 

Don't  make  promises  to  customers  that  you  cannot 
fulfil. 

Don't  use  gum,  tobacco  or  liquor  during  working 
hours. 

Don't  fail  to  give  considerate  attention  to  the  small 
buyer  as  well  as  to  the  large  one, 


Don't  worry  if  customers  are  exacting.  Do  your 
best  and  overlook  their  actions. 

Don't  fail  to  make  your  checks  our  correctly  in 
every  particular. 

Don't  be  afraid  to  use  someone  else's  good  ideas.  The 
world  would  never  have  advanced  if  it  had  not  done 
the  same  thing. 


FURNITURE  OUTLOOK  GOOD 

The  furniture  market  is  (piite  promising.  Price 
changes  are  not  looked  for  by  manufacturers,  at  least 
not  as  far  as  declines  in  quotations  are  concerned.  The 
argument  in  the  trade  is  that  prices  were  not  advancpd 
to  the  extent  that  the  higher  price  of  materials  and 
wages  would  have  warranted  during  the  war.  There 
has  been  a  slight  reduction  in  prices  for  soiye  of  the 
materials  diiring  the  last  four  months,  but  tliese  ha^e 
been  comparatively  small.  Materials  are  more  readily 
procurable.  The  demand  for  the  bettor  class  of  furni- 
lure  is  stated  to  bo  good.  Downward  price  revisions 
are  some  distance  in  the  future,  and  they  are  not  ex- 
pected to  be  drastic  when  they  do  occur. — Toronto 
Globe. 


WHY  FURNITURE  IS  COSTING  MORE 

The  National  Association  of  Chair  Manufacturers 
has  given  out  a  comparison  of  costs  as  between  the 
years  1913  and  1918.    Here  is  the  result: 

Increase  last  year  in  cost  of  material,  43  per  cent. 

Increase  last  year  in  labor,  82  per  cent. 

Increase  last  year  in  overhead,  87  per  cent. 

Increase  last  year  in  output  value  62  per  cent. 

There  was  a  decrease  in  the  number  of  chairs  pro- 
duced last  year  of  35  per  cent,  as  compared  with  1913. 


ABOUT  COLLECTIONS 

An  old  adage  says  "short  accounts  make  best 
friends."  How  true  this  is,  everyone  in  business  knows, 
as  the  older  an  account  gets,  the  harder  it  is  to  collect. 
The  tendency  in  business  everywhere,  is  steadily  to- 
wards a  purely  cash  basis  or  shortening  of  credits. — 
Enterprise  News. 


Bed  No.  276—7.75. 
Made  by  the 
Ontario  Spring   Bed  Co.,  Ltd., 
London,  Ont. 
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AMERICAN  OPINION  o/FURNITURE  OUTLOOK 
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Adolph  Karpen  of  S.  Karpen  &  Bros.,  Chicago  and  New  York,  tells  of  conditions  that  prevail  across  the  border — 
Prospects  most  promising — Value  of  discipline  and  visits  abroad — Has  taught  appreciation  of  comforts  of  home 
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PERHAPS  never  before  in  the  history  of  the  furni- 
ture trade  have  the  conditions  been  so  auspicious 
and  the  outlook  so  promising  as  at  the  present 
time.  In  many  ways  conditions  are  similar  to  the  re- 
construction period  after  the  Civil  War,  with  the  ex- 
ception that  this  country  has  not  been  devastated, 
homes  have  not  been  destroyed  in  the  manner  of  actual 
warfare  and  what  suffering  has  been  undergone,  aside 
from  the  loss  of  men  and  material  wealth,  has  been 
more  in  the  nature  of  deprivation  of  the  things  to 
which  we  were  accustomed  before  the  great  conflict 
than  in  the  actual  destruction  of  homes  aiul  household 
goods  as  suffered  on  the  European  continent. 

Business  of  all  kinds  not  catering  to  the  needs  of 
the  Government  or  the  furnishing  of  war  supplies  has 
been  penalized.  Raw  materials,  steel,  iron,  wood  fab- 
rics, glue  and  a  number  of  other  essentials  entering  into 
the '  manufacture  of  furniture  have  been  limited  to 
a  certain  output,  and  only  those  concerns  which  by 
foresight  or  the  ability  to  purchase  large  (juantities 
before  the  war  have  not  suffered  from  limitation.  Tlie 
natural  result  has  been  a  limitation  of  the  output  of 
furniture.  The  withdrawal  of  hundreds  of  salesmen 
from  the  road,  the  entrance  of  thousands  of  others  in 
the  national  service,  including  important  employees, 
has  had  a  tendency  to  slow  down  the  manufacture  of 
furniture,  and  conseciuently  has  reacted  on  the  business 
of  the  retailer  and  jobber.  The  condition  of  trade  so 
far  as  the  manufacture  of  furniture  is  concerned  has 
been  a  passive  one  and  take-it-or-leave-it  attitude,  the 
policy  of  supplying  regular  customers  and  old  buyers 
with  little  effort  to  extend  business  to  new  fields. 

With  the  rise  in  prices  on  nearly  every  article  enter- 
ing into  the  making  of  furniture  came  the  natural  in- 
crease iti  prices  from  the  manufacturer  to  the  retailer, 
who  in  turn  passed  this  increase  on  to  his  customers. 
Never  before  has  it  been  demonstrated  that  furniture 
is  a  necessity  to  better  effect  than  this  war  has  done, 
as  purchases  continued,  though  naturally  in  a  lessened 
volume,  up  to  the  close  of  the  conflict,  and  left  dealers 
with  but  skeletons  of  stock  on  hand  in  many  localities. 
It  is  useless  to  conjecture  the  millions  of  dollars  lost 
through  the  war  to  the  dealer  and  manufacturer.  How- 
ever, it  cannot  be  really  said  that  this  business  has 
been  lost  as  the  need  for  the  furniture  still  remains, 
and  it  is  this  gradually  interrupted  current  of  buying, 
stopped  at  the  beginning  of  the  war  and  continued  in 
diminislu'd  volume  up  to  the  present  time,  that  will 
again  take  its  course — has,  in  fact,  taken  it — and  will 
make  the  years  1919  and  1920  according  to  all  condi- 
tions the  most  pi'osperoiis  the  furnilnre  ti-ade  has  e\er 
witnessed. 

The  drastic  effect  of  enlistment  and  mobilization, 
which  called  several  millions  of  young  men  away  from 
theii'  homes  aiul  in  a  way  wrecked  their  domestic  plans 
for  the  future,  had  an  iitiniediate  effect  on  the  business 
of  the  retailer,  and  purchases  made  just  prioi'  to  the 
war  were  in  man.v  cases  cancelled,  the  installment  men 
feeling  particularly  this  phase  of  war  conditions.  The 


newspapers  of  New  York  and  Chicago  contained  hun- 
dreds of  classified  advertisement  of  families  selling 
household  goods  because  of  the  war,  taking  more 
limited  quarters  because  of  the  enlistment  of  the  sons 
or  the  husband. 

Now  all  this  is  reversed,  and  the  j'oung  man  who 
went  away  on  our  entrance  into  actual  hostilities  or 
about  that  time,  is  looking  forward  more  intensely 
than  ever  before  to  the  day  of  homecoming,  and  has 
learned  to  apy)reciate  the  comforts  of  a  good  home  in 
a  way  that  no  other  experience  could  have  taught  him. 
The  wet  trench  has  been  exchanged  for  the  downy  bed ; 
the  camp  stool  or  ledge  of  rock  for  the  evening  chair  or 
comfortable  rocker.  Home  has  taken  up  a  new  mean- 
ing to  the  men  who  went  abroad  or  entered  camp  in  this 
country. 

But  the  war  has  accomplished  more.  It  has  taught 
him  the  essentials  of  citizenship.  And  more  important 
than  anything,  the  young  soldier  has  been  taught  the 
value  of  discipline.  Incidentally  it  has  taught  the 
.young  men,  in  a  manner  they  could  never  otherwise 
have  learned,  the  value  of  good  home  furnishings  and 
good  furniture.  The  soldier  and  the  sailor  have  lost 
the  provincialism  of  the  past ;  they  have  become  men  of 
the  world;  they  have  been  billeted  and  entertained  at 
the  best  homes ;  the.y  have  been  in  the  best  hotels  of  this 
country  and  abroad.  They  have  read  the  newspapers 
of  the  great  cities,  and  have  seen  the  windows  of  the 
great  stores  of  large  cities  with  their  wonderful  sug- 
gestions and  up-to-date  styles.  They  have  learned 
to  distinguish  the  good  from  the  cheap,  the  ill-designed, 
the  shoddy  from  the  artistic  and  the  fine. 

The  young  officer,  who  Avas  once  a  salesman  or  em- 
ployee in  some  humble  capacity — accustomed  to  the 
sordid  surroundings  of  the  small  town  and  its  drab  at- 
mosphere of  mediocrity,  but  later  (juartered  in  a  Frencli 
chateau  or  in  one  of  the  fairyland  cities  of  the  Rhine — 
who  has  seen  the  styles  of  Louis  XIV,  XV  and  XVT,  the 
Gobelin  tapestries  and  Sevres  ware,  will  find  it  hard  to 
reconcile  himself  again  to  the  crude  style  of  furnishing 
in  his  home  city.  Ho  will  want  at  least  some  improve- 
ment— the  germ  has  begun  to  work. 


FROM  FURNITURE  FASHION  CENTRES 

Intei'ior  decoi-ators  in  New  York  are  said  to  be 
swamped  with  work. 

Painted  furniture  is  having  unusual  vogue  across 
the  border,  artists  of  ability  are  turning  theii-  effoi'ts 
toward  creating  furniture  of  this  sort. 

Mr.  .Tarrett,  of  the  North  American  Bent  Chair  Co.. 
Owen  Sound,  who  was  at  the  front  with  the  Canadians, 
managed  while  there  to  see  something  of  the  furniture 
situation  in  France  and  Belgium.  He  believes  that 
there  is  a  field  for  f'anadian  furniture  in  France  for 
several  years,  and  in  convei-sation  with  a  Paris  furni- 
lurc  man  found  this  opinion  was  also  held  by  him. 
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Tlie  town  of  Delisle,  Sask.,  was  burned  last  month. 

Doekerill  Bros.,  Halifax,  N.S.,  are  enlarging  their  up- 
holstering factory. 

Morris  Michnik  intends  to  erect  a  $20,000  mattress 
factor}"  at  Hamilton. 

Jas.  Lacroix'  furniture  workrooms  at  Ottawa,  were 
burned  recently.     Loss  $5,000,  partly  insured. 

The  Anti(|ue  Furniture  Makers  have  been  in- 
corjiorated  at  Winnipeg.  Raehael  Provisor  is  head  of 
the  company. 

Alex.  Barrie's  furniture  store  at  Midland,  was  some- 
what damaged  by  smoke  from  a  fire  in  a  nearby  busi- 
ness block  recently. 

The  Montreal  Stulf-over  Fiirniture  Co.,  and  the 
Colonial  Store  and  Office  Furniture  Co.,  Montreal,  have 
been  registered. 

The  Kay  furniture  stock  at  Toronto,  is  being  moved 
into  the  Murray-Kay  store,  so  that  all  departments  will 
be  under  the  one  roof. 

Goodfellow  &  Blair,  furniture  dealers,  Westport, 
Ont.,  have  dissolved  partnership.  D.  L.  GoodfelloAV  is 
continuing  the  business. 

Geo.  H.  Hees  &  Son,  Ltd.,  makers  of  Avindow  shades 
sustained  a  fire  loss  in  their  factory  at  Quebec  city  re- 
cently.   The  factory  was  insured. 

Harry  Sargent's  furniture  store  at  Midland,  Ont., 
together  with  its  contents,  was  destroyed  by  fire  on 
March  22.     The  premises  were  insured. 

G.  E.  McCulloiigh,  advertising  and  sales  manager  for 
the  Ideal  Bedding  Co.,  Toronto,  has  resigned  to  be- 
come manager  of  the  Canadian  Advertising  Agency, 
Ltd.,  Montreal. 

Norman  Robson,  an  employee  of  the  National  Table 
Co.,  Owen  Soiand,  Out.,  died  from  the  eflfects  of  an  acci- 
dental discharge  of  a  revolver  in  the  hands  of  a  com- 
panion about  a  month  ago. 

Potters,  Ltd.,  Winnipeg,  Man.,  has  obtained  a  provin- 
cial charter  with  a  capital  of  $200,000  to  take  over 
Edgar  R:  Potter's  wholesale  furniture  business.  Mr. 
Potter  will  retain  chief  interest  in  the  new  company. 

The  Grimsby  Steel  Furjiiture  Co.  Ltd.,  has  been  in- 
corporated with  a  capital  of  $60,000,  to  make,  import 


and  deal  in  steel  furniture,  folding  chairs,  opera  chairs 
and  steel  specialties  of  all  kinds.  Head  office,  Grimsb}', 
Ont. 


NEW  FACE  ON  SALES  STAFF 

We  present  to  our  readers  a  photo  of  ]\Ir.  F.  W. 
Jarrett,  a  new  addition  to  the  travelling  sales  staff  of 
the  North  Ameincan  Bent  Chair  Co.,  Owen  Sound.  Mr. 
Jarrett  is  a  former  employee  of  the  Bent  Chair  Co.,  hav- 
ing been  a  member  of  the  office  staff  for  five  years  be- 
fore enlisting  for  overseas  service  in  the  147th  Bal- 


talion,  in  1017.  He  was  through  many  of  the  important 
engagements  of  the  past  two  years,  including 
Passehendaele,  where  he  was  slightly  shell-shocked. 

He  returned  recently  to  Canada  with  tlie  4th  C.  M.  R. 
and  his  old  employers  were  glad  to  be  able  to  oft'er  him 
a  better  post  than  he  had  before  going  overseas.  He 
is  taking  J.  M.  Adam's  territory  and  will  cover  practi- 
cally all  of  Ontario,  Mr.  Adam  has  linked  up  his  in- 
terests with  the  Renfrew  Refrigerator  Co. 


Chair    and    rocker,    from    a  suite 
made  by   Woeller,   Bolduc   &  Co., 
Waterloo,  Ont. 
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THE  PULLING  POWER  OF  POPULARITY 
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An  interesting  study  of  the  part  played  by  popularity  in  promoting  trade  for  the  retail  merchant  in  the  furniture  line 


POPULARITY  plays  an  important  part  in  pulling 
trade  for  the  average  retail  dealer.  It  is  a 
factor  that  the  retail  merchant — especially  the 
smaller  dealer— cannot  afford  to  overlook.  It  goes 
v»  ithout  saying,  says  an  American  exchange  in  the 
course  of  an  interesting  article  on  this  subject,  that  the 
dealer  who  is  popular  will  win  a  great  deal  more  profit- 
able trade  to  himself  than  the  one  who  is  either  a 
grouch  or  colorless  as  far  as  the  like  or  dislike  of  the 
community  go. 

The  matter  of  being  popular  is  not  one  of  luck  or 
happenso  by  any  manner  of  means,  for  one  has  not  to 
travel  far  to  discover  that  some  of  the  most  popular 
dealers  are  plain  of  features,  blunt  of  manner,  and 
many  of  them  not  conspicuous  for  business  slirewdness 
Just  wherein  then  does  popularity  lie,  and  can  a 
knowledge  of  the  underlying  principles  of  popularity 
be  acquired  like  a  course  in  typewriting  or  penman- 
ship? Yes  and  no.  The  secrets  of  popularity  are  not 
mysterious  at  all  and  they  can  be  learned  by  the  man 
who  is  anxious  to  learn. 

The  "know  it  all"  who  thinks  that  he  is  the  sura  of 
all  wisdom  or  that  he  does  not  put  much  stock  in  the 
other  fellow's  advice,  will  pro'ba;bly  not  benefit  much, 
for  he  will  not  try  to  benefit. 

LET  it  be  recorded  right  here  that  the  retail  busi- 
ness is  peculiar  to  itself,  in  that  it  eaters  re- 
peatedly and  endlessly  to  housewives  who  either 
become  loyal  and  devoted  customers,  or  who  are  un- 
consciously watching  for  some  excuse  to  go  elsewhere. 

The  business  man  in  the  furnitiare  line  who  can  read 
the  following  advice  and  feel  that  he  needs  none  of  it, 
is  a  rara  avis  and  it  is  dollars  to  doughnuts  that  if  each 
reader  can  get  one  principal  point  to  put  into  opera- 
tion, that  it  will  mean  a  surprising  increase  in  cash  in 
bank  at  the  end  of  the  year. 


THE  dealer  who  is  popular  is  the  one  who  does 
more  than  stock  his  store,  insert  an  occasional 
advertisement  in  the  newspaper,  and  wait  on 
people  who  come  in  with  their  requirements  all  ready 
to  voice.  Anyone  can  do  that.  Popularity  depends, 
however,  upon  a  real  knowledge  and  appreciation  of 
human  nature. 

To  begin  with,  our  popular  merchant  must  be  pub- 
lie-spirited,  remembering  always  that  the  man  who 
plays  ball  must  toss  occasionally  as  well  as  catch.  This 
does  not  mean  that  he  is  to  be  an  easy  mark  for  every 
solicitor,  for  it  is  easy  enough  to  set  aside  a  percentage 
appropriation  for  puWic  promotion  work,  and  if  you 
think  that  you  are  being  held  up  without  rhyme  or 
reason,  to  say  that,  much  as  you  regret  it,  your  ap- 
l)ropriation  for  contributions  to  work  of  that  kind 
does  not  permit  a  subscription,  which  is  a  much  more 
tactful  way  than  to  say.  "I  don't  believe  in  your  old 
scheme.  There's  nothing  in  it  for  me."  Just  the 
same,  the  popular  merchant  must  take  part  with 
both  personal  influence  and  financial  help  in  those 
things  Avhich  stand  for  community  welfare  in  the 
locality  in  wliich  he  is  situated. 


THE  next  step  in  popularity  is  to  be  genuinely  in- 
terested in  individual  customers  who  come  to 
you  in  person  ot  who  telephone  their  orders,  or 
whose  orders  are  taken  by  solicitors  for  the  store. 

When  a  customer  comes  to  the  store  in  person,  the 
wise  business  man  does  not  eye  her  critically  as  much 
as  to  say,  "I  wonder  where  you  escaped  from  last,"  and 
if  asked  for  credit  uses  reasonable  tact,  fi'aying  per- 
haps in  substance,  "We  shall  be  very  happy  to  have 
your  patronage  and  are  sure  that  you  will  be  satisfied 
with  our  service.  It  is  a  rule  of  the  firm,  which  of 
course  you  understand  is  a  business  necessity,  that  each 
charge  customer  give  a  couple  of  references  which  we 
can  look  up.  This  is  quite  as  much  for  the  protection 
of  the  customer  as  for  ourselves,  because  if  we  are  un- 
fortunate enough  to  give  credit  to  a  number  of  people 
who  are  not  financially  responsible,  it  means  a  heavy 
loss,  which  in  the  end  we  have  to  charge  up  in  the  price 
of  our  goods.     I  am  sure  you  understand." 

One  merchant  who  couldn't  understand  the  reason 
that  he  was  not  popular,  prejudiced  many  by  his 
senseless  attitude  in  meeting  requests  for  charge  ac- 
counts. He  always  treated  the  applicants  as  though 
Ihey  were  begging  the  goods  for  nothing,  and  never 
seem.ed  to  get  it  through  his  head  that  it  was  quite  as 
much  to  his  interest  to  gain  customers  as  for  the  cus- 
tomer to  find  a  supply  man. 


THE  next  step  in  popularity  is  absolute  fairness 
and  integrity.  The  business  man  who  shows 
an  unwillingness  to  take  undue  advantage  will 
gradually  win  an  enviable  reputation.  Be  fair.  Make 
adjustments  cordially.  Remember  it  is  quite  possible 
that  your  deliveryman  left  a  parcel  at  the  wrong  place, 
or  that  the  order  Avas  not  properly  filled,  or  that  there 
was  an  error  somewhere.  Look  the  matter  up  in 
justice  to  yourself,  but  give  the  customer  the  benefit 
of  the  doubt.  It  pays.  Then,  too,  a  grudging  ad- 
justment cancels  all  the  advertising  and  good-will 
benefit  of  the  transaction. 

Never  misrepresent  or  permit  employees  to  mis- 
represent a  single  item  in  your  advertisements  or  store 
representations.  Insist  that  everyone  tells  the  truth 
because  it  is  the  only  sensible  thing  to  do  and  the  only 
sound  business  policy  to  follow.  In  the  end  this  will 
establish  confidence  in  you  and  your  service,  and  con- 
fidence is  the  very  basis  of  worthwhile  popularity. 

^MiiMiiiiiiiiiniiiiniiiiMiiiniiiiiiiiiiiinHiinMiiiiiiMiiiiiiiniiiiiiiiiiiiniMiniiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiMiiiiiii 

I  THE  STICKER  | 

I  It's  easy  to  cry  that  you're  beaten,  and  die,  | 

I  It's  easy  to  crawfish  and  crawl,  | 

I  But  to  fig'ht  and  to  fight  when  hoipe's  out  of  sight;  | 

1  Wlhy,  that's  the  best  game  of  them  all.  | 

1  And  though  you  come  out  of  each  gruelling  bout,  i 

I  .\11  broken  and  beaten  and  scarred —  | 

I  Just  have  one  more  try.    It's  dead  easy  to  die,  | 

I  It's  keeping  on  living  that's  hard.  f 

I  — Robert  W.  Service.  | 
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Prices  of  Stoves 

(From  Manufacturers'  Standpoint) 
Is  there  any  likelihood  of  a  reduction,  and  are 
dealers  justified  in  holding  off  purchasing  in  expecta- 
tion of  lower  prices?  These  questions  are  frequently 
asked,  and  we  think  it  well  to  outline  the  position  at 
present,  and  our  opinion  based  on  same. 

In  the  first  place  the  manufacturers  of  stoves  have 


Illustrating  a  properly  and  securely  tied  load  of  furniture  through  the 
use  of  rope. — Cut   courtesy  of  Oolnmbia  Rope  Co. 

been  extremely  conservative  in  making  advances,  and 
these  increases  were  only  put  into  effect  when  it  became 
absolutely  necessary  and  were  never  sufficient  to  cover 
ihe  increased  cost  of  production. 

Every  dealer,  who  handles  gods  made  of  steel  or 
iron,  knows  that  in  practically  every  line  of  goods 
manufactured  from  these  materials  the  advances  were 
very  much  greater,  in  fact  in  some  eases  double  those 
made  in  the  stove  line. 

Plain  black  steel  sheets,  which  before  the  war  could 
be  laid  down  at  $42.00  per  ton,  now  cost,  even  at  the 
slightly  reduced  figiire  recently  put  into  effect,  $10.5.00 
per  ton,  or  tAvo  and  a  half  times  as  much  as  before. 
Polished  sheets  in  the  same  proportion. 

The  same  conditions  apply  in  the  pig  iron  market. 
As  for  other  materials,  such  as  asbestos,  bolts,  rivets, 
platers'  supplies,  etc.,  there  have  been  no  reductions 
whatever,  and  none  are  likely.  Labor  which  in  the 
manufacture  of  the  modern  stove  is  much  the  largest 
item,  there  is  no  possibility  of  any  reduction  in.  In- 
stead, since  the  first  of  the  year,  molders'  wages  have 
been  advanced. 

In  addition  to  these  direct  costs,  the  overhead  ex- 
penses, including  salaries,  traveling  expenses,  freights 
and  all  those  items  that  go  into  the  expense  account  are 
steadily  advancing  with  no  likelihood  of  any  relief  for 
a  long  time. 

In  view  of  these  facts,  evei'vone  can  .iudge  for  him- 
self as  to  the  future  course  of  prices.  In  our  opinion 
there  can  be  only  one  conclusion — that  there  is  no  like- 
lihood of  any  reduction  until  more  favorable  conditions 
are  brought  about  both  in  materials  and  wages. — 
Enterprise  Foundry  News. 


TURNING  CURRENT  EVENTS  INTO  CLEVER  COPY 

The  merchant  with  an  ability  for  copy  writing  will 
do  well  to  take  advantage  of  the  happenings  of  note  in 
his  town  and  especially  that  which  directly  concerns  hi.s 
store. 

To  illustrate :  A  runaw^ay  horse  dashes  through  the 
window  of  a  merchant 's  store.  Next  morning  the  mer- 
chant's  advertisement  was  headed: 

"We  don't  blame  the  horse  for  wanting  to  go 

through  that  window  after  he  had  seen  the  nice 

display  of  bedroom  suites,  he  thought  he  had 

never  seen  anything  so  fine  before  and  therefore 

he  went  through  the  glass  to  get  them,  etc." 

Another  merchant's  store  was  visited  by  robbers. 
The  next  day  he  had  in  his  window  a  display  of  articles 
similar  to  those  taken,  placarded  as  follows: 

"This  is  the  kind  of  hall  tree  the  thieve;  were 

after.     They  got  it." 

On  another  article : 

"Then  they  saw  these  fine  i-ugs  aiul  took  one  for 

good  measure.    Those  boys  knew  good  goods." 

With  a  little  thought  on  your  part  you  can  find 
hundreds  of  instances  that  you  can  turn  into  human 
interest  copy. — Southern  Furniture  Journal. 


COST  FINDING 

From  the  experience  of  cost-finding,  we  believe  we 
may  argue  for: 

1.  Standardized  accounting  systems,  suited  to  the 
various  industries. 

2.  Cost  and  profit  accounting  for  individual  products. 

3.  Reasonable  standardization  of  products  and  elimi- 
nation of  excessive  costs  due  to  unnecessary  multipli- 
cation of  styles  and  types. 

4.  Compilation  and  issue  of  current,  basic  trade  in- 
formation. 

5.  Conferences  between  industries  and  Government 
for  the  exchange  of  proper  and  useful  views  and  in- 
formation.— William  B.  Colver,  Chairman  Federal 
Trade  Commission. 


At  night,  says  a  successful  furniture  merchant, 
store  my  mind,  and  by  day  T  mind  my  store ! 


I 


IT'S  ALL  IN  THE  STATE  OF  MIND. 

If  you  think  you  are  beaten,  you  are, 

If  you  think  that  3'ou  dare  not,  you  don't, 
If  you'd  like  to  win,  but  think  you  can't 

It 's  almost  a  ' '  einch  ' '  you  won 't. 
If  you  think  you  '11  lose,  you 've  lost, 

For  out  in  the  world  you  find 
Success  begins  with  a  fellow 's  will, 

It's  all  in  the  state  of  mind. 

Full  many  a  race  is  lost 

Ere  even  a  step  is  run, 
And  miany  a  coward  fails 

Ere  even  his  work's  begun, 
Think  big,  and  your  deeds  will  grow. 

Think  small,  and  you'll  fall  behind. 
Think  that  you  can,  and  you  will. 

It's  all  in  the  state  of  mind. 

If  you  think  you're  outclassed,  j'ou  are, 

You've  got  to  think  high  to  rise. 
You've  got  to  be  sure  of  yourself  before 

You  can  ever  win  a  i)rize. 
Life 's  battles  don 't  always  go 

To  the  stronger  or  faster  man. 
But  soon  or  late  the  man  who  wins 

Is  the  fellow  who  thinks  he  can. 

— Author  Unknown. 
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Talking  Machines  in  the 
Furniture  Store 


ATTRACTING  AND  HOLDING  CUSTOMERS 
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Location  an  asset  for  the  dealer  handling  talking  machines  and  records — Pubhcity,  equipment,  stock  and  service 
are  requisites — Essential  factors  making  for  success — Don't  forget  overhead — W.  Webb,  in  Talking  Machine  World 
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WHERE  is  your  store  located?  Do  you  value  it 
at  its  true  Avorth,  aud  what  are  you  doing  to 
make  it  appeal?  There  is  an  art  in  attracting 
eustomei's  to  your  place  of  business,  and  this  is  O  'e  of 
the  vital  matters  that  every  dealer  should  keep  well  in 
mind.  Your  location  is  only  of  nominal  value  to  yoa 
if  the  store  itself  does  not  attract.  Can  you  not  cite 
some  instances  where  the  fault  in  this  respect  is  glar- 
ing? Can  you  not  look  about  you  and  see  wherein  the 
error  is  being  made  that  cuts  down  the  profits  on  sales, 
and  that  actually  curtails  sales  to  a  great  degree?  Stop 
and  think  just  a  moment,  then. 

Ask  yourself  this  ([uestion,  "Is  my  store  properl.y 
.located  for  the  sale  of  talking  machines  and  records? 
If  so.  does  it  attract  so  that  the  sales  are  as  largp  as  they 
can  be  made  "  You  are  the  only  judge  i:i  this  way, 
and  if  your  opinion  is  at  fault  where  will  you  turn  for 
a  better  judge?  You  know  what  your  annual  sa'es 
amount  to;  you  understand  what  your  overhead  is  and 
what  your  possibilities  are.  Ts  your  nearest  competitor 
— not  in  distance,  but  in  the  amount  of  influence  he 
has  on  the  public —  hurting  you?  If  so,  why?  Thei-e 
is  the  big  (piestion  mark,  and  .you  are  the  man  who 
must  answer  it. 

Now.  the  sale  of  talking  machines  and  records  is  not 
so  complicate'd  a  matter  that  the  public  cannot  be  in- 
'hiced  to  seek  the  store  where  there  is  a  reason  for  so 
doing.  The  customers  are  more  eager  to  get  service, 
stock  selection,  price,  and  to  enter  an  inviting  stor? 
than  they  care  very  much  about  the  location.  The 
latter,  of  course,  is  a  vital  matter.  The  out-of-the  way 
street  with  its  limited  number  of  pedestrians,  or  its 
fewer  autos,  is  not  likely  to  be  found  a  desirable  sec- 
tion for  man.y  lines  of  merchandise  ret?.i^ed.  There  i<, 
liowever.  the  more  active  thoroughfare  Avith  its  at- 
tractive shops  and  larger  number  of  passersby,  and  i"s 
life  and  hum  of  trade  that  offers  a  stronger  location 
for  your  place  of  business.  But  even  this  is  not  going 
to  force  the. public  to  seek  you. 

The  upstairs  shop  can  be  made  more  attractive  than 
the  floor  facing  the  street  if  the  dealer  is  not  fully  alive 
to  the  public's  keen  interest  in  the  properly  conducted 
store.  The  power  to  appeal,  the  art  to  make  the  public 
seek  you.  the  interest-arousing  windows,  the  magnet 
that  simply  forces  the  public  to  enter,  Avhat  and  Avhere 
are  these  to  be  found  and  what  is  the  real  secret  that 
makes  this  a  realization?  "We  see  it  demonstrated  in 
iiian.v  eases.  Why  do  Ave,  for  instance,  go  to  a  cer- 
tain store? 

Well.  Ave  Avill  sa.v,  there  are  often  many  reasons.  The 
store  that  does  appeal,  however,  and  that  makes  us 
ff-el  that  there  is  a  double  welcome  has  a  great  deal  to 


do  Avith  it  at  times.  We  go  many  times  because  the 
imdtation  is  so  strong  that  it  is  hard  to  resist.  Thes^^ 
stores  are  not  always  in  the  very  heart  of  the  city.  No, 
sometimes  they  are  located  on  a  street  that  is  not  noted 
for  the  number  of  people  Avho  pass  a  given  point  in 
every  twent.A--four  hours.  But  the  store  has  made  it- 
self known,  and  Ave  simply  go  there  with  confidence  and 
assurance  of  a  right  ro.yal  Avelcome,  and  Avith  the  know  1- 
e  Ige  that  there  will  be  nothing  to  cause  us  any  serious 
disappointment. 

But  how  did  the  store  of  this  kind  gain  its  reputa- 
tion? Well,  the  instances  vary  Avith  the  indiv'dnal 
cases,  and  the  success  did  not  come  oA^ernight.  It  was 
often  gradual.  It  came  from  several  reasons,  hoAvever, 
that  involved  th(^  ir.eans  for  building  a  foundation  that 
Avas  based  on  servii c  stock  selection,  and  attraction. 

Publicity  had  something  to  do  Avith  this  larger  suc- 
cess. This  is  a  help,  but  it  must  be  looked  unon  as  ■^ 
means  only  to  a'l  end,  and  if  it  iS  not  conducted  'n  the 
right  manner  it  may  just  as  Avell  be  left  abng.  By 
publicitA'  in  this  connection  Ave  mean  not  simply  neAvs- 
paper  advertising,  poster  announcements,  circular  let- 
ters and  kindred  methods,  but  s'-ore  pub'icitv,  as  Ave 
noted  above,  that  Avill  attr;^ct.  Then  there  is  the  other 
and  the  more  practical  kind.  This  is  v?ry  closely 
allied  Avith  service,  for  the  pleased  customer  becomes 
.your  adA^ance  agent  for  larger  sales. 

Yes,  there  is  the  kind  of  stor?  publieitA-  that  the 
dealer  should  place  a  A^ery  high  value  on — the  type  of 
advertising  that  keeps  his  store  in  the  public  mind. 
Avhich  prompt  and  regular  cust-omers  Avill  not  forget.  If 
he  can  give  them  a  cause  for  seeking  him  he  has  the 
best  possible  asset  in  the  matter  of  Hrger  sales.  Where 
shall  Ave  go  for  a  talking  machine?  Who  has  the  best 
selection  of  records,  the  kind  that  includes  the  lates" 
as  Avell  as  the  best?  This  is  Avhat  the  buA-ers  Avant  t'» 
knoAV.  and  if  yon  can  take  care  of  these  needs  the  public 
is  going  to  seek  you,  even  though  you  are  not  located  in 
a  big.  high-priced  heart-of-the-eity  store,  Avhere  eroAvds 
eontinuall.v  pass  your  door. 

NoAV,  take  a  personal  stock  of  .A-ou^self  and  see  if 
you  can  fulfil  these  I'equireme'its ;  see  if  you  are  doing 
so  noAV.  If  you  are  not,  the  big,  heart-of-the-city  sto'  e 
might  become  to  you  a  rather  heaA'.y  burden,  because 
the  expense  of  upkeeo  and  the  not  over  large  sales  will 
soon  make  the  overhead  so  topheavy  as  to  cut  in'^o 
your  pjofits  in  a  Ava.y  that  Avill  hurt.  You  Avant  to 
give  service.  Do  .vou  understand  AAdiat  the  meaning  of 
this  ver.A^  significant  term  really  means? 

If  you  do  and  are  Avilling  to  make  it  a  feature  of  your 
location  there  will  not  be  any  logical  reason  for  your 
sales  not  being  good.     Your  location  is  going  to  help 
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you  only  if  the  otlier  factors  are  at  work  to  make  suc- 
cess a  practical  idea.  The  fact  that  you  are  located  in 
a  down-town  section ;  have  a  big'  store  and  plenty  of 
sliow  without  anything  to  really  back  this  up  is  not 
enough  to  insure  your  larger  snecess.  That  is  why 
some  of  the  dealers  with  the  smaller  stores  wherein  the 
attractions  are  Avorth  while  do  make  good. 

Take  into  consideration  your  overhead.  This  is  a 
mighty  big  pi'oflt  devourer.  Tt  fairly  eats  the  profits 
with  the  appetite  of  a  giant.  The  smaller,  atti'active 
store  that  has  the  merchandise  and  the  store  that  gives 
the  real  service  can  count  on  a  nice  business  and  the 
profits  are  real,  too,  not  the  imaginary  kind.  Keep 
that  thought  in  mind  at  all  times.  Keep  the  <|uestions 
of  decreased  overhead  with  its  many  entangling  alli- 
ances well  in  the  foremost  part  of  your  head.  Then 
you  can  sit  back  and  smile  and  take  your  profits  and 
make  your  sales  and  keep  your  good  customers  wh'le 
the  man  who  tries  to  outdo  you  with  the  big  show  is 
losing  his  hard  cash. 

The  value  of  your  location  is  only  part  of  the  game 
you  are  playing.  There  ai-e  other  matters  that  de- 
mand youi-  attention.  Tf  you  are  going  to  keep  these 
in  mind  and  are  really  in  dead  earnest  about  making 
them  a  part  of  your  line  of  action  you  can  be  assured 
that  the  outcome  will  be  all  that  you  can  hope  for,  and 
that  is  success  in  its  real  meaning. 


Canadian  Possibilities 

in  Phonograph  Making 


THE  manufacture  of  phonographs  in  Canada  is  a 
branch  of  industry  that  has  possibilities  of  con- 
siderable growth  in  the  next  few  years.  Pro- 
duction is  increasing  steadily,  and  the  output  is  con- 
siderably larger  now  than  it  was  twelve  months  ago. 
Manufacturers  who  have  alreadv  entered  this  field 


could  sell  greatly  in  excess  of  their  production.  While 
the  percentage  of  Canadian-made  phonographs  sold  in 
relation  to  the  entire  number  disposed  of  in  the 
Dominion  is  quite  small,  there  are  indications  that  the 
I^roportion  of  Canadian  phonograph  cabinets  to  im- 
ported m'achines  will  grow  materially  during  the  period 
of  readjustment  of  the  industry.  The  prediction  was 
made  recently  that  the  phonograph  industry  will  un- 
dergo expansion  commensurate  with  that  of  the  auto- 
mobile. Canada  may  hope  to  manufacture  fifty  per 
cent,  of  the  machines  sold  in  the  Dominion,  according 
to  one  maker.  Imports  of  musical  instruments  for  the 
twelve  months  ending  January,  1919,  were  valued  at 
•t;^, 180, 826,  while  for  the  twelve  months  ending 
January,  1918,  imports  under  this  category  were  given 
a  valuation  of  $.3,i625,774.  By  far  the  larger  per- 
centage of  the  above  periods,  and  especially  for  the 
year  ending  January,  1919,  were  from  the  United 
States,  and  phonographs  constituted  a  very  large  part 
of  the  imports. 

A  Threefold  Industry 

The  construction  of  phonographs  has  been  divided 
into  three  major  parts.  The  motoi-  is  made  in  one 
plant  specially  fitted  for  this  end  of  the  work.  The 
tone  arm  and  sound  box  is  made  in  another  factory. 
Numerous  other  parts  in  which  metal  is  used,  include 
knobs,  cranking  device,  levers,  etc.  As  the  industry 
exists  at  present  in  Canada  the  parts  named  above  are 
imported  from  different  sources,  and  the  cabinets  are 
made  in  the  Dominion  and  the  finished  product  is 
turned  out.  There  are  about  twelve  firms  engaged  in 
the  manufacture  of  phonograph  cabinets  in  Canada. 
For  the  most  part  the  Canadian  manufacturers  are 
furniture  makers,  who  have  included  the  making  of 
t-abinets  in  their  industry. 

There  are  indications  that  Canada  will  soon  be  less 
dependent  on  foreign  sources  of  supply  for  some  of 
the  parts  now^  imported  than  she  is  at  present.  This 
is  one  of  the  developments  that  will  mean  much  to  the 
Canadian  industry.     For  1919  the  output  of  cabinets 


Twd     pluinogruphs    in     solid  inn 

liogaiiy,     from     the    line    of  The 

Ge'Tge  Mcljagan  Furniture  Co. 
Ltd.,  Stratford,  Out. 
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will  be  much  larger  than  previously.  The  McLagau 
Furniture  Company,  of  Stratford,  which  entered  upon 
the  manufacture  of  phonographs  twelve  months  ago, 
will  increase  its  output  for  this  year  to  api^roximately 
6.000  instruments,  and  it  is  felt  that  the  prospects  of 
the  max'ket  are  such  that  a  greatly  increased  production 
would  tind  a  ready  market  in  Canada. 


What  Canadian  Manufacturers  Are  Doing 

W.  H.  Bantield  &  Sons,  Ltd.,  Toronto,  makers  of 
munitions  throughout  the  war  period,  are  turning  their 
plant  into  one  for  the  making  of  phonograph  motors, 
tone  arms,  reproducers  and  accessories,  none  of  Avhich 
have  previously  been  manufactured  in  Canada.  This 
venture  was  decided  upon  over  one  year  ago.  The 
ending  of  hostilities  in  November  meant  the  cessation 
of  munition  business  rather  sooner  than  had  been  anti- 
cipated. This  meant  that  readjustment  plans  had  to 
be  speeded  up.  An  entire  plant  in  the  United  States 
devoted  to  the  manufacture  of  phonograph  motors  and 
accessories  has  been  purchased  and  moved  to  Toronto. 
Production  has  alreadj^  been  entered  upon.  While  it 
is  expected  to  find  a  market  in  Canada  for  a  large  per- 
centage of  the  motors  produced  this  year  there  will  be 
a  fair  proportion  shipped  to  other  markets.  The  for- 
eign fields  will  be  developed,  and  are  likely  to  take  by 
far  the  greater  part  of  the  output.  The  markets  that 
are  considered  to  be  the  most  attractive  are  China, 
Japan,  India,  South  America,  New  Zealand,  Australia, 
South  Africa,  Norway  and  Sweden  and  Southeas*-ern 
Europe.  Business  is  understood  to  have  materialized 
already  with  some  of  the  above  countries.  The  Orient 
is  looked  upon  as  a  tield  of  tremendous  extent  for  these 
products.  There  have  also  been  orders  from  Australia 
for  delivery  as  soon  as  possible. 

In  connection  Avith  domestic  trade,  motors  will  be 
supplied  to  makers  of  Canadian  phonographs.  Pro- 
duction during  1919  is  expected  to  run  into  several 
thousands.  Export  of  phonograph  motors,  etc.,  to 
Europe  is  expected  to  be  of  considerable  magnitude  as 
soon  as  conditions  there  are  more  settled.  Incpiiries 
have  come  from  Norway  and  Sweden,  and  these  fields 
are  believed-  to  be  capable  of  large  possibilities  for 
Canada. 

Motors  of  seven  types  are  being  made.  The  foregin 
end  of  the  business  will  eventually  become  by  far  the 
larger  part  of  the  industry  when  the  overseas  markets 
can  be  intensively  developed. 


Another  Concern  to  Make  Motors 

The  reconstruction  plans  of  the  Russell  Motor  Car 
Co.,  have  been  brou.ght  to  completion,  at  least  in  part. 
At  the  King  St.,  Toronto,  plant,  the  manufacture  of 
gramophone  motors  will  be  entered  upon.  This  is  an 
important  line  of  manufacture  which  has  not  previously 
been  established  in  Canada..  Preliminary  work  ha? 
alreadj'  been  finished  in  connection  with  these  motors., 
and  after  successful  tests  were  made  recently,  the  com- 
pany is  already  entering  on  (juantity  production,  which, 
it  is  expected,  will  be  at  the  rate  of  1.000  a  month.  This 
industry  will  supply  an  important  part  for  Canadian- 
made  gramophones,  and  the  market  is  capable  of  great 
extension. 

Still  Another  Maker 

The  International  Machine  &  Mfg.  Co.  Ltd..  Ill 
Adelaide  St.  W.,  Toronto,  makei-s  of  munitions  during 
the  war,  are  turning  their  plant  into  a  factory  for  the 
production  of  phonograph  m.otors. 

New  Patheaphone  Company  for  West 

A.  S.  Binns,  of  R.  J.  Whitla  &  Co.  Ltd..  Winnipeg, 
has  been  elected  president  of  a  new  company,  to  be 
known  as  the  Patheaphone  Distributing  Company. 
Limited.  This  new  concern.  Avhich  promises  to  play 
an  important  part  in  the  phone  Avorld  of  Canada, 
opened  in  the  John  Deere  Plow  Company's  building 
on  Princess  St.,  Winnipeg,  on  April  1.  0\'er  10.000 
feet  of  floor  sjjace  has  been  secured  as  a  start,  and  this 
will  be  stocked  from  floor  to  ceiling  with  the  new  ma- 
chines and  records,  together  with  accessories.  C.  B. 
Moore,  who  is  an  expert  in  the  business,  has  been  se- 
cured as  manager,  and  a  big  launching  campaign  is 
under  way. 


TALKING  MACHINE  NOTES 

The  Otto  Heineniann  Phonograph  Supply  Co.  has  pur- 
chased a  controlling  interest  in  the  Garford  Mfg.  Co., 
Elyria,  Ohio,  makers  under  contract  of  the  Heinemann 
motor. 

The  Paramount  Phonograiih  &  Record  Co.  of  Canada. 
Ltd.,  has  been  registered  at  IMontreal. 

Lirola  Phonographs,  have  been  registered  at  ^lon- 
treal. 

Alex.  L.  Bell,  musical  instrument  dealer  at  Dunnvillo. 
Ont.,  died  suddenly  at  the  end  of  a  concert  given  in 
his  toAvn.  recently.  He  leaves  a  AvidoAv  and  three  small 
children. 


Thp  !;lipve  pliotograph  shows  the  loading  of  the  first  shipment  of  fi  ve  cars  of  Pathephanes  to  the  new  Pathe  jobbers  for  the  AVest,  Pathe 
Distributors.  Limited,  of  AVinnipeg.  This  firm  is  now  established  in  new  quarters  in  the  .Tohn  Deere  Building,  in  AVinnipeg,  and  are  read.v  to 
give  perfect  Pathe  service  in  the  AVestern  Provinces.  Mr.  C.  B.  Moore,  the  mar.as^er,  is  enthusiastic  about  the  facilities  which  have  been  placed 
at  his  disposal  for  handling  the  business  in  the  West  and  the  large  stoclis  which  have  been  accumulated  to  enable  him  to  fill  all  dealer's 
orders  promptly, 
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The  PHONOLA  is  Advertised 
from  Coast  to  Coast 

The  advertisement  reproduced  below  is  a  sample  (in  reduced  form)  of  the  strong,  pulling 
series  of  ads  running  in  the  big  Canadian  daily  and  weekly  newspapers  from  coast  to  coast, 
and  in  such  widely  circulated  magazines  as  Canadian  Home  Journal  and  Everywoman's 
World, 

51  such  papers  have  been  carrying  information  about  THE  PHONOLA  and  PHON- 
OLA RECORDS  to  millions  of  people. 

There  is  a  consequent  jump  in  Phonola  sales.    Get  in  on  this  by  becoming  a  Phonola 
Dealer. 


The  Phonola  Co.  of  Canada,  Limited 

KITCHENER  CANADA 
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PATHE  WAREHOUSE  AT  MONTREAL 

Owiug  to  their  constantly  increasing  business,  Patlie 
Freres  Phonograph.  Co.  of  Canada,  Limited,  have  found 
it  necessary  to  open  a  Avholesale  branch  in  Montreal. 
They  have  secured  exoeijtionally  fine  quarters  in  the 
Jaeger  Building — right  opposite  Goodwin's  Limited — 
on  St.  Catlierine  St.    This  is.  perhaps,  the  finest  block 


I'atiic  Cit.'s  new  Montreal  warehouse. 


in  Montreal  and  the  Pathe  Company  feel  sure  they  will 
obtain  a  gi-eat  deal  of  valuable  advertising  owing  to 
this  exceptionally  favorable  location. 

Large  stocks  of  machines  and  records  will  always  be 
carried  in  Montreal  and  a  competent  stafip  will  be 
ready  to  give  perfect  Pathe  service  to  the  trade  in  the 
Province  of  Quebec.  Mr.  Robert  Rice,  brother  of 
Lieut.  Gitz-Rice,  has  been  secured  as  manager.  Wi+h 
Mr.  Rice's  long  experience  in  musical  circles  in  Qnebec, 
he  should  have  no  difficulty  in  very  largely  increasing 
the  already  big  list  of  Pathe  dealers  in  that  territory. 

Mr.  R.  W.  Burgess,  who  has  had  charge  of  the  sales 
office  in  iVlontreal  during  the  past  year,  has  been 
promoted  to  an  important  position  in  connection  with 
sales  at  the  head  office  in  Toronto.  The  new  branch 
will  open  for  business  on  May  1.  and  an  invitation  is 


tendered  all  dealers — Pathe  and  otherwise — to  call  and 
inspect  the  new  premises  and  view  the  complete  Pathe 
line,  which  will  be  on  exhibit  in  their  attractive  show 
rooms. 


WHAT  ABOUT  WEEKLY  HALF  HOLIDAY? 

Grocers,  butchers  and  dry  goods  men  in  Ijoth  large 
and  small  centres  have  pretty  generally  adopted  the 
idea  of  a  weekly  half  holiday  during  the  summer 
months  and  in  some  places  it  is  observed  during  the 
entire  year.  The  T.  Eaton  Company  of  Toronto  have 
inaugurated  a  weekly  half  holiday  on  Saturday  after- 
noon all-the-year  round  and  the  closing  of  the  store  all 
day  Saturday  during  July  and  August. 

This  shows  the  general  trend  of  the  times.  What 
about  the  fui  niture  trade  ?  In  tlie  real  small  centres  the 
furniture  dealer  generally  closes  on  Wednesday  aftci-- 
noon  with  the  other  merchants.  This  is  a  plan  that 
might  well  be  adopted  by  furniture  men  in  other  centres 
as  well  as  in  self-contained  areas  in  our  cities.  Wherever 
possible,  each  individual  store  should  work  out  a 
schedule  to  give  each  members  of  the  staff  a  half  day 
off  weekly,  especially  during  the  summer  months. 


MANUFACTURERS  WANT  INDUSTRIAL  COUNCIL 

Furniture  manufacturers  of  Ontario  at  a  meeting 
held  recently  at  Toronto,  petitioned  the  Dominion  Gov- 
ernment to  give  them  an  Industrial  Council  along  the 
lines  of  the  Whitley  report.  A  resolution  with  this 
request  was  unanimously  passed  and  sent  to  the  i\Iin- 
ister  of  Labor. 


MANUFACTURERS  ADOPTING  BOARD'S  PLAN 

The  Canada  Furniture  Manufacturers,  Woodstock, 
Out.,  put  into  effect  on  April  1,  a  new  arrangement 
whei'eby  the  employees  receive  an  increase  in  wages,  a 
nine-hour  day,  overtime,  and  Saturday  half  holiday 
(luring  the  summer  months.  This  is  in  accordance 
with  the  findings  of  the  Conciliation  Board. 


FACTORIES  SHOULD  HAVE  CUSPIDORS 

Philip  Ring,  Lispeetor  of  Factories,  Halifax,  N.S.. 
says,  regarding  spitting  in  factories  and  cuspidors: 

"The  pernicious  habit  of  spitting,  which  is  prolific 
of  so  much  harm,  is  altogether  too  common  in  our 
factories.  In  workshops  it  is  said  to  attain  its  highest 
efficiency  as  a  destroyer  of  public  health.  Employers 
should  be  compelled  to  provide  sanitary  cuspidors  in 
factories.  The  efforts  of  'health  authorities  are  making 
a  noticeable  improvement  in  this  respect." 


The  National  Phonograph  Co.,  of  St.  Hyaeinthe, 
Que.,  has  been  registered. 

S.1:ewart  Phonograph  /Corporation,  Ltd.,  Toronto, 
with  a  capital  of  $40,000  has  been  granted  an  Ontario 
charter. 

A  fire  broke  out  in  the  furniture  store  of  Antoine 
Fiset  &  Co.,  St.  Joseph  St.,  Quebec  Cit.v,  on  April  8,  and 
damaged  store  and  stock. 

The  Pathe  Freres  agents  throughout  Canada  are 
playing  up  the  records  of  artists  who  have  recently 
l)een  singing  in  various  jiai-ts  of  the  countiy. 

R.  Green,  formerly  assistant  manager  of  the  Otto 
Ileinemann  Phonograph  Supply  Co.,  Toronto,  has  been 
appointed  manager  of  the  recently-opened  branch  of 
that  company  at  Ran  Francisco. 
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MOVING   PICTURES  PROMOTE  SALES 

MIIIIMIIIIMII  Illl'lllllllllllllllllllllll  lllllllllllllllllll>:ill|iMII.IIIIIIIIIIIIII!lllll  IIIIIMIIIIIIIMIHIIIIIIIIMIIIII'.IIIIIIIMIII!IIIMI!IIIIIIIIIIIIIMIIIMIIIIIIIIIIIIMIMIIIIMIIIIIIMIIIIMIIIMIIIi:iMIIIIMIIMIMIIIMMIMIM^   IIIMIMIIIIIIIIIIIIMIIIIIIMIMIIIMIIIIIIIIIIIII  Ill 

Intended  chiefly  for  manufacturers — Retailers  may  adopt  ideas  to  help  advertise  their  stores  and  increase  sales 

||lllllli:illlMIIIIIIIIIIIIIMII  IIIIIIIIIIMIIIIIIIIIIIIill  hllllMIIIIIIIMIIIIIIIIIIMIIIIIinillllMIIIIIIMIIIlMIMIIIIIIIIhlllllllllllllllllllliniNIMIMIIIIIIIIIIIIIIIIIIMIIIIIIMIIIM   Ill  IIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIMIIIIIIIIIIIMIIIIIIIIIIMIIIIIIIIINII IIIIMIIIIIII 

By  HARRY  LEVEY,  Universal  Film  Mfg.  Co. 


ASK  the  first  ten  of  your  business  acquaintances 
that  you  meet  what  they  know  about  industrial 
motion  pictures  and  they  will  give  you  a  blank 
stare.  Your  own  information  may  be  equally  limited, 
because  the  development  of  the  industrial  motion  pic- 
ture has  been  so  rapid  in  the  past  two  years  that  many 
otherwise  well-informed  business  men  have  failed  to 
keep  in  touch  with  its  growth. 

We  have  gone  beyond  arguing  that  motion  pictures 
are  great  teachers.  It  is  too  obvious  for  repetition. 
But  it  is  worth  while  to  notice  the  new  recognition  of 
this  fact.  A  most  effective  example  is  the  efficient 
and  growing  film  work  of  the  United  States  Govern- 
ment, and  during  the  war,  at  least,  of  our  own  Canadian 
Government.  The  motion  picture  screen  bulks  large 
on  the  horizon  for  all  lines  of  business,  and  1919  will, 
I  believe,  also  witness  its  extensive  use  at  home  and 
abroad  in  tlie  furniture  trade,  which,  of  course,  is  the 
only  angle  that  the  readers  of  ('nnadian  Furniture 
World,  are  directly  interested  in. 

Let  us  first  consider  what  motion  pictures  can  do  for 
Ihe  furniture  trafle.      They  will: 

Establish  your  house,  name  or  trade  mark. 
Create  confidence  in  your  products. 
Create  a  desire  to  know  about  them;  ask  for  them; 
possess  them  or  enjoy  them. 

Prove  any  claim  you  make  for  them. 
Oppose   substitutes;   influence   dealers — round  out 
your  sales  campaign. 

Therefore,  motion  pictures  will  be  used  to  popularize 
furniture  prodncls.  and  particularly  is  this  so  in  re- 
gard to  the  export  trade.  Shortage  in  normal  industry 
during  the  war  will  have  to  be  made  up.  Where  up- 
keep has  been  neglected  there  must  be  rehabilitation ; 
where  there  has  been  destruction  there  must  be  recon- 
struction. No  matter  how  well  the  salesman  handling 
hardware  may  understand  his  product  and  his  firm's 
policies,  he  can  probably  talk  foreign  languages  only 
in  a  mediocre  fashion,  and  too  often  he  cannot  get  the 
foreign  buj^er's  viewpoint  at  all.  For  this  reason  mo- 
tion pictures  can  do  wonders  in  spreading  Canadian 
goods  over  the  face  of  mother  earth.  In  a  suitcase  pro- 
jector a  line  of  hardware  may  be  "carried"  in  one 
hand  to  the  earth's  distant  places,  and  be  usually 
demonstrated  before  the  eyes  of  the  buyers  in  the  one 
universal  "language"  that  all  the  world  can  under- 
stand convincingly  and  interestingly. 

The  results  achieved  by  this  sales  method  are  well 
known.  The  films  are  so  convincing  and  tell  the  sales 
story  so  well  that  the  prospects  become  buyers.  In 
countries  where  illiteracy  is  rife  and  where  the  popula- 
tion is  skeptical  of  the  foreigner,  the  motion  picture  in- 
spires confidence,  as  the  visual  message  is  more  be- 
lievable than  the  spoken. 

Scarcely  any  article  produced  in  this  country  fails  to 
offer  some  opportunity  for  visualization.  It  is  merely 
A  matter  of  knowing  the  proper  appeal  to  a  particular 
race,  their  buying  characteristics,  their  needs  and  their 
business  methods. 


This  brings  us  to  the  second  phase  of  the  use  of  mo- 
tion pictures  for  popularizing  hardware,  namely,  how 
the  screen  may  best  be  utilized  at  home.  There  are 
several  ways.  One  by  showing  pictures  of  your 
product  before  national  associations;  to  buyers  in  each 
city  by  showing  the  films  on  the  walls  of  their  offices; 
and  by  showing  the  films  direct  to  the  public. 

1  would  ask  furnituie  men  what  is  the  difference 
between  advertising  power  belting  and  drop  forgings 
direct  to  the  public  at  five  thousand  dollars  per  page  m 
a  Philadelphia  weekly  of  popular  and  non-technical  na- 
tional circulation,  as  is  at  present  being  done,  and  in 
advei'tisiiig  furniture  direct  to  the  public  on  the 
screen?  There  is  much  food  for  thought  in  this  com- 
parison.    To  do  one  is  as  logical  as  to  do  the  other. 

Until  recently  the  cinema  was  regarded  as  all  right 
for  "the  other  fellow's  line,"  but  not  applicable  to  the 
lur'niture  trade.  Fev/  understand  the  scope  of  the 
screen  and  its  ability  to  visualize  any  kind  of  human 
activity.  Herein  lies  its  greatest  power,  its  versa- 
tility. If  we  look  on  advertising  for  what  it  really  is, 
as  merely  a  short  cut  to  prestige  and  public  confidence, 
we  are  obliged  to  regard  motion  pictures  as  an  im- 
portant element  in  advertising,  second  only  to  the  trade 
journal,  which  is  of  necessity  of  primary  utility.  It 
is  a  dignified  and  straight  path  into  the  minds  of  the 
people  who  see  it.  It  is  a  straight  path  to  a  rich 
market. 


MR.  HARRY  LEVEY 
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Maxwell  Sanitary  Steel  Vaults 


Our  Customers  are  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 

Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned  Design  and  Construction  Unequaled 

Carried  in  Stock  Leading  Jobbers 

Ask  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  Case 


For  the  Handling,  Removal  and  Transportation  of  Bodies.    An  Indispensable 
Adjunct  to  the  Modern  and  Progressive  Undertaker. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 

Iniide  Dimensions:  73  in.  long,  20  in.  wide,  15  in.  deep. 
Prices:  With  Tray  $38.00;  Without  Tray  $36.00;  Tray  Alone  $8.00 

Sold  by  the  Leading  Canadian  Jobbers. 

Manufactiired  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.  Y. 
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Undertakers'  Department 

Problems  affecting  the  Undertal^ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters  ^^mmi^^^^mi^^^^^^ 

expressing  their  oiews  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


FIRST    SHOT   FOR   1919  CONVENTION 

iiMiiiiMiiiiMMiiiiiiiiiiiiMiniiiiiiiiiiiiiMiiniiiiniiiiiiMiii:iiii!iiiiiHiir:iiiii'i:iii;iiiiiiii!iiiiiiiiiniiiiiniiiiiiiiiiiiiin 

Executive  committee  takes  up  conuention  program^ — School  and  convention  meetings  as  usual — Prof.  Reronard  to 
lecture  and  demonstrate  again  this  year — Matters  affecting  the  profession  discussed — The  President's  coat  "stolen" 


THE  first  <;u)i  has  been  fired  for  the  -S6th  Annual 
Convention  of  the  Canadian  Embalmers  Associa- 
tion, which  will,  as  usual  be  held  at  Toronto 
University  during  Toronto  Exhibition  time,  the  dates 
and  program  details  to  be  later  announced. 

The  C.  E.  A.  Executive  met  on  Tuesday,  March  18,  in 
the  Secretary's  office,  665  Spadina  Ave.,  Toronto. 
There  were  present  all  the  members  of  the  committee — 
President  Norman  L.  Brandon,  St.  Mary's;  Vice-presi- 
dents, F.  F.  Norris,  Bowmanville,  and  T.  H.  McKillop, 
Brampton;  Treasurer  A.  R.  Coltart,  Chatham:  Secre- 
tary Fred.  W.  Matthews,  Toronto;  and  James  O'Hagaii, 
editor  Canadian  Furniture  World  and  The  Undertaker. 

With  the  president  in  the  chair,  and  the  acceptance  of 
the  former  meeting's  minutes,  the  discussion  turned  to 
the  coming  Convention  matters.  The  first  matter 
settled  was  that  this  year  the  Association's  Convention 
School  should  be  continued,  to  be  held  during  the  week 
preceding  the  Convention,  and  that  the  fees  should 
remain  unchanged. 

Secretary  Matthews  stated  he  had  received  offers  to 
come  to  Toronto,  from  Professors  Clras.  A.  Renouard, 
Albert  Worsham,  Chas.  C).  Dhonau,  Lena  R.  Simmons, 
C.  A.  Ganong,  Horace  Moll,  H.  S.  Eckels.  E.  D.  Rob- 
bins,  and  T.  B.  Barnes.  After  the  letters  had  been  read 
and  discussed  the  committee  decided  to  engage  Chas. 
A.  Renouard,  of  New  York,  again  for  this  year  at  a 
slightly  increased  honorarium. 

Treasui-er  Coltart  reported  a  bank  Ijalrince  of  neai'ly 
$900  to  the  Association's  credit. 

The  Convention  progi'am  was  next  taken  up  anil  tlie 
committee  referred  the  nuitter  to  Secretary  Matthews 
and  James  O'llagan  to  attend  to  and  report  at  a  future 
meeting. 

The  amusement  side  was  discussed,  and  a  inimber 
of  suggestions  made  to  the  program  committee  to  look 
into  to  see  if  it  was  worth  while  adopting.  It  was  felt 
by  all,  lio\vev(>r,  that  the  past  recent  Convention  pro 
grams  wei'e  about  as  well  suited  to  conditions  that  i' 
might  not  be  warranted  to  make  too  radical  a  chaivge, 
except  in  tli(>  matter  of  methods. 

A  general  discussion  took  place  on  fhe  av  lys  and 
means  of  im[)roving  matters  in  the  Association  and 
profession.    So  fai-  as  the  (Convention  was  concerned 


it  was  decided  to  ask  members  of  the  Association  in 
certain  disti'iets  to  interest  their  fellows  in  making  the 
1919  Convention  the  greatest  ever. 

Now,  altogether — -Boost  for  the  1919  Convention. 


WHO  TOOK  PRESIDENT'S  COAT? 

After  the  business  session  of  the  Executive,  Secretary 
Fred.  W.  Matthews  invited  the  members  to  a  light 
luncheon  at  the  Simcoe  (Club,  of  which  he  is  a  member, 
before  the  out-of-town  men  left  for  their  homes.  At 
its  conclusion  President  Brandon  was  minus  his  over- 
coat, and  voiced  his  eom])laint  accordingly,  saying  he 
was  very  suspicious  about  leaving  his  overcoat  where 
he  could  not  keep  his  e.ve  on  it  anyway.  So  it  Avas  ui) 
to  Secretary  MatthcAvs  to  produce. 

There  Avas  only  one  coat  left  hanging  in  the  coat 
I'oom,  and  as  it  ansAvered  the  general  description, 
though  not  the  richness,  of  the  President's  coat,  Mr. 
MatthcAvs  Avith  trepidation  began  a  soracAvhat  guarded 
search  through  the  pockets. 

From  the  contents  the  coat  belonged  either  to  Prof. 
Lena  Simmons,  of  Syracuse,  or  the  Avorthy  treasurer  of 
the  C.  E.  A.  As  ]io  person  had  seen  Prof.  Simmons 
that  day,  President  Brandon  was  advised  to  beat  it 
to  the  station  to  try  and  head  of¥  the  treasurer  befoi'e 
the  Chatham  train  moved  out.  This  advice  was  fol- 
loAved  and,  taking  the  left-over  overcoat,  Mr.  Brandnn 
made  the  linion  Station  on  the  run  in  four  and  one-half 
minutes.  He  Avould  hav(>  beaten  even  that  record  hail 
not  the  policeman  at  Kinjj  and  Yonge  Sts.,  suspecting  a 
doubtful  character,  held  him  up  Avith  the  remark: 
"Training  for  a  race"?"  The  President  shouted  over 
his  shoulder.  "No  racing  foi-  a  train." 

P]ventua]]y  the  treasurer  Avas  headed  off  before  he 
got  aAvay,  and  Avithout  the  assistance  of  tlie  police  th(> 
president  recovered  his  coat. 


Are  you  an  association  officer?  If  so,  remember  that 
you  were  elected  not  for  a  day.  but  for  an  entire  year. 
Association  officers  not  infrequently  look  upon  their 
election  as  a  mark  of  recognition  and  forget  the  re- 
sponsibilities which  go  Avith  the  po.sition.  An  officer 
Avho  is  active  only  during  the  meeting  or  for  a  fcAv  days 
prior  is  like  the  church  member  who  saves  his  religion 
for  Sunday,  forgetting  it  for  the  remainder  of  the  week. 
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Furniture  World  and  Undertaker 
Letter  Box 


Ml-.  J.  P.  0.  Langlois.  of  St.  Johns,  Que.,  writes:—"! 
read  with  particular  attention  your  article  relating  to 
tlie  funeral  of  the  late  Sir  Wilfrid  Laurior,  which  ap- 
peared in  .your  March  issue.  I  notice  this  special 
plirase :  'Not  many  outside  funeral  directors  were 
noticed  at  the  funeral.' 

Really  your  correspondent  is  not  acquainted  with  the 
trade,  and  much  less  with  the  funeral  directors,  as  T  can 
name  yon  the  followinjj'  who  attended:  Messrs.  Geo. 
Vandelae.  sr..  and  Geo.  Vandelac,  jr.,  of  Montreal ;  Mr. 
Lepi)ie,  and  Mr.  Moisan,  of  Quebec  'City.  These  gentle- 
men T  had  the  pleasure  to  meet  there,  and  consecpiently 
am  absolutely  sure  were  present,  and  I  understand  that 
some  funeral  directors  from  Carleton  Place,  Almonte 
and  Brockville,  and  several  other  places  were  also 
present,  but  T  had  not  the  pleasure  to  meet  these  gentle 
men. 

T  met  the  above  named  gentlemen,  and  together,  we 
went  and  had  a  good  look  at  the  remains,  lying-in-state, 
and  were  there  for  the  funeral,  and  observed  every- 
thing. 

The  writer  also  criticized  the  conduct  of  the  funeral 
and  mentioned  the  fact  that  he  was  surprised  to  see 
Mr.  Stone,  of  Toronto,  there. 

Ed.  note. — We  are  glad  to  stand  corrected  on  our  re- 
port of  this  funeral.  The  phrase  complained  of  was 
not  intended  to  hurt  the  susceptibilities  of  any  person, 
and  we  are  pleased  to  know  that  so  many  outside 
funeral  directors  were  present.  The  funeral  itself 
was  in  charge  of  Gautliier  &  Co.,  and  according  to  the 
information  we  have  been  able  to  obtain  through  in- 
dependent sources,  and  also  after  viewing  the  motion 
pictures  of  the  eA'^ent  it  seemed  to  be  well  conducted. 
Mr.  Stone's  visit  to  Ottawa  was  first  to  pay  respect  to 
a  great  statesman,  and  secondly  to  observe  a  large  state 
funeral.  Incidentally  his  services  were  accepted  in 
llie  spirit  in  which  they  Avere  offered. 


WITH  AN  EMBALMER  AT  THE  FRONT 

Private  E.  J.  Devine,  a  licensed  embalmer  with  the 
American  forces,  in  a  letter  to  "Siinnyside,"  tells  of 
his  experiences  at  the  fro'it.  Among  other  things  he 
has  this  to  tell : 

"The  following  day  T  reported  at  the  front,  and  was 
assigned  to  take  charge  of  the  American  section  at  the 
Lyssenthf)ek  Military  'Cemetery,  where  17,000  English 
soldiei's.  1.400  French,  75  Americans,  and  one  woman. 
Miss  Spindler.  a  nurse  Avho  was  killed  in  1916  by  a 
bomb  sent  over  from  the  German  lines,  were  buried. 
One  hundred  and  fifty  German  prisoners,  who  had 
died  on  the  way  to  the  allied  lines,  are  also  buried  there. 
Tbe  English  soldiers  lie  buried  two  in  a  grave  and  the 
American  one  in  a  grave.  As  far  as  T  have  been  able 
to  learn  no  boxes  were  used  in  any  of  the  burials  here. 
In  cemeteries  in  Belgium  our  brave  heroes  are  buried 
in  individual  graves,  a  foot  apart.  Their  bodies  are 
wrapped  in  canvas.  Avith  a  disc  tied  to  each  body,  and  a 
duplicate  disc  tacked  on  the  crosses  marking  each 
grave. 

"Within  H  radius  of  five  miles  from  this  point  there 
are  four  American  cemeteries — Abele,  Dirty  Bucket, 
Ilagle  Dump,  and  Lyssenthoek.  in  Belgium — with  one 
finbalmer  .stationed  at  each.     Had  facilities  been  pro- 


vided, most  of  the  bodies  lying  in  these  four  cemeteries 
could  have  been  embalmed,  as  there  was  ample  time  ^o 
do  the  work. 

"On  August  10,  Jerry  sent  over  a  dozen  shells  into 
the  cemetery  at  Lyssenthoek.  About  'iO  dead  bodies 
were  unearthed  and  sent  fl.ving  into  space.  Fortunately 
1  was  resting  in  a  dugout  when  this  happened,  but  the 
next  day  Jerry  got  me  on  the  shin  with  shrapnel,  which 
also  bruised  my  face  somewhat.  The  air  was  filled 
with  poison  gas  throughout  the  day,  as  attacks  were 
frecpient." 


WHEN  FUNERAL  REACHES  CEMETERY 

All  American  funeral  director  recently  discussing  the 
(|uestion  of  funerals  had  this  to  say  of  the  arrival  of  the 
cortege  at  the  cemetery:  "Upon  the  arrival  of  the 
flowers  at  the  cemetery  the  assistants  arrange  them  in 
a  pleasing  manner.  I  always  use  a  tent,  boards  and 
carpet — if  weather  is  bad,  remove  all  dirt — lowering 
device  and  chairs.  When  the  funeral  cortege  arrives 
at  the  cemetery  automobile  No.  1  drives  up,  leaving 
the  hearse  and  pallbearers  to  the  rear.  One  of  iny 
assistants  unloads  the  ears  and  sends  the  family  and 
friends  over  to  the  tent,  where  they  are  seated  in  proper 
place  either  by  my  assistant  or  myself.  Having  my  en- 
tire loading  list  before  the  funeral,  it  is  an  easy  mafer 
to  have  chairs  for  all.  After  family  and  frieiids  are 
seated  the  pallbearers'  automobile  drives  up  ami  is  un- 
loaded, and  then  the  heai-se.  T  walk  ahead  Avith  th» 
minister  to  the  grave  and  with  the  assistant  see  that  th" 
casket  is  placed  on  the  loAvering  device  properlv.  T  then 
lower  the  casket  until  the  top  of  casket  is  about  even 
Avith  the  ground.  The  minister  then  starts  his  service. 
At  the  end  of  the  service — that  is,  after  the  benediction 
has  been  said — the  family  is  again  nlaced  in  their  auto- 
mobiles. After  everyone  is  away  the  casket  is  loAverpd 
into  the  srrave  by  the  sexton.  Sometimes  th's  is  varipd 
a  little  if  the  grave  is  lined  nicely.  Such  times  T  loAver 
the  casket  after  the  benediction.  As  the  family  leaA'PS 
I  ask  them  to  step  forAvard  and  look  into  the  grave.  Tliis 
T  find  pleases  most  familie.'^.  Tf  the  singers  go  to  the 
cemetery  T  try  to  limit>^'heir  singing  to  one  song,  and 
have  them  sing  as  I  loAver  the  body.  T  genially  sug- 
gest to  the  singers  the  song  I  Avant  sunsr.  as  T  have  also 
suggested  to  many  ministers  to  get  aAvay  from  the 
I'egular  committal  service  and  in  its  stead  read  some 
nice  poem  fitting  for  the  occasion.  If  it  is  a  lodge 
funeral  and  one  or  several  lodges  attend.  I  ahvays  have 
niA'  outside  assistant  line  them  no  and  haA'e  the  casket 
pass  throua'h  their  lines  before  being  loaded  into  the 
hearse.  This  Ave  do  at  the  house  and  also  at  the 
cemetery." 


MILLIONAIRE  SELECTED  OWN  COFFIN 

Wellington  R.  Burt,  a  Avealthy  SaginaAv.  Mich.. 
))ioneer,  aa'Iio  died  recently,  selected  his  eofifiii  fAvo 
months  before  he  passed  aAvay.  He  needed  an  extra 
long  coffin,  as  he  Avas  knoAvn  as  the  "Lone  Pine  of 
Michigan." 


LOCATING  THE  LIVER 

During  the  recent  exams,  conducted  by  the  Ontario 
Board  of  Examiners,  according  to  Secretary  Simpson, 
one  of  the  candidates  Avas  asked:  "In  Avhat  nart  of  the 
body  is  the  liver?"  And  he  Avas  a  good  deal  surprised 
when  the  candidate  replied : 

"South  of  the  lungs." 


April,  1919. 
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SERVICE 
IN 

DESIGNS 


National  Casket  Co.,  Toronto,  Ont. 

The  Globe  Casket  Co.,  Limited 
London,  Ont. 

Girard  &  Godin,  Limited 
Three  Rivers,  Que. 


BRANCHES 

The  Semmens  &  Evel  Casket  Co.. 

Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co.,  Limited 
Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co., 
Winnipeg,  Man.  Limited 


SERVICE 
IN 

QUALITY 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin,  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


SERVICE!  SERVICE!  SERVICE! 

The  one  dominating  note  that  runs  all  throug-h  the  making  of  DOMINION  MANU- 
FACTURERS, LIMITED,  PRODUCTS  is  "SERVICE."  We  advertise  to  emphasize 
to  you  the  facilities  we  have  at  our  disposal  for  "SERVICE,"  which  enables  us  to 
produce  superior  designs,  secure  the  best  materials  and  give  a  high  class  finish  to  our 
product.  Our  "SERVICE"  is  not  a  mere  advertisement,  for  it  marks  a  standard  set 
for  the  buyers  who  select  the  choice  of  materials  used  in  our  products — for  the  men 
in  the  machine  room — for  the  men  in  the  finishing  room — for  the  expert  shippers — 
for  the  travelling  salesmen — for  the  office  help,  even,  who  do  the  clerical  work  and 
invoicing. 

All  are  mindful  of  "DOMINION  SERVICE"— it  is  a  source  of  gratification  to  all, 
employee  and  employer  alike. 

ONE  OF  OUR  SERVICE  FEATURES 

The  accompanying  cuts  show  the  exact  size  and  design  of  steel  braces  used  in 
the  manufacture  of  all  best  grade  casket  handles. 

Important : — Use  the  best — there  is  nothing  too  good  for  you. 


SERVICE  that  is  dependable  HARDWARE  that  is  dependable 


Our  Motto: — The  best  goods  at  fair  prices'' 


Dominion  Manufacturers^  Limited  109  Niagara  St.,  Toronto,  Can. 


CANADIAN  FCRNITUIiE  WOULD  AND  THE  UNDERTAKER 


April,  ]9i:). 


BEST 
QUALITY 


NEAT 
DESIGNS 


VARIETY  AN  ELEMENT  in  SERVICE 


No.  601  H.P.  Upholstered  in  silk,  and  trimmed  complete. 


YOUR  CHOICE  IN  SPARTAN  DESIGNS  AND  SHADES 


No.  600  H.P.      Upholstered  in  silk,  and  trimmed  complete. 


SPARTAN-GOLD,  SILVER,  COPPER,  or  BRONZE 

"  Quality,  Stijle,  and  Finish — Guaranteed  " 
Dominion  Manufacturers^  Limited  109  Niagara  St.,  Toronto,  Can. 
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Dr.  Wm.  Carpenter's  Axioms 
for  the  Embalmer 


THE  I'liyphatics  begin  at  every  capillary.  They 
pick  up  the  elements  that  are  absorbed  by  the 
blood,  carry  them  back  through  a  chain  of  glands 
and  finally  empty  them  into  the  blood.  If  in  these 
small  crannies  there  are  jnithogenic  bacteria,  it  gathers 
them  np  and  distributes  them  to  the  glands  through 
which  the  lymphatic  fluid  passes.  If  they  be  tuber- 
cular or  of  a  pus-forming  quality,  they  will  form  ab- 
cesses  throughout  the  lymphatic  system. 


Yon  -will  profit  financially  as  mucli  from  a  cremation 
funeral  as  from  an  earth  funeral,  providing  you  do  not 
suggest  to  the  family  that  it  is  useless  to  spend  so  much 
money  for  a  casket  when  it  is  to  be  burned.  Besides 
this,  you  will  have  done  the  living  a  favor  by  com- 
pletely removing  the  possibility  of  contaminating  the 
soil  with  a  putrid  mass. 

The  term  venous  stasis  in  the  living  means  that  there 
is  some  obstruction  to  the  i-eturning  flow  of  blood 
after  it  passes  from  the  capillaries  into  the  veins.  It 
causes  swelling  and  a  bluish  discoloration.  The  same 
condition,  when  the  blood  remains  in  the  arteries  and 
does  not  pass  through  the  capillaries,  is  termed  con- 
gestion. 


No  matter  Avhat  the  circumstances  be.  keep  your 
shoes  clean  and  polished.  Ten  cents  worth  of  polish 
Avill  shine  them  25  times.  If  you  are  neat  with  your 
shoes  you  will  be  neat  with  the  rest  of  your  clothing. 
Everybody  appreciates  a  neat,  clean-appeai'ing  man. 

Anaerobic  bactei'ia  are  tliose  which  ai'e  active  only 
when  inch)sed  in  air-tight  containers.  They  cause  de- 
composition of  the  body  when  it  is  not  properly  em- 
balmed, and  when  it  is  encased  in  an  air-tight  casket 
or  a  hermetically  scaled  A^ault. 


The  skin,  according  to  the  amount  of  surface,  eli- 
minates almost  as  much  carbonic  acid  as  the  same 
amount  of  surface  of  the  air  cells  in  the  lungs.  In 
addition  to  this  it  also  throws  otT  a  substance  similar 
to  that  of  the  kidneys. 

The  fascia  is  connective  tissue.  It  is  found  just  be- 
neath the  skin  in  two  layers,  tlic  superficial  and  deen. 
The  superficial  has  suspended  in  its  meshes  a  lar,o'e 
amount  of  fat.  The  deep  acts  as  a  binder  for  the 
muscles. 


Vaseline  is  n.)t  a  good  agent  to  use  during  the  em- 
balming process,  but  it  is  recommended  when  the  body 
is  to  be  long  exposed  to  the  air.  It  is  a  necessity, 
when  the  body  is  placed  in  a  vault,  to  prevent  mold- 
formatioTi. 


Glycerine  bi'ought  to  a  temperatui-e  of  125  degrees 
\\  ill  in  a  few  moments  remove  all  sorts  of  infective  mat- 
ter from  yoiir  instruments,  ineluding  your  rubber  noz- 
zh's  atui  trocars,  witliout  danger  of  their  being  ruined. 


Sa))rophytic  bacteria  »vv  not  all  bad.  If  it  were  not 
for  tlim  \\<'  i'f)n1(l  not  liave  \v'>II  flavoi'cd  cheese,  the 


butter  would  not  have  a  fine  aroma,  and  the  bread 
would  not  rise. 


Putty  skin  is  produced  by  the  use  of  too  strong 
fluids,  driving  out  all  of  the  coloring  that  the  blood 
Avould  produce  and  leaving  the  skin  of  a  natural  or 
normal  color. 


Cyanosis  is  a  term  used  to  explain  a  blue  or  almost 
purple  color  of  the  skin,  where  the  blood  is  not  aerated 
or  is  not  passing  through  the  pulmonary  circulation. 


If  you  sweetheart  or  your  dearest  fi'iend  should  die, 
would  you  care  to  go  into  the  saloon  or  a  billiard  hall 
to  find  the  embalmer  to  take  care  of  your  loved  one? 


The  price  of  absorbent  cotton  is  so  little  more  and  its 
etficieney  is  so  much  greater  that  it  should  always  be 
used  in  the  preparation  of  dead  bodies. 


The  skin  of  the  dead  body  prevents  it  from  drying, 
aids  in  producing  good  cosmetic  efi^ects,  and  keeps 
germs  from  passing  in  or  out  of  the  body. 


External  applications  have  little  effect  upon  the  skin 
in  preventing  skin-slip.  It  is  better  to  inject  the 
formaldehyde  into  the  tissues  direct. 


If  you  have  no  love  for  your  competitor,  keep  quiet. 
Every  time  you  mention  his  name  he  advances  in  favor 
with  your  friends. 


Is  your  mouth  clean?  Is  your  breath  wholesome? 
You  probably  don't  care,  but  those  who  must  come 
close  to  you  do. 


BOOSTING  HIS  BUSINESS 

The  vicar's  appeal  had  been  a  most  eloquent  one,  and 
had  even  penetrated  the  depths  of  Mr.  Blackleigh/s 
granite  organ.  The  latter  came  forward  and  offered 
£50  for  the  fund.     The  worthy  cleric  was  overjoyed. 

"I  don't  know  your  name,  sir,"  he  cried;  "but  T 
thaid<;  your  from  the  bottom  of  my  heart.  I  thank 
you!    May  your  business  prosper,  sir!" 

Then  there  was  a  solemn  hush,  and  the  committee 
looked  askance  at  their  vicar. 

"What's  the  matter?"  whispered  the  clergyman, 
turning  to  the  chairman. 

"Well — ei' — that  donor  is  an  uiulertaker  ! " 


CANICUU  TJi!!'"" 


That  velvety-flow  fluid  that  is  different; 
does  not  burn  or  shrivel  the  arteries, 
allowing  the  operator  to  inject  as  often 
as  he  likes  and  obtain  that  desired  effect. 

CANICULA  CHEMICAL  COMPANY 

366  Bathurst  Street  TORONTO,  CANADA 


58 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


April.  191 J^. 


Professional  Notes 


Mrs.  R.  0.  C.  Tees  is  continuing  the  business  of  her 
late  husband  at  Montreal. 

Goodfellow  &  Blair,  Westport,  Ont.,  have  dissolved 
partnership,  with  D.  L.  Goodfellow  continuing. 

Alex.  Barrie's  funeral  parlors  at  Midland.  Out.,  were 
damaged  by  smoke  from  fire  in  an  adjoining  block, 
recently. 

The  "flu"  has  again  made  its  appearance  in  the  West, 
and  churches,  schools  and  theatres  are  closed  in 
Lethbridge,  Alta. 

Liebert  and  Walker,  Rodney,  Out.,  have  dissolved 
partnership.  Mr.  Liebert  will  continue  the  furniture 
end,  and  Mr.  Walker  the  undertaking,  both  in  the  same 
stand. 

Fire  which  caused  much  damage  to  the  business  sec- 
tion of  Petitcodiac,  N.B..  last  month,  damaged  Smith  & 
Dunfield's  funeral  parlors  to  the  extent  of  $1,500. 
Insured. 

Fire  broke  out  in  the  business  section  of  Petit- 
codiac, N.B.,  doing  $150,000  damage.  Among  the 
buildings  destroyed  were  the  funeral  parlors  of  Smith 
&  Dunfield. 

"The  deaths  from  wounds  in  the  great  world  Avar 
numbered  7,300,000,  and  the  total  deaths  in  all  armies 
reached  9,000,000,"  is  the  statement  made  by  U,  S. 
Secretary  of  War,  N.  D.  Baker. 

A  bill  was  introduced  recently  into  the  Minnesota 
Legislature  retjuiring  the  embalming  of  all  bodies 
buried  in  that  State,  the  object  being  to  prevent  the 
burial  alive  of  persons  supposedly  dead.  Members  of 
the  Jewish  faith  objected  because  embalming  is  con- 
trary to  their  religious  belief. 

B.  C.  C.  Cruikshanks,  proprietor  and  manager  of  the 
Nova  Scotia  Undertaking  Co.,  who  was  very  seriously 
ill  Avith  "Flu"  in  December,  has  almost  recovered  his 
usual  health.  Mrs.  Cruikshanks  and  the  two  boys 
(whole  family)  were  all  ill  at  the  same  time.  G. 
Elburn  Nichols  of  the  Halifax  Undertaking  Co.,  came 
to  his  assistance  and  rendered  A'^aluable  service,  for 
which  he  has  been  very  generously  remembered  in  a 
tangible  way  by  Mr.  Cruikshanks. 


INFLUENZA  GRADUALLY  DYING  DOWN 

The  reports  of  secretaries  of  local  Boards  of  Health 
in  Ontario  for  the  month  of  March  show  scarlet  fever 
and  diphthei'ia  prevailed  to  a  much  greater  extent  than 
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I    Robertson  Socket  Head  Wood  | 

I  Wr/(e  (13  for  free  Screw    assures   efficiency.    Used  | 

I               demontlration  by   nearly   all    leading   furniture  | 

I  manufacturers,  etc.  | 

1    P.  L.  Robertson  Manufacturing  Co.,  Limited 

I  MILTON    -    ONTARIO  | 
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in  the  correspondi)ig  month  of  1918.  The  cities  where 
the  increase  for  the  last  few  months  in  dii)litheria  was 
most  noticeable  are  Toronto,  Ottawa  and  Windsoi. 
Scarlet  fever  also  has  been  prevalent  in  Fort  AVilliam 
for  some  weeks.  The  Provincial  Board  of  Health  has 
distributed  free  of  charge  where  diphtheria  prevails 
25,946.000  units  of  antitoxin  at  a  cost  of  $:1H91.  The 
number  of  deaths  fi'om  all  causes  reported  by  under- 
takers are  2,895. 

The  total  number  of  eases  of  smallpox  reported  is  39, 
of  Avhieh  16  are  reported  from  Ottawa,  but  one  death 
occurred. 

Spanish  influenza  is  fast  disappearing  from  the 
province,  as  indicated  by  the  decrease  in  deaths  for  the 
month  of  March.  Since  the  first  of  October  the 
epidemic  has  been  either  the  primary  or  contribiitory 
cause  of  nearly  10.000  deaths  in  the  province.  It  will 
be  observed  in  the  deaths  for  March,  pneumonia  causfd 
133  more  deaths  than  Spanish  influenza. 

The  deaths  by  months  have  been:  October,  3.015; 
November,  2,608;  December.  1,568;  January,  1.512: 
February,  812,  and  March,  703.  of  which  418  wei-e  from 
pneumonia.  

ENLARGING  EVEL  CASKET  PLANT 

The  Evel  Casket  Co.,  Hamilton,  Ont.,  have  been  in 
their  new  plant  a  year  now  and  already  their  (juarters 
have  become  too  small.  An  extension  is  planned 
whereby  their  varnished  goods  department  will  be 
made  four  times  its  present  size. 


NOW  NOTIFIABLE  DISEASES 

By  an  Order-in-Council  T)r.  McCullough,  Ontario 
Provincial  Medical  Health  Officer,  announces  that  the 
diseases  typhus  and  malarial  fevers,  influenza,  actule 
influenzal  pneumonia,  acute  primary  pneumonia  and 
dysentery  (both  amoebic  and  bacillary)  have  been 
made  notifiable  in  Ontario.  While  some  of  these 
diseases  do  not  exist  in  Ontario  as  a  rule,  the  province 
is  following  Great  Britain  in  having  them  made  notifi- 
able for  the  reason  that  they  may  be  carried  here  b.v  the 
returned  soldier. 


HE  WON  THE  PRIZE 

A  number  of  years  ago  a  lai'ge  departmental  store  in 
England,  offered  a  prize  of  £100.  about  ."^^500.  to  the 
person  who  could  ask  for  something  they  did  not  have 
in  stock.  The  firm  boasted  of  being  able  to  furnisli 
every  customer  with  anything  from  a  needle  to  an 
anchor,  yea,  even  to  selling  a  ship  with  the  anchor. 

Thousands  of  people  flocked  to  the  store  and  asked 
for  some  of  the  most  foolish  things,  but  strange  to  say. 
were  either  supplied,  or  could  be  supplied. 

The  competition  had  been  under  way  for  several 
weeks,  when  one  morning,  in  walked  a  real  dyed-in-the- 
wool  Irishman,  and  when  asked  what  he  required,  he 
replied:  "Begorra  O'im  here  for  that  one  hundred  quid 
and  no  change  out  of  it  ayther."  But.  replied  the 
attendant,  ''"What  is  it  you  want  that  we  have  not  in 
stock?" 

"Now,  begorra,  Avouldn't  T  be  a  fool  to  ask  fer  a 
thing  you  ha^^en't  got.    Sure  do  yer  think  I'm  crazy?" 

However,  after  much  explaining  the  son  of  Erin  re- 
plied that  it  was  a  second-hand  coffin  he  Avas  after,  but 
as  he  knew  they  would  not  have  one  he  thought  it 
Avould  be  the  shortest  wa.v  to  the  prize  if  he  asked  for 
the  one  hi;ndred  quid.     Needless  to  sav  he  got  it. 

This  is  said  to  be  a  true  story  and  linked  with  the 
Manchester  firm  of  Lewis  &  Co.,  Market  St.— E.  N.  T. 
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The  Newest  and  Best  in 

Polished  Oak  and  Mahogany  Caskets. 
Cloth  and  Plush-covered  Caskets.  Ex- 
clusive designs  in  the  latest  fashions  in 
Ladies'  Dresses,  Gentlemen's  Suits, 
and  Casket  Linings.  Westfield  Plate 
Hard  ware. 


Evel  Casket  Company,  Limited 

Hamilton  Ontario 
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Selling  the  Casket 

You  may  have  attained  great  skill  in  the  embalming 
part  of  your  work,  and  as  a  funeral  director  you 
may  have  received  favorable  comment,  but  un- 
less you  possess  the  pei'sonality  for  a  successful  sales- 
man, you  will  fail  utterly  in  this  profession,  writes  H. 
C.  Wilmot,  in  The  Caskef. 

Selling  the  casket  is  not  the  easiest  part  in  the  career 
of  one  engaged  in  this  profession.  I  can  picture  no 
article  that  is  offered  for  sale  that  requires  more  tact 
in  selling  than  that  of  a  casket.  One  advantage  you 
have,  and  that  is  the  knowledge  that  they  must  buy. 
Death  has  entered  their  home,  and  the  need  of  a  casket 
is  established.  It  is  to  you  that  they  look  for  proper 
guidance.  And  let  me  state  at  this  time  that  you 
should  use  keen  judgment  to  sell  the  proper  priced 
article  and  not  put  a  hardship  on  them  for  years  to 
come.  If  you  should  direct  your  artfulness  as  a  sales- 
man in  the  proper  directions,  then  make  every  effort 
to  induce  families  that  you  know  can  afford  it,  to  buy 
better  goods;  but  never  take  advantage  of  the  ignorant 
Or  poor.  To  sell  an  expensive  casket  to  a  family  that 
should  have  purchased  something  much  lower  in  priee, 
is  not  good  salesmanship.  It  is  enough  to  make  a  real 
man  turn  his  head  in  shame  to  sell  an  article  that  the 
widow  will  be  compelled  to  stand  over  the  washtub  to 
pay  for.  There  is  nothing  gained  by  such  sales;  in 
fact  much  is  lost.  The  sale,  at  the  time  it  is  made,  may 
make  you  feel  elated,  but  give  the  matter  serious 
thought  and  if  you  have  a  heart  in  you,  you  will  take  a 
decidedly  different  view. 

"When  a  family  comes  to  you  to  purchase  a  casket, 
they  depend  very  much  upon  what  you  say.  Perhaps 
death  has  not  entered  this  family  before  and  it  is  their 
first  experience.  What  you  tell  them  will  leave  an 
everlasting  impression  on  their  minds.  In  later  years 
if  they  should  by  accident  learn  that  yon  advised  them 
wrong  and  took  advantage  of  their  state  of  mind,  there 
is  no  doubt  you  will  be  the  loser.  If  you  are  operating 
in  a  large  city  and  most  of  your  business  is  transit,  and 
they  have  the  money  to  pay,  I  can  see  no  reason  for 
you  not  trying  to  sell  the  very  best  article  at  a  good 
profit.  In  a  smaller  place  I  would  advise  against  such 
methods,  for  one  will  tell  the  other  Avhat  they  paid  for 
a  certain  casket,  and  if  they  find  a  discrepancy  they  will 
at  once  blame  you  for  taking  advantage  of  them,  and 
as  sure  as  the  stars  shine  .von  will  lose  the  next  call. 

To  be  successful  in  the  undertaking  business  you 
must  make  a  profit  on  the  goods  you  sell.  But  this 
profit  should  at  all  times  be  a  just  profit,  and  not  a 
profit  that  you  would  fear  to  have  inspected.  Ton 
many  in  this  profession  make  the  casket  bear  the  entire 
load.  Better  would  it  be  to  all  concerned  if  you  made 
proper  charge  for  your  professional  service  and  then 
sold  the  casket  at  the  proper  price.  Much  must  be 
taken  into  consideration  when  making  the  proper  price 
on  any  casket.  You  should  have  a  system  of  cost- 
finding.  So  many  of  us  know  so  very  little  of  what  is 
termed  "overhead  expense."  This  is  a  very  important 
item,  and  should  be  proportionately  figured  on  each 
casket.  There  is  really  no  set  percentage  that  you  can 
add  to  any  casket  and  make  the  price  so  it  will  show 
you  the  proper  profit.  Each  casket  must  be  priced 
upon  its  own  merits.  You  cannot  in  justice  to  your- 
self and  business  say  this  casket  cost  so  much,  then  add 
a  certain  per  cent,  to  arrive  at  a  selling  price.  Caskets 
priced  this  way  will  never  make  money  for  you.  This 
system  is  not  a  success  and  should  never  be  used.  It 


is  im^jossible  to  make  such  a  system  fit  the  many 
different  makes  and  styles  of  caskets  that  are  Jiow  on 
the  market.  In  the  old  staple  black  broadcloth ^ays  a 
system  of  this  sort  might  have  worked  successfully, 
but  not  at  this  day  and  age.  It  is  well  to  have  staple 
caskets  at  set  prices,  that  is  this  particular  casket  sh'ill 
sell  at  this  set  price,  whosoever  the  customer  might  be. 
You  should  carry  in  stock  a  fifty  dollar  casket  and  this 
price  shoiiid  never  be  changed  under  any  condition. 
Tl  is  also  well  to  have  staple  caskets,  say  at  one  hundred 
dollars  and  up  to  one  hundred  and  fifty  dollars.  When 
showing  these  caskets  yon  should  always  mention  that 
these  lirices  have  been  the  same  for  years,  and  the  style 
and  covering  has  been  made  the  same  way  for  many 
years.  Most  people  want  something  hew  and  it  is  a 
very  easy  matter  to  get  them  to  look  at  something 
different.  I  have  had  folks  come  to  me  and  ask  if  i< 
was  possible  to  buy  a  fifty  dollar  casket,  and  T  would 
answer  in  the  affirmative,  and  tell  them  that  we  have 
always  carried  such  a  priced  casket  for  many  years, 
and  that  it  is  known  as  a  staple  casket.  Then  T  would 
show  them  how  that  casket  had  been  improved  upon 
to  bring  it  up  to  the  present  day  standard.  Before 
they  left,  invariably,  I  have  sold  them  -something  very 
much  better.  When  I  see  the  photograph  of  a  new 
casket  some  salesman  is  urging  me  to  put  in  stock,  I 
}nake  a  mental  price  of  what  I  think  such  a  casket 
should  be  sold  for,  and  then  I  generall.v  ask  the  sales- 
man as  to  the  price  the  casket  is  retailing  for  at  differ- 
ent places.  If  I  decide  to  stock  the  casket  T  have  in 
mind  the  longest  and  shortest  price  T  will  sell  it  for. 
Even  if  the  highest  price  T  had  in  mind  at  this  time 
was  not  the  price  1  eventually  got  for  tlie  ease,  I  always 
try  to  have  a  set  range  of  price.  It  is  impo.ssible  to 
successfully  put  a  certain  price  on  a  certain  casket  and 
obtain  that  price — you  are  liable  to  get  more  or  less, 
and  if  3'ou  are  the  right  kind  of  a  salesman  you  will 
always  get  more.  Set  prices  on  ea.skets  outside  of  a 
few  staples  are  wrong  and  will  lose  you  money.  To 
have  caskets  marked  in  plain  figures  so  that  the  cus- 
tomer can  read  them  is  very  unwise.  Never  be  too 
anxious  to  talk  up  a  certain  feature  of  any  casket,  allow 
your  customer  to  ask  questions,  and  you  should  be 
careful  in  your  answers.  Never  misrepresent  any 
article.  Always  make  a  right  price,  a  price  that  will 
give  you  a  fair  and  just  profit,  and  you  will  never  be 
afraid  to  tell  your  customer  of  the  good  points  any 
casket  might  possess. 


The  latest  addition  to  the  motor  equipment  of  the  Gardiner  Funeral 
Home.  172  Kennedy  St.,  Winnipeg,  is  the  above  funeral  car  de  luxe. 
This  car  is  finished  in  a  three-tone  black,  with  richly  carved  draperies  and 
pillars.  The  intiTior  is  of  the  finest  solid  mahogany.  The  chassis 
pqr.ipnient  include  a  50  h.p.  six-cylinder  motor;  five-inch  cord  tires,  and 
every  modern  mechanical  improvement. 
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One  Treatment  for  a  Case  of  Lobar 
Pneumonia,  and  a  criticism 

By  Prof.  Chas.  O.  Dhonau,  Cincinnati  College  of 
Embalming,  for  Canadian  Furniture  World 
and  The  Undertaker. 


THE  detailed  treatment  of  tliis  case  was  as  follows: 
The  right  eomraon  carotid  artery  was  injected 
in  both  directions;  first  downward  for  the  pur- 
pose of  preserving  trunk,  limbs,  and  left  side  of  face, 
second  upward  for  the  purpose  of  preserving  the  right 
side  of  the  face.  The  right  internal  jugular  vein  was 
drained,  draining  being  allowed  from  both  directions. 
The  drained  blood  and  fluid  was  collected  in  a  specially 
made  square  metal  box  which  had  a  tube  connection  to 
the  blood  bottle. 

At  the  time  the  artery  was  first  opened,  the  operator 
removed  from  its  lower  end  a  small  section  of  a  fibri- 
nous white  clot  formation.  The  downward  injection 
was  satisfactory  from  the  operator's  standpoint.  When 
it  came  time  to  insert  the  tube  in  the  upper  end  of  the 
vessel,  the  tube  passed  into  the  vessel  without  apparent 
difficulty.  When  it  came  time  to  begin  the  injection 
into  the  upper  end  of  the  vessel,  however,  it  was  found 
impossible  to  cause  a  flow  in  that  direction. 

The  writer  then  suggested  that  the  fibrinous  clot 
formation  should  have  been  removed  from  above  the 
incision  as  well  as  from  below,  in  the  start  of  the  opera- 
tion. He  suggested  that  since  the  clot  was  not  re- 
moved from  the  upper  end  of  the  artery,  the  tube,  in 
passing  upward  forced  the  clot  to  curl  np  ahead  of  it 
and  finally  closed  up  the  vessel  altogether,  thus  ac- 
counting for  t)ie  failure  to  make  fluid  pass  upward.  The 
subse(|uent  treatment  made  in  this  case  was  to  take  a 
long  thin  "Haller"  injecting  tube  and  pass  it  upward 
into  the  arteiw  far  enough  to  cause  it  to  pass  through 
the  clot  formation.  The  injection  then  made  was,  of 
course,  successful  and  the  right  side  of  the  face  rapidly 
responded  to  the  treatment. 

Failure  to  recognize  the  significance  of  the  white 
fibrinous  clot  formation,  due  to  lack  of  specific  training 
in  pathology  seems  to  be  more  worthy  of  criticism  than 
any  other  particular  happening  in  this  ease,  for  it  was 
by  this  failure,  to  remove  the  clot  in  the  upper  portion 
of  the  vessel  before  inserting  the  tube  that  the  artery 
was  closed  to  the  injection.  Had  this  been  recognized 
in  the  first  place,  the  secondary  treatment  would  not 
have  been  necessary. 

In  this  particular  case  the  cause  of  death  (lobar 
|)neumonia)  was  known  to  the  operator.  It  is  widely 
known  that  there  is  clot  formation  in  the  arteries  ad- 
jacent to  the  heart  in  these  cases  and  that  its  size, 
length  and  thickness  depends  on  the  particular  condi- 
tion of  the  body  at  the  time  of  death.  In  many  cases 
of  lobar  pneumonia  the  circulation  to  the  face,  depend- 
ing ui)on  the  condition  of  the  common  carotid  arteries 
to  a  great  extent,  is  found  to  be  insufficient  for  the  pur- 
l)ose  of  the  embalrner.  In  these  cases  the  scientific  em- 
halmer  operates  so  as  to  remove  the  impediment  to  the 
circulation,  tears  down  the  opposition  so  to  speak,  and 
obtains  a  correct  circulation.  The  unscientific  operator 
blunders  along  and  meets  with  unusual  secoinlarv  con- 
ditions because  he  did  not  recognize  Tiie  significance  of 
the  primary  conditions. 

This  is  oidy  one  ai'gument  in  favor  of  the  compulsDry 
addition  of  special  pathology,  particularly  refei'ring  to 
the  condition  of  the  vascular  s.vstem.  to  the  curricnli  of 
embalming  schools. 


NEW  P.  E.  I.  FUNERAL  PARLORS 

H.  A.  Compton  &  Sons  are  improving  and  enlarging 
their  funeral  parlors  at  Summerside,  P.E.I.  Among 
other  things  Mr.  Compton  has  added  a  beautiful  under- 
taking shoAv  room,  parlor  and  mortuary,  finished  in 
white  enamel  with  mahogany  trimmings,  large  plate 
glass  window  and  door,  polished  hardwood  floors  and 
furnished  with  fumed  oak  and  wicker.  The  samples 
of  goods  are  encased  in  dustproof  wardrobes,  giving 
the  show  rooms  a  homelike  api^earance.  The  object  of 
this  parlor  is  to  afford  a  comfortable  place  for  strangers 
and  others  who  have  no  suitable  place  for  holding 
funeral  services.  At  the  rear  of  the  parlor  is  a  bright 
and  roomy  trimming  and  embalming  room,  both  of 
which  are  well  adapted  for  the  purposes  intended. 

Amongst  the  other  improvements  Mr.  Compton  has 
in  view  is  the  enlarging  of  the  old  furniture  store  on 
the  corner  of  Central  and  First  Sts.,  by  the  addition  oi' 
another  storey  and  converting  the  upper  flat  into  a 
iiall  or  lodge  room. 


NEW  MASSAGE  CREAM 

The  Greek  name  "Kosmoleum, "  has  been  chosen  for 
the  latest  massage  cream  put  out  by  the  Champion 
Chemical  Co.,  which  will  sell  around  $10  per  half  case 
of  12  bottles. 


Mclaughlin  s  new  ford 

Jack  McLaughlin  is  now  travelling  his  territory  in 
one  of  Henry  Ford's  busses.  Mac  purchased  his  car 
in  Western  Ontario  and  undertook  to  run  it  to  Toronto 
without  taking  a  lesson.  He  stranded  for  an  lioui-  and 
a  half  outside  of  Clalt,  and  learned  how  to  back  up 
from  that  experience.  Jack  says  experience  is  some 
teacher. 

CARANAC 

EMBALMING  FLUID 


Those  that  use  this  fluid  do  not  believe 
there  is  a  belter  one. 

Our  increase  in  business  each  year 
testifies  as  to  its  merits. 

It  produces  the  best  results  every  time. 

LET  YOUR  NEXT  ORDER  BE 
CARANAC 

WE  SHIP  PROMPTLY 


Caranac  Laboratory 

Peterborough      -      Ontario     -  Canada 
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ELEMENTS  of  EMBALMING 

A  Review  Course  of  instruction  for  readers  of 
Canadian  Furniture  W orld  and  The  Undertaker 

By  Howard  S.  Eckels,  Ph.  G. 
ARTICLE  VII 


THE  AXILLARY  METHOD 

f  Confintied ) 

THIS  objectionable  putty  color  can  be  obviated  in 
only  two  ways,  or,  rather,  by  a  combination  of 
two  ways.  One  is  the  drainage  of  every  possible 
bit  of  blood  from  the  upper  part  of  the  body — the  face 
and  the  hnnds.  The  second  is  the  injection  of  a  fluid 
that  is  blood  solvent  in  its  nature  (preferably  a  peroxide 
of  hydrogen  fluid)  which  will  force  these  corpuscles  of. 
blood  ahead  of  it  and  wash  out  the  tiny  corpuscles  into 
the  superior  vena  cava,  whence  they  will  be  drained 
through  the  axillary  vein  and  into  the  blood  bottle. 

To  me  and  to  those  fifteen  or  twenty  thousand  em- 
balmers  who  have  had  success  with  them,  the  use  of 
the  axillary  vein  tubes  is  so  logical  and  the  results  ob- 
tained so  satisfactory  that  it  seems  positively  laughable 
to  have  a  so-called  doctor  and  a  so-called  professor 
denounce  them. 

It  was  but  natural  that  when  these  tubes  were  first 
introduced  more  than  ten  years  ago,  that  they  should 
have  been  met  with  skepticism  on  the  part  of  some  and 
hostility  on  the  part  of  others.  This  was  to  have  been 
expected  and  is  the  fate  of  every  innovation. 

It  is  too  late  now,  however,  for  any  man,  no  matter 
what  his  motive,  to  assail  them.  They  have  demon- 
strated their  efficiency  so  thoroughly  and  are  used  by 
progressive  undertakers  so  universally,  that  for  a 
"teacher"  to  attack  either  their  value  or  their  manu- 
facturer is,  to  say  the  least  absurd. 

The  embalmer's  first  serious  lesson  is  the  raising  of 
the  artei-y  and  vein.  This  in  itself  seems  compara- 
tively insignificant,  but  it  is  a  very  important  ac- 
complishment, not  only  because  it  is  the  first  step  in  the 
]>rocess  of  disinfecting  the  dead  human  body,  but  also 
so  as  to  be  able  to  take  up  any  one  of  the  arteries  that 
are  used  and  needed,  expeditiously,  neatly  and  with- 
out soiling  the  clothing  of  the  body  aiul  the  operator's 
hands. 

In  order  to  do  this  properly  the  embalmer  must 
closely  study  the  lineal  guides  to  the  blood  vessels,  so 
as  to  ascertain  their  exact  locations,  which  are  near  al- 
ways definite.  The  brachial  artery  is  most  freciuently 
the  exception  because  of  the  abnormal  development  of 
the  biceps  and  triceps  muscles  of  the  person  who  does 
manual  labor.  This  anomalous  condition  is  rarely 
found  in  any  other  part  of  the  body,  but  is  possible. 

To  the  novice  or  the  man  in  practice  who  lacks  self- 
confidence,  and  the  one  who  is  inclined  to  be  nervous, 
this  is  a  most  important  fact  to  remember,  because  a 
positive  idea  of  the  line  guides  will  give  him  the  self- 
assurance  he  lacks  always  to  locate  and  easily  raise  the 
artery  he  selects  or  Avhich  the  condition  of  the  body  in- 
dicates in  order  that  he  may  proceed  with  its  proper 
disinfection. 

The  Axillary  Artery  commences  in  the  arm-pit  and 
extends  down  the  arm  for  an  inch  into  the  brachial 
artery  which  continues  further  to  the  elbow  on  the  in- 
side of  the  arm.  The  course  is  marked  by  a  depression 


existing  between  the  biceps  and  the  triceps  mu.scle.  At 
the  bottom  of  this  depression  the  medium  nerve  can  be 
detected  under  pressue  of  the  finger.  The  course  of 
this  nerve  indicates  the  direction  of  the  artery,  whi^h 
lies  immediately  under  it. 

When  the  position  of  the  artery  has  been  thus  de- 
lermined  an  incision  should  be  made  commencing  in 
the  armpit  in  the  upper  part  of  the  hair  line,  extending 
the  cut  downward  over  the  course  of  the  artery, 
through  the  skin,  fascia  and  fat,  making  an  incision 
about  one  aiul  one-half  to  two  inches  in  length. 

The  operation  is  best  accomplished  by  usi?ig  :i  sha-p- 
pointed  pair  of  scissors  to  make  a  cut  only  thi'ough  th? 
skin  about  two  inches  in  length — then  using  the  hook 
or  aneurism  needle  to  separate  the  fat  and  fascia  until 
the  position  of  the  blood  vessels  is  disclosed:  th  n  th'^ 
use  of  the  fingers  is  preferable,  because  the  sense  of 
touch  is  most  valuable. 

The  preference  of  the  scissors  to  make  the  initial  cut 
only  through  the  skin  prevents  excessive  leakage.  Th^ 
use  of  the  hook  sepnrates  the  small  blood  vessels  that 
supply  the  ai'eola  tissue  which  holds  the  fat  globules 
•in  place  instead  of  cutting  them,  as  when  a  deep  cut  is 
made  with  the  scalpel. 

Frequently  the  vein  makes  its  appearance  first.  The 
blood  in  the  vein  shows  dark,  and  by  pressing  your 
index  finger  on  either  side  of  the  incision,  forcing 
aside  the  blood  therein  will  expand  the  vein  and  thus 
make  its  identity  easy  of  recognition.  At  this  tim** 
the  embalmer  should  carefully  free  the  vein,  from  the 
vascia  surrounding  it,  tying  a  string  around  its  lower 
end  at  the  part  of  the  incision  towards  the  hand;  then 
proceed  to  raise  the  artery  at  once,  even  before  in- 
troducing the  vein  tube  into  the  vein,  as  this  obstructs 
the  embalmer,  especially  a  licginner,  in  his  search  for 
fhe  artery. 

You  will  notice  on  pushing  upward  the  lean  muscular 
tissue  towards  the  top  of  the  arm  just  beneath  its  lower 
margin  that  a  white  sidistance  will  be  found.  This  is 
the  sheath  or  deep  fascia  surrounding  the  median 
nerve,  the  vena  comes,  the  axillary  artery  and  the  in 
ternal  cutaneous  nerve. 

Separate  the  sheath  surrounding  the  nerves  and 
artery  until  the  median  nerve  is  exposed  to  view. 
Separate  the  nerve  and  the  artery  from  the  tendons 
carefully,  when  you  will  be  able  to  determine  between 
the  artery  and  the  nerve  by  pressing  on  the  arm  over 
the  artery  towards  the  incision,  thus  collecting  the 
blood  in  the  artery.  This  will  fill  out  the  artery  and  so 
identify  it  from  the  nerve.  This  is  more  noticeable 
and  easier  of  accomplishment,  when  the  aneurism  hook 
is  used  properly  instead  of  the  finger  in  raising  up  the 
artery  and  nerve,  because  too  much  pressure  upon  the 
lower  side  of  the  artery  as  it  is  tightly  stretched  over 
the  finger  will  only  prevent  the  filling  up  of  the 
artery  with  the  blood  thus  collected,  and  interfere 
with  this  ready  test, 

{To  be  continued) 


EMPLOYMENT  WANTED  BY  RETURNED  MEN 

Canadian  Furniture  World  and  The  Undertaker  will 
publish  free  of  charge  to  returned  men  any  applica- 
tion they  may  ma.ke  for  employment  in  the  furniture 
or  undertaking  fields.  Please  word  a,]iplieations  as 
briefly  as  possible,  and  give  name  and  number  so  that 
mail  may  be  forwarded. 
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ONTARIO 

£obcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brantford — 

Thorpe  Bros. 

Funeral  Directors. 

Successors  to  H.  S.  Peirce. 

Both  phones,  200. 
Burks  Falls — 

Hilliar,  Joseph.    Box  213. 
Ooboconk — 

Greenley,  A. 
Dorchester,  Ont. — 

Logan,  R.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

D.  P.  Fry.    'Phone  68. 
Elmira — 

Dreisinger,  Chris. 
HuntsviUe — 

Hilliar,  Joseph. 
Hamilton — 

57  King  Street  West. 

Blachford  &  Sons, 


Dodsworth,  A.  H. 
59  King  St.  W. 
Eobinson,  J.  H.  &  Co., 
19-21  John  St.  N. 
IngersoU — 
Mclntyres. 

F.  W.  Keeler  and  R.  A. 
Skinner,  props. 
Kemptville — 

McCaughey,  Geo.  A. 
Kingston — 
Corbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 
London — 

Ferguson's  Sons,  John 
174  to  180  King  St. 
Orillia — 

W.  A.  Strachar, 
Successor  to 

H.  A.  Bingham. 

Phone  453. 
D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone  126. 
150  Mississaga  St. 
Oshawa — 

Luke  Burial  Co. 
Schomberg — 
F.  Skinner. 


St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St. 

St.  Thomas — 

W-lliam,  P.  R.,  &  Sons,  519 

Talbot  St. 
Stirling — 

Ralph,  Jas.  Phone  10;^. 
Stratford — 

Greenwood  &  Vivian,  Ltd. 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 
Toronto — 
Geo.  J.  Chapman 
742  Broadview  Ave 

Phone  G.  3885 

Amibulance  service. 
Cobblediok,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto     equipment     for  all 

biia.ncihes  of  service. 
Phone  Beach  73. 
J.  A.  Humphrey  &  Son, 

463  Church  St. 
W.  N.  Knechtel, 

1202  Yonge  St. 

Motor  equipment  for  a!l 
branches  of  service. 

Motor  amibulance. 

Phone  North  4400. 
Washington.   Fleurv  Burial 

Co.,  685  Queen  St.  E. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Washington  &  Johnston, 

707  Queen  St.  E. 

Corner  of  Broadview. 


Thedford— 

Woodhall,  J.  B. 
Wallaceburg — 

Cousins,  Burlington  &  Saim 
Welland— 

J.  J.  Patterson  &  Sons. 

Sutherland,  G.  W. 
Woodstock — 

Mack,  Paul. 
Whitby— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherinfi 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 
St.  John — 

Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 
Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Clark-Leatherdale  Co.  Ltd. 

232  Kennedy  St. 
Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 
Saskatoon — 
Young,  A.  E. 


SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 
CALLY  EVERY  GOOD  UNDERTAKER!   

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 


It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 
portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 
balming Fluid. 


We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em 
balming  fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 
tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 
which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 
sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 


Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 


H.  S.  ECKELS  &  COMPANY    TORONTO,  ONTARIO,  CANADA 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  ior  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  addition«  1 
word  twocents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 


EXPERT  EMBALMEK  and  funeral  director,  not  engaged  f.t 
present,  would  take  position  as  manager  of  undertaking  depart- 
ment of  large  tirni.  Also  have  jiraetical  knowledge  of  the 
furniture  trade.     Churchill  and  Ould,  Huntsville,  Ont. 


WANTED — A  second-hand  hearse,  must  be 
Chur^'hill  and  Ould,  Huntsville,  Ont. 


in    good  shape. 


W.A.NTED — Traveller,  calling  on  furniture  trade,  to  handle  spe- 
cial line,  on  commission.  J.  B..  Eaton  &  Sons,  Limited,  Orillia, 
Ont.  ' 


C.  B.  CHATFIELD 

Designer  of  Furniture 


GRAND 
RAPIDS 


Michigan,  U.S.A. 
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SUPERIOR" 


^^l<W>iiliii"r'~  • 


The  "Superior"  Light  Weight  Shipping 
Case  marks  another  Mile  Stone  in  the 
Steady  Progress  of  this  Company 

Our  policy  has  always  been,  NEVER  to  place  a  new  product  on  the 
market,  until  it  had  been  TRIED  AND  PROVEN  :  This  first  step  is 
accomplished,    now    the    second    step    begins  —  INTRODUCING  the 
"SUPERIOR"  LIGHT-WEIGHT  SHIPPING  CASE  to  the  trade. 

The  "SUPERIOR"  is  built  with  an  arched  lid,  which  is  positive  insurance  against 
crushing,  either  in  transport  or  when  used  as  a  burial  vault.  Welded,  reinforced 
corners — hermetically  sealed  when  closed  and  locked — STRONG  AND  RIGID 
— yet  of  weight  light  enough  to  be  easily  handled.  The  "SUPERIOR"  meets 
every  requirement  of  Transportation  Companies,  Boards  of  Health,  and  Cemetery 
Associations. 

May  be  used  as  a  Burial  Vault,  but  is  not  so'd  as  being  burglar  proof. 

OUR  "BAKER,"  "CHAMPION,"   AND   "BOYD"  VAULTS 
EMBODY  EVERY  BURGLAR  PROOF  FEATURE. 

The  "Superior"  Light- Weight  Shipping  Case  carries  the  positive  guarantee 
of    QUALITY   AND   SERVICE,    which   has  distinguished 
"CHAMPION"  products  since  1878. 

Your  enquiry  will  receive  our 
CAREFUL  ATTENTION 


THE  CHAMPION  CHEMICAL  COMPANY 


SPRINGFIELD,  OHIO,  U.S.A. 


ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


The  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  »nd  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  for  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $6.10.     Postage  paid. 


The  Practical  Book  of  ORIENTAL  RUGS 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletone.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $6.10.     Postage  paid. 

The  Practical  Book  of 

EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURF. 

-American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goldsmithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handblock  printing, 
carving  and  lace.  232  illustrations.  Octavo,  handsome  cloth,  in  a  box. 
$6.10.     Postage  paid. 
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ROLLING  «d  WHEEL  CHAIRS 


FOR  ALL 
PURPOSES 


Our  line  is  made  to  suit  ANY  purpose: 
for  a  person  disabled  in  either  limb  our 
Divided  and  Independent  Leg-rest 
Chairs  are  most  handy;  for  a  person  con- 
valescing our  Reed  Body  Chairs  are 
found  to  be  most  comfortable. 

We  make  other  convenient  articles  for 
invalid  use,  such  as 

CARRYING  CHAIRS,  BARS, 
and  PLATFORMS 

HOUSE  CHAIR  TRUCKS 


Our  Grade  "C"  Catalogue  if  you  are  interested 

THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO,  CAN. 


MARSHALL  Cushions 


are 


Labelled  and  Guaranteed 


When  you  buy  living-room  furniture  insist  on  it  being  upholstered  with 
Marshall  Cushions — then  you  need  not  hesitate  to  guarantee  to  your 
customers  every  suite  you  sell.  We  stand  behind  the  Marshall  cushion 
with  our  unqualified  guarantee — if  the  cushions  do  not  "stand  up*'  we 
are  anxious  to  make  them  right — they  are  the  best  that  money  can  buy. 
Insist  on  them  being  labelled  so  that  your  customers  will  know  what 
they  are  buying. 

Marshall  Ventilated  Mattress 

Company,  Limited 
TORONTO      CHICAGO     LONDON,  ENGLAND 


TRAOE<M, 


.MARK 
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Our  New  "480"  Kodav  Suite 


The  fastidious  buyer  will  find 
this  handsome  new  suite  a 
decided  departure  from  the  usual 
line  of  bed-sitting-room  furniture. 
Made  in  the  period  of  William 
and  Mary,  frame  in  mahogany 
with  cane  panels,  and  neatly 
upholstered  with  striking  designs 
of  tapestry.  No.  480  will  com- 
mand a  ready  sale  wherever  it 
is  shown. 


Attractive 
and 

Comfortable 


Superior 
Construction 
Materials  and 
Finish 


KROEHLER 
KODAVS 


Owing  to  the  housing  problem 
the  demand  for  Kodav  Suites 
has  been  greatly  increased.  Our 
consumer  advertising  in  such 
papers  as  The  Saturday  Evening 
Post  and  Good  Housekeeping 
is  building  a  steady  demand  for 
dealers  featuring  this  high-class 
furniture.  Write  us  to-day  for 
prices  on  No.  480. 


THE  Ktn4eX  BED  CO.,  LIMITED  :  STRATFORD,  ONT. 
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FURNITURE 


5060A— Buffet 


The  suite  here  illustrated  has 
proven  its  worth  by  the  big 
demand  it  has  created.  Its 
distinctiveness  will  create 
business  for  you;  and  satis- 
faction for  your  customers. 

Absolutely  true  in  every 
detail  to  the  period  which  it 
represents,  and  constructed 
according  to  McLAGAN 
standards,  it  commends  itself 
to  all  furniture  connoisseurs. 


5064 — China  Cabinet 


5068— Side  Table 


lllilllillillliilllllliilH^^^ 

The  George  McLagan  Furniture  Co.,  Limited  -  Stratford,  Ont. 
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FURNITURE 


llllllllilllllllllllllllllllillllllillllilllll 


Beauty  of  design,  perfection 
of  cabinet  work,  and  excel- 
lence of  finish,  are  the  three 
outstanding  characteristics  of 
all  McL  agan  productions. 

Your  troubles  vanish,  your 
sales  increase,  and  your 
profits  show  phenomenal 
growth  when  you  are  selling 
McLagan's  famous  furniture. 
Write  us  for  catalogue. 


5060 -Buffet 


5059A— Diner 


lililillllllllllllllilillllllllllllllililillillllliillllliliilllillllilllllliil^ 

The  George  McLagan  Furniture  Co.,  Limited  -  Stratford,  Ont. 
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RATTAN  FURNITURE 


We  offer  a  line  of  unusual  scope  and  we  submit 
for  the  consideration  of  Canadian  Furniture 
dealers  a  degree  of  quality  and  a  range  of 
different  designs  not  found  elsewhere.  When 
you  handle  our  line  your  store  will  become 
noted  for  giving  highest  value  at  lowest  price — 
BEST  there  is  always. 


WRITE  FOR  NEW  PRICES 


IMPERIAL  RATTAN  CO.,  LIMITED  :  STRATFORD,  ONT. 


LAWN  SWINGS 


Cash  in  on  the  enormous 
demand  for  SWINGS  for 
lawns,  verandahs,  and  sum- 
mer homes.  Show  Stratford 
Swings  on  your  floor,  and 
you  will  find  that  they  are 
QUICK  movers  and  attract 
people  to  vour  store  during 

the  SPRING  and  SUM- 
MER months. 


Folding  Extension  Gates 
Curtain  Stretchers 
Suspended  Verandah  Swings 


Stratford  Swings  are  sturdy, 
reliable,  and  safe.  They  are 
built  to  last  a  lifetime.  Fur- 
niture dealers  are  urged  to 
place  their  orders  at  once  in 
order  to  insure  early  delivery. 
Get  our  supplement  to  cata- 
ogue  5,  which  illustrates 
many  new  designs  in  sum- 
mer furniture. 


Garden  and  Park  Seats 
Lawn  Chairs 
Camp  Stools  and  Cots 


The  STRATFORD  MFG.  CO.,  Limited  -  STRATFORD,  Ont, 


li]!l!illlliiillll!ll!l!illliliill!iiilUlllllillllllil 
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rURNITURE 


iiiiiiiiiiiiiiiii 


Attractive 
Dining  Room 
Suite 


Chair  No.  1674—1 


in 


William  and  Mary 
Design 


Table  No.  368 


Our  new  catalog  is 
just  off  the  press  and 
ready  to  be  mailed. 
If  you  do  not  receive 
a  copy  in  the  near 
future  let  us  know. 

Write  for  prices  and 
get  this  suite  on  your 
floor,  it's  a  good  seller. 


Buffet  No.  661 


i!illillllllilllillllllilillll!l!ii!ll!WII!lllliilll!:lll 


Arm  Chair  No.  1674—5 


China  Cabinet  No.  414 


iliillliiilllillllllllliliillili 


The  STRATFORD  CHAIR  CO.,  Limited    :-:    Stratford,  Ont. 
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TWIN 


Specialize  On  "TWINS"  During  the 
Reconstruction  Period 


Tilt-Top  "TWIN"  Pedestal  Extension  Tables 
should  be  featured  strong  by  every  furniture  dealer 
during  the  period  of  reconstruction.  Numerous 
Canadian  soldiers  returning  from  overseas  with  their 
brides,  and  others  w^ho  had  been  w^aiting  the  war  to 
end  will  now  be  brought  together  by  the  links  of 
matrimony.    These  are  only  some  of  your  prospects. 

Put  'TWINS"  in  your  window.  Demonstrate 
their  special  features  to  your  prospective  customers. 
They  will  see  the  point,  and  buy. 


Write  for  new  prices  at  once 


Chesley  Furniture  Co.,  Limited    -    Chesley,  Ontario 


Wiiill'illlllllilllilllllllllllllllllllllllllllilllllllllllli   Ilillilllllllllllllliiillllllllllillllli 
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GOLD  MEDAL  LINE 


SPRING  TIME  IS 
BED  SPRING  TIME 


We  are  extremely  busy  in  our  Bedding  Depart- 
ment, and  dealers  are  advised  to  anticipate  their 
requirements  ahead  so  as  to  avoid  delay  and 
disappointment  in  deliveries. 


HERCULES 


REGISTERED 


BED  SPRINGS 


Many  years  of  test  has 
put  the  stamp  of  pub- 
He  favor  and  confidence 
on  the  celebrated  guar- 
anteed 

"HERCULES" 

(Reg.  Trade  Mark) 


"PURITY" 

(Registered) 

Mixed  Mat- 
tresses and 
"Gold  MedaF* 
Felt  Mattresses 


Manufacturers  ot  Upholstered  Furniture,  Bed  Springs,  and  Mattresses 


GOLD  MEDAL  PHONOGRAPHS 


The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         MONTREAL         WINNIPEG  UXBRIDGE 
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MEAFORD 


Meaford  Furniture  is  known  and 
respected  in  every  Canadian  city 
and  town.  No  introduction  to 
the  name  is  necessary.  In  time 
and  energy,  as  well  as  margin, 
the  retail  merchant  reaps  a  nice 
profit  by  handling 

MEAFORD 

FURNITURE. 
The  name  is  a 
guarantee  of  the 
best  in  its  class. 


No.  5010  D.  T.  Chair 


No.  5010  Chair 


MEAFORD  MANUFACTURING 
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FURNITURE 


No.  5010  Rocker 


The  suite  illustrated  is  our 
latest  production,  and  our 
first  showing  in  veneered 
goods.  Particular  attention 
has  been  given  to  quality  of 
workmanship  and  materials, 
and  we  are  confident  it  will 
find  a  ready  market.  Every 
furniture  dealer  in  Canada 
should  have  this  suite  on  his 
floor,  and  we  urge  you  to 
place  your  order  early  so 
that  you  can  show  it  for 
the  spring  trade. 


DONT 
NEGLECT  TO 

WRITE  US 
TO  DAY,  AND 

GET  OUR 
QUOTATIONS 

ON  THIS 
ATTRACTIVE 

SUITE. 
YOU  WILL  BE 
SURPRISED 
INDEED 
AT 

THE  VALUE. 


:0.,  LIMITED,  Meaford,  Ontario 
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THE 

HEART 

OF  YOUR  EXTENSION 
TABLE  IS  THE 

SLIDE 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 
DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 

INSURE 
SATISFIED  CUSTOMERS 


WABASH  SLIDES  I 


HELP  SELL  TABLES. 
ELIMINATE  SLIDE  TROUBLES 


WE  ARE 

SLIDE  SPECIALISTS 

Having  manufactured  SLIDES 
exclusively — for  30  years 

Many  Canadian  Table-makert  u«e 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  Representative  : 
A.  B.  Caya,  28  King  St.  E.,  Kitchener, 
Ont.,  successor  to  Frank  A.  Smith 


V  - 

KAPOK 

Now  that  the  Best  can  be  had — 
SELL  IT  ! 


With  the  removal  of  restrictions  on  the  importation 
of  Kapok,  it  is  again  possible  for  you  to  supply 
your  customers    with  our  splendid    high  grade 

KAPOK  MATTRESSES 

These  Mattresses  have  a  well-established  repu- 
tation for  RELIABILITY  with  both  Trade  and 
Public.  With  their  growing  popularity  they  offer 
excellent  possibilities  for  the  Dealer. 

If  unacquainted  with  our  Kapok  Mattresses,  have 
us  send  you  full  particulars  AT  ONCE.  You  will 
find  them  quick  selling  and  profitable. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 
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No.  376 — Dining  Room  Suite 


The  above  suite  in  Queen  Anne  Period,  is  an  example  of  the 
suites  which  have  made  the  KNECHTEL  Hne  so  popular. 

No  details  have  been  slighted  in  designing  our  furniture  in  order 
that  it  might  appeal  to  the  most  critical  buyers,  yet  the  suites 
have  been  planned  and  priced  so  that  the  average  buyer  need 
not  turn  aw^ay  because  of  the  cost. 

"  KNECHTEL"  is  the  furniture  that  you  need  for  quick  turn- 
overs in  your  store.  Our  newest  suites  are  illus  rated  in  catalog 
No.  50.    If  you  have  not  a  copy  send  for  one  to-day. 


THE  KNECHTEL  FURNITURE  CO. 

LIMITED 


HANOVER 


ONTARIO 
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TWO  NEW  DESIGNS 


No.  37— A  Unique,;Pattern,  Size  12x116;  Mahogany 
Finish,  Combination  Brass  and  Wood  Handles. 


No.  39— A  Medium-Priced  Novelty,  Size  12  x  16, 
Mahogany  or  Walnut  Finish,  Brass  Handles. 


The  Serving  Trays  illustrated  are  two  of  our  latest  numbers,  now 
being  shown  with  our  big  line  of  Framed  Pictures  and  Mouldings. 

PHILLIPS  MANUFACTURING  CO.,  Limited 


258-326  CARLAW  AVENUE 


TORONTO,  ONTARIO 


NO  26 


Upholstery  Springs 

Highest  qualify  Upholsteiy  Springs, 
made  from  the  finest  grade  High  Car- 
bon Steel  Wire,  oil  tempered  alter 
the  coiling  operation,  thus  insuring 
uniform  strength  and  "No  Set.  "  Re- 
member, the  quality  of  your  High- 
Grade  Upholstering  depends  entirely 
on  the  quality  of  the  springs  you  are 
using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Getlhe  habit  ;  buy  Cainadian  springs. 

James  Steele,  Limited 

Guelph,  Canada 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 


Limited 


Owen  Sound 


Ontario 


Manufacturers  of  Medium  and  High- 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


At  all  times  it  is  essential  for  the  salesman  to  know  his 
goods,  but  when  limes  are  a  little  quiet  it  is  doubly  so, 
and  anyone  desirous  of  making  a  success  as  a  sales- 
man must  first  equip  himself  with  a  thorough 
knowledge  of  the  line  he  is  trying  to  sell. 

Here  is  the  book  which  you  need 
to  give  you  accurate,  concise, 
and  complete  furniture  information. 

THE  PRACTICAL  BOOK  OF 

PERIOD  FURNITURE 

By 

Harold  Donaldson  Eherlein 

and 

Abbot  McClure 

With  250  illustrations  that  illustrate 
RIGHT  FURNITURE 

A  special  feature  is  an  illustrative  chronological  key  for  the  iden- 
tification of  Period  Furniture.  Octavo.  Handsome  decorated 
cloth,  in  a  box — $6.00  net,  postage  extra. 

This  book  will  be  welcomed  by  all  those  who  wish  to  buy  Right 
Furniture  (Antique  or  Reproduced)  for  the  Household,  by  all 
dealers  in  the  same,  and  by  all  makers  of  Correct  Reproductions. 
Whether  you  are  a  Salesman,  Manufacturer,  Dealer,  Designer, 
or  Connoisseur,  you  should  buy  this  Handsome  Practical  Volume. 
PRICE  $6.10,  Postage  Paid 

CANADIAN  FURNITURE  WORLD 

and  THE  UNDERTAKER 
32  COLBORNE  ST..  TORONTO 
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"Modern  Queen  Anne"  Bedroom  Suite 

Manufactured  in  both  Walnut  and  Mahogany 
at  our  Kitchener  factory 


Conservative  productions, 
such  as  this  new  "Queen 
Anne"  suite,  are  charac- 
teristic of  our  entire  line. 
Note  the  simple  dignity  of 
design.  Strong  character 
is  expressed  in  line  and 
contour,  and  refinement  in 
the  sufficient,  yet  limited, 
and  very  appropriate 
ornamentat'on. 


PRICE 

ON 

REQUEST 


No.  9395 


FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 


Panada  Furniture^anufacturers 


Limited 


GENERAL  OFFICES  -.   WOODSTOCK,  ONT. 
WHOLESALE  SHOWROOMS  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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OUR  ADVICE  FOR  1919  TRADE  IS  ORDER  EARLY 

from  the  one  plant  whose  facilities  and  capacity  enable  us  to  hold  the  reputation  of 

ALWAYS  DELIVERING  THE  GOODS. 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


--l|IIIIIIIIIIIIIIIIIIM:illllMIMIIMIMIMIIIIIIIIIIIIIIIIIIIII!IIIIMIIIIIIII!i:i!'inilllM:HIIIIII  llllllll!llllllllllllllll;i!IIIIIIIIIIIIIIIMIII!:inilllllinllllllllllllll  tllllll!lllllllllllllllllllllllilllllllilllll!llll!llllli:lllllllli:lllll!IIIIIMIIIIIIMIIIII  ll.ltllllllllMIIIIIIIIIMIIIIIIIIIIIIilirllllllll!; 


They  have  an  established  reputation  for  quality,  and  exceplional  mer-  | 

chandising  va!ue — sell  ng  better  every  month  that  passes.    Skilled  | 

workmen  and  best  material  make  possible  the  execution  of  our  effort  | 

to  build  only  chests  of  character.  | 

Prices  and  illustrations  on  request  | 

I    D.  L.  SHAFER  &  COMPANY-ST.  THOMAS,  ONT.  | 

?:m||I|IIIMIIIIIIIMIMIMIIMIIIIMIIIIMIII  IMIIMIIIIIMIMIIIIMIIMIIIIIMIMIIIIIMIIIM|l|MMIIi:illlMIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIIIillllMIIIIMIIIIIMIIMIIII!MIIIIMIMIIMIIMIIIM   lilllllllNilllllllllllllllMIIIIIIIIIMIII  Mill  IIMIIIIMIIIIIIIIIMIIIIIIinilUII^ 


HYGIENIC"  MATTRESSES 

When  you  sell  *'  Hygienic" 
Mattresses  you  can  rest  as- 
sured that  your  customer  has 
a  mattress  that  will  give  en- 
tire satisfaction.  They  are 
well-made  to  give  lasting 
wear  and  can  be  depended 
upon  to  be  sanitary. 

Write  us  at  once  for 
new  prices. 

The  Standard  Bedding  Company 

Mattress  Specialists 

27-29  Davies  Avenue  Toronto,  Ontario 


I  SHAFER 
I  CEDAR 
I  CHESTS 
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EASY  TO  SELL 

because  so  well  advertised 


THE  above  reproductions  show  three  of  the  full-page  advertisements  of  the 
campaign— now  at  its  height — for  the  popularizing  of  FELTOL. 

Farm  Publications  and  the  leading  newspapers  in  twenty-six  Canadian 
cities  are  carrying  this  advertising.  We  estimate  that  every  one  of  these 
Feltol  advertisements  is  read  by  some  three  million  people — and  at  least  half  of 
them  women. 


This  advertising  will  do  much  more  than  sell  the  goods  advertised.  It  is  already 
stirring  up  a  lot  of  interest  in  floor  coverings  generally. 

Pointing  out  to  women  the  importance  of  good-looking  floors,  the  Feltol  adver- 
tising is  a  stimulus  to  your  business.  The  woman  who  reads  such  advertisements 
is  fairly  certain  (whether  she  buys  Feltol  or  not)  to  get  some  Floor  Covering  to 
improve  the  appearance  of  her  home  interior. 


MADE  IN  CANADA  BY 


THE  DOMINION  OIL  CLOTH  COMPANY 


Feltol  is  not  linoleum  or  floor 
oilcloth,  but— it  is  the  BEST 
felt-base  floor  covering  made. 
Superior  to  the  best  imported, 
yet  much  lower  in  price. 


LIMITED 
MONTREAL 


In  order  to  take  advantage  of 
this  campaign  you  should  carry 
a  GOOD  stock  of  FELTOL. 
Pattern  Book  and  QUALITY 
Sample  on  request. 
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T  OOK  closely  at  a  piece  of  string.  You  will  note  that  it  consists 
of  a  number  of  threads  or  fibres  twisted  closely  together.  The 
more  threads,  the  greater  the  tensile  strength.  Remove  one,  two,  or 
three  threads,  and  what  happens  ?  The  string  becomes  weaker,  of 
course ! 

Just  so  with  a  hide,  when  it  is  new  and  intact  it  is  strong  and 
durable,  but  split  it  into  a  number  of  hides  and  it  loses  practically 
all  of  its  tensile  strength,  and  will  tear  and  scruff  readily — just  like 
the  string. 

FABRIKOID  is  different.  It  consists,  in  the  first  instance,  of  strong  fabric, 
coated  with  numerous  films  of  pyroxilin,  and  is  then  embossed  to  give  it  a  leather 
finish.  It  is  not  split,  and,  therefore,  its  tensile  strength  is  not  impaired,  and 
furthermore,  it  is  waterproof,  stainproof  and  greaseproof. 

These  are  features  that  appeal  to  your 
good  customers,  and  in  recommending 
DUPONT  FABRIKOID  to  them  you 
can  rest  assured  that  you  are  giving  them 
absolutely  the  best  value  for  their  money  on 
the  market. 


Write  for  one  of  our  Fabrikoid  glass 
signs.  Hang  it  prominently  in  your 
store,  it  will  help  your  sales. 

DUPONT  FABRIKOID  CO. 

Sales  Offices 
63  Bay  Street       -  TORONTO 
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QUALITY  MA  TTRESSES 


LIGHT^O  KAPOK  Sets  a  Standard  for 
Kapok  Mattresses 

At  present  there  are  various 
Kapok  mattresses  manufac- 
tured in  many  different  styles 
and  weights,  and  in  many  in- 
stances substitutes  are  being 
used.  The  result  is  that 
Kapok  has  already  lost  some 
of  its  good  virtues  as  a  mat- 
tress filling. 

We  are  Mattress  Specialists,  and 
our  extended  experience  in  devel- 
oping Kapok  into  a  Comfortable 
and  Serviceable  Mattress  proved 
that  a  Standard  in  weight,  covering 
and  w^orkmanship  is  absolutely 
necessary  to  make  a  good  mattress. 
LIGHT-O  has  them  all. 

Write  for  particulars. 


Quality  Felt — Made  in  one  or  two  parts 


The  QUALITY  Felt, 
So-Pleasant  Felt,  and 
Hair-In -Cotton  are 
also  high-grade  Mat- 
tresses, which  possess 
Quality  features  that 
give  greater  service 
and  Longer  wear, 
and  should  be  on  your 
show  racks. 


So-PIeasant — Showing  Imperial  Edge 


:iiiiMiiiiiiriiiiiiiiiiiiiiiiiiiiiiiii:iii 


We  also  manufacture 
a  full  line  of  medium 
and  combination  mat- 
tresses. Send  for  com- 
plete list. 

MIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIHIIIIIiil 


Hair-In-Cotton 


The  Quality  Mattress  Company 

WATERLOO      -  ONTARIO 
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Two 
Great  Inventions 
Exclusive  to 


ALL  PHONOGRAPHS  INgNE- 


MADE  IN 
CANADA 


n  Had  to  Come! 


The  Brunswick  just  had  to  be.  In  every  industry  the  law  of  evolution  applies, 
and  sooner  or  later,  perfection  is  attained. 

Just  as  we  have  seen  the  automobile  perfected  in  the  last  fifteen  years,  so 
those  in  the  phonograph  industry  confidently  watched  for  the  "Final 
Phonograph. 

And  it  has  come.  The  ''Final  Phonograph"  is  the  Brunswick — the  instru- 
ment which  plays  all  records  CORRECTLY.  The  Brunswick  unlocks  for 
you  the  whole  world  of  recorded  music. 

In  addition  to  having  all  the  good  features  of  every  other  good  phonograph* 
the  Brunswick  alone  has  these  two  supreme  inventions: 

— The  "Ultona — an  improved  tone  arm  and  reproducer  which  provides,  by  a  mere 
twist  of  the  wrist,  the  exact  WEIGHT,  the  proper  DIAPHRAGM,  and  Correct 

•  NEEDLE  for  every  make  of  record. 

— The  all-wood  oval  tone  amplifier — built  like  a  violin.    This  tone  chamber,  oval- 
moulded  from  choice  woods,  and  absolutely  free  from  any  kind  of  metal,  eliminates 

*  all  harsh  metallic  notes. 

The  Brunswick  plays  better,  looks  better,  costs  no  more,  and  gives  you 
unlimited  choice  of  records. 

DEALERS  !  Get  the  Brunswick  on  your  floor  and  reap  the 
benefit  of  its  prestige.  We  have  an  exceptionally  good 
proposition  to  offer  you.  Write  us  to-day  for  full  particulars. 

The  Musical  Merchandise  Sales  Company 

Sole  Canadian  Distributors 
Excelsior  Life  Building         -  TORONTO 


D.  O.  McKINNON 
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W.   B.  HART 

ADVERTISING  MANAGER 


World 


Wm.  J.  BRYANS 
JAMES  O'HAGAN 

EDITORS 


Published  by  The  Commercial  Press,  Ltd.,  32  Colborne  Street,  Toronto. 

Subscription  Rate  $1.00  per  year  in  Canada,  Great  Britain  and  British  Colonies;  gl.oO  to  the  United  States, 


Vol.  9. 


TORONTO,  MAY,  1919. 


No.  5. 


BABY  CARRIAGES  IN  FURNITURE  STORES 
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How  to  develop  sales — Price  cuts  little  figure— "Best  baby"  needs  best  carriage — Build  up  profitable  department 


IIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIinillllllllllllllMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIM! 


Written  for  Canadian  Furniture  World  by  P.  W.  Read,  of  The  Green  Furnishing  Co.,  Hamilton. 


THE  purchase  of  a  carriage  for  baby — one  place 
where  price  cuts  little  figure,  a  fact  most  mer- 
chants fail  to  realize.    People  will  buy  inexpen 
pensive  articles  for  various  purposes,  but   a  mother 
never  considers  money  when  Baby  is  concerned. 

Naturally,  she  has  the  "best  baby,"  and  therefore 
nothing  is  too  good  for  her  offspring.  This  is  true  iu 
99  cases  out  of  a  hundred.  Therefore,  why  have  w. 
stock  a  quantity  of  inexpensive  or  unpretentious  car- 
riages? 

Baby's  department  is  a  profitable  one  and  can  be 
made  really  large.  Consider  a  moment  —  first,  car- 
riages ;  second,  a  crib ;  third,  toys,  and  next,  a  go-cart 
or  sulky.  Anyone  can  see  at  a  glance  that  a  continual 
stream  of  business  will  accrue  from  baby's  birth,  pro- 
vided good  service  is  rendered,  of  course.  This  does 
not  include  baby  walkers,  sleighs,  carriage  robes,  etc. 

Getting  back  to  prices — no  store  need  be  in  the  least 
afraid  to  advertise  a  $65  carriage.  By  no  means.  Here 
is  the  psychology  of  it :  When 
a  new  mother  sees  the  adver- 
tisement she  feels  that  there 
is  the  carriage  for  her  little 
one — it  must  be  fine — because 
it's  $65;  on  the  other  hand, 
a  $25  cab  is  advertised,  she 
feels  that  that  store  cannot 
supply  her  want. 

So  you  see,  instead  of  a 
price  appeal  in  the  matter  of 
selling  carriages,  it  must  be 
an  appeal  to  pride,  distinction 
and  variety. 

Following  this  policy,  the 
Green  Furnishing  Co.  has  built 
a  large  l)usiness  in  things  foi' 
l)al)y.  In  advertising  a  baby's 
department  it  is  folly  to  be- 
lieve that  a  substantial  busi- 
ness can  be  built  if  the  de- 
partment is  placed  at  one  end 
of  the  basement  with  stoves  at 
the  other  end. 

No  sir  —  it  can't  be  done, 
and  this  firm  has  expended  a 
great  deal  of  money  and  effort 


|l>Wiy  logep  Baby  inJo«rs  ^jjw 

„!^1IIJiGp 
eT^t  fl#$e  mcest 


-at  Greem 


The  Little  One's  Health  Demands  a  Good  Carriage 

f::;^^  $29.85 


StilTC  HODJI 

1.30  to 
9.M 


Baiij/'s  Own  Depathmni—Fourih  Floor 

ThcGreenFurnishing  G? 

Comer  King  and  Catharine  Street* 


A  i;i)(id  ad.  hplendidly  woi-dcd  and  printed 


in  placing  "Baby's  Own  Department"  "on  the  map." 

Baby's  Own  Department  is  now  quite  a  large  insti- 
tution and  occupies  the  top  floor  of  the  new  building. 
In  the  first  place,  the  floor  is  polished  oak,  and  is  al- 
ways kept  shining;  the  walls  are  suitably  colored  and 
the  border  is  bedecked  with  animals,  such  as  dogs,  cats, 
rabbits,  chickens,  and  so  on,  which  are  so  interesting  to 
the  childish  mind. 

The  display  is  made  up  of  cribs,  bassinettes  and  car- 
riages— and  the  carriages — every  kind  to  delight  the 
heart  of  Mother — every  color  is  there  with  elaborate 
upholstery. 

There  are  gray  ones,  ecru  colored  ones,  brown,  black, 
green  and  beautifully  finished  cream  carriages ;  Eng- 
lish perambulators  and  whatnot — in  all  one  hundred 
absolutely  different  styles — and  a  supply  in  the  ware- 
house to  back  the  stock  up. 

It  must  not  be  forgotten  the  advantage  of  being  in 
possession  of  an  exclusive  line.    Then  exclusive  styles 

can  be  advertised  and  the 
greatest  selling  talk  can  be 
used  that  Mother  will  not  be 
bumping  into  "  this  style 
everywhere  she  goes."  An- 
other point  in  securing  stock 
is  to  go  to  new  fields  and  pro- 
cure carriages  that  are  abso- 
lutely different — buy  them  for 
show. 

Showing  so  many  carriages 
and  a  few  striking  models 
gives  the  impression  that  here 
is  the  place  to  buy — and  it  is. 
Once  Baby's  Own  Department 
is  firmly  established  it  is  not, 
dit^icult  to  perpetuate  it. 

Of  course,  spring  is  the  tinu', 
to  sell  carriages — that  is,  the 
greatest  number,  but  natural- 
l.v  it  is  an  all-year-round  pro- 
position. A  great  deal  may  be 
said  and  arguments  brought 
to  bear  on  the  necessity  for 
fresh  air  and  outside  rides, 
but  the  main  thing  is  style  and 
distinction. 
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Some  salesmen  are  adapted 
to  selling  carriages.  A  father 
makes  the  best  salesman  in 
view  of  his  experience.  Greater 
confidenee  is  exhibited  by  the 
new  mother  in  the  salesman 
who  has  children  of  his  own. 
Tn  the  case  of  a  mother  Avith 
her  first  bab.y  there  is  often  a 
self-conscious  air,  but  the 
parent  salesman  (juickly  dis- 
perses such  handicap.  There- 
fore, it  is  well  to  pick  out  a 
man  who  likes  selling  them 
and  makes  a  hobby  of  Baby's 
Own  Department. 

All  advertisements  invite 
the  new  mother  to  bring  baby 
with  lier ;  sometimes  grand- 
mother is  invited  too. 

And  so  it  goes  that  in- 
terest is  maintained  in  this 
department — scores  come  to 
it  daily  and  likewise  many 
carriages  are  sold. 


■  "  ■  1 
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I  Join  the  Happy  Club  of 

Kitchen  Cabinet  Owners  i 


Special  Home  Lovers' 
Oub  Terms  of  $1  when 
you  buy  and  $1  weekly 
during  Carload  Sale. 

Buy  a  Sellers  Cabi 
and  have  the  best. 

Automatic  lowering 
flour  bin. 

All  cabinets  beaatifuUy 
finished. 

Saves  many  a  footstep 


With  the  First  68 
Cabinets  Sold 

a  set  of  the  following 
select  groceries  is 
given  absolutely  free 
of  charge. 


You  Want  the  Best  Carriage  for  Baby? 


$31.95  W  ^  $46.50  $53.00  $55.25  $66.00 

Chubby,  Pint  Cheeks  and  Laughing  Eyes— What's  Thai  To  Do  With  Baby  Carriages  ? 


ililfer   friir 


And  Baby  Needs  Many  More  Things,  Too! 


STORE  OPEN 
EVERY 
EVENING 


BABY  WEEK  SALES 

The  widespread  observance 
of  National  Baby  Week,  last 
year,  and  which,  by  the  way 
is  being  observed  cluring  this 
month  throughout  Canada, 
should  be  the  means  of 
stimulating  sales  of  baby  car- 
riages. Last  season,  store 
windows  all  over  the  Domi- 
nion blossomed  in  dainty  col- 
orings and  enchanting  baby 
ecjuipment.  Baby  week  sales 
were    held    eveiywhere  and 

baby  goods  generally  were  much  in  evidence.  There 
is  nothing  more  certain  to  catch  the  crowd  than  an 
effective  display  of  baby  carriages  and  other  needs. 
The  natural  aiid  universal  human  interest  in  the 
"kiddies"  is  intensified  by  the  attractiveness  of  the 
goods  themselves. 

Many  wonderful  windows  were  shown  during  the 
week  last  year,  and  a  specially  fine  one  was  shown  re- 
cently by  The  Murray-Kay  Co.,  Toronto.  As  baby  goods 
display  is  an  alky  ear- 'round  feature,  suggestions  to- 
ward an  attractive  window  display  of  this  kind  are 
ahvays  timely. 

The  first  and  most  important  adjunct  to  a  window 
display  is  a  fitting  and  artistic  background.  This 
gained,  the  rest  is  easy.  Backgrounds  are  becoming 
more  and  more  a  sub.jeet  of  careful  study  and  offer  a 
si)lendid  scope  for  the  ingenuity  and  taste  of  the 
decorator.  Blue  and  white  or  pink  and  white  make 
good  combinations  for  a  display  of  baby  carriages  or 
juvenile  furniture,  and  there  are  no  insurmountable 
difficulties  to  prevent  any  dealer  from  making  up  a 
striking  and  satisfactory  window.  Given  a  background, 
the  rest  is  easy. 


Boys,  Here  Is  the  Improved  Plan  for  Obtaining  Your  Button's 

Fill  Out  This  Coupon  ^ 


items  in  their  lines.  It  if 
possible  to  uncover  these 
prospects  by  offering  a  pre- 
mium for  such  information. 
Get  up  a  circular  addressed  to 
school  children,  paying  you  Avill 
give  a  baseball  or  a  doll,  or 
some  other  attractive  article 
a  youngster  of  twelve  or  four- 
teen would  like,  to  anyone 
bringing  the  name  of  a  friend 
or  relative  who  is  planning  to 
purchase  or  talking  of  pur- 
chasing a  babj'  carriage.  Look 
up  the  birth  column  of  the 
daily  paper  and  after  a  month 
or  so  send  a  little  card.  If 
you  adopt  the  fir.st  means  and 
you  are  afraid  the  children 
will  take  advantage  of  you, 
give  them  a  nominal  souvenir 
for  the  name  and  offer  a 
more  valuable  present  Avhen 
the  sale  has  been  made. 

Many  other  means  could  be 
used  to  induce  sales  of  car- 
riages, go-carts  and  juvenile 
furniture  generallv. 


and  Bring  It  To 


Join  the  Home  Lovers^  Club 


The  Green  Furnishing  (9 

Corner  King  and  Catharine  Streets 


STORE  HOURS 
8,30  (o  9.00 


GET  ORIGINAL  IDEAS 
IN  SELLING 


Another  "Green"  ad.  which  coupled  up  )jaby  carriages  with 
other  baby  needs  and  home  furniture 


GETTING  PROSPECTS'  NAMES 

Then  there  are  methods  that  might  be  eni])]oyed  to 
induce  sales.  Most  merchants  would  willingly  give 
something  to  know  the  names  of  a  number  of  prospec- 
ti\  i''  j)nrchasers  of  bab.y  carriages  and  other  important 


Very  often  it  takes  but  a 
small  thing  to  turn  a  sale  in 
your  favor.  Perhaps  you 
have  noticed  that  in  many  in- 
stances you  or  your  salesman 
have  talked  to  customers  for 
a  very  long  time,  and  then  by 
chance  mentioned  just  one 
trivial  thing  which  has  had 
the  effect  of  producing  a  sale. 
Thus,  change  and  variety  are  always  of  the  utmost 
importance.  Attacking  the  same  proposition  from  a 
different  standpoint  pays  in  the  business  world  espe- 
cially. In  every  community  people  are  constantly 
moving  in  and  out.  You  ought  to  know  something 
about  all  of  the  people  who  come  into  your  communitj*. 
It  doesn't  maMer  much  about  them  personally,  but 
it  does  make  a  difference  Avhether  you  get  their  trade 
or  not.     Here  is  an  idea. 

Suppose  you  have  five  hundred  or  a  thousand  letters 
l)rinted  somewhat  as  follows: 

"Dear  Friend:  We  are  sending  you  this  letter  to 
welcome  you  into  one  of  the  best  towns,  we  believe,  in 
the  country.  We  want  you  to  take  an  interest  in  its 
welfare  and  help  along  in  its  progress.  We  are  also 
anxious  to  have  you  visit  our  place  of  business,  and 
should  .you  need  anything  in  the  general  furniture  line, 
it  Avill  be  a  pleasure  to  us  to  serve  you. 

"Just  now  we  are  showing  some  exceptional  values 
in  dining  tables,  rugs  and  carpets.  At  the  same  time 
we  have  practically  everything  you  might  need  in 
furniture.  We  shall  be  pleased  if  you  visit  our  store 
among  the  first  in  toAvn. — Yours  very  truly." 

A  package  of  such  letters  Avill  be  sufficient  to  last  for 
several  months,  perhaps  a  year,  as  you  will  simply  mail 
them  as  you  learn  the  names  of  newcomers.  The  best 
way  to  do  this  is  to  instruct  your  inen  on  deliverv 
wagons  to  incpiire  who  is  moving  in  next  door  or  Avho 
the  new  famil.v  in  a  row  may  be,  at  the  time  they  are 

( Continued  on  page  28) 
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INTELLIGENCE  GOVERNS  WINDOW  TRIMS 
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Proper  window  dressing  means  good  salesmanship — Color's  place  in  the  window  display — Planning  the  back- 
ground— Show  goods  as  they  are  to  be  used — Something  new  in  window  cards —  Glass  makes  good  card  foi  window 
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ARRANGING  a  window  exhibit  to  get  the  best 
effect  is  not  a  matter  of  guess-work.  It  re- 
quires the  exercise  of  intelligence.  Simple  as  it 
seems  at  first  glance,  it  involves  the  whole  science  of 
salesmanship.  Being  essentially  an  appeal  to  human 
desires  and  necessities,  the  window  display  must  take 
into  account  many  principles  of  expression  which  come 
within  the  domain  of  psychology.  The  ways  in  which 
the  human  mind  operates  have  been  studied  for  cen- 
turies. The  knowledge  thus  derived  has  been  classi- 
fied and  systematized  in  the  science  of  psychology. 
Broadly  speaking,  this  includes  a  description  of  the 
methods  by  which  the  five  senses  are  affected  by  in- 
struments for  conveying  ideas  and  emotions  to  the 
brain. 

Painstaking  experiments  have  disclosed  the  fact  that 
human  beings  are  susceptible  to  colors  in  varying  ratio. 
Colors  which  are  antagonistic  to  one  another  produce 
a  disagreeable  sensation.  In  turn,  this  sensation  is  ex- 
tended to  the  articles  embraced  within  the  area  of  the 
conflict.  Consequently,  when  arranging  the  back- 
ground of  a  window  exhibit,  care  should  be  taken  to 
avoid  a  clash  of  colors  which  is  sure  to  distract  from 
the  commodities  displayed.  Thus,  for  example,  yellow 
and  purple  displease  the 
eye  when  used  in  conjunc- 
tion. Pink  and  brown  do 
not  go  well  together. 
Bright  red  and  heliotrope 
are  not  harmonious  in 
combination. 

Therefore,  when  you 
are  planning  the  back- 
ground for  your  window 
display  be  sure  to  choose 
such  combinations  of  col- 
ors as  produce  the  most 
gratifying  impression 
upon  the  passerby.  When 
you  decide  upon  a  color  or 
set  of  colors,  do  not  let 
your  decision  be  final  until 
you  have  tried  out  the 
color  or  colors  in  associa- 
tion with  the  goods  which 
you    intend    to  display. 


Bear  in  mind  that  the  function  of  the  window  exhibit 
is  to  attract  attention  in  the  most  favorable  manner 
possible  and  to  hold  it  long  enough  for  the  goods  to 
make  a  strong  appeal  to  the  eye  and  mind  of  the 
observer. 


Suggestive    backgr.-miul  for 
help  t(jne  u])  a  trim  fin- 
time    ami    tiionght    piit  iiilo 
wonderfully  in  tlic  cffectivei 


TRY  "GLASS"  WINDOW  CARDS 

Try  to  inaugurate  something  new  that  will  help  to 
attract  attention  to  your  window  and  your  store.  For 
instance,  here  is  a  suggestion  for  a  new  variety  of 
show  card.  It  is  made  from  a  plain,  ordinary  pane  of 
glass.  It  can  be  used  time  and  again ;  it  can  be 
painted  to  match  any  color  scheme ;  and  it  always 
looks  well. 

Lettering  glass  "cards"  is  easy.  Use  any  dry  color 
rubbed  up  with  water  containing  a  little  acacia.  The 
paint  can  be  washed  off  in  a  jiffy — and  that  means  a 
considerable  saving  when  the  high  cost  of  cardboard 
is  considered.  To  make  a  "card"  that  will  match  a 
particular  color  scheme,  paint  all  over  one  side  of  the 
glass  with  gum-water  color  and  put  the  lettering  on 
the  other  side.  This  scheme  makes  a  very  effective  card. 

Chalk  is  a  good  'basic 
pigment  for  gum-water 
painting.  It  can  be  tinted 
with  carmine,  soluble  blue, 
burnt  umber,  sienna, 
chrome  colors,  or  any  sort 
of  material  of  the  desired 
tint.  Water  colors  in 
cakes  afford  a  wider  range 
of  tints,  and  they  are  not 
expensive  except  for 
covering  the  back  of 
large  "cards."  Litho- 
graphed pictures,  photo- 
graphs and  the  like,  can  be 
pasted  on  either  side  of 
the  glass  to  illustrate  the 
sign.  Simple  wooden 
frames,  or  passepartout 
tape  of  the  desired  color, 
may  be  used  as  a  border. 


window   display    which  should 
furniture  lines.     A-  little  added 
!!■   window   arrangement  helps 
s  of  the  display. 
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SEASONABLE  OPPORTUNITIES  FOR 
FURNITURE  DEALERS 

N  spring  the  young  man's  fancy  turns  to  thoughts  of 
love.      In  spring,  the    dealer's  fancy   turns  to 
thoughts  of  greater  sales  and  larger  profits.  By 
this  time  he  should  have  started  his  campaign  for 
the  courting  of  spring  trade. 

There  are  opportunities  for  great  success  if  he  only 
takes  up  the  task  aggressively  enough. 

Household    furniture — Spring    means  houscclean- 


ing  in  the  average  home  and  houseeleaning  means  a 
demand  for  furniture  and  labor  saving  articles.  This 
trade  is  not  evenly  divided  among  all  the  stores.  The 
ones  that  make  the  most  aggressive  bid  for  this  busi- 
ness get  the  largest  share.  Be  one  of  the  aggressive 
ones.  Swing  all  kinds  of  household  essentials  to 
the  fore,  featuring  them  in  windoAV,  interior,  by  ad- 
vertisement and  word  of  mouth.  Start  off  the  season 
with  a  big  window  display  that  will  make  the  housewife 
think  of  the  annual  task  ahead. 


24 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


May,  1919 


WE  are  neariug  the  season  when  reed  furniture 
will  be  on  demand,  and  will  be  particularlj- 
appealing-  to  the  hot  and  weary  public  if  shown 
in  proper  setting  in  the  furniture  dealer's  display  win- 
dows. Reed,  fibre,  willow,  cane,  rattan  and  all  such 
materials  are  becoming  all-year-round  sellers,  and  even 
the  cretonne  upholstering  bids  fair  to  retain  its  popu- 
larity through  all  the  seasons.  Then  its  bright  attrac- 
tiveness makes  that  kind  of  a  window  always  a  good 
puller. 

A  rather  daring  but  extremely  attractive  background 
for  a  reed  furniture  display  was  recently  made  by  an 
American  designer. 

This  unique  design,  when  worked  out  in  colors,  made 
a  decided  hit  as  a  background  for  the  gaily  upholstered 
summer  furniture  chosen  for  the  window.    The  wood- 


and  yellow  flowers  was  used,  and  the  rest  of  the  floor 
was  covered  with  black  paper. 

At  night  i-ed  lights  were  used  for  illuminating  the 
window  and  the  effect  was  pronounced  by  all  who  saw 
it  as  "great."  The  furniture  shown  was  adorned  with 
the  gayest  of  gay  cretonnes,  and  a  card  in  the  fore- 
ground read  "Showing  the  new  ivory  reed  furniture." 

One  feature  of  this  trimmer's  windows  is  that  they 
are  never  crowded.  With  all  the  elaboi'ate  work  which 
he  puts  in  on  them  the  etTect  is  always  spacious,  with 
every  article  of  furniture  showing  to  advantage. 


UNIQUE  WINDOW  DISPLAY 

A  unique  window  display  was  recently  installed  in  an 
American  store  and  was  described  by  an  exchange:  "A 
miniature  house  and  lawn,  with  gai-age.  sunken  gar- 
den and  shrubbery,  reproduced  in  detail.  The  house 
has  eight  rooms,  all  furnished  with  shades  and  lace 
curtains,  and  is  electrically  lighted  throughout.  There 
is  a  large  front  porch  witli  customary  porch  furniture. 
A  cement  driveway  leads  from  the  fi'ont  gate  to  the 


Suggcsled  i-diim  iirr;ingpinoiil  for  iiiteridi-  display  of  rattan  and  i-eed  fnrnitiire. 


work  was  paifited  in  old  ivory  with  panels  in  dead 
black.  Wistaria  vines  in  painted  poster  effect  in  natu- 
ral colois  were  sketched  in  the  background,  and  the 
moon  in  bright  yellow  with  birds  in  bright  red,  blue, 
yellow  and  brown.  Lanterns  of  bright  yellow  were 
painted  on  the  panels,  giving  the  whole  picture  a  Japan- 
ese effect  or  setting. 

Put  your  imagination  to  work  and  visualize  the  effect 
of  this  handsome  background  in  your  window. 

Other  dealers  could  put  their  imaginations  to  work  to 
visualize  this  effect  and  so  make  a  handsome  back- 
ground for  their  window.  The  designer  made  his  com- 
bination of  black  and  yellow.  Instead  of  lavender 
wistaria,  he  became  a  nature  .faker  for  the  nonce  and 
painted  the  vine  yellow.  He  added  some  small  pergola 
beams  at  the  top  of  the  background,  over  which  he 
hung  artificial  wistai  ia.  On  a  settee  in  the  window  he 
j)laeed  a  wax  figure,  dressed  in  up-to-date  summer 
garb,  and  the  black  show  cards  were  painted  in  old 
ivory.    A  black  rug  with  a  gray  figure  and  lavender 


garage,  and  cement  walks  surround  a  Japanese  sunken 
garden.  Even  the  shrubbery  and  trees  are  reproduced 
in  miniatui'o,  and  at  the  back  of  the  house  is  a  pergola 
and  a  table  lot  garden.  It  required  many  days  of  te- 
dious work  to  complete  the  reproduction,  which  might 
be  considered  a  work  of  art. 


APPRECIATE  YOUR  WINDOWS 

It  is  poor  economy  to  be  without  units,  stands,  port- 
able shelves  and  other  articles  necessary  to  the  fre- 
quent change  of  window  displays. 

Modern  retailing  calls  for  the  fullest  use  of  the 
window  as  an  advertising  medium.  If  your  windows 
ai'e  small,  poorly  lighted,  oi-  if  you  have  no  facilities  at 
hand  to  make  a  proper  display  make  a  point  to  improve 
on  them.  Patent  interchangeable  display  stands,  etc.. 
can  be  purchased  nowadays  at  a  small  cost  and  they 
more  than  pay  for  themselves  Avithin  a  few  months 
b.y  the  time  saved  and  also  by  the  wider  range  of  dis- 
plaj^  effects  possible-  to  obtain  with  them. 
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DEVELOPING  SALES  for  FLOOR  COVERINGS 
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Selling  "two  yards  where  one  was  sold  before"— Hints  to  increase  turnover  in  oil  cloths— hat  advertising  is  doing 


Written  for  Canadian  Furniture  World  Ry  Clarence  T.  Solomon. 


AT  last,  a  new  angle  on  floor  coverings!     At  last 
a  whole-hearted  attempt  on  the  part  of  a  Can- 
adian oilcloth  manufacturer  to  sell  his  product 
as  a  thing  of  beauty  and  utility,  rather  than  as  a  mere 
"necessary  evil."     And  it  all  came  about,  strangely 
enough,  as  a  result  of  the  war. 

This  manufacturer,  like  all  his  competitors,  found  his 
supply  of  raw  materials  seriously  interfered  with.  It 
became  evident  at  one  time  that  Ave  must  choose  be- 
tween canvas  for  making  trench  sand  bangs  and  canvas 
for  the  making  of  oilcloth.  The  Government  decided 
that  point  in  short  order — and  the  result  was  that  the 
making  of  oilcloth  suddenly  stopped. 

On  looking  about  for  a  way  to  make  some  floor 
covering  that  would  take  the  place  of  oil  cloth,  the 
experts  employed  in  the  search  found  that  felt  made  a 
surprisingly  good  base,  and  after  considerable  ex- 
perimenting an  entirely  new  product  was  evolved — 
and  in  honor  of  the  new  basic  material  to  Avhich  it 
owes  its  origin  the  new  floor-covering  was  named 
"Feltol."  It  was  found  on  experimenting  with  this 
new  product  that  while  it  possessed  certain  marked  ad- 
vantages such  as  resiliency  and  brilliance  of  coloring, 
it  could  be  produced  at  a  lower  cost  than  oilcloth. 

Hard  on  the  heels  of  that  discovery  came  the  big,  new 
merchandising  idea.  "If  it's  to  be  offered  at  a  lower 
price  per  yard  than  oilcloth,"  said  one  of  the  officials 
of  the  compajiy  making  feltol,  "we  must  sell  more  of  it 
in  order  to  keep  up  the  volume  of  our  sales,"  The  solu- 
tion of  this  problem  was  suggested  by  the  successful 
advertising  campaigns  of  certain  floor  covering  manu- 
facturers in  the  United  States,  where  of  late  the 
magazines  have  been  full  of  striking  publicity  urging 
the  people  to  make  more  use  of  linoleum.  If  linoleum 
could  be  popularized  b,v  showing  its  utility  and  decora- 
tive value,  why  not  feltol?  So  it  was  decided  to  edu- 
cate the  'Canadian  pu'blic  to  the  uses  of  feltol.  This, 
the  first  real  publicity  campaign  for  a  floor  covering 
that  Canada  ever  witnessed,  depends  for  its  success, 
not  upon  glowing  descriptions  of  feltol.  but  i-ather 
upon  suggestions  as  to  how  feltol  may  'be  used  to  inr, 
prove  a  home  interior. 

In  the  past,  both  manufacturers  and  merchants 
have  been  prone  to  look  upon  oil  cloth  and  linoleum  as 
types  of  floor  covering  with  a  definitely  limited  sale. 
Until  the  advent  of  feltol,  few  Canadian  merchants 
ever  dreamed  of  suggesting  linoleums  or  oilcloths  ex- 
cept for  bathroom  or  kitchen.  Instead  of  accepting 
that  limitation  as  inevitable  for  fe'ltol,  the  makers  of 
this  new  and  less  expensive  floor  covering  boldly 
pointed  out  the  advantages  is  possesses  over  painted 
floors  and  advocatf^d  it  freely  for  sitting  room,  halls 
and  bed  rooms. 

Advei'tising  such  as  the  feltol  publicity  now  appear- 
ing in  magazines,  farm  papers  and  daily  newspapers, 
does  considerably  more  than  sell  the  article  advertised. 
It  stirs  up  interest  in  floor  coverings  generally.  It 
makes  women  want  to  have  their  floors  looking  as  well 
as  the  floors  picitui'ed  in  (he  ads.      It  drives  home  the 


importance  of  good-looking  floors — it  shows  the  close 
relationship  between  floors  and  walls;  and  shows  how, 
with  many  patterns  and  colorings  to  choose  from,  a 
woman  may  work  out  artistic  decorative  efi^ects  that 
Avould  be  quite  impossible  with  an  uncovered  floor.  In 
short  this  new  merchandising  idea  is  destined  to  make 
the  housewives  of  Canada  thoroughly  dissatisfied  with 
their  attempts  to  keep  a  soft  wood  floor  looking  pre- 
sentable by  frequent  varnishing.  The  soft  wood  floor 
never  was  a  success — and  the  time  was  ripe  for  a  cam- 
paign suggesting  that  it  be  covered  up,  in  whatever 
part  of  the  house  it  might  be. 

The  flierchant  should  be  able  to  adapt  this  idea 
profitably  to  his  own  business.  That  is  to  say,  the 
beauty-and-utility  idea  can  be  so  played  up  as  to  make 
a  woman  buy  two  j^ards  of  floor  covering  from  you 
Avhere  she  only  intended  to  buy  one.  To  accomplish 
this,  means  the  careful  schooling  of  clerks.  It  means 
also  an  oil  cloth  department  so  arranged  as  to  give 
your  stocks  of  linoleum,  oil  cloth  and  feltol  a  chance  to 
show  off  to  best  advantage.  It  means  the  constant 
effort  to  impress  your  customers  with  the  fact — as  the 
feltol  ads.  do — that  no  floor  of  wood  can  be  so  satis- 
factory as  a  "covered"  floor. 

When  a  customer  has  purchased  a  few  yards  of  floor 
covering  for  her  bathroom,  ask  her  if  she  has  soft  wood 
in  her  halls  or  bedrooms.  If  she  answers  "Yes,"  sug- 
gest the  possibility  of  improving  the  floors  by  covering 
them  with  suitable  material.  Any  woman  who  has 
had  to  live  with  soft  wood  floors  is  almost  certain  to 
become  communicative  on  the  subject — and  you  can 
then  go  ahead  and  show  her  the  artistic  effects  obtain- 
able. Many  sales  may  be  made  in  this  wa.y.  One 
dealer  in  Montreal  claims  to  have  increased  his  busi- 
ness in  floor  coverings  by  fifty  per  cent,  this  season — 
as  compared  with  the  spring  of  1918 — and  he  attributes 
the  increase  entirely  to  his  own  increased  enthusiasm 
for  the  decorative  value  of  linoleum  and  similar  ma- 
terials— an  enthusiasm  which  he  has  succeeded  in  com- 
municating to  his  clerks. 


ROMANCE  IN  FLOOR  COVERINGS. 

No  branch  of  home  furnishings  contains  more  ro- 
mance than  that  which  deals  with  fioor  coverings.  The 
manufacture  of  rugs  is  filled  with  interesting  details 
which  offer  opportunities  for  unusual  advertisements. 
A  whole  series  of  original  ads  that  would  reflect  the 
individuality  of  a  store  could  be  written  on  I'ugs.  Few 
persons,  that  is,  customers,  know  anything  at  all  about 
rugs.  x\  hel]rful  ad.  could  simply  define  briefly,  and  in 
plain  language,  the  different  kinds  of  lugs,  explaining 
the  particular  merits  of  each.  Because  we  store  folks 
know  these  things  by  heart  we  make  the  mistake  of 
assuming  that  everyone  else  does. — Furniture  Trade 
Review,   

An  appreciative  call  for  Pathe  machines  and  records 
is  observable  at  the  Pathe  parlors  of  Miss  Didier  at 
Dupuis  Freres,  Montreal,' her  sales  showing  a  substan- 
tial gain  month  bv  month. 
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Suggestions  from  the  Methods  of  Other  Dealers 

As  Taken  from  our  Exchanges 


COUNTRY  DEALER'S  OPPORTUNITY 

The  total  land  area  tributary  to  a  dea'ler's  store  is 
that  dealer's  farm.  He  may  not  own  a  foot  of  this 
laud,  yet  every  foot  of  it  has  a  direct  bearing-  upon 
the  volume  and  profit  of  his  business.  Every  wideawake 
uierehant  knows  that  he  is  less  dependent  upon  the 
number  of  his  customers  than  upon  their  purchasing 
power.  But  how  many  dealers  strive  to  increase  this 
purchasing  power  by  purposelj'  handling  and  pushing 
certain  lines  that  will  help  bring  the  community  into  a 
liigher  state  of  prodiictivity ?  In  other  words,  how 
many  dealers  cultivate  their  farms  at  the  same  time 
they  are  cultivating  their  trade? 

This  principle  has  a  broad  application.  Its  logical 
effect  is  to  make  the  dealer  an  adviser  for  his  com- 
munity, alert  to  every  development  in  the  methods,  im- 
plements and  general  trend  of  cultivation  and  farm 
eeonomJ^  Such  a  dealer  must  do  more  than  .simply 
cater  to  the  demands  of  his  trade.  He  must  direct 
this  demand  along  channels  that  Avill  do  the  trade — 
and  himself  eventually — the  most  good.  He  must  not 
wait  upon  the  sluggish  flow  of  information  from  other 
districts  to  educate  his  trade  in  the  value  of  new 
methods  and  new  devices.  If  his  community  is  back- 
ward, a  large  part  of  the  blame,  and  no  small  part  of 
the  loss,  is  his  own. 

Nor  has  a  dealer  exercised  his  opportunity  and  duty 
to  the  utmost  when  he  has  investigated,  stocked  and 
advised  his  trade  as  to  new  products  and  inventions 
logical  to  their  use.  That  is  the  most  obvious,  but  not 
the  onh^  thing  to  be  done.  A  part  of  every  dealer's 
opportunity  lies  in  promoting  the  use,  or  the  wider 
use,  of  products  and  methods  that  have  been  slighted  in 
his  territory,  no  matter  how  long  in  existence  or  how 
amply  demonstrated  elsewhere.  This  requires  the 
highest  and  most  constructive  type  of  business  ability. 
It  depends  not  onlj'  upon  a  thorough  analysis  of  cus- 
toms and  conditions  in  the  community,  but  often  upon 
a  complete  understanding  of  the  mind  of  the  com- 
munity, of  the  local  sense  of  values,  of  preferences  and 
prejudices. — A.  H.  Berwald,  in  Du  Pont  Magazine. 


WHAT  I  WOULD  DO 

Last  week  f  inspected  eight  new  houses  on  one  street 
and  seven  of  them  had  window  seats  ranging  from  two 
feet  deep  by  three  feet  wide  to  three  feet  deep  by 
twelve  feet  wide.  Special  cushions  will  have  to  be 
made  for  these  seats  as  soon  as  the  houses  are  oc- 
cupied. 

If  I  were  in  the  furniture  or  upholstery  business  I 
would  get  a  list  of  all  the  new  houses  being  erected 
and  would  find  out  who  the  architects  are.  I  would 
get  the  measurements  of  any  window  seats  where 
Marshall  cushions  could  be  used  and  as  soon  as  the 
houses  were  sold  or  rented  I  would  see  the  tenant  and 
give  prices  for  the  cushions.  This  would  give  me  an 
entry  and  I  would  get  orders  for  other  furniture  and 
furni.shings  necessary.  How  many  houses  are  being 
built  in  your  town  Avhere  j'ou  could  get  orders  of  this 
kind?— The  Marshall  Bed  Post. 


ATTRACTIONS  BY  CANADIAN  FURNITURE 
HOUSE 

(From  a  daily  paper). 

THE  IDEAL  BUNGALOW^Complete  as  though  it 
had  been  'built  for  actual  occupancy,  with  verandah, 
sunroom,  big,  joll.y  living-room,  dining-room,  hedrooras, 
bathroom  and  kitchen,  all  furnished  in  accordance 
with  a  bungalow  atmo.sphere.  — Fourth  floor. 

A  JAPANESE  GARDEN— A  little  plot  of  Nature's 
own  greenness  blooming  in  the  midst  of  the  showing  on 
the  fourth  floor— a  bit  of  picturesque  out-of-doors,  with 
trees,  grass,  flowers,  and  lily  pond  arranged  a  la 
Japanese  and  crowned  with  a  many-roofed  pagoda. 

— Fourth  floor. 

LIVING-ROOM  OF  LARGE  HOUSE— A  comfort- 
able, inviting  room,  homey  and  intimate,  and  yet  in 
keeping  with  the  demands  of  a  spacious,  handsomely- 
furnished  house.  In  conjunction  with  this,  a  Colonial 
liall,  showing  staircase,  woodwork,  furniture  and  rugs 
of  the  early  baronial  days  of  the  Southern  States. 

— Fourth  floor. 

A  DINING-ROOM— With  table  so  set  as  to  demon- 
strate the  various  usages  and  approved  varieties  of 
plain  and  fancy  linens.  — rSeeond  floor,  centre. 

THE  MODERN  KITCHEN— Equipped  in  practical 
manner  with  such  pots,  pans,  cabinets  and  sundry  de- 
vices as  make  for  the  convenience  and  efficiency  of 
modern  housekeeping.  ,  ■ — Basement. 

DEMONSTRATION  OF  ELECTRICAL  APPLI- 
ANCES— Showing  the  innumera'ble  uses  of  electricity 
as  applied  to  the  saving  of  labor  in  the  cooking  and 
serving  of  meals,  in  the  heating  of  chilly  rooms,  the 
care  of  the  invalid  and  making  of  the  toilet. 

— Electrical  Fixtures  Dept.,  basement. 


OBTAINING  GOOD  PUBLICITY. 

You  can  intensify  the  interest  of  all  adults  in  your 
store  by  working  through  their  children.  An  excellent 
plan  along  this  line  is  to  invite  the  public  school  chil- 
dren of  the  higher  grades  to  write  essays  on  the  sub- 
ject: 

"Why  I  believe  my  parents  should  buy  furniture 
from  (your)  store." 

You  can  appoint  three  judges  to  pass  on  the  merits 
of  the  essays  and  offer  first,  second  and  third  prizes. 

The  value  to  you  not  only  lies  in  the  talk  that  the 
contest  will  create  among  the  parents  of  school  chil- 
dren, but  it  also  gives  you  excellent  human  interest 
material  for  your  newspaper  advertisments  and  also 
for  your  window.  You  can  reproduce  or  display  one 
essay  per  day  together  with  the  picture  of  the  Avriter, 
age,  etc. — Southern  Furniture  Journal. 


Frequent  meetings  of  department  heads,  and  meet- 
ings of  all  the  workers  in  any  one  department  are 
good  things.  They  dissolve  much  social  ice.  You 
can't  afford  to  cut  them  out. 
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LESSON  IN  PERIOD  FURNITURE  DESIGNS 
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The  Louis  XVI  Period — Its  history,  description  and  engaging  qualities — The  beauty  of  it  lies  in  its  fine  outlines 
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THE  haiidsome  lines  of  Louis  XVI  furniture  design 
are  at  present  said  to  be  meeting  with  much  favor 
in  the  eastern  American  cities,  and  a  short  history 
of  this  period  maj^  not  at  present  be  out  of  place. 

Louis  XVI  is  said  to  have  been  weak  of  will  and  con- 
stantly under  the  influence  of  his  wife  or  his  brother, 
his  reign  ending  in  compulsory  flight  from  Versailles  in 
1789,  and  1793  his  trial  and  execution.  Queen  Marie 
Antoinette,  however,  exercised  considerable  influence 
over  French  art  and  a  plainer  and  somewhat  severer 
style  came  into  vogue,  the  style  which  she  adopted  iii 
dress  being  reflected  in  the  furniture  of  the  period.  It 
was  then  that  the  cabriole  leg  was  superseded  by  plain 
tapered  legs,  and  instead  of  so  much  gilt  the  furniture 
was  frequently  painted  white,  gilt  ornament  being  used 
as  a  relief  rather  than  the  base  of  the  decoration. 

One  of  the  best  known  artists  who  left  his  mark  on  the 
cabinet  work  and  decorative  ornament  of  the  period  was 
Jean  Henri  Riesener,  although  many  of  the  examples  re- 
tained in  museums  and  art  galleries  may  be  regarded  as 
connecting  links  between  the  Louis  XV  and  the  Louis 
XVI  periods.  In  the  Louvre  Museum  there  is  an  earlier 
piece  dated  1769.  It  is  a  cylindrical  desk  ornamented 
with  marqueterie  of  flowers  and  trophies  indicative  of 
Poetry  and  of  War ;  the  bronze  ornaments  on  the  bureau 
are  said  to  be  the  work  of  Philippe  Caffieri,  but  were  de- 
signed by  Duplessis  and  Winant.  There  are  also  many 
flne  pieces  by  Martin  Carlin  in  the  Louvre  Museum 
showing  the  peculiar  delicacy  of  style  for  which  this 
artist  is  remarkable.  Another  famous  artist,  by  name 
Ranson,  was  noted  for  his  floral  and  pastoral  trophies, 
looped  garlands  of  roses  and  love  birds,  quivers  of  ar- 
rows and  shepherds'  crooks  hidden  amidst  the  foliage. 

The  style  of  Louis  XVI  is  never  ugly,  in  the  mode 
or  out  of  it,  and  this  fact  alone  proclaims  eloquently 
its  superiority.  In  form  it  is  rectangular.  No  feats  of 
balance  are  attempted  either  in  chairs  or  larger  pieces, 


but  everything  rests  on  straight  lines.  Its  beauty  lies 
in  fine  outlines  of  rare  delicacy  and  in  the  unsurpassed 
purity  of  its  ornament.  Its  detractors  say  that  in  this  is 
no  art,  that  its  unimaginative  designers  strove  to  make 
finish  and  lavish  expenditure  atone  for  poverty  of  in- 
vention. However,  this  style  has  inspired  the  most  ex- 
quisite of  the  English  cabinet-makers,  Thomas  Shera- 
ton. 

Chairs,  sofas,  tables,  commodes,  desks,  all  stand 
straight,  with  most  engaging  honesty.  In  importaiit 
pieces  the  classic  motif  of  bound  arrows  was  employed 
and  formed  the  corner  of  bureaus  and  commodes.  The 
legs  of  tables  were  like  those  of  chairs,  elongated,  ex- 
cepting that  as  tables  were  usually  richly  mounted  a 
departure  could  be  made  from  the  manner  of  treating 
wood  alone,  and  female  heads  of  ormolu  were  used  to 
crown  the  shaft  and  support  the  table  top. 

The  finest  details  of  Pompeii,  the  most  refined  carv- 
ings of  the  Italian  Renaissance  are  copied  onto  the 
chairs  and  sofas,  executed  with  a  skill  which  is  not  even 
attempted  in  these  hasty  days. 

Cushions  for  sofas  and  for  "chaises  bergeres,"  as 
well  as  for  the  ordinary  armchair,  were  luxurious  even 
beyond  the  highest  invention  of  our  own  luxury-pro- 
ducing age.  Springs  were  unknown — were  unwanted 
— as  long  as  they  were  superseded  by  plump  cushions 
of  the  softest  down  that  was  ever  plucked  from  eider- 
duck.  These  cushions,  lying  loose,  were  in  use  in  the 
previous  reign,  but  are  more  closely  associated  with 
this  of  Louis  XVI. 

Stuffs  for  covering  were  as  rich  as  looms  could  make, 
but  the  drawing  changed  to  suit  the  smaller  detail  of 
the  wood  carving.  Delicate  colors  prevailed,  being  a 
necessity  for  that, furniture  which  was  enamelled  iri 
white. 

Tapestry  from  Beauvais  and  from  Aubusson,  the  tap- 
estry of  the  "basse  lisse"  or  low-warp,  was  rightly  the 


Two  pieces  from  modern 
Queen  Anne  bedroom  suite. 
IVIade  in  both  walnut  iind 
mahogany  at  Canada  Furni- 
ture Mfs.  Kitchener  factory. 


Na.9J96-Writing  Table 
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preferred  covering-,  but  even  kings  did  not  have  every 
chair  and  sofa  fitted  with  this  ideal  fabric. 

The  introduction  of  mahogany,  the  use  of  amboyna 
wood  and  tulip  and  rosewood  all  helped  to  make  these 
tables  what  they  were,  a  contrast  in  color  to  the  furni- 
ture designed  for  holding  the  huuian  frame.  Chairs  and 
sofas  were  rarely  left  in  the  natural  wood,  and  when 
no  enamelled  were  skillfully  gilded. 

The  dark  rich  woods  required  different  treatment. 
The  shell  inlay  of  BouIIe  had  gone  out  of  fashion,  but  its 
residuum  was  the  bronze  mount.  The  feeling  for  in- 
crusting  furniture  with  ornament  gave  way  to  a  pref- 
erence for  exposing  the  beauty  of  the  wood  itself.  But 
the  dark  background  thus  obtained  was  an  ideal  con- 
tract for  the  gilden  bronze.  So  tables  were  in  general 
of  polished  wood  much  mouirted. 

The  same  holds  true  of  large  pieces  like  vitrines  or 
cabinets,  commodes,  desks,  and  the  like.  Wherever 
possible  marble  was  used  as  a  top,  although  inlay  was 
at  a  perfect  state  of  development. 

The  real  beauty  of  all  these  large  pieces  lies  not  in 
their  construction,  though  against  that  not  a  word  can 
be  said,  for  since  originality  may  be  lacking  it  offends 
no  one's  taste  through  all  the  changing  centuries  of 
changing  fashions.  But  no  one  can  look  uporr  fine  spe- 
cimeirs  of  the  metal  work  of  this  period  without  feeling 
a  thrill  of  admiration  for  the  work. 

This  was  a  time  of  porcelain.  Vases  imported  from 
China  were  eagerly  seized  oir  by  Gouthiere,  Thonriere, 
and  others,  and  were  mounted  in  bronze  with  fine  skill 
and  lively  imagiiration.  Placques  from  the  Sevres  fac 
tory  were  taken  by  the  furniture  makers  for  insertioji 
in  their  work,  but  the  effect  does  not  appeal  to  the  mod- 
ern eye  except  as  a  curiosity. 

in  general  decoratiorr  of  a  room  the  returrr  to  archi- 
tectural effect  was  directly  due  to  the  revived  study  of 
the  antique.  Fluted  pilasters  from  floor  to  cove  were 
the  fundamental  idea,  and  the  spaces  left  between  were 
pairelled  and  decorated  with  the  delicate  drawing  of 
panels  of  Pompeii,  or  the  Renaissance.  Doors  lost  their 
I'ounded  tops  and  wavering  panels  and  became  again 
rectangidar,  except  for  the  daintily  composed  decora- 
tion in  attenuated  scrolls,  vases,  animal  forms  and 
amorini. 

The  style  of  Louis  Seize  is  one  which  never  tires  the 
eye  nor  affronts  the  taste,  arrd  one  which  imitators  can- 
not readily  caricature  with  their  ignorantly  made  hor- 
rors. 


STRATFORD  CHAIRS  AND  FURNITURE 

The  Stratford  Chair  Co.  Ltd.,  has  just  published  its 
1919  catalogue,  covering  their  complete  line  of  chairs 
and  medium  grade  furniture  in  (juartei-ed  oak,  plaiir 
oak  and  red  gum  for  dining  and  living  room,  bedroom 


and  office.  Bound  iir  a  maroon  colored  cover,  and 
trimmed  with  gold  lettering,  the  catalogue  of  96  pages 
gives  an  elaborate  and  detailed  showing  of  the  com- 
pany's line. 

While  the  Stratford  Chair  Co.'s  .specialty  is  quartered 
oak  box  seat  diners,  the  illustrations  and  descriptions 
show  also  a  wide  range  of  chairs  for  other  rooms.  The 
catalogue  introduction  mentions  the  response  of  the 
company  "o  the  demand  for  complete  suites,  and  these 
now  extend  to  buffets,  china  cabinets,  extension  dining 
tables,  dressers,  chiffoniers,  beds,  dressing  tables  and 
stands  for  the  bedroom. 

All  the  illustrated  designs  show  attractiveness,  sub- 
stantiality and  good  finishes  to  all  pieces  put  out  by 
the  company,  and  the  catalogue  covers  well  the  pur- 
poses for  which  it  was  intended. 


BAETZ  BROS.  BRANCHING  OUT 

Baetz  Bros.,  furniture  manufacturers,  of  Kitchener, 
Ont.,  have  become  interested  in  Baetz  Bros.  Specialty 
Co.  Ltd.,  recently  incorporated  by  Ontario  charter,  to 
make  and  deal  in  electrical  appliances,  etc.  The 
capital  of  the  new  company  is  set  at  $40,000,  and  the 
provisional  directors  are  Jacob  H.  and  Chas.  J.  Baetz, 
M.  F.  Anthes,  W.  H.  Beney,  and  W.  J.  Pleischaner. 


GET  ORIGINAL  IDEAS  IN  SELLING 

(  Continued  from  page  22  J 
delivering  goods  in  that  same  row  to  regular  custom- 
ers. The  above  Avill  be  best  in  cities,  but  in  towns  it 
will  be  easier  as  everybody  almost  will  know  the 
stranger.  As  soon  as  you  find  out  the  name,  put  one 
of  the  letters  in  an  envelope  and  mail  it  to  them. 

If  you  wish,  an  attractive  circular  may  be  printed 
and  enclosed  with  the  letter,  such  a  letter  listing  a 
irumber  of  articles  of  attractive  prices.  In  fact  any 
form  of  advertising  matter  enclosed  in  such  a  letter 
will  add  to  its  usefulness  in  producing  results. 

Other  ideas  for  calling  attention  to  advei'tised  bar- 
gains have  been  used  lately  very  successfully.  They 
are  real  aids  in  effecting  sales,  and  at  the  same  time  Avill 
not  prove  experrsive.  First,  fit  all  furniture  with  felt 
or  rubber  chair  tips.  Cost  will  not  be  more  than  fif- 
teen or  twenty  cents.  Di.splay  the  furniture  in  the 
windoAV  on  polished  floors.  Use  an  ad.  somewhat  as 
follows : 

"Every  piece  of  furniture  we  sell  during  the  next  two 
weeks  will  be  fitted  with  reliable  chair  tips,  which 
renders  the  scratching  of  floors  by  moving  furniture 
about  an  impossibility.  These  tips  will  be  free  with 
every  piece  of  furniture  refpiiring  them  and  every  piece 
is  a  bargain." 


A  period  design — 
William  and  Mary — 
Kodav  suite  made  in  ma- 
hogany with  cane  panels 
and  upholstered  in  a  strik- 
ing design  of  tapestry, 
from  the  Kindel  Bed  Go's 


May,  1919 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


29 


SALESMANSHIP  THAT  MAKES  FOR  SUCCESS 
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Qualities  that  salesmen  should  cultivate — Attraction  and  personality — Tact  an  important  actor,  observation  another 
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Second  Salesmanship  Article  by  Geo.  A.  Simpson,  Hamilton. 


There  is  in  connection  with  the  thought  forces,  what 
we  may  term  the  drawing  power  of  mind,  and  the  great 
operating  law  in  this  connection  is  identical  with  that 
great  law  of  the  universe,  that  "like  attracts  like." 
We  are  continually  attracting  to  us  forces  and  condi- 
tions most  akin  to  those  of  our  own  thoughts. 

The  Lav^r  of  Attraction 

The  law  of  attraction  works  universally  on  every 
plane  of  action,  especially  in  the  field  of  sales,  because 
no  one  will  buy  from  a  man  he  does  not  like  unless  he 
has  to ;  therefore,  it  is  necessary  and  essential  that  every 
salesman  study  the  law  of  attraction. 

If  we  desire  one  thing  and  expect  another,  we  are 
like  a  house  divided  against  itself — bound  to  fall.  We 
must  first  determine  resolutely  to  expect  only  what  we 
desire ;  we  will  then  attract  only  what  we  wish  for. 
Carry  any  kind  of  thought  about  with  you  and  as  long 
as  you  retain  it  you  will  unceasingly  attract  to  yourself, 
knoAvingly  or  unknoAvingly,  exactly  and  only  what  cor- 
responds to  your  dominant  quality  of  thought. 
Thoughts  are  our  private  property  and  we  can  regulate 
them  to  suit  our  taste  entirely  by  steadily  recognizing 
our  ability  to  do  so.  This  being  so,  why  not  study  and 
apply  our  thought  to  reinforce  our  power  of  attraction 
and  draw  closer  to  us  those  with  whom  we  do  business. 
It  is  possible,  and  I  can  assure  you  it  will  lessen  your 
work  and  increase  your  sales. 

If  you  do  not  feel  kindly  towards  a  buyer,  change 
your  mental  attitude.  In  other  words — change  your 
thought  and  make  an  effort  to  attract  him  towards  you  ; 
and  just  as  sure  as  you  do,  his  manner  Avill  change  and 
your  orders  increase  because  the  law  of  attraction  is 
absolute.  And  the  salesman  who  is  always  cheerful, 
hopeful,  confident,  courageous  and  determined  on  his 
set  purpose  will,  if  he  keeps  to  that  purpose,  attract  to 
him  powers  favorable  to  that  purpose. 

Personality 

Another  vital  element  is  personality.  There  is  some- 
thing about  one's  personality  that  cannot  be  explained; 
it  cannot  be  photographed,  neither  can  the  painter  or 
sculptor  reproduce  it,  yet  it  is  one  of  the  most  important 
factors  in  our  success  or  failure  in  life.  It  is  this  in- 
describable quality,  which  some  persons  have  in  re- 
markable degree,  that  holds  an  audience  spell-boiind 
and  makes  people  applaud  beyond  the  bounds  of  en- 
thusiasm. Charm  of  personality  is  a  divine  gift  that 
will  sway  the  strongest  characters.  We  are  uncon- 
sciously influenced  by  people  who  possess  this  magnetic 
power.  Of  course,  that  rare  charm  of  manner,  which 
captivates  all  who  come  within  the  sphere  of  its  in- 
fluence, and  that  strong  personality  which  inclines  all 
hearts  toward  its  fortunate  possessor,  largely  natural 
gifts.  But  we  find  that  the  man  who  practises  unsel- 
fishness, who  is  generously  interested  in  the  welfare  of 
others,  who  feels  it  a  privilege  to  do  a  fellow-creature  a 
kindness — even  though  polished  manners  and  a  gra- 
cious presence  may  be  conspicuous  by  their  absence — 
will  be  an  elevating  influence  wherever  he  goes.  He 
will  bring  encouragement  to  and  uplift  every  life  that 
touches  his.  He  will  be  trusted  by  all  who  come  in  • 
contact  with  him.     This  type  of  personality  we  may 


all  cultivate  if  we  Avill.  Personality  is  intangible;  this 
mysterious  something  which  we  sometimes  call  "in- 
dividuality" is  often  more  powerful  than  ability  that 
can  be  measured,  or  qualities  that  ean  be  rated.  And 
while  it  is — like  poetry,  music  or  art — a  gift  of  Nature, 
it  can  be  acquired  and  cultivated  to  a  very  great  ex- 
tent. And  in  this  connection  it  is  well  to  cultivate  a 
mild,  gentle  and  sympathetic  voice  and  a  sure  way  to 
cultivate  it  is  to  be  mild,  gentle  and  sympathetic  your- 
self. The  voice  is  the  sounding  board,  the  index  of  the. 
soul.  It  is  through  the  voice  we  give  exj^ression  to 
our  thought,  therefore,  fix  your  mind  on  the  thought 
and  the  voice  will  follow ;  and  if  it  is  filled  Avith  truth, 
it  Avill  vibrate  Avith  sincerity,  echo  Avith  sympathy  and 
so  convince  your  hearers  that  thoughts  in  their  mind 
contrary  to  your  OAvn  are  impossible. 

It  is  the  man  Avho  acts  his  thought  and  thinks  litHe 
of  the  act  Avho  succeeds.  Because  success  is  the  most 
natural  thing  in  the  Avorld,  there  is  no  secret  to  it.  The 
man  who  does  not  succeed  fails  because  he  has  placed 
himself  in  opposition  to  the  laws  of  the  universe,  Avhich 
is  progress.  The  pathway  to  success  is  in  serving 
humanity.  By  no  other  means  is  it  possible.  Just 
live  your  life — Avork  hard — and  don't  explain.  Mind 
your  OAvn  business  and  give  others  a  chance  to  mind 
theirs  and  you  can  depend  upon  it  great  men  Avill  ap- 
preciate yon  for  this  very  thing;  and  Avhile  I  am  not 
sure  that  absolute,  perfect  justice  comes  to  everybody 
in  this  Avorld,  I  do  knoAv  that  a  very  good  way  to  get  a 
fair  slice  of  justice  is  not  to  think  of  it,  or  be  too 
anxious  about  getting  it.  The  great  rewards  gravitate 
to  the  man  who  fits  himself  to  receive  them.  The  man 
Avho  does  his  work  so  well  that  he  needs  no  supervision 
has  already  succeeded,  and  the  acknoAAdedgment  of 
his  success  is  siare  to  follow.  The  Avork  of  the  Avorld 
must  be  done  and  civilization  is  simply  a  search  for 
men  AA'ho  can  do  it. 

Tact  an  Important  Factor 

Tact  is  also  a  very  important  factor;  next  to  a  fine 
manner,  perhaps  the  most  important.  One  should  knOAv 
what  to  do  and  be  able  to  do  the  right  thing  at  the 
proper  time.  Observation,  good  judgment  and  com- 
mon sense  are  indispensable  to  those  trying  to  acquire 
the  poAver  of  personality.  Referring  to  observation, 
Herbert  Spencer  says:  "An  exhaustive  observation  is 
an  element  of  all  great  success."  Therefore,  there  is 
no  position  in  life  where  a  trained  eye  and  the  faculty 
of  observation  cannot  be  made  a  great  success  asset. 
The  efficient  salesman  is  ahvays  growing;  he  is  ahvays 
accumulating  knoAvledge  of  every  kind.  He  does  not 
merely  look  Avith  his  eyes^ — he  SEES  with  them :  and 
he  not  only  uses  the  optic  nerve,  but  he  uses  his  mind. 
He  keeps  his  mind  open  to  all  that  is  new  and  helpful. 
Careless,  indifiPerent  observation  does  not  go  back  of 
the  eye.  If  the  mind  is  not  focused,  that  Avhich  Ave  see 
is  not  clear  cut;  Ave  do  not  carry  it  with  force  and  dis- 
tinctness to  the  brain,  and,  therefore,  Ave  are  not  able  to 
draw  accurate  conclusions.  The  faculty  of  observa- 
tion is  particularly  susceptible  of  eultivat'on  and  is 
capable  of  becoming  a  mighty  power  and  a  big  asset  in 
the  success  of  a  salesman, 
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Practical  Suggestions  for  Building  Trade 

By  THE  EDITOR. 

A FACTOR  of  no  small  importance  in  piling  up  the  expenses  of  the  average  retail  store  is  the 
habit  that  the  purchasing  public  has  got  into  of  ordering  goods  in  small  quantities,  even 
goods  that  they  are  using  every  day  and  which  will  keep  for  an  indefinite  length  of  time. 
The  multitude  of  small  orders  naturally  means  greater  expenses  for  store  help  and  for  delivery. 

Most  dealers  would  do  well  to  give  so  me  study  to  ways  and  means  of  overcoming  this  draw- 
back. In  some  localities  this  may  not  be  possible  to  any  great  extent,  but  in  others  some  educa- 
tional work  along  this  line  can  be  turned  to  good  advantage.  One  dealer  in  a  medium-sized  town 
did  some  Avork  along  this  line  Avith  good  effect.  Many  houscAvives  maintained  that  it  Avas  not 
possible  to  think  of  all  the  things  they  needed  for  any  time  ahead,  but  he  dropped  the  suggestion 
that  a  certain  quantity  of  staple  lines  would  not  be  more  than  Avould  last  for  a  week  or  so. 

The  dealer  cannot  be  too  aggressive  in  his  efforts  along  this  line,  but  nevertheless,  he  can 
do  a  good  deal  of  valuable  work. 

«   *  * 


SELLING  HIGHER  STANDARD  GOODS. 

THERE  is  an  old  merchandising  proverb  to  the  effect  that  quality  is  remembei*ed  long  after 
the  price  is  forgotten.      It  is  something  that  the  dealer  and  his  clerks  should  keep  con- 
stantly in  mind  in  the  selling  of  goods.    Your  customer  is  likely  to  forget  that  she  paid  a 
little  more  for  that  pound  of  goods  than  she  could  have  got  it  for  at  the  cut-rate  store  doAvn  the 
street,  but  it  is  one  sure  bet  that  if  the  quality  wasn't  good  she  Avill  certainly  not  forget  it  and  the 
next  order  for  it  is  likely  to  go  to  somebody  else. 

Successful  merchants  of  to-day  invariably  emphasize  the  fact  that  their  business  Avas  built 
upon  a  quality  foundation.  Dealers  should  realize  the  necessity  of  selling  goods  of  higher 
standard  and  of  educating  their  clerks  to  sell  high-priced  goods  in  place  of  cheap,  inferior  grades. 

There  is  also  another  factor  that  should  stimulate  the  dealer  to  feature  quality  goods  and  that 
is  the  fact  that  they  pay  a  little  better  profit. 

*  •  • 

WINNING  CUSTOMERS  BY  PROVIDING  CONVENIENCES 

MANY  merchants  do  not  realize  the  trade  pulling  value  of  conveniences  for  customers.  Ask 
anyone  Avho  has  to  do  Avith  the  management  of  our  big  departmental  stores  and  they  Avill 
tell  you  that  the  providing  of  conveniences  that  make  shopping  more  easy  and  pleasant 
is  a  mighty  big  factor  in  attracting  customers  to  the  store.  Of  course,  the  average  merchant 
cannot  hope  to  provide  eonveniences  for  customers  on  the  big  scale  folloAved  by  many  big  stores, 
but  there  is  no  reason  why  they  cannot  supply  a  number  of  little  conveniences  that  aauII  not  only 
attract  customers,  but  bind  them  more  closely  to  the  store.  Such  small  things  as  the  providing 
of  chairs,  drinking  Avater,  sale  of  postage  stamps,  etc.,  are  small  but  nevertheless  appreciated. 
One  Ontario  merchant  with  only  a  moderate- sized  store  has  a  rest  room  for  customers.  Another 
dealer  in  a  small  toAvn  has  put  up  sheds  Avhere  farmers  may  place  their  horses  AA^hile  shopping,  and 
they  have  been  the  means  of  getting  many  customers  for  the  store.  Siach  conveniences  are 
trade  pullers. 

*  *  * 


i                                             WHY  NOT  MORE  DEMONSTRATIONS?  | 

TIIP]  holding  of  demonstrations  in  the  store  not  only  give  sales-creating  publicity  to  the  lines  | 

featured,  but  give  customers  the  impression  that  the  dealer  is  aggressive,  and  the  public  | 

I                   like  to  deal  at  a  live  store.     Manufacturers  are  so  glad  to  lend  assistance  in  putting  on  | 

I         a  demonstration  of  their  goods  that  it  is  surprising  that  more  dealers  do  not  take  advantage  of  | 

I         this  means  of  building  up  sales.    If  you  have  not  been  making  use  of  demonstrations,  give  some  | 

I         thought  and  study  to  the  matter.  | 
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A  THRIFT  REQUEST 
To  Our  Subscribers: 

About  your  subscription  receipt: — ^Instead  of  send- 
ing you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  will  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 
Thanking  you,  we  are 

Gratefully  yours, 
THE  COMMERCIAL  PRESS,  LIMITED, 

32  Colborne  Street,  Toronto. 


Brighten  Up  Springtime  is  "dress  up"  time 

For  Spring  not  only  with  Mother  Nature,  but 

with  everything,  remarks  an  ex- 
change. Men,  women  and  children  come  forth  in 
new  raiment,  house  painters  get  busy,  carpets  come  up 
and  draperies  come  down  to  be  cleaned  and  re- 
juvenated. And  so  you  may  be  sure  that  anything 
you  can  do  to  brighten  and  freshen  up  your  store  will 
be  taken  special  note  of  by  the  public  at  this  time. 
^  Get  down  the  old  signs  having  to  do  with  winter 
goods  and  the  like.  Bring  forward  new  and  sea- 
sonable lines  and  give  them  tasteful  display.  If 
there  is  need  anywhere  for  fresh  paint  and  varnish, 
you  can  rest  assured  that  the  advertising  value  of  doing 
it  will  far  exceed  the  small  cost. 

If  you  have  thought  of  putting  in  new  equipment  of 
any  sort  now  is  the  time  to  think  hard  and  do  it.  You 
must  advance,  if  you  do  not  you  will  go  backward — 
you  cannot  stand  still.  Something  every  year  should 
be  added  to  make  your  store  more  efficient  and  at- 
tractive. The  cost  of  it  will  come  back  in  increased 
trade  no  matter  where  you  are  located.  If  conditions 
are  so  bad  that  it  will  not,  it  is  high  time  that  you 
looked  for  a  new  field. 

You  see  the  store  every  day  and  you  may  not  re- 
alize just  how  much  you  need  these  suggestions.  Look 
the  store  over  carefully,  draw  out  a  little  plan  of  it  on 
paper  and  study  it.  You  may  be  able  to  find  ways 
that  you  can  increase  your  display  space  and  lessen 
labor  by  putting  things  in  more  convenient  relations  to 
each  other.  Anything  you  can  do  to  make  it  more 
convenient  to  wait  upon  trade  cannot  help  but  increase 
the  profits.  If  you  can  gain  a  little  time  for  yoiirself 
in  this  way  you  can  utilize  some  of  that  time  to  plan 
new  ways  for  increasing  business. 

*   *  * 

Avoid  the  We  are  never  surprised  M^hen  a 

Blanks  person  draws  a  blank  in  a  lottery, 

because  he  operates  blindly.  We 
are  surprised  however,  Avhen  a  dealer  draws  what  is 
practically  a  hlank  in  picking  a  location.     There  are 


certain  guides  to  a  good  business  location  that  should 
be  apparent  to  every  man  contemplating  going  into 
business. 

One  essential  is  a  good  territory  to  draw  from  and 
one  does  not  get  this  when  he  picks  a  store  that  is 
fronted  by  a  big  unpopulated  district,  such  as  one  city 
dealer  picked  recently  in  opening  a  fine,  up-to-date 
store. 

When  picking  a  location  avoid  stores  that  are 
fronted,  backed  or  flanked  by  open  or  unpopulated  sec- 
tions.    Avoid  the  Hanks. 

More  Attention  With  the  coming  of  summer  the 
to  Windows  windows  should  be  spruced  up  a 

bit.  There  is  a  double  reason  for 
this.  One  is  that  people  are  outdoors  more  and  good 
displays  are  likely  to  get  more  attention  than  during 
the  winter  months.  Another  reason  is  the  need  of 
brightening  up  the  store  in  keeping  with  the  season  and 
because  there  are  so  many  lines  that  can  be  featured 
to  advantage  at  this  time  of  the  year. 

It  may  generally  be  said  that  windows  have  not 
been  given  so  much  attention  during  the  past  few 
years  as  previous  to  the  war  for  obvious  reasons.  Now 
is  the  time  for  a  change  from  this  neglectfulness.  The 
spirit  of  prosperity  is  in  the  air,  more  help  is  available 
for  store  work,  and  opportunity  for  big  business  is 
with  us.     Give  more  attention  to  the  window. 

•    •  • 

The  Value  The  man  who  lacks  politeness  has 

of  Politeness  no  place  in  the  business  world, 

either  as  owner  of  a  business  or  as 
a  salesman.  Courtesy  and  politeness  are  essential  to 
maximum  success. 

From  a  census  taken  by  System,  54.1  per  cent,  of  the 
people  who  responded  to  an  enquiry,  said  they  were 
most  impressed  by  the  courtesy  of  the  clerks  and  the 
proprietors  of  the  stores  where  they  dealt,  and  that 
was  why  they  continued  to  go  there.  Just  stop  and 
consider  the  fact — more  than  half  the  people  who  deal 
with  your  competitor  are  doing  so  because  either  he  or 
his  employees  are  polite.  You  had  better  take  the 
cue. 


TWELVE  THINGS  TO  REMEMBER 

The  Value  of  Time.  The  Success  of  Persevcranco. 
The  Pleasure  of  Working.    The  Dignity  of  Simplicity. 

The  Worth  of  'Character.  The  Power  of  Kindness. 

The  Influence  of  Example.  The  Obligation  of  Duty. 

The  Wisdom  of  Econoni.v.  The  Virtue  of  Patience. 

The  Tiniprovement  of  Talent.  The  Joy  of  Originating. 
— Marshall  Field. 
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How  Credit  Accounts  are  Handled 

By  Orin  C.  Frood 

The  method  of  handling  credit  accounts  has  been 
taken  up  at  meetings  of  our  association,  and  the  writer 
has  submitted  the  form  attached  for  use  in  offices,  so  as 
to  enable  the  accountant  or  proprietor  to  know  at  all 
times  the  standing  of  each  and  every  account. 

This  form  contains  a  column  for  the  folio  of  the  ac- 
count, the  name,  address,  and  also  columns  for  each 
month's  purchases  and  cash  receipts.  Also  columns 
for  allowances,  notes,  etc.  In  the  total  column  the 
amounts  are  all  entered  in  pencil,  all  other  entries  be- 
ing made  in  ink,  as  they  do  not  change.  For  explana- 
tion, I  have  taken  an  account  of  John  Jones,  555  5th 
St.  S.E.  You  will  see  that  he  owes  the  firm  $15.00  on 
January  1st,  that  being  the  balance  of  his  account  from 
1917,  and  that  he  had  made  purchases  during  January 
to  the  amount  of  $4.00  and  has  paid  $10.00  on  his  ac- 
count. The  first  entry  shows  the  sheet  as  it  would  read 
on  the  1st  of  January,  the  second  entry  as  it  would 
.show  after  he  has  made  the  payment,  the  third  entry  as 
the  account  would  stand  after  inserting  his  purchases 
for  the  month  of  January.  Several  other  entries  are 
made  on  the  sheet  and  can  easily  be  followed  by  the 
above  explanation. 

This  system  has  been  worked  out  in  a  great  many 
cases  and  has  proved  to  be  a  great  help,  as  a  merchant 
can  tell  instantly  the  condition  of  a  customer's  account, 


when  he  bought  the  goods,  Avhen  payments  were  made, 
or  any  oiher  information  desired. 


SOME  FUNDAMENTAL  BUSINESS  PRINCIPLES 

By  S.  E.  Stewart 

It  should  be  impressed  upon  every  retailer,  no  matter 
how  small  his  business,  that  proper  account  books  must 
be  kept,  including  at  least  cash,  merchandise  and  lodger 
accounts;  that  sufficient  insurance  should  be  carried; 
that  he  should  take  stock  at  least  once  a  year  and  in  do- 
ing so,  allow  for  shelf-worn,  out-of-date  and  damaged 
merchandise  to  a  reasonable  amount,  and  that  it  is  often 
better  to  sell  at  a  loss  at  a  close  of  a  season  than  carry 
over  to  the  next.  An  effort  should  be  made  to  show 
tlie  retailer  the  effect  of  overhead  expenses  and  their 
relation  to  net  profits,  that  a  large  turnover  on  a  small 


gross  percentage  is  frequently  more  remunerative  than 
a  monopolistic  percentage  on  only  a  small  turnover. 
Many  retailers  make  the  mistake  of  adding  a  certain 
percentage  to  cost  and  when  the  goods  are  sold,  figure 
the  profit  thereon  at  the  same  rate  per  cent,  on  the  sell- 
ing prince.  The  writer  has  suggested  that  the  selling 
price  be  used  as  the  basis  of  computation  and  that  the 
cost  price  be  referred  to  only  as  a  percentage  of  the 
selling  price. 

The  retailer  should  know  how  to  deal  with  slow  ac- 
counts and  understand  the  ill  effects  on  his  profit  and 
loss  statement  of  carrying  heavy  book  accounts.  Many 
a  merchant  jollies  himself  that  he  is  solvent  and  pros- 
pering by  including  doubtful  accounts  and  merchandise 
that  has  deteriorated  in  value  as  a  part  of  his  realizable 
assets  at  their  face  value.  He  does  not  do  this  with 
any  intent  to  mislead,  but  such  figures,  if  presented  as 
a  means  of  obtaining  credit  are,  to  say  the  least,  unfair, 
and  such  practice  has  caused  wholesalers  to  eliminate 
book  accounts  as  assets  altogether. 


COST  OF  LAPSING  DISCOUNTS 

In  order  to  show  retailers  the  high  price  they  pay 
for  the  privilege  of  taking  full  time  on  their  invoices, 
an  exchange  has  presented  the  following  table  showing 
the  interest  equivalents  of  a  few  cash  discounts. 

(1)  One  per  cent,  in  10  days  in  a  30  day  bill  means 
18  per  cent,  per  annum.  Ex- 
ample :  Invoice  $1,000,  30  days 
net,  1  per  cent,  for  cash  in  10 
days.  If  the  merchant  pays  in 
10  days  he  receives  $10  cash 
discount,  which,  in  effect,  is 
the  interest  the  wholesale 
house  pays  him  for  the  use  of 
$1,000  fo^r  the  20  days  unex- 
pired time.  This  is  at  the  rate 
of  18  per  cent,  per  annum  for 
the  interest  on  $1,000  for  20 
days  at  18  per  cent,  is  $10. 

(2)  Invoice  $1,000,  terms  60 
days  net,  2  per  cent,  for  cash 
in  10  days.  Discount  $20,  un- 
expired time  50  days,  interest 
equivalent  14  4-10  per  cent 
per  annum. 

(3)  Invoice  $1,000,  terms  6 
months  net,  6  per  cent,  for 
cash  in  30  days.  Discount 

$60,  unexpired  time  5  months,  interest  equivalent  14  4-10 
per  cent,  per  annum. 

(4)  Invoice  $1,000,  terms  4  months  net,  4  per  cent, 
for  cash  in  30  days.  Discount  $40,  unexpired  time  3 
months,  interest  equivalent  16  per  cent,  per  annum. 

(5)  Invoice  $1,000,  terms  6  months  net,  6  per  cent, 
for  cash  in  60  days.  Discount  $60,  unexpired  time  4 
months,  interest  equivalent  18  per  cent,  per  annum. 

The  above  few  examples  will  show  what  a  heavy  dis- 
advantage the  retailer  works  against  when  he  takes 
full  time  on  his  bills.  He  could  borrow  money  to  dis- 
count his  purchases  and  make  6  per  cent,  to  10  per  cent, 
on  the  transaction  besides  keeping  his  business  in  hand 
better  than  he  possibly  can  when  he  owes  a  large  num- 
ber of  wholesale  houses. 


Think  for  yourself,  but  don't  think  you  have  the  only 
thoughts  that  are  worth  while. 
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W.  A.  Britton  has  sold  his  furniture  and  undertaking 
business  at  CIrand  Valley  to  F.  Sargent. 

Mitchell  &  Co.  have  opened  a  furniture  and  hard- 
ware store  at  Conquest,  Sask. 

The  Mount  Royal  Furniture  Exchange  has  been  reg- 
istered at  Montreal. 


J.  A.  BANFIELD 

of    WiuTiipeg,    elected    President    of  Dominion 
Executive  of  R.  M.  A. 


Walter  Greer  has  sold  his  furniture  and  harness  busi- 
ness at  Lashburn,  Sask. 

The  Canadian  Mattress  &  Spring  Bed  Mfg.,  Ltd.,  has 
been  registered  at  Quebec. 

The  Alaska  Bedding  Co.  have  completed  the  exten- 
sion to  their  factory  at  Montreal. 

The  Solomon  Furniture  Co.,  Notre  Dame  West,  Mont- 
real, have  commenced  enlarging  their  premises. 

The  annua]  convention  of  the  Saskatchewan  and 
Alberta  R.M.A.,  will  'be  held  at  Regina  on  May  13,  14 
and  lo. 

Retail  merchants,  members  of  the  R.  M.  A.,  at  Otta- 
wa, are  closing  their  stores  at  six  o'clock  every  Satur- 
day evening. 

The  National  Fire  Protection  Association  of  the 
United  States  and  Canada  held  its  annual  convention 
at  Ottawa  on  May  6,  7  and  8. 

P.  L.  f^' Parson")  Wilson,  well-known  representa- 
tive of  the  (tpo.  McLagan  Co..  has  returned  from  a  two- 
inonths'  sojourn  in  California. 

The  Regina  R.M.A.  have  voted  in  favor  of  closing  all 
retail  stores  at  six  o'clock  every  evening  including 
Saturdays,  the  year  round ;  also  on  Wednesday  after- 
noons in  June.  July  and  August. 

Fire,  which  broke  out  in  the  rear  of  Craig's  furni- 
ture store  at  the  corner  of  Brock  and  George  Sts.,  at 
Peteriborough,  some  days  ago,  did  considerable  damage 
to  the  interior  of  that  part  of  the  building  in  spite  of 
the  fact  that  the  fire  brigade  were  on  the  scene  in 
quick  time  and  had  two  streams  playing  upon  the 
blaze. 


The  Shierholtz  Furniture  Co.,  New  Hamburg,  Ont., 
have  fallen  into  line  with  the  other  furniture  manufac- 
turers of  Ontario  and  adopted  a  nine-hour  day  for  em- 
ployees. 

Chesley  Chair  Co.,  Ltd^,  Chesley,  Ont.,  intend  using 
Hydro  power  and  have  installed  a  Canadian  Westing- 
house  constant  speed  induction  motor  with  auto  starter. 
This  will  enable  them  to  about  double  their  output. 
They  report  that  business  is  very  good,  orders  coming 
in  faster  than  they  have  been  able  to  make  the  goods. 

Burton  E.  Brintnell,  furniture  dealer,  of  Brighton, 
Ont.,  has  purchased  the  undertaking  business  of  Cun- 
ningham &  Ballantyne.  at  Trenton,  and  will  conduct 
it  as  a  branch  with  his  brother,  Leslie  M.  Brintnell,  as 
manager.  ' 

Joseph  N.  Gervais,  for  14  .vears  secretary-treasurer 
of  N.  G.  Valiquette,  Ltd.,  Montreal,  has  gone  into  busi- 
ness in  his  own  behalf,  having  purchased  the  business 
of  J.  0.  Gareau,  Ltd.,  at  St.  Lawrence  and  Mount  Royal 
Avenues,  Montreal. 

R.  A.  MacGillivray  has  taken  the  position  of  mana- 
ger with  the  Kitchener  Furniture  Co.,  Kitchener,  Ont. 
For  the  past  twelve  years  Mr.  MacGillivray  has  been 
.superintendent  of  the  Crown  Furniture,  Ltd.,  Preston, 
Ont.  Before  leaving  Preston  he  was  presented  with 
two  easy  chairs  by  members  of  the  staff. 

John  Anderson,  Ltd.,  is  the  name  of  a  company  which 
has  just  received  an  Ontario  charter,  capitalized  at  $40,- 
000,  to  take  over  the  furniture  and  undertaking  busi- 
ness conducted  under  the  name  of  Anderson,  Nugent  & 
Co.,  at  Lindsay.  The  provisional  directors  are  Jean  R. 
Anderson,  Jas.  S.  MacKey,  and  Jno.  W.  Anderson,  all 
of  Lindsay. 


Tlie  Marsliall  Ventilated  Mattress  Co.'s  Toronto 
factory,  located  at  10  West  Market  St.  The  com- 
pany recently  took  over  the  whole  five  floors  of 
this  building.  The  increase  in  the  product  of  the 
company's  lines  rendered  this  necessary.  Besides 
the  Marshall  cnshicMi  and  ventilated  mattress  the 
comiiany  is  now  maUin;;  high  <iuality  jute  and  felt 
for  the  trade. 

el.  C.  Pennington,  architect,  luis  let  a  contract  for 
the  construction  of  a  second  storey  to  the  Leggatt  & 
Piatt  bed  spring  plant  on  McDougall  St.,  Windsor,  Ont. 
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Back  From  the  Front 

The  accompanying  illustration  is  a  photo  of  Mr.  Chas. 
Crawford,  one  of  The  Alaska  Bedding  Co.'s  salesmen, 
who  has  been  overseas  for  three  years  and  has  just  re- 
turned. Charlie,  as  he  is  better  known,  was  fortunate 
in  not  having  had  any  serious  injury,  although  contin- 
uously in  action  for  three  years.  Needless  to  say,  his 
old  associates  of  the  Alaska  Bedding  Co.  received  him 
with  open  arms. 

Mr.  Crawford  left  headquarters  at  Winnipeg  about 
the  middle  of  April  for  Regina,  which  will  be  his  head- 


CHAS.  CRAWP'ORD 
Covering  Saskatchewan  for  Alaska  Bedding  Co. 

quarters  for  the  time  being.  He  will  travel  his  old 
hunting  ground  in  Saskatchewan,  and  no  doubt  will  be 
heartily  received  by  all  his  old  friends  and  customers, 
who  know  "and  appreciate  Charlie's  congenial  and  sin- 
cere disposition. 


PRESENTATION  TO  FURNITURE  MAN. 

Mr.  R.  A.  McGillivray,  who  recently  severed  his  con- 
nection with  the  Crown  Furniture  Company,  Preston, 
Ont.,  of  which  he  has  been  a  large  stockholder  and  also 
superintendent  of  the  entire  plant  for  the  past  13  years, 
to  take  over  the  management  of  the  Kitchener  Furni- 
ture Co.,  before  leaving  Preston  was,  with  Mrs.  Mac- 
Gillivray,  the  recipient  of  two  large  upholstered  arm 
chairs  by  the  staff  of  the  company,  which  goes  to  show 
the  high  esteem  in  which  he  was  held  by  those  who 
have  been  under  his  supervision  for  the  past  number  of 
years.  Mr.  MacGillivray,  although  leaving  the  Crown 
Company,  will  still  maintain  his  interest  in  the  tirm. 
When  the  presentation  was  made,  he  was  also  presented 
with  an  address  signed  on  behalf  of  all  his  associates 
by  J.  F.  Wildman,  secretary-treasurer ;  J.  Turel,  gen- 
eral superintendent ;  and  Mr.  Dechert,  of  the  office 
staff. 

Mr.  MacGillivray  for  nearly  thirteen  years  has  had 
charge  of  both  the  business  and  manufacturing  ends 
of  the  Crown  Furniture  Co.,  and  has  been  a  valuable 
asset  of  that  concern.   His  knowledge  of  the  furniture 


trade  and  the  keen  interest  that  he  took  in  the  concern, 
helped  to  make  the  business  what  it  is  to-day.  Before 
becoming  identified  with  the  Crown  Furniture  Co., 
Mr.  MacGillivray  was  with  the  Greutzner  Furniture 
Co.  of  Hespeler.  When  he  took  charge  of  the  Crown 
industry  he  entered  into  partnership  with  C.  R.  Ban- 
ning and  Austin  Moss.  The  former  held  the  controlling 
interest,  which  he  maintained  until  a  few  weeks  ago, 
when  he  sold  his  interests  to  Mr.  Wildman  of  Toronto, 
who  recently  made  Preston  his  home  and  who  is  nov,' 
general  manager  of  the  business.  Mr.  MacGillivray 
will  be  greatly  missed  by  his  fellow  partners  as  well 
as  the  entire  staff,  among  whom  he  was  very  popular. 
When  he  took  charge  at  the  Crown,  the  firm  had  a  staff 
of  30,  and  now  the  staff  is  over  60. 


LEAVES  HESPELER  FURNITURE  PLANT. 

A.  Bushfield,  who  has  resigned  his  position  as  super- 
intendent at  the  Hespeler  Furniture  Company's  plant 
at  Hespeler,  Ont.,  to  accept  a  similar  position  elsewhere, 
was  on  the  day  of  his  departure  surrounded  by  the 
men  of  the  different  departments  of  the  factory,  and 
presented  with  a  handsome  mantel  clock  and  a  pickle 
fork,  which  went  to  show  the  high  esteem  in  which  ho 
was  held  by  the  men  employed  by  him.  Mr.  Bushfield 
during  his  stay  in  town  made  many  friends,  who  were 
sorry  to  learn  of  his  leaving  town.  The  men  who  have 
been  under  his  employ  speak  highly  of  him  and  could 
not  see  him  depart  from  them  without  presenting  him 
with  something  that  would  remind  him  of  the  days  he 
spent  in  the  good  town  of  Hespeler  and  the  hours  he 
spent  as  superintendent  of  the  Hespeler  Furniture  Com- 
pany plant. 


DEMAND  FOR  FOLDING  BEDS. 

The  Kindel  Bed  Co.,  Ltd.,  of  Stratford,  report  a  large 
sale  of  folding  beds  at  present.  In  fact,  their  sales  for 
April  beat  all  their  records  for  any  month's  business  in 
their  history.  The  housing  problem  is  responsible  for 
the  many  sales.  There  are  so  many  soldiers  now  return- 
ing to  Canada  and  wanting  to  take  up  house  again  that 
in  the  cities  and  larger  towns — and  in  some  of  the 
smaller  ones  also — a  great  call  is  being  made  for  homes, 
with  not  enough  houses  around  to  fill  the  demand. 
That  means  that  very  many  couples  and  small  families 
are  taking  up  rooms  and  apartments.  Space  being  at 
a  premium,  folding  beds  are  in  great  demand. 

This  condition  should  present  to  furniture  dealers  an 
opportunity  for  sales.  These  folding  beds  are  now  com- 
ing out  in  special  period  designs,  and  upholstered  easy 
chairs  to  match  the  bed-davenports  may  be  had  to 
round  out  a  complete  living-room  suite. 


DEATH  OF  FURNITURE  DEALER. 

John  Thompson,  a  well-known  business  man  of  Fer- 
gus, Ont.,  died  at  his  home  there  on  April  22  in  his 
sixty-third  year.  He  was  born  in  the  town  and  early 
in  life  went  into  the  furniture  and  undertaking  busi- 
ness with  his  father,  the  firm  name  being  Thompson  & 
Son.  He  was  reeve  of  the  town  in  1916  and  1917,  and 
a  member  of  the  council  for  three  years.  He  is  survived 
by  two  sons  and  a  daughter. 


STOVE  WEEK  IN  MAY. 

Western  furniture  dealers  are  planning  a  "  gas  range 
week"  during  this  month  of  May. 
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AWAKEN  CANADA  TO  NEW  CONDITIONS 

The  Canadian  Trade  Commission  has  undertaken  a 
campaign  to  awaken  the  people  of  the  Dominion  to  the 
fact  that  trade  cannot  revert  to  "normal"  as  under- 
stood in  1914.     It  will  be  changed  in  many  particulars. 

'"We  cannot  expect,"  the  Trade  Commission  declares 
in  a  statement  just  issued,  "that  trade  will  go  back  to 
pre-war  channels  and  prices  to  pre-war  levels.  The 
Dominion  will  have  to  jolt  itself  if  it  does  not  want  the 
jolt  to  come  from  outside.  Trade  is  going  to  be  keener 
and  harder  and  sterner  and  more  exacting  in  its  de- 
mands. Throughout  the  world  it  is  going  to  be  as 
never  before — a  thing  of  long  preparatory  effort,  of 
unceasing  api^lication,  of  co-operation  where  formerlj^ 
there  was  competition,  of  standardized  production  in 
field  as  well  as  in  factory,  of  quantity  outpiit  on  a  scale 
hitherto  undreamed  of,  and  of  the  co-ordination  of  all 
means  of  transport  to  reduce  expenses  to  the  limit.  It 
is  the  business  of  the  Canadian  Trade  Commission  to 
make  these  facts  as  Avidely  known  as  possible.  How 
few  people  in  the  Dominion  realize  that  our  total  debts 
now  amount  to  over  $1,500,000,000,  or  in  other  words, 
that  while  the  per  capita  debt  in  1914  was  $46,  it  has 
to-day  jumped  to  $270.  It  is  to  find  a  partial  solu- 
tion for  this  condition  of  things  that  the  Commission  is 
at  work." 

"Its  work  does  not  cease  Avith  acting  as  an  agency 
for  the  Canadian  Mission  in  London,  though  that  is 
important.  There  is  the  further  obligation  to  do  what 
can  be  done  to  rouse  the  whole  people  to  a  realization 
that  we  must  return  to  peace  time  work,  but  on  a  war 
time  basis." 


$400,000  FURNITURE  STORE  FOR  TORONTO 

In  spite  of  soaring  costs  of  building  material  and  a 
formidable  labor  market,  the  Adams'  Furniture  Co., 
Toronto,  are  going  ahead  this  summer  with  the  con- 
struction of  a  $400,000  structure  on  Yonge  St..  just 
south  of  Shuter.  on  the  old  Russell  House  block.  The 
company  will  vacate  its  present  premises  Avhich  are 
owned  by  the  T.  Baton  Co. 

The  new  structure  is  ta  be  one  of  the  finest  in  To- 
ronto, it  is  said,  consisting  of  seven  storeys  of  concrete 
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No.  37 — Unique  pnttern  of  tray  frciii  I'hillips  Mfg.  Co.  line.  It  is 
a  mnliogany  finished  tray  with  combination  brass  and  wood  handles,  and 
is  one  of  the  company's  latest  designs. 
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fire-proof  construction,  88  by  122  feet.  The  work  of 
razing  the  buildings  on  the  present  site  will  be  com- 
menced probably  next  month,  according  to  officials  ,  of 
the  Adams'  concern. 


PROSPERITY  WILL  CONTINUE. 

Says  J.  E.  Brown,  manager  of  Revillon  Wholesale, 
Ltd.,  Edmonton,  Alta. : 

"In  my  humble  opinion,  business  will  be  quite  staple 
for  the  next  few  months.  There  is  no  indication  in  the 
general  market  that  any  line  of  merchandise  will  de- 
cline soon,  or  that  the  decline  will  amount  to  much. 
The  fact  that  the  world  has  neglected  production  dur- 
ing the  past  four  years  makes  a  shortage  in  all  the  prin- 
cipal lines  of  merchandise.  The  four  necessary  raw 
materials — food,  steel,  wool  and  cotton — are  in  very 
ready  demand  all  over  the  world  at  the  present  time." 


REWARDED  FAITHFUL  EMPLOYEE. 

In  his  will  the  late  David  Sanders,  furniture  dealer 
at  West  Toronto,  left  his  widow  a  life  interest  in  his 
household  goods,  $1,500  insurance  and  an  annuity  of 
$600.  Mrs.  Annie  Parsons,  who  has  been  employed  in 
his  store  for  18  years,  is  left  $2,500,  and  is  to  be  re- 
tained as  manager  at  her  present  salary  as  long  as  the 
business  exists. 


SPLENDID  FURNITURE  CATALOGUE 

An  elaborate  and  beautiful  catalogue  has  just  been 
published  by  The  Knechtel  Furniture  Co.  Ltd.,  Han- 
over. Ont..  from  the  Sentinel-Review  Press  of  Wood- 
stock. P>etween  its  flexible  red  cloth  covers  are  216 
nages  of  illustrations  and  descriptions  of  the  Knechtel 
line — "from  the  tree  to  the  finished  product."  A 
tliumb  index  immediately  gives  the  reader  the  class  of 
luniitnre  he  desires  to  look  over,  divided  as  it  is  into 
bedroom,  dining,  kitchen,  library,  music,  den,  parlor, 
office,  chairs  and  sundries. 

The  company  owns  its  own  timber  limits,  saw  and 
veneer  mills,  and  has  factories  at  Walkerton  and 
Southampton  as  well  as  Hanover,  so  is  well  e(iuii)ped  to 
turn  out  quality  furniture.  The  illustrations  show 
the  lines  up  well,  and  the  get-up  of  the  catalogue, 
printed  on  cream  paper,  is  first-class. 
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The  Murray-Kiy  Cj.'s  wiudow.    Introduction  to  their  newfurniture  department.   All  departments  are  now  under  one  roof 


Murray-Kay  Co  s  Furniture  Move 


ON  May  1  the  Murray-Kay  Co.  completed  the 
tran.sfer  of  their  furniture  salesrooms  from  the 
old  Kay  store  on  King  St.  W.,  Toronto,  to  the 
Murray  building  on  King  St.  E.,  thus  placing  all  de- 
partments under  one  roof.  As  time  goes  on  the  furni- 
ture department  will  be  enlarged  to  take  care  of  gen- 
eral house  furnishings,  wall  papers,  curtains,  etc. 

At  the  time  of  the  transfer  the  Murray-Kay  Co.  made 
a  showing  of  a  diningroom  suite  in  one  of  the  King  St. 
windows  in  the  new  quarters,  as  shown  above  The 
suggestion  Avas  taken  from  an  arrangement  pictured 
in  an  earlier  issue  of  Canadian  Furniture  World. 


GIVE  INCREASED  ATTENTION  TO  WINDOW 

At  this  season  of  the  year  there  is  usually  a  renewal 
of  window  dressing  effort  in  succession  to  the  slack- 
ened interest  in  it  during  the  cold  weather  when  peo- 
ple are  not  so  inclined  to  stop  to  view  even  an  at- 
tractive window.  In  many  localities  there  has  been 
little  weather  of  this  nature  during  the  past  winter  and 
therefore  no  reason  to  neglect  the  window,  but  even  at 
that  it  is  good  business  at  this  time  to  decide  to  give 
increased  attention  to  the  window.  Put  a  little  more 
life  into  the  windows.     It  will  mean  larger  sales. 


KNOBS  OF  NEWS 

Piano  Cases  and  Phonographs,  Ltd.,  Brantford,  Out., 
has  been  incorporated  by  Dominion  charter  with  a 
capital  of  $100,000. 

Pathe  Distributors';  Ltd.,  has  been  incorporated  at 
Winnipeg,  by  A.  S.  Binns,  R.  Driscoll,  J.  H.  Elliott, 
Winnipeg,  and  Jas.  Malcolm,  Kincardine.  The  capital 
is  $150,000. 

The  Sellers  Kitchen  Cabinet  Co.  of  Canada,  Ltd., 
has  been  incorporated  Avith  a  capital  of  $90,000.  The 


incorporators  are  Alex.  H.  Davidson,  Jacob  Bechtel, 
Harry  0.  Bel),  Fred.  Thompson  and  Donald  McVittie. 
Southampton.  Ont.,  is  the  headquarters. 

The  Office  Furniture  and  Supplies  Co.  Ltd.,  Brock- 
ville,  Ont.,  has  been  incorporated  with  a  capital  of 
$100,000  to  make  household  and  other  furniture  of 
wood  or  steel.  H.  W.  Fleury  and  Thos.  Sisman,  of 
Orillia,  Ont.,  are  interested. 
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1  EFFICIENCY  doorway  to  net  profits.  The  | 

I    Robertson  Socket  Head  Wood  | 

1  IVrile  us  for  free  Screw   asiures  efficiency.    Used  | 

1  dewomlralion  by   Dearly   all    leading  furniture  | 

I  manufacturers,  etc.  | 

I    P.  L.  Robertson  Manufacturing  Co.,  Limited  \ 

I  MILTON    -    ONTARIO  | 
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I    High-Grade  CHESTERFIELDS  | 

I  Re-Upholstering  to  the  Trade  | 

I  SPECIAL    ORDER   WORK  | 

I     Life  Long  Furniture  Co.,  -   -   Ingersoll,  Ont.  | 
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C.  B.  CHATFIELD 

Designer  of  Furniture 
GRAND 

RAPIDS  -        Michigan,  U.S.A. 


Talking  Machines  in  the 
Furniture  Store 


TALKING  MACHINES  FOR  ONTARIO  SCHOOLS 

The  increasing  importance  of  music  in  the  pii'blic 
schools  was  manifest  at  the  various  sessions  of  the 
Ontario  Educational  Association  held  in  Toronto,  April 
21-24.  The  remarkable  singing  of  the  pupils  of  the 
Perth  Avenue  School.  Toronto,  at  the  general  sessions; 
the  petition  of  the  recently  organized  Music  Super- 
visors for  place  on  next  year's  program,  and  the  dis- 
cussion about  music  in  the  public  schools  which  came 
up  whenever  the  course  of  study  was  considered  are 
proofs. 

The  most  significant  evidence  of  this  increased  in- 
terest in  music  in  public  schools  was  the  unanimous 
endorsement  of  a  resolution  passed  by  the  Public 
School  Section  that  the  Minister  of  Education  be 
urged  to  list  talking  machines  as  school  supplies  and 
to  make  it  obligatory  on  every  school  district  in  the 
Province  to  i)urchase  a  talking  machine  and  records 
for  every  school  in  the  Province.  The  Music  Super- 
visors in  a  previous  session  passed  the  same  resolution. 

The  greatest  evidence  of  this  increased  interest  was 
the  attention  given  the  address  of  J.  Milnor  Dorey,  of 
Trenton,  N.J.,  on  "The  Grafonola  in  the  School"  de- 
livered before  the  Public  School  Section  on  Wednes- 
day, April  28rd.  His  talk  was  a  practical  demonstra- 
tion with  records  and  with  pupils  of  the  Perth  Avenue 
School,  Toronto,  of  the  various  ways  by  which  the  sub- 
ject of  music  can  be  of  greater  value  to  the  work  of 
the  school  not  only  in  assisting  the  regular  course  in 
music  to  develop  musical  intelligence  and  execution, 
but  in  correlation  with  all  the  other  departments  of 
school  life. 

It  was  pointed  out  that  the  use  of  the  talking  ma- 
chine in  the  public  schools  of  the  United  States  is  well 
advanced.  Hardlj^  a  school  is  without  one,  and  these 
schools  are  using  records  of  all  sorts  not  merely  for  en- 
tertainment and  diversion,  but  for  practical  corelation 
with  the  entire  school  work.  Attention  was  called  to 
the  fact  that  the  need  of  mental  tests  and  measurements 
for  ascertaining  mental  capacities  and  progress  in  the 
study  of  arithmetic,  writing,  reading,  spelling,  etc.,  has 
now  become  the  basis.    Music  has  now  been  added. 

Another  practical  use  of  the  talking  machine  was 


shown  by  the  interesting  drill  executed  by  a  class  of 
boys  to  a  record,  the  music  of  which  was  written  to  tit 
into  the  needs  of  bodily  movement  necessary  for  proper 
calisthenics.  Another  class  of  girls  executed  a  folk 
dance  prettily,  showing  a  very  concrete  and  practical 
use  of  the  talking  macliine  in  bringing  to  schools  the 
wealth  of  folk  dances  and  games  for  children. 

It  was  also  shown  that  it  is  possible  to  teach  pen- 
manship with  the  talking  machine.  A  class  of  pupils 
at  the  blackboard  went  through  a  set  of  penmanship 
exercises  to  the  direction  of  a  voice  speaking  in  record 
form,  which  not  only  gave  them  instructions  for  posi- 
tion an  dposture,  but  counted  the  time  rhythmically. 


CATER  TO  NEEDS  OF  COMMUNITY. 

There  is  a  great  deal  in  knowing  the  kind  of  people 
in  your  own  particular  section,  especially  in  the  "talk- 
er" trade,  says  Talking  Machine  World.  Different 
nationalities  favor  different  musical  instruments  and 
different  types  of  music.  In  addition  to  the  regular 
line  of  popular  music,  which  is  almost  universal  in  its 
appeal,  there  is  the  music  of  special  nationalities,  dear 
to  those  who,  although  at  present  in  this  country,  have 
yet  the  fondness  for  the  things  of  their  native  lands. 
There  are  the  Irish  ballads  loved  by  every  son  and 
daughter  of  the  Emerald  Isle,  and  the  love  songs  of 
Scotland,  with  their  memories  of  heather  and  fen  and 
the  strains  of  the  martial  bagpipe. 

These  records  really  sell  themselves  to  the  particular 
class  which  cares  for  them.  Dealers  in  various  parts 
of  the  country  say  that  they  do  not  need  to  advertise 
these  records  beyond  an  occasional  window  card  show- 
ing new  arrivals,  for  the  people  themselves  are  on  the 
watch  for  them.  Although  we  believe  the  trade  in  these 
records  could  be  greatly  increased  by  proper  publicity 
in  windows  and  newspapers,  business  flows  along  on 
the  same  even  level,  at  least  for  some  time  past,  equal 
to  the  obtainable  supply.  As  people  become  more  ac- 
customed to  having  music  in  their  homes  their  tastes 
become  more  discriminating,  and  they  stick  to  that 
class  of  music  which  brings  them  the  greater  amount  of 
real  enjoyment.  Each  to  his  own  taste,  especially  in 
the  line  of  music. 
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Model  44 — Library  table 
design  phonograph  in  solid 
mahogany  and  bla''U  wal- 
nut. By  ]inlling  out  the 
drawer  containing  [ilaying 
equipment  this  machine 
may  be  operated  without 
disturbing  the  top  in  any 
way.  This  is  also  from 
the  George  McLagan  Fur- 
niture Co.'s  line. 

Model  48 — Consol  table 
design.  Chippendale  jieriod 
phonograph  in  solid  ma- 
hogany. One  of  the  most 
beautiful  designs  made  by 
the  George  Mcl^agan  Fur- 
niture Co.  Limited. 
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MUSIC  HELPS  TEACH  TYPEWRITING. 

And  now  music  with  your  letters !  Says  Talking  Ma- 
chine World :  In  some  schools  teaching  commercial  sub- 
jects, and  especially  typewriting,  the  talking  machine 
has  become  a  pleasant  necessity.  Our  ertswhile  typists 
sit  before  their  machines  and  learn  the  art  of  the  key- 
board to  the  music  of  the  latest  one-step.  It  has  been 
found  that  music  is  a  great  help  in  learning  to  type- 
write. Regularity  and  precision  are  necessary  for  be- 
ginners in  typewriting,  for  each  finger  must  do  its  work 
at  the  proper  time  in  relation  to  each  other  finger.  It 
was  hard  to  instil  this  principle  into  the  minds  and  fin- 
gers of  the  students  in  the  days  when  the  eternal  chew- 
ing gum  was  their  only  consolation.  But  at  last  some 
one  realized  that  the  same  music  which  makes  our  feet 
dance  so  irresistibly  would  also  guide  the  halting  fin- 
gers of  the  pupils,  and  the  new  system  was  introduced 
which  has  found  much  favor  among  teachers  of  type- 
writing. 

There  seems  to  be  an  inherent  tendency  in  our  fingers 
to  drum  out  a  tune  and  keep  time  with  music  we  like. 
The  talking  machine  is  well  siiited  to  make  use  of  this 


Suggested  display  of  talking  machines  and  records  ior  a 
furniture   store  window. 

tendency,  for  the  speed  of  the  music  may  be  regulated 
to  the  requirements  of  the  moment,  and  above  all  it 
furnishes  that  unvarying  regularity  which  teachers  say 
is  the  secret  of  good  typewriting.  With  the  addition 
of  the  talking  machine  in  teaching,  this  subject  be- 
comes a  pleasure  rather  than  a  drudge,  a  great  deal  of 
time  is  saved  because  the  students  learn  faster  and  the 
work  is  more  thoroughly  done  because  it  is  done  un- 
consciously. The  necessary  precision  becomes  a  matter 
of  habit. 


SALESMEN  SHOULD  KNOW  CATALOGUE. 

A  knowledge  of  the  record  catalogue  is  essential  to 
salesmen  looking  after  the  music  machine  department 
of  any  furniture  store.  Thorough  familiarity  with  all 
the  music  offered  in  record  form  serves  to  add  greatly 
to  the  value  of  any  salesman's  services.  With  a  little 
bit  of  study  this  knowledge  can  be  easily  acquired. 


SCARCITY  OF  RECORDS. 

There  is  a  great  scarcity  of  records  in  various  large 
centres  in  the  United  States.  The  same  is  true  of  prac- 
tically all  sections  of  Canada.  The  cry  on  all  sides  is 
"give  us  the  goods."  Manufacturers  are  doing  their 
best  to  overcome  the  difficulty,  but  so  far  cannot  keep 
up  with  demand. 


This  is  how  it  affected  one  dealer.  He  wrote  recently 
to  his  supply  house :  "Just  before  Xmas  we  sent  you  an 
order  and  money  for  24  records.  We  received  16  and 
are  patiently  waiting  for  the  remainder.  If  you  haven't 
got  what  we  sent  for,  pick  out  8  good  hymns,  and  we 
will  try  to  get  back  the  religion  we  have  lost  while 
waiting  for  those  records." 


HOW  PHONOGRAPH  BUSINESS  HAS  GROWN 

The  growth  of  the  phonograph  business  has  been 
wonderful,  says  the  Southern  Furniture  Journal.  Large 
fortunes  have  been  made  out  of  it.  Many  makes  are 
in  the  market,  and  all  are  good  ones,  though  some  are 
better  than  others.  They  are  excellent  articles  for  the 
furniture  store  to  carry,  as  they  sell  well  and  bear  a 
satisfactory  profit. 

Several  of  the  largest  and  best-known  furniture 
manufacturing  concerns  of  the  United  States  are  mak- 
ing phonograph  cabinets  on  a  large  scale.  It  is  claimed 
that  in  Grand  Rapids,  Mich.,  contracts  for  these  cabi- 
nets are  in  hand  at  present  amounting  to  more  than 
a  million  dollars.  The  factories  making  phonograph 
cabinets  are  numerous  in  the  North  and  the  East. 
Some  of  them  are  furniture  plants.  Others  are  OAvned 
and  operated  by  talking  machine  companies,  and  one 
of  these  concerns  has  by  far  the  largest  case  goods 
faetorj'-  in  the  United  States. 


SUNDAY  SCHOOL  SUGGESTS  SALES. 

The  superintendent  of  a  Sunday  School  in  an  Indiana 
town  keeps  a  Grafonola  in  his  class  and  each  Sunday 
takes  three  or  four  new  records  to  play  for  the  kiddies. 
Needless  to  say,  the  machine  is  popular  with  the  child- 
ren— so  popular,  in  fact,  that  parents  must  get  them  in 
their  homes. 


STEWART  PHONOGRAPHS  MADE  IN  CANADA 

Mr.  H.  G.  Shaver  is  sales  manager  of  the  Stewart 
Phonograph  Corporation.  Ltd.,  Toronto,  a  concern  that 
has  acquired  all  the  patents,  copyrights  and  manu- 
facturing equipment  from  the  Stewart  Phonograph 
Corporation,  Chicago,  and  is  now  manufacturing  in 
Toronto  this  phonograph  with  several  important  im- 
provements. 

This  phonograph  has  had  a  phenomenal  sale  in  the 
United  States,  the  demand  at  all  times,  it  is  said,  ex- 
ceeding the  supply.  The  Canadian  corporation  is  ap- 
pointing agents,  and  their  plant  at  38-4  Pape  Ave.. 
Toronto,  is  large  enough  to  take  care  of  all  demands 
made  upon  it. 


BUTTERFLY  CORPORATION  ENLARGING 

The  Butterfly  Phonograph  Motor  Corporation  have 
purchased  the  Leonard  Markels  manufacturing  plant, 
including  the  entire  equipment,  dies,  patent  rights, 
trade  marks,  etc.  They  have  also  seciired  the  services 
of  Mr.  Leonard  Markels,  enabling  them  to  manufacture 
the  products  of  his  former  business  Avith  every  ad- 
vantage thereof. 

The  capacity  of  the  corporation's  new  plant  will  be 
sufficient  to  turn  out  from  5,000  motors  and  tone  arms 
upwards  per  Aveek. 


The  censoring  of  press  news  in  'Canada  has  been  dis- 
continued since  the  beginning  of  this  month,  but  the 
censoring  of  talking  machine  records,  etc.,  will  be  con- 
tinued. 
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WHAT  ONE  DEALER  SAYS  ABOUT 


Mr.  Rollason  has  found  the  Pathe  line  a  money  maker.  There  may  be  a  Pathe 
agency  open  in  your  vicinity.  Why  not  find  out  ?  Our  free  confidential  message  of 
the  possibilities  of  a  Pathe  agency  will  be  sent  to  any  merchant  upon  request. 

Pathe  Freres  Phonograph 

Sales  Company 
4-6-8  Clifford  Street      -  TORONTO 
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Talking  Machine  Notes 
of  Interest  to  Furniture  Dealers 


The  National  Phonograph  Co.,  St.  Hyacinthe,  Que., 
has  been  registered. 

The  Imperial  Piano  &  Phonograph  Company  has  been 
registered  at  Montreal. 

Fiset  &  Co.,  Quebec,  are  new  dealers  pjishing  Pathe- 
phones  in  that  territory. 

I.  Montagnes,  of  Montagues  &  Co.,  Toronto,  recently 
paid  a  visit  to  New  York. 

The  ]\TcC'aw-Bissell  Furniture  Co.,  Sherbrooke,  Que., 
have  installed  a  phonograph  department. 

The  Corona  Phonograph  Co.,  Ltd.,  84  St.  Denis  St., 
are  moving  to  a  four  storey  building  at  29-33  St.  Paul 
St.  East.,  Montreal. 

H.  Solomon,  house  furnisher,  has  opened  a  branch 
store  in  the  Khaki  League  block,  Montreal,  and  will 
feature  the  McLagan  line  of  phonographs. 

The  Pathe  phonograph  department  of  the  Nova  Sco- 
tia Furnishing  Co.,  Halifax,  N.S.,  recently  gave  a  Pathe 
recital  at  the  Old  Ladies'  Home  of  that  city. 

Major  Albert  Paillard  of  E.  Paillard  &  Cie,  St.  Croix, 
Switzerland,  said  to  be  the  largest  manufacturer  of 
musical  instrument  parts  in  the  world,  is  at  present  on 
a  visit  to  the  American  continent. 

The  Purdy  Phonograph  Co.,  Toronto,  are  engaging  in 
the  manufacture  of  phonographs  on  an  extensive  scale. 
They  have  secured  suitable  premises  at  Yonge  and  Hay- 
ter  Sts.,  and  have  installed  an  up-to-date  plant. 

The  Cosmopolitan  Graphophone  &  Piano  Co.,  748  St. 
Lawrence  Boulevard,  are  specializing  in  grafonolas  and 
Columbia  records,  and  being  centrally  located  in  the 
Hebrew  district,  are  getting  much  of  the  cream  of  the 
trade. 

New  Montreal  Pathe  dealers  include  the  Amherst 
Furniture  Company,  183  Amherst  Street,  and  Joseph 
Fyfe,  766  Papineau  Ave.  Both  these  firms  are  stock- 
ing machines  and  records  and  anticipate  good  business 
with  the  line. 

The  interior  of  the  Phonograph  Shop  at  Montreal, 
has  been  re-arranged  and  redecorated.  This  house  has 
been  doing  well  in  McLagan  Art  Models,  and  also  Pathe 
machines.  A  new  rule  adopted  by  them  includes  the 
selling  of  records  on  a  strictly  cash  basis. 

Casavant  Freres,  manufacturers  of  organs  at  St.  Hy- 
acinthe, Que.,  have  been  incorporated  into  a  limited 
liability  company — "Casavant  Freres,  Limitee ;  Casa- 
vant Brothers,  Ltd." — with  a  capital  of  $1,000,000,  to 
manufacture  all  kinds  of  musical  instruments. 

The  Paramount  Phonograph  Record  Co.,  of  Canada, 
Ltd.,  has  been  incorporated  at  Montreal  with  a  capital 
of  $300,000.  A  factory  will  be  located  there,  and  it  is 
the  intentio2i  of  the  company  to  manufacture  a  com- 
plete line  of  phonographs  and  Paramount  records  on  a 
large  scale. 

S.  H.  Brown,  until  recently  salesmanager  of  the  Ber- 
liner Gramophone  Co.,  Limited,  has  severed  his  con- 
nection with  that  firm  and  will  open  talking  machine 
parlors  of  his  own  at  521  Phillips  Square,.  Montreal. 
J.  Dumouchel,  for  over  four  years  in  charge  of  Foisy 
Freres,  has  succeeded  S.  H.  Brown,  whilst  0.  Paquette 
takes  over  Mr.  Dumouchel's  duties  with  Foisy  Freres. 


MOVIES  SHOW  BABY  CARRIAGE  MAKING 

At  the  recent  Grand  Rapids  furniture  show  the 
Lloyd  Mfg.  Co.  told  through  moving  pictures  the 
modern  method  of  making  baby  carriages  by  taking 
the  onlooker  on  a  tour  through  the  company's  plant 
at  Xienominee.  Mich. 

The  first  picture  showed  Marshal  B.  Loyd,  the  in- 
ventor of  the  Lloyd  loom  and  the  head  of  the  Lloyd 
Co.,  smiling  to  the  audience,  who  are  then  taken  to 
the  looms.  Here  the  first  race  between  the  old  method 
and  the  new  one  ensues.  A  battery  of  looms  was 
shown  in  operation.  Reels  of  fibre  are  feeding  onto 
the  cylinders.  Beside  the  one  nearest  the  foreground 
a  hand  worker  has  begun  to  weave  a  carriage  body. 
Before  he  has  well  started  the  workmen  are  removing 
from  the  cylinder  a  complete  body  begini  at  the  exact 
moment  when  the  hand  worker  initiated  his  manual 
operation.  The  body  is  now  ready  for  mounting  on 
the  frame.  Meantime  other  cylinders  are  turning  out, 
with  similar  rapidity,  the  fabric  from  which  the  hoods 
are  formed. 

The  narrative  unfolds.  Girls  are  shown  cutting  the 
fabric  which  comes  from  the  looms  in  cylinder  form. 
Then  comes  the  process  of  attaching  the  fabric  to  the 
frames.  The  nicety  with  which  this  work  is  done  is 
due  to  the  shape  given  the  fabric  in  the  weaving.  It 
is  here  that  one  is  able  to  conceive  of  the  genius  of  in- 
vention which  evolved  machineiy  so  intricate  and 
exact  in  adjustment  as  not  only  to  duplicate  the  per- 
formance, but  to  improve  upon  the  product  which  from 
the  dawn  of  history,  because  of  the  skill  and  dexterity 
required,  has  been  left  to  the  human  hand.  As  a  knit- 
ting machine  in  a  stocking  factory  gives  the  recjuired 
configuration  to  the  fabric,  so  the  Lloyd  loom  is  shown 
manipulating  the  fibre  into  the  precise  conformation 
demanded  by  the  construction  of  the  modern  baby 
carriage. 

The  spectator  is  taken  next  throi;gh  the  store  rooms 
in  which  are  stacked  hundreds  of  bodies  and  hoods 
ready  for  the  hands  of  the  workmen  who  affix  them  to 
the  frames.  There  is  no  measuring,  no  trimming.  The 
frame  is  simply  slipped  into  the  fabric  and  the  latter 
fastened  in  place.  Similarly  the  hood  fabric  is  placed 
upon  a  frame  and  in  the  twinkling  of  an  eye  the  finished 
hood  is  shown. 

Next  appears  examples  of  the  finished  product 
which,  when  one  has  seen  the  process  by  which  it  has 
been  evolved,  proclaims  that  excellence  has  been 
reached  by  applying  the  modern  logic  of  quantity  pro- 
duction at  low  cost. 


POINTERS  FOR  SALESMEN. 

Don't  argue — illustrate. 

Don't  ever  tell  a  prospect  that  he  is  mistaken. 

Don't  wear  anything  to  attract  or  concentrate  the  eye 
of  the  prospect  on  your  dress. 

Don't  ask  the  prospect  a  question  to  which  he  can 
say  "No." 

Don't  talk  price ;  talk  quality  even  though  your  price 
is  low. 

Don't  run  down  the  other  fellow's  goods;  talk  the 
reason  why  of  your  goods.  ^ 

Don't  say  anything  against  the  goods  on  which  the 
prospect  looks  with  favor,  for  you  will  offend  his  judg- 
ment on  which  every  man  prides  himself. 

Don't  contrast  your  goods  with  those  of  a  competi- 
tor, which  the  prospect  has  been  using  or  knows  about ; 
talk  your  goods  and  let  the  prospect  do  the  contrasting. 
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Model  "Princess"  $180.00 


The  "PHONOLA 

The  merchandising  possibilities  for  the  "  Phonola " 
line  are  big.  Advertisements  in  the  leading  newspapers 
and  magazines  of  Canada  are  creating  immense  demand. 

In  purity  of  tone,  and  lifelike  rendition  of  either 
vocal  or  instrumental  music,  the  "  Phonola  "  is  unsurpassed. 

The  "  Phonola  '  enables  you  to  satisfy  the  purchaser 
in  every  way. 


Having  the  agency  for  Phonolas  and  Phonola  Records 
is  one  of  your  best  preparations  for  a  return  to  normal 
merchandising  conditions. 

Write  for  our  proposition 

The  Phonola  Company  of  Canada,  Umited 

KITCHENER        :  CANADA 
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Maxwell  Sanitary  Steel  Vaults 


Our  Customers  are  Assured  of  Superlative  Quality  and  Prompt  Delivery. 

Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned  Design  and  Construction  Unequaled 

Carried  in  Stock  i>y       Leading  Jobbers 

Ask  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  Case 


For  the  Handlmg,  Removal  and  Transportation  of  Bodies.     An  Indispensable 
Adjunct  to  the  Modern  and  Progressive  Undertaker. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  AH  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 
Intide  Dimensions:  75  in.  long,  20  in.  wide,  13  in.  deep. 
Price*:  With  Tray  $38.00;  Without  Tray  $36.00;  Tray  Alone  $8.00 

Sold  by  the  Leading  Canadian  Jobbers. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.  Y. 
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Undertakers'  Department 


Problems  affecling  the  Underlaying  Profession  are  here  discussed  and  readers  are  inoiled  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


GETTING  READY  FOR  1919  CONVENTIONS 

lllli;illlllli:!MIIIMIi:iMIIIIIIIIIIIIIIMIMIIII  IIIIMIIIIIIIIIIMIIIIIIMIIIIMIIIIMIMIMIIIMHMIIIIIIIIIIIIIIIMIMIIIIIIMIMIIIIIIMIMIMIMIIIIMIMMIIIIIIMIIIIIIIMINIIIIIIMnillllll^ 

Annual  meetings  this  summer — Saskatchewan,  Manitoba  and  Ontario  select  dates — Professors  who  will  lecture 


THE  15th  annual  convention  of  the  Western  Can- 
ada Funeral  Directors'  and  Einbalmers'  Asso- 
ciation will  be  held  at  the  Manitoba  Medical 
College,  Winnipeg,  on  July  2,  8  and  4.  President  A. 
S.  Bardal,  and  Secretary  A.  B.  Gardinee,  have  sent  out 
their  announcement  and  invitation  to  all  interested 
and  bespeak  the  attendance  of  all  in  the  profession  to 
feast  on  the  good  things  prepared. 

The  Executive  have  had  the  good  fortune  to  procure 
the  services  of  that  busy  man.  Prof.  W.  P.  Hohenschuh, 
of  Iowa  City,  who  lectured  at  the  opening  sessions 
when  the  association  was  organi;5ed  fourteen  years  ago, 
and  who  appeared  at  the  Western  Association  meetings 
on  many  occasions  since  that  time.  The  Professor 
needs  no  introduction,  suffice  it  to  say,  he  will  be  at  the 
convention  and  embalraers  will  get  the  latest  and  best 
ideas  in  modern  era'balming  and  funeral  conduct.  The 
lectures  will  cover  descriptive  and  operative  embalm- 
ing, sanitation,  communicable  diseases,  etc.,  and  will 
be  delivered  in  popular  style.  They  will  be  a  source 
of  instruction  and  education  to  the  beginner,  and  a 
source  of  inspiration  and  profit  to  the  expert  operator. 
No  professional  man  can  afiPord  to  miss  these  helpful 
and  stimulating  addresses. 

Why  You  Should  be  There 

Remember  the  dates — July  2,  3  and  4  at  Winnipeg. 
If  any  funeral  directors  fail  to  attend  they  will  miss 
the  largest,  biggest  and  most  helpful  convention  the 
Western  Association  has  yet  had. 

In  Manitoba  the  Provincial  Board  of  Health  is  pub- 
lishing in  railway  stations,  etc.,  the  list  of  licensed  em- 
balmers.  and  baggagemen  are  not  permitted  to  receive 
for  transportation,  cases  dying  from  communicable 
diseases,  from  any  except  those  whose  names  are  on 
said  list.  Further  none  are  allowed  to  ])raetiee  em- 
balming, at  all.  without  license,  and  in  communities 
where  there  is  a  licensed  em'balmer,  no  other  person  may 
conduct  the  funeral  or  removal  of  such  eases.  All 
embalinors  should  see  to  it  that  their  licenses  are  paid 
up  so  their  names  will  appear  on  this  list. 

The  officers  of  the  Western  Canada  Funeral  Direc- 
tors' and  Embaimers"  Association  are:  President,  A.  S. 
Bardal,  Winnijieg:  vice-president,  Jos.  Kerr,  Winni- 
peg; 2nd  vice-president.  Geo.  Paull,  Swan  River;  sec- 
retary-treasurer, A.  B.  Gardiner,  172  Kennedy  St., 
Winnipeg;  sergt.-at-arms.  W.  R.  Orr,  Portage  la 
Prairie. 


SASKATCHEWAN  ASSOCIATION'S  CONVENTION 

The  last  week  in  June  has  been  chosen  as  the  time 
for  the  Saskatchewan  Em'balmers'  and  Funeral  Direc- 
tors' Association  convention.  The  meetings  will  be 
held  at  Moose  Jaw,  Sask.,  and  a  series  of  lectures  and 
demonstrations  will  be  given  by  Prof.  R.  U.  Stone.  The 
preliminarj^  arrangements  for  the  convention  were 
made  at  a  special  meeting  of  the  Executive  Committee 
held  at  the  establishment  of  M.  J.  Bellamy,  in  Moose 
Jaw,  on  February  17.  The  committee  and  visiting 
officers  were  entertained  at  luncheon  by  Mr.  Bellamy 
at  that  time.  Among  those  attending  were:  G.  H. 
McKague,  president,  of  Saskatoon ;  W.  S.  Yule,  first 
vice-president,  of  Swift  Current;  James  McGuirl,  sec- 
retary-treasurer, of  Moosomin,  and  J.  M.  McKenzie, 
M.  J.  Bellamy  and  John  Droppo.  of  Moose  Jaw. 


CANADIAN  EMBALMERS'  ASSOCIATION 
CONVENTION 

The  program  'for  this  year's  C.  E.  A.  Convention  at 
Toronto  on  September  2,  3  and  4  is  progressing.  Now 
that  war  activities  have  come  to  a  standstill  and  condi- 
tions are  rapidly  returning  to  normal,  the  Executive 
expect  to  make  this  year's  convention  surpass  all  pre- 
vious ones,  both  in  attendance  and  interest.  Prof. 
Charles  A.  Renouard,  who  was  such  a  pronounced  suc- 
cess as  lecturer  and  demonstrator  last  year,  will  again 
take  the  school  and  convention  lectures.  So  favorably 
impressed  were  the  Executive  with  last  year's  program 
that  they  decided  to  have  the  course  repeated  this 
season. 

Preceding  the  convention,  Prof.  Renouard  will  hold 
a  short  term  school  in  Toronto,  commencing  his  in- 
structions the  week  'before  the  opening  of  the  Associa- 
tion's sessions.  Other  features  of  the  program  are 
being  worked  out  by  Secretary  F.  W.  Matthews. 


BURIAL  OF  SIR  JOHN  MOORE 

Not  la  drum  wias  heard,  not  a  funeral  note, 

As  ihis  corpse  to  the  ramparts  we  hurried; 
No  "  a  soldier  discharged  his  faiewell  shot 

0  'er  the  grave  where  our  hero  we  buried. 
No  useless  coffin  enclosed  his  breast, 

Not  in  sheet  or  in  shroud  we  wound  him; 
But  he  lay  like  a  warrior  taking  his  rest, 

Wi'th  his  martial  oloak  ajrounid  him. 

Slowly  and  sadly  we  laid  him  down, 

From  the  field  of  his  fame  fresh  and  gory; 
,  We  cairved  not  a  line,  and  we  raised  not  a  stone. 
But  we  left  him  alone  in  his  glory 
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I  Graves  of  Our  Canadian  Soldiers  I 
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The  report  of  the  [inperial  War  Graves  Commission, 
which  has  beeu  approved  by  the  Imperial  War  Con- 
ference, has  a  profound  interest  for  the  mam-  thousands 
of  Canadian  -whose  dear  ones  lie  in  the  fields  of  France 
and  Flanders,  reads  an  editorial  in  a  recent  issue  of 
The  Toronto  Globe.  The  Commission  asserts  the  prin- 
ciple of  equality  among  the  dead.  The  graves  of  all 
officers  and  men  i)i  the  war  cemeteries  are  to  be  marked 
by  uniform  headstones.  Each  regiment  Avill  have  its 
OAvn  pattern  of  headstone,  to  be  erected  over  the  grave 
of  every  man  of  that  regiment,  wherever  he  may  be 
buried.  Regimental  feeling  as  to  the  design  is  to  be 
consulted.  On  each  headstone  will  be  carved  the  rank, 
name,  regiment,  and  date  of  death  of  the  person  buried 
beneath  it.  Relatives  will  be  allowed,  at  their  own 
cost,  to  add  a  short  inscription — a  text  or  a  prayer. 

The  cemeteries  are  to  be  laid  out  and  planted  with 
flowers  and  shrubs,  under  the  direction  of  horticul- 
tural experts.  The  surfaces  of  the  graves  will  be 
levelled  for  reasons  of  convenience  and  economy.  Each 
cemetery  will  have  a  printed  register  of  the  burials  in 
it.  Bodies  at  present  buried  in  isolated  graves  or  in 
sniall  groups  will  be  removed  to  the  selected  cemeteries. 
These  are  to  be  grouped,  and  to  each  group  will  be  as- 
signed one  principal  architect  and  a  number  of  younger 
men  working  under  his  leadership.  In  every  cemetery 
will  be.  at  the  east  end.  a  great  memorial  stone,  upon 
broad  steps,  bearing  some  appropriate  phrase  or  text, 
and  elsewhere  a  cross.  Some  form  of  building,  either 
covering  the  memorial  stone  or  separate  from  it,  will  be 
provided  as  a  shelter  for  visitors  from  the  weather  or 
as  a  place  for  religious  services. 

In  explaining  the  plans  of  the  Imperial  War  Graves 
Commission  Mr.  Rowell  informed  the  House  of  Com- 
mons that  the  French  Government  had  dedicated  the 
land  where  'Canadian  soldiers  were  buried  as  cemeteries 
in  perpetuity.  He  believed  there  would  be  a  dis- 
tinctive emblem  marking  the  Canadian  graves,  but  he 
could  not  say  whether  these  graves  Avould  be  distinct  in 
design  from  the  others.  Those  who  have  seen  great 
military  cemeteries  will  recall  the  impression  of 
harmony  and  restfulness  conveyed  to  the  eyes  by  the 
sweep  of  headstones  similar  and  simple  in  design.  Their 
size  and  contour  must  be  the  same  to  produce  this 
majest.v  of  effect,  but  it  would  not  be  marred  by  dis- 
tinct designs  engraved  on  the  faces  of  the  stones.  It 
will  be  a  consolation  to  bereaved  Canadians  to  know 
that  their  heroes  will  rest  in  beautiful  surroundings, 
where  their  graves  will  be  cared  for  and  their  names 
preserved.  These  cemeteries  will  be  shrines  to  which 
pilgrims  will  stream  from  all  over  the  world  to  do 
liomage  to  men  who  died  that  freedom  might  live. 


U.  S.  GOVERNMENT  TO  BRING  BACK  DEAD 

The  U.  S.  Navy  Department  is  plaiming  for  the  re- 
turn to  America  of  bodies  of  men  who  died  in  the 
service  of  the  naval  or  marine  corps.  The  relatives 
of  such  men  may  have  the  bodies  when  they  desire  to 
give  them  burial.  The  bodies  I'eturned,  when  not 
given  private  burial  by  i-elatives.  will  be  interred  in 
one  of  the  national  cemeteries.  The  Government  will 
pay  all  expenses  up  to  the  tijne  of  delivery  of  the  bodies. 
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W.  A.  Britton  has  sold  his  funeral  directing  business 
to  F.  Sargent. 

John  Thompson,  of  Thomson  &  Son,  funeral  direc- 
tors, Fergus,  Ont.,  died  at  his  home  there  on  April  22. 

The  grave  diggers  of  Stettin.  Germany,  went  on 
strike  last  month,  and  the  bodies  of  many  dead  re- 
mained for  days  unburied. 

Harry  Graham,  of  the  National  Casket  Co.'s  branch 
at  Rochester,  N.Y..  and  formerly  with  the  National 
Casket  Co..  Toronto,  was  a  recent  visitor  to  Toronto, 
to  see  his  mother  during  her  illness. 

Birmingham.,  Eng.,  city  council  is  to  be  asked  to 
approve  of  a  recommendation  that  funerals  to  that 
city's  cemeteries  be  discontinued  on  Saturday  after- 
noons and  Sundays,  except  in  cases  of  emergency. 

L.  A.  Ball,  St.  Mary's,  Out.,  has  been  ill  for  two 
weeks  recentl.v.  He  is  now  fully  recovered.  Mr. 
Ball  has  purchased  the  undertaking  business  of  Joseph 
Grant,  of  Granton,  Ont.  Sir.  Grant  will  continue  to 
run  the  furniture  end  of  the  business. 

The  firm  name  of  Anderson,  Nugent  &  Co.,  Lindsay, 
Out.,  has  been  changed  by  Ontario  charter  to  John  An- 
derson, Ltd.  James  SyWester  MacKey,  who  is  the  em- 
balmer  in  the  late  Mr.  Nugent 's  place,  has  an  interest 
in  the  new  company,  which  is  capitalized  at  $40,000. 


CHANGE  IN  FUNERAL  DIRECTORS 

Mr.  Burton  E.  Brintuell,  of  Brighton,  Ont.,  has  re- 
cently jmrehased  the  undertaking  business  carried  on 
bv  Cunningham  and  Ballantyne.  of  Trenton.  Ont..  and 
will  eontin.ue  on  that  business  there,  with  his  brother, 
Leslie  M.  Brintuell.  as  manager.  Mr.  Leslie  M.  Brint- 
uell is  a  returned  soldier,  Avho  was  wounded  on  the 
Arras  front,  and  ])rior  to  his  going  overseas  had  several 
.vears'  experience  in  the  undertaking  business,  having 
been  assistant  and  embalmer  for  Tickell  &  Sons  Co., 
Belleville,  Out. ;  Rogers  &  Burney,  Ottawa ;  and  lat- 
terly with  Jos  C.  Wray  &  Brother.  Montreal.  An 
ambulance  business  is  also  I'un  in  connection  with  the 
undertaking  at  Trenton. 


TO  BE  LARGEST  HEARSE  MANUFACTURERS. 

The  Wm.  H.  Wattman  Car  &  Body  Company  have 
plans  under  way  to  move  their  plant  to  Stratford  in 
the  course  of  the  next  month.  Should  the  plans  ma- 
terialize a  large  and  up-to-date  woodworking  factory 
will  be  taken  over  and  thoroughly  equipped  to  turn  out 
a  high  grade  line  of  hearses.  A  limited  company  will 
be  formed.  The  new  company,  it  is  said,  will  then  be 
the  largest  firm  manufacturing  hearses  in  Canada. 

Mr.  Wattman,  the  manager,  started  business  in  To- 
ronto some  years  ago  and  has  been  growing  steadily. 
Their  present  premises  have  proved  too  small  to  turn 
out  the  amount  of  business  available. 


COFFINS  RENTED  IN  RUSSIA 

Unofficial  advices  to  the  State  Department  at  Wash- 
ington, state  that  individual  coffins  in  Moscow,  Russia, 
are  reported  to  be  no  longer  used,  but  are  being  rented 
out.  The  mortality  rate  is  very  high,  with  typhus, 
grip  and  erysipelas  especially  prevalent  and  crowding 
the  hospitals. 
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Embalming  Equipment 


Embalming  Boards       Embalming  Grips 

Rubber  Gloves  Eye  Caps 

Fluid  Bottles  Floor  Rugs 


Embalming  Fluid      Absorbent  Cotton 

Embalming  Instruments 
Lisle  Gloves  Church  Trucks 


Pedestals 


Burial  Shoes 


Folding  Chairs 


Horse  Nets 


Palms 


Candles 


Wreaths 


SERVICE 
IN 

DESIGNS 


5MI_NlOX 


SERVICE 
IN 

QUALITY 


Hearse  Lamps  Fringe  and  Tassels  Hearse  Ornaments  Engraving  Machines 
Lowering  Devices  Candelabras  Ambulance  Baskets 

Crucifixer  Excelsior  Wood-Wool  Hat  Bands 

Rubber  Casket  Covers  Arm  Bands  Metallic  Linings 

Metallic  Vaults  Burial  Robes  Casket  Hardware  Casket  Lining 


Funeral  Directors'  Accessories 
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BEST 
QUALITY 


NEAT 
DESIGNS 


National  Casket  Co.,  Toronto,  Ont. 

The  Globe  Casket  Co.,  Limited 
London,  Ont. 

Girard  &  Godin,  Limited 
Three  Rivers,  Que. 


BRANCHES 

The  Semmens  &  Evel  Casket  Co., 
Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co.,  Limited 
Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co., 
Winnipeg,  Man.  Limited 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin,  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


A  Splendid  Combination  to  Offer  Your  Clients 


No.  533— s  elected  Quarter  Cut  Oak.    Made  with  Panel  Shrinec  if  requested. 


No.  92— s  olid  Oak  outside  case,  varnished  and  panelled.    Write  for 


prices. 


"IV e  are  the  largest  manufacturers  of  High-Grade  Caskets  and  Funeral  Accessories  in  Canada.  " 


Dominion  Manufacturers,  Limited  i 


Head  Office: 
09  Niagara  St.,  Toronto,  Can. 
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ELEMENTS  of  EMBALMING 

A  Review  Course  of  instruction  for  readers  of 
Canadian  Furniture  World  and  The  Undertaker 

By  Howard  S.  Eckels,  Ph.  G. 
ARTICLE  VIII 


THE  AXILLARY  METHOD 

(  Continued  ) 

A  coinpfii'isoii  of  the  vein  and  artery  at  this  time,  if 
each  is  of  normal  condition,  will  be  (juite  convincing. 
Yet  fnrther  tests  may  be  more  satisfying'.  Yon  will 
first  jiote  that  the  artery  does  not  expand  like  the  vein, 
bnt  merely  fills  np  Avith  the  blood  yon  have  collected 
by  yonr  pressure  npon  the  arm.  The  walls  of  the 
veins  bein<j'  thin  will  admit  of  their  being  stretched  to 
a  noticeable  defyree.  while  the  walls  of  the  artery  bein^; 
thick,  the  arter.v  merel.v  fxlls  up  with  blood  without 
stretching-  to  a  larger  size.  Between  the  fingers  the 
artery  Avill  feel  thicker  than  the  vein,  and  again  if  the 
arterv  and  the  vein  are  both  freed  of  surrounding  tis- 
sue some  little  si)aee.  the  branches  of  the  arterv  will 
be  noticed  to  l)e  much  smaller  than  the  branches  of 
the  vein. 

In  fresh  bodies  the  arteries  are  nearly  always  of  the 
characteristic  creamy  white  color,  but  in  bodies  dead 
more  than  twelve  hours,  we  generally  find  the  color 
of  the  arter.v  red  or  dark,  and  this  condition  often 
confuses  the  embalmei'  Avho  lacks  the  necessary  con- 
fidence in  himself.  It  is  caused  by  the  fermentation 
of  the  blood  in  the  nutrient  vessels,  the  vasa  vasoriim 
of  the  muscular  arterial  coat,  and  changes  the  char- 
acteristic aiipearance  of  the  artery  entirely.  Tn  my 
estimation  the  sense  of  touch  must  be  relied  on  to 
guide  the  etnbfilmer,  and  that  is  the  best  way  to 
determine. 

The  next  operation  would  be  to  place  a  "separator" 
or  the  handle  of  yonr  aneurism  hook  beneath  them  and 
use  your  scali)el  to  make  a  traverse  cut  through  half 
the  artery  and  a  half  of  the  vein.  Do  this  by  placing 
the  point  of  your  scalpel  in  the  centre  of  the  artery  and 
cut  right  thj'ough  to  the  inner  edge,  leaving;'  half  the 
artery  open,  and  the  other  half  intact. 

By  turning  the  uncut  half  over  to  the  bottom,  the 
artery  will  then  be  found  to  be  open  for  you  to  insert 
your  instrument .  while  the  same  operation  with  the 
vein  allows  the  walls  to  lay  flat  and  close  to  each  other. 
Tlie.v  do  not  gap  open  as  does  the  artery. 

Should  Ihere  remain  any  doubt  in  your  mind  regard- 
ing this  most  important  matter  of  selecting  the  artery 
in  which  to  inject  your  fluid,  you  may  make  a  conckc 
sive  test  by  inserting  the  ai'tei-ial  tube  towards  the  hand 
of  the  subject  instead  of  towards  the  body.  If  it  is  in 
the  artery  aiul  properly  placed,  it  will  accommodate 
the  fluid  and  circulate  thei-ein  as  easily  as  though  the 
injection  were  directed  towai'ds  the  body.  A  few  ounces 
of  fluid  thus  injected  will  produce  evidence  of  capilary 
circulation  throughout  the  entire  arm  which  will  be 
thoroughly  convincing  that  you  have  the  artery.  No 
har'Mi  can  come  from  the  injection  of  a  pint  or  more  of 
fluid.  This  dir(>ct  injection  in  the  arm  towards  the  hand 
will  enable  vou  at  this  time,  by  pr'operly  massaging  the 
hands  and  finger  tins,  to  force  away  all  Ihe  blood  which 
fre(iuently  settles  there,  and  which  ordinai'ilv  discolors; 
especially  the  finger  nails.  The  fluid  (piicklv  flows 
through  the  capillaries  and  collects  the  blood  in  the 
veins  to  distend  Ihi'oughout  the  arm  and  hand.   This  is 


particularly  noticeable  on  thin  people.  Further  inject- 
tion  produces  a  white  mottled  appearance  over  the  sur- 
face tissue  of  the  arm,  which  finally  becomes  firm  and 
hard  from  the  et¥ect  of  the  fluid,  and,  as  these  condi- 
tions can  only  be  produced  by  arterial  injection,  you 
have  employed  an  infallible  test. 

Should  you  have  your  tube  in  a  vein  instead  of  an 
artery,  the  fluid  seldom  will  flow  at  all,  being  prevent- 
ed by  the  valves  in  the  veins  which  control  the  blood 
circulation  and  direct  it  always  toward  the  heart. 
Should  there  be  any  flow  through  the  syringe  the  fluid 
could  go  no  further  than  through  some  branch  of  the 
vein  which  might  exist  between  where  .vou  have  tied 
the  sti'iiig  about  the  tube  and  the  end  of  the  tube  in  the 
vein  allowing  a  small  quantity  to  run  through  this 
branch  to  another  vein  and  thus  carry  it  back  to  the 
body,  but  of  one  thing  you  may  be  positive,  that  in  no- 
case  will  the  valves  of  the  veins  sufficiently  collapse  at 
any  time  to  enable  you  to  produce  capillary  circulatioji 
in  the  arm  which  you  may  easily  do  by  the  injection  of 
an  artery  in  that  manner. 

This  is  a  physical  test  which  never  will  fail  the  eni- 
balmer,  and  may  well  be  resorted  to  in  any  ease  in 
which  there  may  be  doubt.  It  is  of  the  greatest  value 
to  every  embalmer  in  injecting  a  body  where  abnorni;d 
conditions  exist  in  either  the  arteries  or  the  veins  and 
which  may  make  it,  by  the  usual  signs,  difficult  to  rec- 
ognize the  artery  from  the  vein. 

After  positively  determining  that  you  have  the  art- 
ery, insert  your  long  flexible  atterial  tube  into  the 
artery  towards  the  trunk  of  the  body,  and  after  insert- 
ing the  vein  tube  in  the  vein,  inject  into  the  artery 
about  a  quart  of  fluid  to  every  thirty-seven  pounds 
weight  of  the  subject.  Thus,  if  a  person's  weight  was 
150  pounds,  four  quarts  of  fluid  should  be  used  in  the 
artery.  In  some  of  the  States  the  Board  of  Health 
rules  require  this  amount  to  be  used  arterially  in  all 
bodies  embalmed  for  shipment. 

During  this  time  the  body  should  be  placed  in  a  posi- 
tion so  that  gravitation  may  aid  the  draining  of  the 
face  and  neck  of  the  blood  which  may  be  forced  from 
the  capillaries  into  the  veins  by  the  arterial  injection. 
The  head  and  shoulders  should  be  placed  so  that  those 
parts  of  the  face,  neck  and  ears  which  ate  exposed,  are 
above  and  at  a  higher  elevation  than  any  other  part  of 
the  bod.y.  To  aid  the  cii'culation  of  the  fluid  into  the 
flesh  tissue,  the  operator  should  use  a  soft,  moist  sponge, 
continuously  rubbing  and  manipulating  the  face  and 
ears  and  other  dependent  parts  of  the  body  where  sug- 
gilation  of  the  blood  may  exist. 

If  no  untoward  conditions  appeal'  durit;g  this  ])ro- 
eess,  the  injection  may  be  continued  until  there  is  a 
firmness  or  rigidity  of  the  muscles  of  the  face,  particu- 
larly of  the  nose  and  the  ears.  These,  instead  of  being 
placid  and  immobile,  as  they  are  after  death  and  before 
emibalming,  assume  their  original  muscular  rigidity  and 
soon  become  decidedly  fii'mer  than  they  were  even  in 
life.  Wheti  this  condition  prevails  you  may  be  well 
satisfied  that  your  effor'ts  have  been  successful  in  tls'^ 
embalming  of  the  body. 

Should  there  l)e  an  excess  of  blood,  which  would  be 
indicated  by  distension  of  the  veins  or  by  swelling  in 
the  neck  caused  by  a  fullness  of  the  jugular  veins,  or  w 
pinkish  condition  appear  in  the  neck  and  ears,  indi- 
cating a  refiushing  of  the  blood  thei'c — then  the  blood 
must  be  immediately  withdrawn  from  the  body  through 
the  auxiliary  vein  with  the  vein  tidies  best  adapted  for 
this  pur'pos(>.  This  method  reduces  blood,  discoloration 
aiul  trouble  in  the  aveiage  case. 

(To  be  continued) 
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Embalming  Safe  guards  Health 

Scientists  have  been  nriable  to  determine  the  source 
of  the  so-called  influenza-  epidemic-,  nor  why  the  disease 
appears  where  the  utmost  precautions  have  been  ob- 
served, and,  says  the  "Health  News"  of  the  New  York 
State  Department  of  Health,  the  definite  causative 
agent  of  the  disease  remains  to-day  unknown,  although 
thej'e  is  ]iow  a  fairly  general  agreement  among  investi- 
gators of  epidemic  influenza,  that  the  disease  is  spread 
by  personal  contact  from  one  individual  to  another,  in 
all  probability  in  the  very  earliest  stages,  and  there- 
fore, it  is  highly  desirable  that  persons  presenting  the 
symptoms  of  influenza  should,  in  so  far  as  possible,  be 
isolated  within  their  own  rooms,  during  the  first  few 
days  of  the  illness. 

There  is  no  proof  that  influenza  is  contracted  from 
the  dead,  and  it  is  also  a  matter  of  observation  that  un- 
dertakers who  handled  the  most  virulent  cases  during 
the  epidemic,  have  been  practically  immune,  says  Chas. 
Blood,  in  The  Casket  recently.  But  as  a  first-aid, 
sanitary  treatment,  after  death,  to  be  on  the  safe  side 
and  run  no  risks,  the  nose,  mouth  and  throat  of  the 
deceased  may  be  thoroughly  irrigated  with  an  effective 
disinfeetive  fluid,  which  will  destroy  every  microbe,  or 
disease  germ,  with  which  it  comes  in  contact,  which  is 
not  feasible  during  life. 

For  some  strange  reason,  efficient  care  of  the  dead 
is  not  required,  nor  is  embalming,  nor  an  embalmer's 
license  recognized  by  the  Department  of  Health,  and, 
therefore,  antiquated  health  and  inconsistent  trans- 
portation rules,  closing  the  body  from  view,  hasty 
burial,  wrapping  the  body  in  cotton  and  subjecting  the 
afflicted  familj"  to  an  extra  expense  for  a  so-called  her- 
metically sealed,  or  watertight,  box,  continue  to  be  the 
law.  Notwithstanding,  it  is  well  known  that  the 
arterial  method  of  embalming  is  not  only  a  perfect 
sanitary  measure,  whereby  a  deceased  'body  will  be- 
come in  no  way  a  menace  to  the  public  health,  but  it 
eliminates  the  practice  of  puncturing  the  heart  and 
when  fully  understood,  there  is  no  O'ccasion  to  close 
the  door  upon  anyone  who  may  desire  to  see  what  is 
done,  as  no  improper  treatment  or  exposure  is  required 
to  take  up  an  artery  in  the  arm,  and  also  at  the  same 
lime  drain  the  blood,  which,  the  same  as  in  life,  is  ne- 
cessary only"  in  special  eases.  But  in  all  cases,  certain 
preparations  must  first  be  made,  and  more  or  less  time 
given  to  meet  the  ever  varying  arterial  conditions, 
which  is  understood  only  by  skilled  embalmers,  who 
for  professional  reasons  also  demonstrate  and  give 
publicity  to  the  fact  that  a  good  standard  embalming 
fluid  of  sufficient  volume  to  fill  the  entire  vascular  sys- 
tem, slowly  applied  by  syphon  or  gravity,  and  not  rup- 
ture the  arterial  circulation,  will  certainly  and  effect- 
ually render  a  deceased  body  as  harmless  as  if  it  were 
so  inuch  stone.  Desiccation  gradually  takes  place  and 
there  is  no  decomposition. 

There  is  no  (juestion  but  what  the  bodies  of  our 
soldier  dead  ''Over  There,"  if  properly  cared  for  could 
have  been  retained  for  shipment  and  eventually,  sooner 
or  later,  sent  home  for  biirial  in  a  perfect  state  of  pre- 
servation, and  there  would  be  no  question  as  to  their 
identity.  For  this  purpose  an  association  of  expert, 
skilled  embalmers  offered  their  service,  as  a  patriotic 
duty,  free  of  expense  to  the  "War  Department,  but  the 
ofiFer  was  re.iected,  on  account  of  a  vicious  report  that 
embalming  was  not  considered  practical.  No  doubt 
embalming  as  practiced  'by  the  medical  department  is 
iTupractiea]  for  permanent  preservation  or  long  dis- 


tance transportation,  and  it  maj^  be  expected  the  bodies 
of  those  who  are  sent  home  for  burial  will  arrive  at 
their  destination  in  a  disgraceful  condition. 


FESTIVAL  OF  THE  DEAD  IN  JAPAN 

A  vision  comes  before  the  mind  of  that  innumerable 
company,  the  British  heroes  dead  in  battle,  and  the 
conviction  is  borne  that  out  of  all  the  pain  their  de- 
parture has  brought  some  fitting  ceremonial  must  be 
ci'eated  to  keep  their  memory  fre.sh,  to  perpetuate  until 
distant  ages  their  honor  and  glory. 

Turning  over  the  pages  of  Japan's  life-ibook.  nothing 
is  more  expressive  of  the  psychology  of  the  people, 
more  simple  and  dignified,  than  the  Festival  of  the 
Dead  as  it  is  observed  in  city,  town,  and  village  at  vari- 
ous dates  throughout  the  months  of  July  and  August. 

It  is  a  celebration  that  is  part  and  parcel  of  the 
Japanese  people,  and  as  an  old  faith  that  has  come  to 
them  from  India  and  China  it  is  still  respected,  in  spite 
of  the  inpouring  of  Western  ideas  that  tend  to  destroy 
the  very  foundations  on  which  Eastern  life  is  based.  In 
Hokyo  the  dead  are  welcomed  back  on  the  night  of 
July  13th  and  hold  sway  over  the  living  until  the  night 
of  the  15th,  when  they  take  their  departure.  The 
houses  are  scrupulously  cleaned,  as  though  real  guests 
of  flesh  and  blood  of  great  importance  were  expected. 
By  the  entrance  gate  or  door  a  bonfire  is  made  of 
bundles  of  pith  in  order  that  the  returning  ones  may 
see  the  light  and  find  the  way  to  the  welcome  that 
awaits  them  within. 

In  the  tokonoma.  or  recess,  in  the  chief  room  of  the 
house,  floAvers  are  especially  arranged,  and  before  the 
Buddhist  family  altar  is  placed  a  plain  wooden  stand 
made  in  three  steps,  covered  over  by  a  reed  mat  on 
which  are  arranged  fruit  and  vegetables,  the  best  the 
household  can  produce,  offered  to  the  unseen  spirits, 
who  may  be  pleased  even  though  they  can  no  longer 
partake  of  them.  Every  house  in  Tokyo,  great  or 
small,  hangs  out  its  paper  lantern  at  night,  made  of 
thin,  filmy  paper,  on  which  artists  draw  many  pleasing 
figures  or  landscapes.  Thev  are  to  give  a  festive 
touch  to  the  house,  that  the  returning  spirit  may  fee^ 
happy  and  comfortable.  Gloom  of  any  kind  is  ban- 
ished, and  all  disagreeable  things  are  put  out  of  sight. 
The  family  indulges  in  a  (qiiet  social  time,  as  though 
the  departed  ones  were  present  to  partake  of  the 
pleasure.  If  there  is  music,  dance  or  song,  it  is  to  en- 
tertain the  spirits. 

During  the  festival  all  Tokyo  people  exchange  gifts 
in  the  same  manner  as  Western  peonies  observe 
Christmas.  It  is  the  time  for  remembering  one's 
friends,  and  in  these  prosperous  days  in  Tokyo  this  cus- 
tom has  been  observed  with  much  lavishness.  Servants 
within  a  household  and  apprentice  boys  in  the  shops 
receive  new  kimonos  and  enjoy  holiday;  the  children 
rejoice  in  bright  new  garments  and  fascinating  toys, 
and  have  all  the  sweets  and  cakes  they  may  desire. 
Friends  and  relatives  call  u.i3on  one  another,  and,  in 
consequence,  the  workaday  world  of  Tokyo  comes  al- 
most to  a  standstill. 

Great  throngs  visit  the  cemeteries,  placing  flowers 
before  the  tombs,  and  Buddhist  priests  in  brilliant 
robes  may  be  seen  in  all  parts  of  the  city,  passing  along 
the  streets  to  perform  services  in  some  home  or  to  take 
part  in  a  temple  ceremony.  On  the  third  night  after 
the  spirit's  visitation  a  bonfire  is  again  made  at  the 
entrance  of  the  house  to  light  the  loved  one  in  its  re- 
turn journey,  and  the  big,  bustling  city  of  Tokyo  settles 
down  again  to  its  ordinary  routine. — London,  Eng., 
Times. 
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More  About  Selling  the  Casket 


The  most  successful  salesmen  in  any  line  are  those 
that  are  adept  scholars  in  the  art  of  reacling 
men,  writes  H.  C.  Wilmot,  in  The  Casket. 
And  this  is  also  true  if  you  are  to  be  a  success- 
ful casket  salesman.  You  must  at  all  times  be  aWe  to 
make  him  feel  that  it  is  your  desire  to  help  him,  to  al- 
ways lead  him  right,  to  let  him  know  that  you  really 
sympathize  with  him,  and  at  the  same  time  be  able  to 
win  his  friendly  smile.  Be  courteous  always,  and 
ai)preeiate  fully  everything  that  he  may  say  to  you;  be 
a<';reenb]e  to  the  things  he  might  suggest,  even  if  you 
know  they  are  wrong,  and  in  a  nice  way  gradually 
bring  him  around  to  your  way  of  thinking.  You  must 
be  a  diplomat  in  the  truest  sense  of  the  word,  always 
agreeable  but  never  tiresome ;  you  must  be,  to  some  ex- 
tent, enthusiastic,  but  this  enthusiasm  must  be  genuine. 
Know  the  article  you  are  selling  in  all  its  details;  be 
not  afraid  to  show  its  merits  to  the  best  advantage.  Be 
always  well  dressed.  No  doiibt,  there  is  a  certain 
distinct  advantage  when  your  customer  is  also  your 
friend.  Never  take  undue  advantage  of  this  friend- 
ship. Of  course,  you  must  have  ability,  and  that  comes 
only  from  years  of  service.  To  sum  the  whole  matter 
up,  T  have  often  advised  and  have  always  'believed  that 
the  three  big  words  to  the  successful  salesman  are,  per- 
sonality, character  and  common  honesty.  I  have 
known  men  that  have  had  personalities  that  would  win 
people  to  them  and  they  could  "coil  these  people 
around  their  little  finger,"  but  they  would  fail  utterly 
;!s  casket  salesmen,  because  of  their  character.  I  have 
known  other  men  that  had  both  personality  and  char- 
acter, but  in  some  way  they  would  not  or  could  not  win 
success  because  they,  perhaps,  unconsciously  did  not 
always  tel!  the  truth.  So  it  is  really  necessary  to  use 
the  three  words,  personality,  character  and  common 
honesty,  as  the  three  things  most  requisite  to  the  suc- 
cessful casket  salesman. 

T  have  often  been  asked  b,y  many  of  my  friends  en- 
gaged in  the  calling,  just  hoAv  I  proceed  to  sell  the 
casket.  Tf  the  family  is  of  prominence,  how  do  I  man- 
age things,  and  when  is  the  right  time  to  speak  to  the 
family  regardiiig  the  casket?  It  is  hard  to  set  down 
an.v  I'ule  or  method  of  procedure  that  would  work  out 
well  in  all  cases.  Every  family  has  its  own  little 
peculiarities.  Tt  is  only  after  years  of  experience  that 
you  will  be  able  to  know  and  do  the  proper  thing  at  the 
proper  time.  There  is  .one  rule  that  I  follow  very 
closcl.v,  and  that  is  the  proper  time  to  call  after  the 
embalming  has  been  done.  The  rule  is  this:  Tf  dea^h 
occurs  during  the  night  T  call  about  ten  o'clock  the 
ff)llowirig  morning:  if  death  occurs  during  the  day  I 
call  in  the  evening.  You  will  generally  find  in  both 
instances  that  the  family  is  in  a  mood  to  talk,  and  they 
will  in  the  coui'se  of  the  conversation  speak  to  you  re- 
garding the  casket.  Tf  not  you  should  in  a  very  care- 
ful and  tactful  manner  bring  the  subject  up.  Just  to 
get  their  idea  as  to  whether  they  would  like  to  have 
you  call  at  the  house  with  photos  or  send  a  ear  for 
them  to  call  at  the  office.  T  generally,  at  this  time, 
suggest  having  just  one  or  two  iriembers  of  the  family 
take  charge  of  all  details.  Tf  no  member  of  the  family 
cares  to  tnko  this  responsibility — to  them  a  sad  task — 
T  then  suggest  the  use  of  a  very  close  friend.  Tt  is  un- 
wise to  speak  of  the  casket  on  the  first  call  or  at  the 


time  the  embalming  is  being  done.  Death  has  taken 
place  and  the  loss  of  the  loved  one  is  the  thing  upper- 
most in  their  minds.  A  few  hours  later  you  will  find 
things  greatl.y  changed.  They  have  come  to  the 
realization  that  arrangements  must  be  made,  and  their 
minds  are  susceptible  to  anything  you  might  suggest 
pertaining  to  arrangements. 

You  should  never,  in  approaching  the  subject  of 
''Selling  the  ('asket,"  betray  any  commercial  instinct. 
Death  has  come,  a  casket  is  needed,  you  understand  ; 
so  do  they.  The  least  that  is  said  the  better.  After  T 
ascertain  the  desires  of  the  family  I  set  the  time  I  am 
to  call  or  send  a  ear.  This  is  always  agreeable  with 
their  ideas.  If  I  am  to  call  at  the  home  with  photos, 
I  try  to  be  there  promptly  at  the  time  set,  but  never 
before  the  hour  set.  1  feel  that  if  I  am  unable  to  be 
prompt  on  the  hour,  it  is  better  to  be  a  little  late.  Don't 
at  any  time  show  too  much  anxiety.  Never  get  ex- 
cited, and  always  remain  a  gentleman.  Having 
entered  the  home  I  first  ask  permission  to  look  in  the 
room  where  the  body  is  laid  out.  Never  fail  to  do  this, 
as  it  shows  you  are  interested  and  anxious  to  please. 


MILLIONS  DEAD  AND  STARVING. 

The  greatest  tragedy  that  has  visited  the  world  in 
years  is  taking  place  to-day  in  India,  reads  the  appeal 
sent  out  by  India  Famine  Relief  Committee.  India  is 
in  the  deadly  grip  of  plague  and  famine.  The  state  to 
which  the  population  has  been  reduced  is  appalling, 
and  prevailing  conditions  are  so  terrible  that  they  baffle 
description.  In  the  Central  and  Northern  Provinces  of 
India  death  stalks  through  the  land,  taking  a  toll  that 
makes  the  Great  War's  casualty  list  pale  into  insigni- 
ficance. 

To  date  the  estimated  number  of  dead  from  plague 
and  famine  in  the  past  year  is  over  32,000,000  The  poor 
have  eaten  all  their  food,  and  the  physical  conditions  of 
thousands  upon  thousands  is  such  that  they  are  too 
weak  even  to  carry  their  water  jars.  Others,  driven 
mad  with  hunger,  are  eating  roots,  seeds,  kernels  of  old 
nuts,  or  anything  they  can  pick  up.  150,000,000  loyal 
British  subjects  go  hungry,  morning,  noon  and  night. 

Inconceivable  conditions  prevail.  No  rain  has  fallen 
since  last  May,  and  there  have  been  no  crops.  Wells 
are  drying  up.  Traffic  has  practically  ceased.  Mails 
are  undelivered,  and  business  is  at  a  standstill.  Food 
riots  take  place  daily  in  the  cities. 

Miles  of  Dead. 

Some  conception  of  the  awful  toll  may  be 
gathered  from  the  following  comparison :  Tf  coffins 
for  the  32,000,000  British  subjects  who  have  died  dui-- 
ing  the  last  year  through  plague  and  famine  were  plac- 
ed, head  to  feet,  they  would  reach  a  distance  e(|ual  to 
one  and  one-third  times  around  the  equator.  Words 
fail  to  portray  the  ghastliness  of  this  stupendous  tra- 
gedy, and  photographs  taken  in  different  parts  of  the 
country  depict  scenes  too  gruesome  for  publication. 
Tjetters  fi-om  hidia  bi'ing  Tiews  of  an  appalling  famine 
now  pi'evailing.  Food  prices  have  soared  to  heights  \\\\- 
known  for  a  hundred  year's.  The  Government  of  India 
is  doing  what  it  can,  but  it  cannot  cope  witli  the  situa- 
tion. The  call  has  come  to  help.  Unless  the  peoples  of 
the  world  pour  help  into  India  millions  more  will  die, 
and  the  world  will  be  shocked  to  know  the  terrible  re- 
sults of  pi'ocrastination  and  selfishness. 

Donations  are  asked  to  be  sent  to  the  Honorary 
Treasurer,  Donald  A.  Cameron,  Toronto,  for  transmis- 
sion to  India. 
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?  QUESTION  BOX  ? 

The  question  lias  been  asked:  Are  iindertakers  rich? 
and  the  editor  of  Canadian  Furniture  World  and  The 
Undertaker  is  putting  it  up  to  Canadian  members  of 
tlie  profession  to  answer.  For  himself  he  does  not- 
know  of  any  funeral  director  who  has  made  money 
in  the  profession.  He  may  be  wrong,  and  if  so  wants 
to  be  corrected. 

The  public,  judging  from  remarks  sometimes  over- 
heard and  items  published  in  the  daily  i^rcss,  are  of 
the  opinion  that  fortunes  are  being  made  by  under- 
takers, and  it  is  up  to  funeral  directors  to  disabuse  this 
opinion — so  we  say  again — has  the  undertaking-  profes- 
sion made  you  rich?  We  will  l^e  glad  to  publish  your 
reply  and  comment. 


HIGHER  FUNERAL  ALLOWANCES 

Funeral  directors  of  Springfield,  111.,  and  vicinity, 
have  petitioned  the  board  of  supervisors  to  increase 
the  allowance  for  burying  the  indigent  dead  to  a  sum 
which  will  not  cause  them  to  lose  money  on  every 
funeral  of  that  eliaracter.  The  present  amount  al- 
lowed for  such  burials  is  but  $2,  and  the  undertakers 
claim  that  the  very  cheapest  funeral  which  can  be  had 
will  amount  to  at  least  +50,  itemized  as  follows : 

Casket  ;|^16.;:!0 

Interior  trim    2.00 

Handles    2.85 

Rough  box   8.00 

Shroud   3.00 

Freight  on  casket   1.25 

Digging  grave    8.00 

Conveyance  of  body   4.00 

Embalming  fluid    5.00 

Total   $50.40 

This  schedule,  it  will  be  noticed,  makes  no  allowance 
for  services,  and  is  designed  simply  for  the  purpose  of 
allowing  the  funeral  directors  to  conduct  the  funeral 
without  being  actually  out  of  pocket.  What  the  un- 
dertakers will  ask  has  not  been  definitely  decided. 
While  costs  of  funerals  have  been  mounting  steadily 
the  allowance  has  remained  the  same  for  years.  The 
above,  no  doubt,  will  be  interesting  to  our  Canadian 
funeral  dii'eetors. 


ARTIFICIAL  RESPIRATION 

(Jontrary  to  the  hasty  opinions  of  thoughtless  per- 
sons, the  undertaker  does  not  wish  people  to  die  before 
their  time,  even  though  it  should  apparently  be  to  his 
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That  velvety-fiow  fluid  that  is  different; 
does  not  burn  or  shrivel  the  arteries, 
allowing  the  operator  to  inject  as  often 
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interest  to  do  so,  for  he  is  a  sanitarian  and  a  life-saver 
as  well  as  a  public-spirited  citizen.  As  well  might  we 
charge  reputable  physicians  with  a  desire  to  create  m- 
stead  of  curing  disease. 

One  of  the  most  recent  pioofs  of  the  undertaker's 
helpfulness  as  a  life-saver  is  his  employment  of  means 
to  produce  artificial  respiration  in  cases  where  pe'-sons 
have  been  overcome  and  are  on  the  verge  of  death. 
This  is  good  work  and  cannot  be  too  highly  commended 
and  if  it  results  in  an  advertisement  in  his  commiinity 
he  is  .justly  entitled  to  it.  We  notice  that  high  scien- 
tific authorities  are  commending  these  eft"oi-ts  to  save 
life  by  having  apparatuses  for  the  inducement  of  arti- 
ficial breathing  near  at  hand  when  needed.  At  bath- 
ing-places, in  the  maternity  wards  of  hospitals,  at 
police  head(parters,  and  many  other  places,  such  ap- 
paratus will  save  lives,  we  are  told.  And  the  under- 
taker who  has  one  in  his  own  establishment  can  (|uickly 
use  it  when  called  upon.  Many  instances  are  known 
where  the  profession  has  done  its  duty  nobly  in  this 
respect.    This  good  work  should  be  commended. 


GOING  HIM  SEVERAL  BETTER 

The  oldest  good  storj-  is  the  one  told  by  "Deacon" 
Henderson  about  the  boy  who  left  the  farm  and  got  a 
job  in  the  city.  He  wrote  a  letter  to  his  brother,  who 
eleeted  to  stick  by  the  farm,  telling  of  the  joys  of 
city  life,  in  which  he  said : 

"Thursday  we  auto'd  out  to  the  country  club,  where 
we  golfed  until  dark.  Then  we  motored  to  the  beach, 
and  Fridayed  there." 

The  brother  on  the  farm  wrote  back: 

"Yesterday  we  buggied  to  town  and  baseballed  all 
afternoon.  Then  Ave  went  to  Med's  and  pokered  till 
morning.  To-day  we  muled  out  to  the  corn-field  and 
geehaAved  until  sundoAvn.  Then  Ave  suppered,  and 
then  Ave  piped  for  'a  while.  After  that  avc  staircased 
up  to  our  room  and  bedsteaded  until  the  clock  fiA'ed. " 


STICK  TO  YOUR  TRADE 

Funeral  directoj's  who  have  been  before  the  courts 
at  any  time  Avith  suits  for  payment  Avill  appreciate  this: 

A  colored  nicin  Ava?  broiight  before  a  police  judge 
charged  Avith  stealing  chickens.  He  pleaded  guilty 
and  received  sentence,  Avhen  the  pudge  asked  how  it 
Avas  he  managed  to  lift  those  chickens  right  under  the 
AvindoAv  of  the  OAvnor's  house  Avhen  there  Avas  a  dog  in 
the  yard.  "Hit  wouldn't  be  no  use.  judge,"  said  the 
man,  "to  try  to  'splaiu  dis  thing  to  you  all.  Ef  you 
Avas  to  try,  you  like  as  not  Avould  get  yer  hide  full  o' 
shot  an '  get  no  chickens,  nuther.  Ef  you  Avant  to 
engage  in  any  rascality,  judge,  yo'  better  stick  to  de 
beiu'h,  Avhar  a^ou  am  familiar." 


POOR  FATHER ! 

W.  K.  Murphy,  Toronto,  tells  of  an  epitaph  that  is 
inscribed  on  a  tombstone  in  Birmingham,  England: 
Here  lies  the  mother  of  children  seven, 
Foui-  on  earth  and  three  in  heaven; 
The  three  in  heaven  preferring  rather 
To  die  Avith  mother  than  live  Avith  father. 


UNSATISFACTORY 

Rogers — "Didn't  1  see  von  out  in  A'our  ncAV  car  to- 
day?" 

P.urney — "Yes,  I  Avas  out  for  a  trial." 
"Was  the  trial  satisfactory?" 
"\o.    The  judge  fined  me  $10." 
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The  Fashionable  Funeral 


It  is  a  lime-hoiiored  custom  for  modern  people  to 
criticize  the  method  of  conducting'  funerals  in  past 
centuries,  when  hired  mourners  were  secured  at  so 
much  per  hour,  in  order  that  the  semblance  of  sorrow 
and  regret  might  be  present,  says  an  exchange.  This 
was  done  for  show,  and  so  we  criticize  it:  but  aren't 
we  in  the  same  boat^  Don't  we  often  have  fashionable 
and  lengtliy  funerals,  fulsome  eulogies,  soloists  for  so 
much  per  s'oh),  just  for  show  also"?  When  Mrs.  Blank's 
husband  dies,  she  decides  to  have  a  more  splendid 
funeral  than  Mrs.  Doe  had  for  her  husband,  and  later 
on,  Mrs.  Roe  decides  to  beat  both  of  them.  Is  there 
any  respect  for  the  dead  in  this  form  of  competition 
between  these  women? 

These  remarks  are  suggested  by  a  funeral  which  I 
attended  a  short  time  ago,  a  funeral  which  was  an 
example — to  my  notion — of  how  a  funeral  should  NOT 
be  conducted.  It  was  held  at  a  fashionable  church,  at 
a  fashionable  hour,  and  the  best  cpiartet  in  town  had 
been  hired  at  so  much  per  song.  It  recjuired  two 
preachers,  one  lodge  officer,  one  violinist,  one  under- 
taker, and  an  audience  of  1,500  to  la.y  this  man  to 
rest.  True,  it  was  a  great  spectacle,  but  should  a 
funeral  be  arranged  for  this  purpose? 

The  eulogies  wei'e  all  couched  in  the  superlative  de- 
gi-ee.  This  man,  a  physician,  was  compared  to  the 
Great  Ph.ysician ;  the  poetry  of  Shakespeare,  quota- 
tions from  Scripture,  and  some  original  death  poetry 
were  used  in  sending  this  man  to  heaven.  The  two 
preachers  got  him  safely  into  glory  in  fine  shape ;  and 
then  the  lodge  officer  shut  the  gates,  so  that  he  would 
be  interned  in  heaven  permanently. 

Now,  these  eulogies  were  either  true  or  untrue.  In 
either  case,  the.v  were  unnecessary.  If  they  were  true, 
the  friends  ot  Ihe  departed  already  knew  of  his  good 
(pialities.  aiul  mere  words  could  no'  increase  their 
res])eet  for  him.  If  he  was  so  virtuous,  so  self- 
sacrificing,  so  noble-hearted,  so  upright,  his  three  score 
years  of  life  would  have  demonstrp.ted  this,  and  his 
friends  and  neighbors  did  not  Jieed  to  be  told  so  by  the 
f>f¥iciating  preachers. 

If  the  eulogies  were  n.ot  true,  then  they  were  sacri- 
legious, and  the  eulogists  will  have  to  answer  for  these 
^  exaggerations  and  falsehoods  at  the  great  judgment 
day.  If  these  eulogies  Avere  untrue,  his  finends  would 
know  it;  and  as  they  sat  at  the  funeral,  listening  to 
the  glowing  panegyrics  of  the  preachers,  they  would 
lose  confidence  in  the  preacher,  the  church  and  possibly 
('hristianity. 

Further,  one  of  the  preachers  introduced  "sob 
stuff"  at  this  funeral.  He  wept  himself;  he  caused 
others  to  Aveep.  and  excited  the  emotions  of  the  family, 
the  members  of  which  were  already  stirred  by  sorrow 
sufficiently.  If  this  man's  life  had  not  been  right,  an 
ocean  ol'  tears  wouldn't  save  him.  The  tears  did  him 
no  good;  and  they  might  have  caused  the  nervous  anil 
over-wrought  relatives  to  go  into  hysterics,  which  is 
all  wrong. 

Is  there  any  reason  why  such  a  display  should  be 
made  at  a  funeral?  Is  there  any  rational  excuse  why 
a  funeral  should  be  a  pid)li('  function?  When  a  man 
is  ill,  we  don't  permit  every  Tom,  Dick  and  Ilairy 
to  come  in  and  ga/e  at  him;  wh.\-  slionld  this  privil(>ge 


be  accorded  to  mere  curiosity  seekers  at  death? 
Further,  wdien  Ave  try  to  make  funerals  a  spectacle, 
aiming  to  have  the  best  music,  the  most  floAvers  and 
the  strongest  eulogy,  do  Ave  honor  the  death?  I  doubt 
it  very  much. 

Death  is  one  of  the  great  m.vsterie;  of  human  ex- 
istence; it  should  have  lessons  for  all  of  us;  but  Avhen 
we  use  it  as  a  pretext  for  making  a  shoAV,  don't  Ave 
miss  the  lesson? 

Our  idea  of  a  rational,  sensible  funeral  service  is  the 
folloAving:  it  should  be  simple  and  brief,  at  the  home  of 
the  departed;  onl.v  one  minister;  no  eulogy  (a  man's 
life  speaks  for  itself)  ;  no  tear-provoking  sermon,  no 
obituary  poetrv,  a  fcAv  appropriate  verses  from  the 
Scripture,  tAvo  or  three  reverent  and  loft,y  hymns,  only 
I'elatives  and  intimate  friends  in  attendance,  and  a 
])rivate  interment. 

If  this  cuslora  were  followed,  the  true  meaning  of 
death  Avould  be  im])ressed  upon  all.  No  preacher 
Vv-ould  have  to  violate  his  conscience  in  eulogizing  a 
man  AAdiose  life  had  beeri  Avrong;  and  genuine  sympathy 
could  be  extended  to  the  mourners  in  a  private  and  un- 
obtrusive way. 


FORD  THAT  BACKS  UP 

Jack  McLaughlin,  of  the  Globe  Casket  Co.  is  still 
travelling  his  territory  in  one  of  Henry  Ford's  busses. 
He  is  tjuitc  an  expert  uoaa-,  but  Avhen  Mae  purchased 
his  car  in  Western  Ontario  he  undertook  to  run  it  to 
Toronto  without  any  lessons  in  driving.  He  got 
stranded  for  an  hour  and  a  half  outside  of  Gait,  and 
learned  hoAV  to  back  up  from  experience.  "Experi- 
ence sure  is  some  teacher."  said  Jack. 


CARANAC 

EMBALMING  FLUID 


Those  that  use  this  fluid  do  not  believe 
there  is  a  better  one. 

Our  increase  in  business  each  year 
testifies  as  to  its  merits. 

It  produces  the  best  results  every  time. 

LET  YOUR  NEXT  ORDER  BE 
CARANAC 

WE  SHIP  PROMPTLY 


Caranac  Laboratory 

Peterborough      -      Ontario     -  Canada 
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A  Straight  Talk  to  Our  Manufacturers 


CO  OPERATION  NECESSARY 

THERE  never  was  a  time  in  the  history  of 
Canada,  when  more  co-operation  be- 
tween manufacturers  of  kindred  lines 
meant  so  much  for  each  and  every  one.  Manu- 
facturers of  furniture  lines  are  no  exception. 

There  is  need  of  special  efforts  being  made  to 
create  Jiew  business  for  the  furniture  trade. 
There  are  not  at  present  enough  homes  in  Can- 
ada to  siipply  the  needs  of  our  communities. 
Men  are  coming  home  and  taking  up  house 
again ;  families  Avant  their  own  homes ;  and 
young  couples  are  starting  off  on  life's  jouni  -y 
in  apartments  and  flats,  because  small  houses 
are  impossible  to  be  had.  These  are  all 
prospects  for  the  furniture  dealer,  but  it  Avill 
take  special  efforts  to  convey  to  thesr  people 
the  important  part  that  well-made  furniture 
plays  in  the  home. 

Make  a  New  Trail 

We  are  all  too  prone  to  tread  the  old,  beaten 
tracks,  and  such  would  no  doubt  be  all  very 
well  if  the  conditions  surrounding  us  Avere  not 
in  so  chaotic  a  state.  We  need  to  adopt  ab- 
normal methods  to  meet  abnormal  conditions. 
We  need  to  break  a  new  trail.  We  need  to 
establish  among  ourselves  a  spirit  of  co-opera- 
tive buying.  Too  much  money  is  going  out  of 
the  country  for  goods  we  could  make  our- 
selves. But  to  do  so  we  must  co-operate.  We 
must  create  new  outlets  for  our  own  goods. 
And  we  must  get  right  down  to  "brass  tacks" 
and  advertise  our  products  more  and  more. 

Just  Read  This 

The  New  York  Sun  writes  in  something  like  the 
following  strain: 

"What  is  this  Canada.  This  good  business  friend. 
This  country  that  is  ajbsorbing  one-seventh  of  all  our 
ex])orts?  Just  imagine.  This  Canada,  a  vast  mine  of 
untold  wealth,  absorbing  the  biggest  part  and  parcel 
of  all  the  goods  which  U.  S.  industries  make  for  export. 
This  next  door  neighbor  with  less  than  10,000,000 
people,  using  nearl.y  $60,000,000  per  month  of  our 
products. 

"WTien  the  war  was  at  its  height,  in  January,  1918, 
Canada  bought  from  us  $.50,.'')00,000  worth  of  goodis,  and 
we  were  a])t  to  think  that  most  of  this  was  due  to  the 
war. 

"But  nay.  Because  we  find  that  during  January, 
1919,  this  good  friend  of  ours  actually  bought  $5.5,- 
700,000.  Nearly  five  and  one  half  millions  of  dollars 
more." 

What.  Mr.  Manufacturer,  does  that  menu  to 
you?  It  means  that  we  are  not  co-operating  as 
we  should.     We  are  sending  over  half  a  billion 


of  dollars  "out  of  the  country"  every  year, 
and  as  our  population  increases  our  imports 
lik-ely  will  increase. 

It  means  more.  It  means  that  we  have  not 
taken  seriously  to  heart  the  study  of  political 
economy.  It  means  that  manufacturer  and 
farmer  are  at  variance  in  thought  though  noi 
in  interest.  It  means  that  every  manufac- 
turer and  every  farmer  is  too  self-centred,  and 
that  all  that  is  really  necessary  is  that  each  be 
better  understood. 

More  Advertising  Needed 

Mr.  Manufacturer  of  furniture  and  home 
furnishings — let  me  ask  you:  fs  an  automobile 
as  necessary  to  a  person  as  furniture  in  his 
iiome'f  Certainly  not.  But  I  venture  to 
say  that  any  one  automobile  manufacturer 
out  of  the  largest  six  on  this  continent 
have  invested  more  in  advertising  th?.n  the 
whole  of  the  furniture  manufacturers  in  this 
Dominion  put  together.  We  in  this  line  of 
business  have  not  realized  ourselves  that  the 
public  needs  to  be  told  more  about  our  goods. 
All  manner  of  publicity  along  educational  Iin'"'=; 
should  be  adopted.  Not  only  trade  papers, 
but  newspapers,  magazines,  etc.  In  co'^clusion 
read  what  a  real  expert  says  is  needed  to  put 
this  good  old  Avorld  on  its  feet. 

EXPERT  URGES  EXTENSIVE  ADVERTISING 
CAMPAIGNS  TO  PUT  BUSINESS  ON  ITS  FEET 

Extensive  advertising  campaigns  throughout  the 
country  will  put  business  on  its  feet  and  relieve  the 
present  stagnation,  Roger  W.  Babson,  director  of  the 
information  service  of  the  department  of  labor  at 
Washington,  and  a  business  authority,  declared. 

Babson  has  sent  statements  to  big  business  men  of 
the  country  urging  increased  advertising  as  a  means  of 
ushering  in  an  era  of  prosperity. 

"My  advice  to  the  manufacturer  and  merchant," 
Babson  says,  "is  this:  For  your  own  interest  and  for 
the  good  of  the  country,  increase  the  advertising  ap- 
propriation for  1919.  Prosperity  depends  upon  the 
consumer.  If  there  is  not  a  market  for  goods,  they  will 
not  be  produced. 

"Business  is  now  stagnant,  because  nobody  wants  to 
buy,  even  though  people  have  been  deprived  of  many 
things  during  the  war.  Psj'^chologically,  we  have  not 
recovered  from  the  shock  of  the  war. 

' '  The  time  to  buy  the  things  we  need  is  here,  but  the 
people  will  not  respond  to  a  single  appeal.  A  general 
campaign  of  paid  advertising  is  necessary  to  get  busi- 
ness going  again.  Dealers  in  all  sorts  of  commodities 
should  advertise  them — in  the  newspaper,  magazines, 
and  in  other  accepted  mediums.  Only  in  this  way 
can  the  demand  be  created." 
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ONTARIO 

fiobcaygeon — 

Bvng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brantford — 

Thorpe  Bros. 

Funeral  Directors. 

SiK'cessors  to  H.  S.  Peirce. 

Both  phones,  200. 
Burks  Falls — 

Tlilliar,  Joseph.    Box  213. 
Ooboconk — 

Greenley,  A. 
Dorchester,  Ont. — 

Logan,  R.  A.  'Phone  2107. 
Dungannon — 

S[)roul,  William 
Dunnville — 

D.  P.  Fry.     'Phone  68. 
Elmira — 

Dreisinger,  Chris. 
HuntsviUe — 

miliar,  Joseph. 
Hamilton — 

57  King  Street  West. 

Blaehford  &  Sons, 


Doflsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J.  H.  &  Co., 
19-21  John  St.  N. 
IngersoU — 
Melntyres. 

F.  W.  Keeler  and  R.  A. 
Skinner,  props. 
Kemptville — 

MeCaughey,  Geo.  A. 
Kingston — 
Corbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 
London — 

Ferguson's  Sons,  John 
174  to  180  King  St. 
Orillia — 

W.  A.  Strachar, 
Successor  to 

K.  A.  Bingham. 

Phone  45:^. 
D.  Clark.    Tel.  159. 
Mundell,  J.  A.      Phone  126. 
150  Mississaga  St. 
Oshawa — 

Luke  Burial  Co. 
Schomberg — 
F.  Skinner. 


St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St. 
St.  Thomas — 

W-lliam,  P.  R.,  &  Sons,  519 

Talbot  St. 
Stirling — 

Ralph,  Jas.  Phone  lOi:. 
Stratford — 

Greenwood  &  Vivian,  Ltd. 

88-92  Ontario  St. 
White  &  Co.;  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 
Toronto — 
Geo.  J.  Chapman 
742  Broadview  Ave 

Phone  G.  3885 

Amibulance  service. 
Cobbleddek,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto     equipment     for  all 

branches  of  service. 
Phone  Beach  73. 
J.  A.  Humphrey  &  Son, 

463  Church  St. 
W.  N.  Kneehtel, 

1202  Yonge  St. 

Motor  equipment  for  all 
branches  of  service. 

Motor  amibulance. 

Phone  North  4400. 
Washington,   Fleurv  Burial 

Co.,  685  Queen  St.  E. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Washington  &  Johnston, 

707  Queen  St.  E. 

Corner  of  Broadview. 


Thedford — 

Woodhall,  J.  B. 
Wallaceburg — 

Cousins,  Burlington  &  Sain' 
Welland— 

J.  J.  Patterson  &  Sons. 

Sutherland,  G.  W. 
Woodstock — 

Mack,  Paul. 
Whitby— 

Nicholson   &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 
St.  John— 

Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 
Dauphin — 

Parrell,  A.  F. 
Winnipeg — 

Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 
Saskatoon — 
Young,  A.  E. 


SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 
CALLY EVERY  GOOD  UNDERTAKER! 


These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 


It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 
portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 
balming Fluid. 


We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 
balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 
tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 
which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way;  that  profes- 
sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 


Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 


H.  S.  ECKELS  &  COMPANY 


221  FERN  AVENUE 
TORONTO,  ONTARIO,  CANADA 
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Waller  &  Co.. 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
StroHRest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 

Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Ambers  ,  N.S. 


Larger  Bottles  KUed  up  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

SO  cents  per  ins:  i lion  up  to 
twenty-five  words,  tiach  additional 
word  twocents.  If  Bex  is  required 
5  cents  extra  (ocov.i  postage, etc. 
Cash  must  accompany  each  order 
—  no  accounts  booked. 


EXPERT  EMBALMER  and  fur.erfi!  director  nor  finsaged  at 
present,  would  take  jiositiou  as  manager  of  undertaking  dei)art- 
ment  of  large  firni.  Also  has  jiractieal  knowledge  of  the 
furniture  trade.     Churchill  and  Ould,  Huntsville,  Out. 

FOR  SALE — F^xcellent  all  black  hearse  team  of  mares,  five 
years  old;  guaranteod  sound  and  relia'ble  in  every  way;  clean 
liim^hed.  Full  j;avticulars  by  applying  to  Thos.  A.  Jebb, 
Cookstown,  Out.  ni-j 


FOR  SALE — Greer's  No.  95  undertakers'  steel  tired  black 
wauon  in  Al  shajie.  A  reasonable  offer  will  buy  this  to  make 
quick  salfi.  Box  23,  Furniture  World  and  The  ITudertaker. 
H2  Colbornc  St.,  Toronto. 


WANTED — A  second-hand  hearse,  must  be 
Churchill  and  Ould,  HuntsvillCj  Ont. 


in    good  shajie. 


WANTED — Traveller,  calling  on  furniture  trade,  to  handle  si'C 
l  ial  line,  on  commission.  J.  R.  Eaton  &  Sons,  Limited,  Orillia, 
Out. 


Send  your 


WANT  ADS. 


To  "CANADIAN 
FURNITURE 
WORLD" 


May.  1919 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


\7 


CHAMPION  EMBALMING  FLUID 
WITH  *'KOSMOLEUM" ! 
TWINS  in  excellence ! 
TWINS  in  operation ! 

Champion  Embalming  Fluid  has  maintained  its 
present  standard  of  excellence  for  more  than 
FORTY  YEARS.  Sentiment  in  its  favor  is 
overwhelming,  North,  East,  South,  and  West. 

KOSMOLEUM— the  old-established  Cham- 
pion Massage  Cream,  with  a  new  name — a  new 
dress — a  new  use. 

KOSMOLEUM— used  in  the  same  old  way 
as  a  massage,  gives  a  life-like  expression  and 
texture  to  the  skin,  and  by  external  application 
facilitates  arterial  injection. 

NOW— FOR  ITS  NEW  USE !  INJECT 
KOSMOLEUM  WITH  CHAMPION 
EMBALMING  FLUID!  Its  use  in  this  way 
INSURES  splendid  arterial  circulation  as  well 
as  imparting  to  the  embalmed  body  a  life-like 
appearance,  IMPOSSIBLE  TO  GET  IN 
ANY  OTHER  WAY. 

KOSMOLEUM  AND  CHAMPION  EM- 
BALMING FLUID-TWINS! 

SEPARATE— They  are  winners! 

BUT,  AS  A  TEAM-They  surely  "pull 
the  load  !  " 


Compounded  and  Sold  by 


The  Champion  Chemical  Co.,  Springfield,  Ohio 


U.S  A. 


Dr.  G.  W.  FERGUSON,  Canadian  Manager 
74  Leuty  Ave.,  Kew  Beach,  Toronto. 


Canadian  Manufacturing  Plant,  WINDSOR 


ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


The  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  lor  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $6.10.     Postage  paid. 


The  Practical  Book  of  ORIENTAL  RUGS 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletone.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $6.10.     Postage  paid. 


The  Practical  Book  of 

EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goldsmithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handblock  printing, 
carving  and  lace.  232  illustrations.  Octavo,  handsome  cloth,  in  a  box. 
$6  10.     Postage  paid. 
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BLUE  DEVIL  VELOCIPEDES 


We  demonstrate  here 
a  velocipede  with 
spring  end  frame 
braced  in  centre,  mak- 
ing it  rigid  yet  very 
easy  riding.  Adjustable 
bright -finish  handle 
bar.  Leather  saddle 
with  springs.  Frame 
enamelled  blue. 
Wheels  tmned. 


To  know  the  goodness 
of  this  velocipede  we 
would  suggest  an  early 
sample  order,  so  that 
you  may  have  on  show 
an  article  that  will  bring 
big  business.  The  de- 
mand for  a  velocipede  of 
this  quality  is  great,  and 
this  one  will  satisfy  the 
wish. 


THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO,  CAN. 


The  Marshall  Trade  Mark 
Is  The  Mark  of  Quality 


Chesterfields  and  Chairs  upholstered  with  MARSHALL  Spring 
Construction  have  proven  their  worth  for  Appearance,  Comfort  and 
Durability  the  world  over.  MARSHALL  Cushions  have  become  so 
well  known  by  the  buying  public  that  they  are  demanding  this  luxur- 
ious cushion  on  all  their  better  grade  of  furniture.  Play  fair  with  your 
customers  and  demand  that  ALL  cushions  are  labelled. 


The  MARSHALL  Label  is  your  guarantee. 

Marshall  Ventilated  Mattress 

Company,  Limited 
TORONTO     CHICAGO     LONDON,  ENGLAND 
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i  FURNITURE 


II 


An  Attractive 
Diningroom  Suite 


m 


Quartered  Oak  only, 
Fumed,  Golden  or 
Old  English  Finish 


1686-1  Diner 


If  you  are  not  now  hand- 
ling our  diningroom  furniture 
it  will  be  to  your  advantage 
to  get  in  touch  with  us  at 
once. 


1686-5  Diner 


Our  new  1 00  page  catalogue 
has  just  been  mailed.  If  you 
have  not  received  a  copy,  send 
for  one  to-day 


373  Extension  Table 


THE  STRATFORD  CHAIR  CO.,  LTD.,  Stratford,  Ont. 
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FUltWITUIWl 


Louis  Sixteenth  Motif 


McLagan 
Quality 


No.  330  Dresser 
Top  21x44    H.  69  inch 
P.B.  Mirror  28x34 


In  producing  furniture  that  is  distinctive 
and  which  commands  attention,  where- 
ever  it  may  be,  there  must  be  that  touch 
that  comes  only  from  years  of  hard  and 
consistent  effort ;  that  mellowing,  so  to 
speak,  that  puts  you  head  and  shoulders 
above  all  others  in  your  line,  and  which 
gives  you  all  the  pride  and  pleasure  worth 
while.  We  have  the  production,  the  dis- 
tinctiveness; and  we  are  mellowed  through 
years  of  good  clean  effort.    From  all 
these  have  sprung  McLagan  Quality 
and  McLagan  Service.     Let  quality 
serve,  it  will  help  your  trade  and  yourself. 


No.  336  Somnoe 
Top  15x15  H.  29  inch 


The  George  McLagan  Furniture  Co.,  Limited 
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FURNITURE 


ack  Walnut  and  Mahogany 


Exquisite  Designs 
Truly  Characteristic 


And  now  we  come  to  design.  Period 
furniture,  as  made  by  McLagan,  is  true 
in  every  detail  to  the  period  it  represents. 
This  is  one  of  the  main  reasons  why 
it  is  so  popular  among  buyers  of  good 
furniture  and  dealers  who  represent  the 
best  trade  in  your  locality.  You  can 
share  in  this  steady  demand  by  making 
this  a  leader,  and  you  will  get  the  benefit 
that  comes  with  a  good  class  of  trade. 
Drop  us  a  line  that  we  may  get  in  teuch 
with  you,  and  show  you  how  this  can 
be  done. 


No.  333A  Chiflforette 
Top  20x34    H.  42  inch 


No.  333  Chifforetle 
Top  20x34  H.72in. 
P.B.  Mirror  18x24 


No.  337  Bed 
54  in.  Slat 


The  George  McLagan  Furniture  Co.,  Limited 
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Rattan  Furniture  That  Sells 


Imperial  Rattan  designs  are 
original. 

Tapestry  can  be  provided  to  ( 
harmonize  with  any  furnishing 
or  color  scheme. 

IV rite  us  to-duy  for  illusl rations 
of  our  newest  designs 


IMPERIAL  RATTAN  CO.,  Limited,  STRATFORD,  ONT. 


No.  47 


Swings  and  Folding  Chairs 

for  Cottages,  Verandahs  and  Lawns 

Neat  profits  will  be  realized  during  the  summer  monttis  by  dealers  wlio  are  featuring  ttie 
Stratford  line  of  furniture  for  camps  or  lawns.  It  is  built  for  comfort,  is  liglit  in  weight,  and 
of  durable  construction.  Get  m  touch  with  us  to  day  if  your  line  is  not  complete. 


Lawn  Swings 

Camp  Stools  and  Cots 

Suspended  Verandah  Swings 


Folding  Chairs 
Folding  Tables 
Adjustable  Lawn  Chairs 


Baby  Swings 
Children's  Furniture 
Folding  Extension  Gates 


I 


No.  15 


No.  22 


No.  0 


Ontario 


THE  STRATFORD  MANUFACTURING  CO.,  Limited,  STRATFORD,  Ont. 
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Kroehler  Kodav 
Suites 


Will  be  a  large  factor  in 
solving  the  housing  problem  in 
your  community.  They  will 
mean  big  business  for  you  dur- 
ing the  summer  and  fall  months.  The 
suite  illustrated — No.  480 — is  particularly 
pleasing  to  the  eye.  See  the  period  of 
William  and  Mary,  mahogany  and  wal- 


nut,  cane  panels,  and  neatly  upholstered 
with  a  high  grade  of  tapestry.  This  suite 
will  command  the  attention  of  the  discrim- 
inating buyer. 


Send  in  your  order  to-day 


THE  l^ttd^t  BED  CO.,  LIMITED  :  STRATFORD,  ONT. 


ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRING 
RESULTS 


2  cent*  per  word 
per  insertion 


THE 
CANADIAN 
FURNITURE 
WORLD 


J  F  you  have  something  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised fit  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  word 
per  insertion 


The  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 
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Caution 

In  Buying  Kapok  Mattresses 
REMEMBER  - 

IF  the  quality  is  first  class,  an  Imperial  Edge  Mattress  with 
full  5}4  inch  border  properly  filled  will  only  weigh  30 
lbs.  gross.  Heavier  weight  mattresses  are  made  of  cheaper 
and  inferior  grade  Kapok  or  adulterated,  which  will  not 
give  satisfaction.  We  guarantee  100%  pure  prime  Japara 
quality,  which  is  The  Best.  The  quaHty  of  Kapok  varies  as 
much  as  hair  or  feathers.  You  would  not  pay  more  for  a 
hog  hair  mattress  than  a  horse  hair  because  it  is  heavier, 
nor  more  for  a  chicken  feather  pil'ow  than  goose,  for  the 
same  reason — the  cheaper  quality  requires  more  weight. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 


Quaintly ' Designed  Windsor  Rocker 


A  SUITABLE  GIFT  FOR  THE  JUNE  BRIDE 


This  comfortable  Rocker,  No.  259  R, 
will  give  exceptionally  good  service.  It 
can  be  supplied  in  Mahogany,  Walnut, 
Fumed  or  Golden  Finish.  We  also 
manufacture  a  number  of  other  suitable 
designs. 

Get  them  on  your  floor  now. 


The  North  American  Bent  Chair  Co. 

LIMITED 

Owen  Sound  :-:  Ontario 
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CpM 


CFM 


Our  Semi-Annual  Midsummer  Furniture 
Exhibition,  will  be  held  as  usual  during 
the  whole  month  of  July,  at  our  Toronto 
Show  Rooms,  1  36-1 40  King  St.  East,  to 
which  we  extend  a  hearty  invitation  to 
the  trade. 


Q\NADApURNITURE^, 


ANUFACTURERS 


CpM 


CFM 
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"MISSION"  PATTERN 

Diningroom  Suite 


No.  297— DINING  SUITE 
Plain  Oak,  Fumed  or  Golden  Gloss  Finish 

In  making  selections  of  bedroom  furniture  for  your  better  trade  you 
discriminate  m  favor  of  the  things  ^you  think  will  completely  satisfy 
them.  It  follows,  naturally,  that  you  are  anxious  to  supply  the 
best  possible  furniture  in  order  that  the  worth  of  the  entire  purchase 
may  be  enhanced. 

In  this  connection  KNECHTEL  FURNITURE  is  the  one 
logical  choice. 

Diningroom  Suite  No.  297,  illustrated,  made  in  plain  oak,  fumed 
finish,  is  a  good  seller.    Full  particulars  on  page  111,  catalog'  49. 


THE  KNECHTEL  FURNITURE 

LIMITED 

HANOVER  ONTARIO 


CO 


June,  1919 
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417  Live  Dealers 
from  Halifax  to  Vancouver 

are  successfully  marketing 


Medium,  Loud  and  Extra  Loud  Tones 

60  boxes  packed  in  a  counter  salesman  carton  which  retail  for  $9.00. 
Dealer's  price  $5.85,  F.O.B.  Montreal,  30  days,  2%  discount  for 
cash  with  order.  Just  order  a  counter  salesman  carton  of  each  tone 
to-d«y,  place  them  on  display  and  watch  them  sell  themselves.  A 
mighty  profitable  addition  to  your  line. 

H.  A.  BEMISTER 

"  The  Mail  Order  Man  " 

Mappin  and  Webb  Bldg.,       Montreal,  Que. 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High- 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


NO  26 


Upholstery  Springs 

Highest  quality  Upholstery  Springs, 
made  from  the  finest  grade  High  Car- 
bon  Steel  Wire,  oil  tempered  after 
the  coiling  operation,  thus  insuring 
uniform  strength  and  "No  Set."  Re- 
member, the  quality  of  your  High- 
Grade  Upholstering  depends  entirely 
on  the  quality  of  the  springs  you  are 
using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit  ;    buy  Canadian  springs 

James  Steele,  Limited 

Guelph,  Canada 


Quality  Livingroom  Furniture 


No.  602 


Richly  upholstered  with 
high-grade  tapestries,  No. 
602  Livingroom  Suite 
will  command  a  ready 
sale.  Workmanship  ard 
materials  of  a  high  order 
are  utilized  in  the  manu- 
facture of  MORLOCK 
furniture. 


Write  us  to- day  for  prices 
ar\d  full  particulars  of  our 
livingroom  furniture. 


MORLOCK  BROS.,  Limited  -  Hanover,  Ont. 

Makers  of  Livingroom  Furniture,  Chesterfields, 
Parlor  Suites,  and  Steel-Constructed  Couches. 
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A  New  Design 
from  Victoriaville 


A  better  and  bigger  line  of  sensible  pieces  of  furniture 
in  modern  designs  and  finishes,  practical  for  use  in 
every  home  is  our  offering  to  the  furniture  trade. 
These  prices  are  made  in 

SOLID  PLAIN  OAK 

and  will  attract  unusual  attention.  They  appeal  to 
the  eye  as  well  as  the  pocket. 

Write  for  our  new  catalogue  and  price  list.  It  is  sure 
to  interest  you. 


The  Victoriaville  Furniture  Co.,  Limited 

VICTORIAVILLE      -  QUEBEC 


June,  1919 
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RA  TTAN  CHAIRS 


No.  901  Arm  Rocker 

Seal  21x20,  height  of  back  from  seat  23  inches, 
net  weight,  14  lbs. 


Rattan  chairs  are  the  most  popular  class  of  furniture  for  the  hot  sum- 
mer months,  especially  for  veranda  and  porch,  as  well  as  inside  the 
house.  Our  designs  are  exceptionally  attractive  and  the  price  is  most 
reasonable.    Write  for  illustrations  and  price  list  to-day. 


CANADIAN  RATTAN  CHAIR  COMPANY.  LTD. 

VICTORIAVILLE      -  QUEBEC 
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OUR  ADVICE  FOR  1919  TRADE  IS  ORDER  EARLY 

from  the  one  plant  whose  faciHties  and  capacity  enable  us  to  hold  the  reputation  of 
ALWAYS  DELIVERING  THE  GOODS. 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


'JllMIIIII|lllMMIMIi:ill!IIIIIMIIIIIMIIIIIIIIMIMIIIIIMMIIMIMIIIIIIIIIIi;M'IIIIIIMIIIIIMIIIIMinilllllinilMlllllllllli;il!IIIIIIIHIIIM^ 


Cedar 
Chests 


There  is  more  to  a  SHAFER  CEDAR  CHEST  than 
dignity  of  design  and  beauty  of  finish.  Built  into  each  one  is 
the  satisfaction  of  producing  a  fine  piece  of  furniture— the  pride 
of  creation.  Skilled  workmen  and  best  quality  material  make 
possible  the  execution  of  our  effort  to  build  only  chests  of 
character. 

Prices  on  request. 


D.  L.  SHAFER  &  COMPANY— ST.  THOMAS,  ONT.  | 

rilMiMIIIII  lllllillMIIII  I  llllMIIIII  Illlllllll  Illlllllll  Illlll  i  II  II  lllllllllllllllllillllllllllllllllllllllllllMIIIIII  Illlllllllll  Illllllllll  1  1111111^:1  IIIIIIIIIMI  Illllll  IIIIIMIIIII  II  11  


The  New  Kapok  Mattress 

"LIGHT-O" 


•LIGHT-O"  KAPOK  MATTRESS 


33  lbs.  Prime  Joppa  Kapok 
Treated  by  Our  Special  Process 

Highest  Grade  Art  Sateen 
or  A.  C.A.  Tick 

Imperial  Edge 

Very  Closely  Tufted  with 
70  Tufts  each  side 


These  are  a  few  of  the  many  selling  features  of  the  "Light-O** — the  mattress  that 
has  set  a  standard  for  Kapok  mattresses.  Agencies  will  be  established  throughout 
Canada.  Large  window  display  cards  and  other  literature  will  be  ready  for  dis- 
tribution end  of  this  month — your  territory  is  probably  open. 

Price  $17.50,  F.O.B.  Waterloo,  Ontario.    Get  in  touch  with  us  to-day- 

Quality  Mattress  Company 


WATERLOO 


ONTARIO 
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Business  Building  Booths 

Are  You  Keeping  Up  With  Rising  Costs? 

This  question  is  answered  completely  in  "Keeping  Up  With  Rising 
Cosfo, "  written  after  investigation  into  the  methods  of  1560  stores. 
It  tells  what  it  should  cost  the  retailer  to  do  business,  etc — further  it 
shows  just  how  successful  merchants  are  keeping  expenses  down. 
192  pages  5V8"  X  8K^,"  bound  in  crimson  vellum  cloth.  Illustrated, 
postpaid  $1 .85. 

RETAIL  ADVERTISING 

"Retail  Advertising  Complete,"  covers  with  a  comprehensive  grasp  such  subjects  as  newspaper 
advertising,  how  to  get  up  the  ads.,  many  representative  samples  being  presented.  A  chapter  is 
given  to  window  advertising,  and  the  subject  of  novelties  is  thoroughly  discussed ;  that  important 
part  of  advertismg  which  is  done  inside  the  store  is  in  no  manner  overlooked,  while  equal  attention 
is  given  to  outside  advertising,  such  as  bill  posting  and  other  means  of  reaching  outlying  districts ; 
advertising  direct  by  mail  and  mail  order  opportunities  and  advantages  are  gone  into  carefully; 
special  sales  as  business  getters,  and  some  features  that  make  them  successful,  are  presented  in  a 
convincing  manner.  In  short,  this  book  is  the  common  sense  psychology  of  advertising.  266 
pages,  5x7  inches.  Cloth.    Price  $  1 .00  postpaid. 


STORE  MANAGEMENT 

In  "Store  Management  Complete,"  which  is  well  illustrated,  the  author  gives  a  clear  and  concise 
picture  of  the  kind  of  man,  physically  and  mentally  that  the  successful  merchant  should  be ;  the 
writer's  experience  has  taught  him  that  one  kind  of  personality  is  most  desirable,  and  he  tells  you 
about  this.  In  a  chapter  on  "Where  to  Start"  the  advantages  of  various  locations  are  discussed  ; 
how  to  make  the  most  of  a  poor  one,  and  the  desirable  side  of  the  street.  "Store  Arrangement" 
dips  to  the  bottom  in  such  subjects  as  making  entrance  easy,  best  arrangement  of  windows ;  how 
to  plan  the  lighting,  heat,  and  ventilation;  utilizing  waste  space,  and  systems  of  stonng  extra  stock. 
Chapters  deal  with  the  buying  end;  the  store  policy;  leaks;  the  store's  neighbors;  working  hours; 
expenses;  flerk  management;  the  credit  business  ;  what  to  sell;  premium  giving.  The  man  and  the 
business ;  their  relation  and  success;  that's  the  book.  252  pages,  5x7  inches,  Cloth.  Price 
$  1 .00  postpaid. 


WINDOW  TRIMMING 

"One  Hundred  Easy  Window  Trims"  includes  backgrounds  and  displays  for  all  classes  of  goods 
each  illustrated  and  clearly  described  so  that  any  clerk  can  handle  it.  This  is  just  the  kind  of  a 
book  that  the  merchant  with  limited  capital,  unable  to  employ  experienced  window  trimmers,  has 
been  looking  for.  With  this  book  he  can  change  his  windows  once  a  week  and  have  enough  ideas 
to  last  him  two  years.    Price  $  1 .00  postpaid. 

WE  ALSO  SELL  THE  FOLLOWING  BOOKS 

"PERSONALITY  IN  BUSINESS"        "HOW  TO  MAKE  SHOWCARDS"       "SHOW  WINDOW  BACKGROUNDS" 
$1.85  postpaid  $1.00  postpaid  $1.50  postpaid 

200  pages  5'^  x  8%  inches  250  pages  7  x  10  inches 
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The  most  unique— -most  mterestmg  of  all 
Fumiture  Exhibition  Buildings-— 

"1819"  (Manufacturers'  Exhibition  Building)  houses  approxi- 
mately 150  furniture  exhibitors— number  of  samples  run  into  the 
thousands. 

Lines  are  most  varied,  and  represent  the  finest  to  the  least 
expensive  furniture  made. 

Visited  by  more  buyers  than  any  other  one  building ;  visited 
by  practically  every  buyer  attending  the  Chicago  Market. 

Four  thousand  furniture  buyers  are  expected  to  visit 
"1319"  during  the  July  Convention.    It  is  the  HUB  of  the 

Furniture  Market. 

36th  Season— July  1st  to  August  1st.  "1319"  welcomes  you! 


77?  ^  J5iQ  J5  Liildin^ 

Manufacturers*  Exhibition  Building  Company:  1319  Michigan  Ave.,  Chicago 
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.  THE 

HEART 

OF  YOUR  EXTENSION 
TABLE  IS  THE 

SLIDE 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 
DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 

INSURE 
SATISFIED  CUSTOMERS 


T  H  F 

WABASH 
TABLE  SLIOF 

!  MANUFACTURED 
6  V 


B.WALTER^CO, 

^  WABASH 

Ife  INO. 

WABASH  SLIDES  I 


HELP  SELL  TABLES. 
ELIMINATE  SLIDE  TROUBLES 


WE  ARE 

SLIDE  SPECIALISTS 

Having  manufactured  SLIDES 
exclusively — for  30  year* 

Many  Canadian  Table-makert  uie 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  Repretentative  : 
A.  B.Caya,  28  King  St.  E.,  Kitchener, 
Ont.,  successor  to  Frank  A.  Smith 


A KNOWLEDGE  of  the  Products  of  Eorly  American  Arts  and  Crafts 
is  absolutely  essential  to  the  up-to-date  Furniture  salesman  and 
dealer.  Heretofore  it  has  been  necessary  to  secure  the  information  either 
through  experience  in  handling  the  objects  or  in  numerous  books.  All 
that  it  is  necessary  to  know  about  the  subject  can   now  be  found  in 

THE  PRACTICAL  BOOK  OF 

EARLY  AMERICAN  ARTS  and  CRAFTS 

By  Harold  Donaldson  Eberlein  and  Abbot  McClure. 

232  illustrations;  handsome  cloth ;  octavo;  in  a  box.    $6.10  postpaid 


1  llh  rRACTICAL 
BOOK  OF 
KARLY  AMERICAN 
ARTS  V.ND  CRAFTS 


There  are  chapters  on  American  glass,  Mexican  majolica,  American  ironwork,  copper,  brass,  lead  and  tin, 
needlework,  silverplate,  goldsmithing,  pewter,  pottery,  decorative  painting  in  household  gear,  portraiture 
and  allegorical  painting,  coverlets  and  carpets,  illumination,  handblock  printing,  carving  and  lace.  Our 
forefathers  were  artists  in  many  spheres.    They  made  a  vast  variety  of  beautiful  and  interesting  objects. 

The  antique  makes  so  powerful  an  appeal  now-a-days  to  all  people  ot  taste  that  a  knowledge  of  the  arts  and 
crafts  of  our  ancestors  is  essential  to  the  dealer  unless  he  is  to  fall  behind  his  customers  in  appreciation  and 
knowledge.  Many  of  these  objects,  or  reproductions  of  them,  have  become  of  established  demand  and  others 
might  well  be  added  by  the  wide-awake  dealer  or  decorator. 

The  long  article  on  American  Silver  is  the  latest  word  on  this  subject  and  may  be  found  of  great  profit. 
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Figure  it  out 

Does  it  sound  reasonable  to  you  that  a  hide  can  be  spHt  three  times,  and  yet 
that  each  split  should  retain  the  original  tensile  strength  of  the  whole  hide?  The 
under  splits  are  bound  to  be  soft  and  pulpy,  even  when  reinforced  and  coated. 


FABRIKOID  as  an  upholstery 
material  is  different.  It  has  a 
maximum  of  tensile  strength  not 
found  in  any  leather  split,  and 
further  it  is  waterproof,  stainproof. 


greaseproof,  and  sanitary,  features 
that  even  the  best  grade  of  leather 
cannot  boast  of.  Made  in  exact 
duplicates  of  the  most  popular  grains 
and  colors. 


Write  tor  Samples 


DUPONT  FABRIKOID  COMPANY 

Sales  Office : 

63  Bay  Street      -  TORONTO 


lllil!lhllll 
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Featuring  Summer  Furniture  Lines 

DURING  the  summer  months  the  lighter  and  brighter  furniture  items  and  lines    should  be 
featured.   They  are  seasonable  and  while  in  season  should  be  in  demand.    Suggestion  goes 
a  long  way  with  customers,  and  dealers  should  have  sufficient  business  acumen  to  suggest 
seasonable  furniture  to  meet  the  season's  needs. 

Display  Mali  be  found  an  important  factor  in  increasing  sales:  and  this  can  be  done  both  via 
the  window,  and  linked  up  with  interior  display.  The  presentation  of  summer  furniture  lines 
in  a  way  that  will  appeal  to  the  eye,  and  to  the  artistic  taste  of  the  prospective  cus- 
tomer is  bound  to  bring  an  increased  demand. 

A  coiiple  of  suggestions  of  this  nature  are  presented  herewith.  A  little  careful  study  of  win- 
dow arrangement  will  make  a  window  display  of  furniture  a  picture  of  beauty,  and  help  also  in 
materially  brightening  up  the  store,  and  making  it  attractive  to  customers,  besides  inducing  sales. 

Summer  furniture  lines  can  be  shown  very  advantageously:  indeed,  many  of  what  Avere  re- 
garded once  as  summer  furniture  lines  only  are  now  being  used  throughout  the  year  in  the  home. 
See  what  you  can  do.  Mr.  Furniture  Dealer,  to  spread  abroad  the  gospel — "More  furniture  to  be 
sold  this  summer  than  in  any  previous  season."  Work  for  a  big  trade,  and  a  big  trade  will  come 
to  you. 


D.  O.  MCKINNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVERTISINO  MANAGER 


AH&THB 


Wm.  J.  BRYANS 
JAMES  OHAGAN 

EDITORS 
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GETTING  AFTER  JUNE  BRIDE  BUSINESS 

llllillMIIIIIilllllMlllillllllllllMIIIMIIMIIIIIIIIMIIIIIIIIIIIIIMIMIIIIIIIMIIIIIIIMIIIIMIIIIIIIIIIMIIInilMIIIIIIIIIIMlin 

The  newly-weds  are  the  best  prospects — Some  schemes  to  get  your  store  in  mind — About  gilts  for  the  bride 

IMIIIIIMIIIIINIUIIMMMIMIIIMIIIIMIIIIIIinMIIIIIIMMIIMIMIIIIIMIMIIIIIIIIIIMIIIIMIIIIIIIIIIIIIHIIIIIIIMMIMIIMIMIIMIMIMIIMIMIIMMIIMJI^ 


IN  iiearl.y  every  instance  ^vhen  a  young  couple  are 
about  to  marry  they  are  going  to  buy  furniture. 
Nine  times  out  of  ten  they  are  open  to  suggestions 
as  to  where  to  buy,  and  for  that  reason  it  is  usually 
easier  to  get  them  for  your  customers  than  it  would  be 
to  make  customers  of  people  who  have  been  in  the 
habit  of  buying'  their  furniture  elsewhere. 

Habit  is  a  great  thing  and  once  you  get  people  com- 
ing to  your  store  they  will  usually  continue  to  do  so. 

A  certain  furniture  dealer  in  one  of  the  older  sec- 
tions of  the  country  makes  it  a  practice  to  present  to 
every  young  married  couple  a  name  plate  for  the 
door  of  the  new  home.  These  name  plates,  while  the 
cost  is  not  great,  are  good  advertising.  They  are  a 
great  help  in  i^-uggesting  that  the  young  couple  buy 
their  household  furniture  at  this  store.  In  large  cities 
this  scheme  may  not  work  so  well,  but  there  are  some 
places  where  it  does, 

and,  no  doubt,  many   

others  where  it  would 
be  equally  efiFective.  It 
is  not  necessary  to 
furnish  the  door  plate 
to  the  newlyweds 
without  first  being 
sure  that  your  gift 
will  be  appreciated.  A 
good  method  is  first  to 
write  the  young  coui>lo 
telling  of  your  intend- 
ed gift,  and  asking 
that  they  write  the 
name  on  a  card  and 
mail  it  to  you,  make 
sure  that  the  name  will 
be  spelled  correctly, 
and  that  the  initials 
will  be  in  their  proper 
order.  This  will  bring 
your  store  to  the  at- 
tention of  the  young 
couple,  and  if  tliey  fill 
in  the  card  with  their 
name  you  may  depend 
upon  it  tihat  you  are 
going  to  get  some  of 
their  business. 


estiotis 


It  is  also  a  good  idea  to  keep  a  list  of  the  June  brides, 
and  as  well  of  the  young  married  people  in  your  com- 
munity, and  write  a  nice  letter  to  them,  suggesting  that 
they  make  a  list  of  all  the  furniture  necessary  to  make 
their  home  more  comfortable. 

Usually  when  a  young  couple  buys  household  goods, 
there  are  always  a  number  of  pieces  that  are  forgot- 
ten and  will  have  to  be  bought  later.  Sometimes, 
again,  the  young  couple  are  not  able  at  the  start  to 
buy  all  the  furniture  they  would  like.  For  this  reason 
newlyweds  are  always  good  prospects. 

One  dealer  in  a  rural  city  'has  made  it  a  practice  for 
several  years  to  supply  all  newlyweds,  as  well  as  regu- 
lar customers,  with  seed  for  a  flower  garden.  He  makes 
his  arrangements  with  a  seed  house,  from  whom  he 
gets  a  good  selection  of  garden  flower  seeds  in  pack- 
ages, v^dth  his  advertisement  on  every  package.  He 

mails  out  credit  memo- 
==^==^===  randa   entitling  each 

holder  to  two  pack- 
ages of  flower  seed, 
free  of  charge.  The 
two  packages,  cost 
him  about  5  cents. 
This  method  has  paid 
the  dealer,  because 
when  a  person  comes 
to  the  store  to  get  the 
seed,  a  sale  is  usually 
made.  At  least,  the 
percentage  of  buyers 
is  big  enough  to  make 
the  free  distribution 
of  seed  bring  a  good 
profit. 

Here  again  the  deal- 
er gets  considerable 
advertising.  The  flow- 
ers are  in  the  garden 
all  summer,  and  it  is 
hard  to  itell  to  holw 
many  friends  the 
proud  gardeners  have 
told  how  and  where 
they  got  their  seed.  No 
matter  how  you  look 
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I  FOR  THE  JUNE  BRIDE.  | 

I  A  kitchen  shower  should  prove  to  be  a  suitable  | 

I  proposition  for  the  June  bride,    and    furniture  | 

I  dealers  could  help  on  the  proposition.    There  are  | 

1  many  kitchen  needs  handled  in  the  furniture  store  | 

I  that  would  prove  acceptable  gifts — kitchen  cabi-  | 

I  nets,  bake  and  ironing  boards,  clothes  bars,  step-  | 

I  ladders  and  stools,  curtain  stretchers,  and  other  | 

I  woodenware  lines.  | 

at  it,  it's  good  publicity  aiul  will  he!])  to  make  a  store 
more  popular. 

These  are  only  a  few  of  hundreds  of  methods  that 
can  be  used  to  advertise  your  furniture  and  your 
store.  And  it  is  low-priced,  result-getting  advertis- 
ing. Just  think  of  what  $10'  worth  of  flower  seed 
would  do.  Or  the  amount  of  advertising  you  would 
get  if  you  could  furnish  every  infant  in  your  town 
with  a  savings  account.  A  hundred  savings  accounts 
R^ould,  on  the  face  of  thmgs,  appear  to  cost  $50,  but 
would  they?  Every  time  an  account  is  opened,  you 
pocket  a  profit  in  advance. 

The  day  is  i)ast  when  a  furniture  dealer  can  re- 
main at  his  store  until  business  comes  to  him.  The 
dealer  who  makes  most  money  in  your  town  is  the 
one  who  is  wide-awake,  who  does  a  little  hustling,  who 
is  willing  to  meet  a  customer  half  way.  And  what 
method  is  better  for  getting  business  than  a  good 
reason  as  to  why  people  should  do  their  buying  at 
your  store. 

Then  there  is  the  matter  of  gifts  to  the  June  bride 
and  the  newlyweds,  and  this  is  very  important  just 
now.  There  are  many  Avays  and  means  that  might 
be  well  employed  to  bring  the  matter  of  wedding  pres- 
ents to  the  attention  of  the  relatives  and  friends  of 
the  bride  and  the  young  couple.  More  furniture  items 
could  certainly  bo  sold  if  dealers  would  but  get  after 
1his  business. 

The  furnishing  of  the  liome  is  generally  a  matter  for 
the  young  couple  tiiemselves,  but  there  are  innumer- 
able pieces  of  furniture,  large  and  small,  that  might 
well  figure  as  gifts  if  the  suggestion  Avas  but  made. 


The  window  and  newspaper  are  the  two  old 
stand-bys,  and  no  fanh  can  be  found  with  the 
Avay  dealers  in  the  larger  Canadian  centres 
haiidle  this  part  of  the  suggesting,  but  there  are 
dealers  and  dealers  in  many  small  centres  throughout 
the  Dominion  who  might  Avell  improve  in  this  regard, 
and  get  added  business  that  now  goes  to  the  larger 
towns,  and  in  other  than  furniture  lines,  because  the 
prospective  customers  did  not  get  a  .suggestion. 


SHOW  WINDOW  BACKGROUNDS 

The  American  Architect  has  printed  the  following 
as  to  the  amount  of  light  given  hy  different  colored 
show  -\\'indow  backgrounds: 

Dark  blue  reflects  per  cent,  of  the  light  falling 
upon  it. 

Dark  green,  about  10  per  cent. 

Pale  red,  a  little  more  than  6  per  cent. 

Dark  yellow,  20  per  cent. 

Pale  blue,  -iO  per  cent. 

Pale  yellow,  40  per  cent. 

Pale  green,  461/.  cent. 

Pale  orange,  nearly  55  per  cent. 

And  pale  white.  70  per  cent. 

A  window  finished  in  light  oak  can  be  lighted  with 
much  less  wastage  than  a  window  finished  in  dark  ma- 
hogany; likewise,  a  window  in  which  white  goods  are 
displayed  &an  be  lighted  much  more  economically  than 
a  window  for  a  display  of  dai'k  furniture,  or  stoves, 
and  goods  of  a  like  nature. 


NOVEL  WINDOW  DISPLAY. 

The  "Pacific  Furniture  Trade"  recently  described  a 
\viiidov\'  display  of  baby  goods  made  by  an  Oregon 
house-furnishing  house.  In  the  window  during  the 
afternoon,  were  foiir  babies,  ranging  in  age  from  ten 
to  fifteen  months  old.  The  little  tots  were  cared  for  by 
older  girl  n.urses.  It  was  an  unique  demonstration,  and 
attracted  a  great  deal  of  attention.  The  firm  reports 
good  sales  of  baby  goods  that  day  as  a  direct  result  of 
their  window  display  and  demonstration. 
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A 

JUNE  BRIDE 
WINDOW 
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SPRING  with  its  song  birds,  balmy  air,  romantic 
moonlight  and  what-not  supposed  to  quicken  the 
pulse  and  stimulate  the  heart  throb,  sows  the  seed 
of  that  uiidefinable  something  called  love,  courtship 
follows  along  about  the  time  of  spring  houseeleaning 
and  by  the  month  of  June  romance  reaches  the 
effervescent  stage  and  culminates  by  an  official  de- 
claration at  the  little  church  around  the  corner. 

A  "June  Bride"  window  will  not  only  serve  to  catch 
the  eye  of  the  newly  married  couple,  but  will  get  the 
attention  of  the  general  public  and  prove  a  good  ad- 
vertisement for  the  store. 
Here  is  a  suggestion  for  an  appropriate  Avindow. 
A  framework  of  light  lumber  is  built  to  fit  the  back 


of  the  windoM'  covered  with  unbleached  muslin  and 
papered  with  white  paper.  A  card  writer  or  sign 
painter  will  take  the  job  up  at  this  point  and  sketch 
in  the  light  gray  siding,  the  green  shutters,  the  white 
trimming  around  the  window  and  the  white  window 
sash.  The  red  brick  of  the  foundations  extends  across 
tlie  window  below  the  siding. 

Real  vines  are  now  draped  up  the  corners  and  across 
the  top  in  not  too  conventional  a  manner.  If  the 
artist  is  sufficiently  ambitious,  the  frame  may  be  so 
built  that  the  Avindow  is  shoAvn  open  with  actual  lace 
curtains  hung  back  of  it  and  a  life-sized  lithographed 
cut  out  of  a  girl  placed  in  the  AvindoAV. 


Furniture  Dealers  Should 
Remember  That — 


Practically  all  of  the  pi'esent  American  millionaires 
at  one  time  worked  for  a  living,  as  you  and  I  are  doing. 

There  is  a  value  to  a  smile  that  cannot  be  estimated 
in  dollars  and  cents.  It  makes  it  easier  for  a  customer 
to  buy  when  a  smile  adorns  the  salesman's  face. 

Success  never  drops  upon  one's  shoulders  all  at  once 
Fi'om  out  of  the  sky;  generally  it  comes  a  drop  at  the 
lime.  sloAV  and  i)ersistent. 

The  study  of  Period  designs,  the  time  of  theii'  con- 
ception, tlie  people  and  conditions  during  the  era  in 
which  they  Avere  produced,  the  reasons  for  the  i)ar- 
tieular  motifs  and  the  general  character  of  each  i)eri()d 
is  one  of  the  most  A'aliial)le  aiul  absorbing  i)astimes. 
And  (!Oiisi(ler  how  much  more  valuable  a  salesman  is 
who  knows  and  understands  thoroughly  jjcriod  styles 
in  furniture.     A  good  thifig  to  put  some  time  into! 

As  our  lives  are  about  as  we  make  them,  so,  too,  are 
the  jobs  we  hold  subject  to  oui-  own  wishes.  They're 
good  or  bad,  as  we  make  them. 


Will  Ave  great  big  groAvn  men  ever  fully  realize  the 
importance  of  courtesy  in  selling! 

Gradually  conditions  are  being  'brought  about  to 
]nake  business  better  for  the  furniture  man.  There  is 
no  (|uestion  but  that  the  money  formerly  going  into 
licpior  Avill  find  its  way  into  other  channels.  More 
money  Avill  be  spent  in  improving  the  home — to  make 
it  a  better  place  to  live  in!  Are  you  planning  now  on 
how  to  capitalize  on  this  ncAV  situation? 

The  greatest  genius  in  the  world,  Thomas  Edison, 
works  twice  as  long  each  day  as  the  average  man. 

There  are  tAvo  kinds  of  salesmen — printed  and  inlaid. 
The  printed  salesman  looks  good  on  the  sui'face,  lasts 
for  a  Avhil(\  make  a  good  front — there's  not  much  in 
back  of  him;  not  much  in  the  long  run — poor  Avearing 
<|uality.  The  iidaid  salesman  in  addition  to  good 
surface  appearance,  goes  clear  through  in  anything  he 
undertakes,  stands  up  when  the  strain  ami  wear  is 
greatest.     Which  kind  of  a  salesman  are  you? 

There's  only  one  time  to  put  into  eft'eet  your  re- 
solves and  that  is  to-day — noAV  ! 

Proci'astination  is  the  enemy  of  opi)ortunity. 


The  return(>d  soldiei-  is  never  I'eturned  until  he  is  re- 
turned to  his  job. — Detroit  Ki'ce  Press. 
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SUGGESTIONS  FOR  CHANGING  OF  DISPLAY 
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Desirable  that  a  quick  changing  of  displays  be  made  so  that  windows  may  be  changed  more  frequently,  and  also 
that  they  do  not  remain  idle  too  long  while  the  trimmer  is  at  his  work — Some  practical  suggestions  for  the  trade 
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THERE  is  a  two-fold  reason  for  working  for  the 
quick  changing  of  window  displays.  In  the 
first  place,  while  a  window  is  being  changed,  its 
sales  producing  value  is  practically  nil.  Secondly, 
when  the  man  responsible  for  window  display  is 
crowded  with  work,  it  is  desirable  that  he  be  able  to 
change  displays  as  quickly  as  possible  so  that  win- 
dows may  be  changed  more  frequently.  Some  sugges- 
tions along  this  line  will  therefore,  likely,  prove  of  in- 
terest to  both  merchants  and  window  trimmers. 

Have  Everything  for  Display  in  Readiness 

The  best  way  to  save  time  in  the  show  window  is  to 
have  everything  in  readiness  before  the  displaj^  is 
started.  That  is  what  every  practical  display  man 
does.  Before  one  display  is  removed,  the  new  one  is 
all  ready  to  be  put  in.  The  display  man  is  supposed  to 
know  exactly  what  merchandise  he  will  use  in  a  dis- 
play and  the  fixtures  that  will  be  required.  These  can 
all  be  grouped  together  close  to  the  door  of  the  window 
and  there  will  be  no  delay,  once  the  display  is  started. 

In  many  stores,  no  time  whatever  is  lost  while  dis- 
plays are  being  changed,  for  the  reason  that  the  shades 
are  never  lowered.  The  display  men  work  in  full 
view  of  the  public  and  there  is  always  some  merchan- 
dise to  be  seen  in  the  windows.  After  all.  there  is  no 
very  good  reason  why  the  shade  should  be  drawn  while 
an  ordinary  display  is  being  placed. 

Value  of  a  Helper 

'  In  some  stores,  much  time  is  lost  in  changing  win- 
dows for  the  reason  that  the  display  man  has  no  helper 
and  has  to  take  care  of  a  lot  of  little  odds  and  ends  of 
work  that  a.  boy  could  handle  just  as  well.  Where 
such  a  condition  exists,  the  merchant  is  making  a 
serious  mistake,  as  he  is  not  developing  the  full  effi- 
ciency of  his  display  man.  Another  occasional  reason 
for  delay  is  that  the  display  man  hasn't  the  right  kind 


of  fixtures,  or  hasn't  enough  fixtures  to  show  the  mer 
chandise  without  all  sorts  of  scheming. 

The  background  is  generally  most  important  in  ar- 
ranging window  display.  The  use  of  wall  board  for 
backgrounds  is  a  very  good  idea  and  the  covering  of 
them  with  decorative  wall  papers  allows  of  an  easy 
change  of  backgrounds.  Wall  paper  manufacturers 
have  been  prolific  of  late  in  bringing  out  scenic  and 
decorative  designs  especially  good  for  background 
uses. 

In  some  of  the  large  retail  stores  solid  back- 
grounds of  a  substantial  nature  are  arranged.  This, 
of  course,  in  every  case  would  not  be  feasible,  but  it 
illustrates  the  vast  importance  of  a  suitable  back- 
ground as  considered  by  experts  in  the  line  of  window 
decoration.  Wherever  possible  the  background  should 
exclude  a  view  of  the  interior  of  the  store,  so  as  not  to 
detract  the  attention  of  the  passerby  from  anything 
that  is  on  display ;  in  other  words,  it  is  desirable  to 
concentrate  the  attention  of  customers  on  the  display. 

Observation  shows  that  the  average  dealer  does  not 
appreciate  the  value  of  window  display  the  way  he 
should.  One  good  producer  of  direct  sales  is  an  at- 
tractive and  well-arranged  window.  The  importance 
of  displaying  merchandise  is  recognized  by  every  pro- 
gressive mercantile  establishment  in  any  city.  You 
will  find  that  many  have  secured  prominent  street 
corners  at  much  higher  rents  with  this  in  view.  The 
interior  arrangements  of  show  cases  and  display 
counters  are  planned  with  a  view  of  attracting  the  eye 
of  the  customer  who  comes  into  the  store  to  buy. 


Don't  forget  that  if  your  health  is  better  than  that 
of  your  prospect,  that  you  have  just  that  much  more 
power  over  him. 


Attractive  summer  background,  suggested  by  The  Merchants'  Record  and  Show  Window. 
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BOOST  TRADE  by  ATTENTION  to  WINDOW 
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Dealer  will  find  it  profitable  to  give  attention  and  study  to  window  displays  at  this  time  of  year — give  it  a  punch. 
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IN  order  that  sales  may  be  maintained  during  the 
months  of  warm  weather,  Avhen  trade  with 
many  stores  is  inclined  to  slackness,  every  branch 
of  selling  effort  should  be  kept  at  its  best.  Even 
window  display  should  be  given  its  full  share  of  at- 
tention at  this  time.  There  are  many  lines  that  can 
be  featured  to  advantage  at  this  time,  and  the  most 
should  be  made  of  window  space  for  this  purpose. 

Use  of  Decorations 

Decoration.s,  as  a  rule,  are  used  to  add  beauty  to  any 
certain  piece  of  work  and  to  appeal  to  the  artistic 
sentiment  of  the  onlooker,  and  in  order  to  succeed  in 
doing  this,  it  is  necessary  that  the  decorative  emblems, 
divides  and  colors  are  suitable  in  their  use,  writes  C. 
J.  Nowak  in  the  Merchants  Record.  Emblems  and 
designs  can  be  used  in  two  ways;  first  as  a  decorative 
accessory  in  connection  with  some  certain  style  of 
period;  second,  in  strict  accordance  when  any  one 
.symbol  or  emblem  which  forms  a  part  of  that  particular 
docoralion.  Great  latitude,  as  a  rule,  is  often  allowed, 
but  along  well  defined  limits  which  may  be  historical 
or  otherwise,  but  not  to  such  a  degree  that  the  con- 
nection may  be  entirely  lost,  so  that  such  details  would 
detract  from  the  artistic  value  of  the  whole.  Great 
care  must  be  exercised  in  the  judicious  selection  of  em- 
blems, designs  or  motifs,  so  that  the  decorative  scheme 
one  intends  to  carry  out  is  appropriate  in  its  use.  At- 
tention to  details  is  really  the  making  of  any  certain 
or  important  decoration. 

The  Question  of  Price  Cards 

Another  important  point  in  the  dressing  of  windows 
is  the  ((uestion  of  price  cards.  Take,  for  example,  a 
fine  window,  with  plenty  of  space,  in  which  the  dealer 
or  his  assistants  have  placed  an  exceptionally  good  dis- 
play. It  goes  without  saying  that  this  window  will 
attract  attention,  especially  if  the  .subjects  are  skill- 
fully chosen  with  this  object  in  view.  Out  of  the 
hurrying  throngs  hundreds  will  stop  and  gaze  during 
the  course  of  the  day,  taking  in  the  whole  window,  or, 
perhaps,  concentrating  on  some  one  article  which 
catches  the  fancy  of  this  or  that  person.  If  the  dis- 
play is  properly  diversified  there  will  be  something 
there  for  everybody,  and  an  amazing  number  of  [)eople 
will  be  found  taking  a  look. 

Rut  the  crucial  test  is,  "How  many  will  not  stop  and 
look,  but  come  and  buy'/"      Of  course,  the  interest 


created  may  grow  with  time,  and  a  window  of  a  month 
or  a  year  ago  result  accordingly  in  a  sale;  but,  gen- 
erally speaking,  the  results  of  a  window  display  are 
supposed  to  be  immediate,  and  it  is,  therefore,  entirely 
fair,  in  the  long  run,  to  subject  any  display  to  this 
test.  If  it  does  not  succeed  in  selling  goods,  it  is  to 
that  extent  a  failure,  despite  its  merit  in  advertising 
the  dealer's  business  in  general;  and  if  it  does  sell 
goods,  it  is  certainly  successful.  Now,  a  window  that 
is  well  dressed  may  attract  attention,  but  to  couple  it 
up  with  sales,  about  the  easiest  and  simplest  method  to 
do  this  is  by  placing  a  price-mark,  in  plain,  easily  rend 
figures,  on  every  single  object  displayed. 

Put  a  "Punch"  in  the  Trim 

Trimming  a  window  is  one  thing,  but  trimming  a 
window  that  will  sell  goods  is  something  quite  diffei'- 
ent.  The  average  window  trim  needs  a  little  more 
"punch."  Some  are  so  crowded  they  look  like  jun!c- 
shops;  others  are  so  dignified  that  they  are  repelling. 

The  overcrowded  window  is  particularly  abomin- 
able. Window  trimming  is  a  great  deal  like  printing. 
Good  display  means  everything.  The  overcrowded 
window  is  analogous  to  the  page  set  in  all  black  face 
type  of  many  different  styles  or  sizes.  Such  a  page  is 
neither  attractive  nor  easy  to  read.  But  take  that 
page  and  set  the  body  matter  in  neat,  readable,  light 
face  type,  with  headlines  of  the  right  size  in  black  face 
type,  and  you  have  display  that  commands  instant  at- 
tention and  invites  a  careful  reading.  Same  way  with 
your  windows.  Plan  for  high-lights  or  open  spaces 
between  the  goods.  Let  each  article  or  group  of 
articles  stand  out  boldly  by  itself.  Use  price  tickets 
liberally.  Never  mind  thinking  about  your  competi- 
tor. He  will  find  out  your  prices  anyway  if  he  wants 
to.  But  have  the  cards  neatly  printed  or  lettered. 
Use  descriptive  cards  on  goods  that  are  not  well- 
known.  Just  a  word  or  two  will  often  enlighten  the 
curious  looker  and  possibly  convince  him  that  he  needs 
the  article. 


Don't  loaf  on  rainy  days;  they  are  good  days  to  find 
the  prospects  in.  They  haven't  so  many  callers.  You 
don't  have  to  wait  and  are  permitted  to  stay  longer. 

Don't  foi'get  that  there  are  more  possible  orders  in  a 
large  luimber  of  fair  prospects  than  in  a  few  excellent 
prospects — so  work  and  make  a  larger  number  of  calls. 
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On  Getting  Out  After  Business 


"  The  bee  that  gets  the  honey 
doesn't  stick,  around  the  hive. " 


By  FRANK 

IF  trade  you  want  doesn't  come  in  your  direc- 
tion, Avhy  don't  you  go  out  after  if?  If 
you  sit  on  the  bank  of  the  river  of  Business, 
there  may  probably  be  a  good  deal  of  drift  Avood 
float  into  the  spot  where  you  are  located,  but  the 
best  method  is  to  not  only  pull  in  all  that  drifts 
your  way,  but  when  you  see  some  particularly 
desirable  portions  passing  by,  to  go  right  out 
and  endeavor  to  turn  them  in  your  direction. 

No  matter  where  you  are  located  there  is  no 
doubt  a  good  deal  of  desirable  business  that 
could  easily  be  turned  in  your  direction  if  you 
would  only  make  a  real,  genuine  et¥ort  to  switch 
it  on  to  your  track.  The  average  retailer 
stands  too  much  behind  the  counter  and  is  too 
much  concerned  in  looking  after  small  details, 
instead  of  getting  out  among 
prospects  and  making  an  effort  to 
pull  new  and  desirable  business 
to  his  store.  The  way  to  get 
business  is  to  go  oi^t  and  invite  it 
to  come  to  the  store. 

I  do  not  speak  so  much  of 
regular  soliciting  of  individual 
orders  on  qertain  days  of  the 
week  from  regular  customers, 
for  it  should  be  the  aim  of  every 
aggressive  store  to  sell  every 
patron  a  maximum  amount  of 
goods  each  Aveek.  I  refer  more 
to  the  landing  of  new  accounts, 
that  will  mean  not  only  an  initial 
order,  but  continued  business  for 
an  indefinite  period. 

One  of  the  profitable  avenues 
of  endeavor  in  this  connection  is 
the  soliciting  of  the  patronage  of  new  families 
who  come  to  your  town  or  community.  They 
generally  have  no  preferences  in  regard  to  a 
trading  place  and  if  you  are  on  the  job  early 
with  an  invitation  to  deal  at  your  store  and  en- 
deavor to  be  of  service  to  them,  you  run  pretty 
good  chances  of  getting  their  patronage.  To 
land  a  customer  of  this  kind  means  new  business 
that  may  amount  to  a  real,  big  thing  in  the  course 
of  a  year. 

A  dealer  who  opened  up  a  store  in  Regina  a 
few  years  ago  made  a  house-to-house  canvas  of 
a  large  section  of  the  city  in  an  endeavor  to  se- 
cure customers.  The  writer  knows  of  other 
dealers  who  devote  a  certain  portion  of  their  time 
to  going  out  to  the  homes  in  their  district  after 
new  business.  One  dealer  whenever  he  receives 
a  telephone  order  from  a  new  address  personally 
visits  the  home  and  invites  them  to  become  regular 
customers. 


HIE  BEE  THAT  GETS  THE 

HONEY 
DOESN'T  HANG  AROUND 
THE  HIVE 


SMITH 

Another  retailer  in  a  country  town  who  owns 
a  car,  combines  business  and  pleasure  on  certain 
days  during  the  summer,  by  taking  trips  into  the 
country  and  calling  on  the  farmers.  Sometimes 
he  makes  only  a  friendly  call  and  never  men- 
tions busiiiess.  Other  times  when  conditions  arc 
ripe,  he  makes  a  direct  canvas  for  customers. 

There  are  no  doubt  a  good  many  dealers  Avho 
would  find  it  a  good  policy  to  get  out  after  busi- 
ness. Anything  Avorth  haA'ing  is  Avorth  going 
after. 

The  camping  season  is  not  very  far  away  at  the 
present  time.  Some  very  desirable  trade  for  the 
summer  months  may  be  secured  if  you  are  any- 
waA's  favorably  located  to  cater  to  this  business, 
if  you  only  make  a  real  genuine  effort  to  corral  it. 

When  the  season  opens  up  why 
not  plan  to  call  on  all  prospective 
customers  and  solicit  this  trade. 
This  is  verA^  desirable  business,  as 
quite  a  nice  margin  of  profit  is 
generally  possible.  If  there  are 
any  big  summer  hotels  in  yonr 
district  make  a  bid  for  their 
business. 

Quite  often  there  is  so.ne  big  un- 
dertaking in  the  vicinity,  Avhere 
many  men  are  employed  and 
boarded.  The  furnishing  of  such 
a  boarding  house  is  something 
that  is  well  worth  going  after. 
Quite  off  en  there  are  mining  or 
construction  camps,  hospitals,  in- 
stitutions, etc.,  Avhich  buy  a  large 
quantity  of  furniture.  Some  one 
is  going  to  get  the  business  of  sup- 
plying these  things.   Why  not  you' 

Within  the  present  month  wedding  bells  Avill  be 
chiming  for  many  happy  couples  and  scores  of 
ncAv  homes  Avill  be  opened  up  throughout  the 
land.  Here  is  new  and  desirable  business  that  is 
Avell  worth  making  a  bid  for.  In  the  smaller 
centres  the  dealer  generall.A'  knoAvs  of  such  events, 
while  in  the  larger  places  the  social  columns  Avill 
keep  him  ac(|uainted  Avith  such  prospects  in  his 
vicinity.  Their  business  should  be  solicited  at 
the  earliest  possible  moment.  Trade  is  inclined 
to  go  Avhere  it  is  invited. 

Don't  be  doAvnhearted  if  you  don't  get  all  the 
accounts  you  go  after.  You  certainly  cannot  ex- 
pect to  do  this,  but  if  you  make  a  strong  enough 
cauA^as  you  will  secure  sufficient  business  to  make 
your  endeavors  profitable.  One  good  aceouni 
secured  may  easily  paj^  for  the  time  and  effort 
spent  in  soliciting  a  dozen  prospects. 

Don't  allow  any  desirable  business  to  drift  by 
you.     Go  right  out  and  bring  it  into  the  store. 


jHIUnnilMIIIIIIIIIIIIIIIMIIIIMIMIIMIMIIMIMIIIIMUniNliniMIIIMIIIIIIIIIMIIIIMIIIIIIMMIMIIMIMIIMIIIIIMIMIIIIIIIIIIIIIIIIIMIMIIMIMIIMIIIH   IIIIIIMIIIII  11:1 


llllllinilllllllllllllllllllllllllllllllllllMIII 


June,  1919. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKES 


27 


PLAN  TO  ADVERTISE  YOUR  STORE 

Fred  Johnson 


It  must  be  remembered  that  as  the  warm  days  appear 
lovers  of  outdoor  sports  will  begin  to  get  into  line  for 
their  various  games.  The  retail  dealer  may  not 
have  much  to  offer  in  the  way  of  sporting  goods,  but 
with  a  little  ingenious  foresight  he  can  make  use 
of  the  sporting  interest  of  his  town  for  an  advertising 
medium.  The  plan  is  to  give  a  silver  cup  to  be  played 
for  by  the  local  or  town  baseball  league.  Announce  in 
your  advertisement  for  at  least  one  week  before  dis- 
playing the  cup  that  you  purpose  giving  this  trophy. 
Describe  it  minutely  and  announce  that  it  will  be  dis- 
played in  your  window  for  the  first  time  on  a  certain 
day.  Fix  the  hour  at  12.30.  Two  days  before  the  timu 
for  displaying  the  cup  place  a  plush-covered  pedestal 
in  your  window  with  a  card  on  it  bearing  the  follow- 
ing announcement : 

"Promptly  at  12.30  Tuesday  Mr.  So  and  So  will  place 
on  this  pedestal  the  handsome  silver  cup  trophy  we  are 
giving  to  be  played  for  by  the  city  league  baseball 
teams.  Be  one  of  the  first  to  see  this  splendid  sample 
of  the  silversmith's  craft." 

There  is  little  doubt  but  this  will  bring  a  good-sized 
crowd  to  witness  the  performance.   Secure  some  prcini- 


nent  man,  who  is  a  great  baseball  enthusiast,  to  place 
the  trophy  on  the  pedestal.  He  may  be  a  banker  or 
doctor  or  lawyer  or  other  prominent  citizen.  Leave  the 
cup  in  the  window  with  an  explanatory  card  on  it  for 
the  balance  of  the  week,  then  i)lace  it  in  your  store. 
Each  day  there  is  a  game  played  place  it  in  your  win- 
dow again  with  a  card  announcing:  "This  cup  is  being 
played  for  to-day  by  the  Tigers  and  Cubs  of  the  city 
league." 

This  Avill  create  much  talk  about  your  store  and  every 
time  baseball  is  mentioned  it  will  mentally  associate 
your  store  with  it  on  account  of  the  trophy.  It  will 
also  class  you  as  a  good  sport,  all  of  which  is  good  ad- 
vertising. 


TO  PUT  BUSINESS  ON  ITS  FEET 

Extensive  advertising  campaigns  throughout  the 
country  will  put  business  on  its  feet  and  relieve  the 
present  stagiiatioii,  Roger  W.  Babson,  director  of  the 
information  service  of  the  U.  S.  Department  of  Labor 
and  a  busiiiess  authority,  declares.  Mr.  Babson  has 
sent  statements  to  big  business  men  of  the  country  and 


JUNE  BRIDES 

WjII  (ind  jelecling  thcit  "housekeeping  outfils"  3t        slore  far  less  expensive  and  r 
satisfactory     We  make  a  specialty  o(  furnishing  homes  complete  and  are  oilerim 
special  prices  and  other  dtlractive 'inducements  during  this  month 


^  Price  on  Fancy  Nursery  and  Work  Bfiskets 

Hamper;  Battneltes,  Cakfnmlf,  Standu  and  Table  Baakett 


See  the  Grand  Array  of  Summer 
Furniture  in  the  Furniture 
Building 

Come  and  choose  while  the  variety  is  at  its  best.    These  few  items  listed  from 
the  big  selection  give  an  idea  of  some  of  the  splendid  values  offered. 


n^r         Ind  -Ifm-  lion,  IM.  i*.t».  1*4  ! 


Camp  Cots,  Chairs  and  Mattresses 


^T.  EATON 


7.20  Up 


O  WRIGHT'S  Ltd. 


Furniture  aud  Cariiuts 
Charlotte  St.  Sydney.  N.  S. 


Make  the  Verandah  Feel 
as  Comfortable  as  it  Looks 


Whether  it  be  June  bride  or  regular  summer  business  you  are  advertis ins,    strike   snmc   j)oi)u!ar   chord.     Be   sure   at   all    events    tlio   ad.  i.s 

seasonable. 
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lu-ged  increased  advertising  as  a  means  of  ushering  in 
an  era  of  prosperity. 

"My  advice  to  the  merchant,"  Mr.  Babson  says,  ''is 
this:  For  your  own  interest  and  for  the  good  of  the 
country,  increase  the  advertising  appropriation  for 
19]!).  Prosperity  ultimately  depends  on  the  consumer. 
If  there  is  not  a  market  for  goods  they  will  not  be  pro- 
duced. Business  is  now  stagnant  because  nobody 
ivants  to  buy,  even  though  people  have  been  deprived 
of  many  tilings  during  the  war,  Psychologically,  w^e 
have  not  recovered  from  the  shock  of  the  war.  The 
rime  to  buy  things  we  need  is  here,  but  the  people 
ivill  not  respond  to  a  single  appeal. 

"General  campaign  of  paid  advertising  is  necessary 
to  get  business  going  again.  Dealers  in  all  sorts  of 
commodities  should  advertise  them — in  the  newspapers, 
magazines  and  in  other  accepted  mediums.  Only  in 
this  way  can  the  demand  be  created." 


CO-OPERATIVE  ADVERTISING  A  BIG  HELP. 

The  co-operative  idea  in  advertising  has  been  one  of 
the  gratifying  trends  in  modern  publicity.  The  talk- 
ing machine  industry  has  been  no  exception.  Such  ad- 
vertising is  forceful  and  direct,  because  the  manufac- 
turer's announcements  are  supplemented  by  those  of 
the  jobber  who  make  knowii  to  the  dealers  in  his  terri- 
tory that  he  is  handling  the  special  lines  which  the 
manufacturer  has  introduced  to  the  trade.  To  use  a 
war  phrase,  it  is  a  case  of  using  heavy  guns — 155  how^- 
itzers,  as  compared  with  rifles.  This  advertising  artil- 
lery breaks  down  all  kinds  of  Hindenburg  walls  of  ig- 
norance, and  brings  to  the  attention  of  the  trade  the 
aims  set  forth  they  are  manufacturers,  jobbers  or  deal- 
ers. 

Advertising  properly  conceived  and  placed  is  to-day 
the  greatest  constructive  force  in  business.  It  is  im- 
possible to  think  of  one  succeeding  without  a  proper 
appreciation  of  this  most  essential  factor  ot  success.  It 
will  be  noted  that  the  concerns  which  believe  in  publi- 
city are  those  that  make  their  mai'k,  and  this  is  true 
whether  they  are  manufacturers,  jobbers  or  dealers. 


ADVERTISING  THOUGHT  FOR  DEALERS 

No  matter  av-Iio  the  "I"  is  writing  this  article.  Any- 
way— I  have  seen  a  lot  of  store  advertising  and  I've 
written  reams  upon  reams  of  it.  And  I've  watched  re- 
sults and  sometimes  I  have  come  to  this  conclusion  and 
sometimes  to  another.  But  of  this  one  fact  I  feel 
])ositively  and  undeniably  certain:  bargain  or  price 
advertising  falls  far  short  of  being  the  last  word  in 
liet  results. 


No  two  stores  are  exactly  alike.  Xo  two  stores  give 
exactly  the  same  kind  of  service.  If  your  store  is  at- 
tractive, if  your  store  service  is  advantageous — adver- 
tise those  things.  It  is  hard  work  to  make  advertising 
reflect  your  kind  of  store  and  your  kind  of  service.  It 
is  hard.  It  isii't  impossible.  It  can  be  done  and  it 
ought  to  be  done.  Think  a'bout  it.  Make  your  ad- 
vertising man  think  about  it.  If  you  have  tiie  right 
kind  of  store  sell  it  to  the  public  in  vour  advertising. — 
Table  Talks. 


ADVERTISING  COMPARATIVE  PRICES 

Has  the  use  of  "comparative  prices"  in  retail  ad- 
vertising been  abused  to  such  a  degree  that  an  ad- 
vertisement is  weakened  when  the  claim  is  made  that 
the  article  is  w^oi'th  so-and-so,  but  is  being  sold  for 
so-and-so  < a  lower  price)  ?  Some  of  the  leading  re- 
tail stores  have  concluded  that  such  statements  have 
so  often  been  untrue  that  they  are  losing  their  power 
to  produce  trade  and  because  of  this  feeling  and  the 
knowledge  that  the  "comparative  price"  is  a  constant 
fe!n])tation  to  department  managers  and  others  to  ex- 
aggerate, they  have  eliminated  such  statements  en- 
tirely. 

They  believe — and  their  sales  records  bear  out  the 
assertion,  says  a  bulletin  from  the  Assoeiated  Adver- 
tising Cluhs — that  a  well-written  description  of  the 
goods,  follow^ed  by  the  announcement  that  prices  are 
uncommonly  attractive,  is  a  stronger  appeal  than  the 
older  style  of  store  advertising.  Prices  are.  of  course, 
usually  stated,  though  not  on  all  occasions. 


Advertising  has  a  great  many  things  to  do.  It 
has  to  create  confidence ;  it  has  to  show  the  goods  to 
those  who  do  not  come  to  the  store ;  it  has  to  build  up 
business  and  good-Avill.  But  its  primary  function  and 
one  which  justifies  its  cost  to  the  greatest  degree  is 
that  of  bringing  people  into  contact  with  the  business, 
it  being  assumed  that  anyone  who  conies  into  contact 
with  that  business  once  is  going  to  be  so  pleased  that 
instead  of  making  a  sale  w^e  are  going  to  make  a 
customer. — James  W.  Fisk,  advertising  manager  for 
the  John  Wanamaker  Stores.  * 


One  step  won't  take  you  very  far,  you've  got  to  keep 
on  w^alking.  One  word  don't  tell  folks  who  you  are. 
you've  got  to  keep  on  talking.  One  inch  Avon't  make 
you  very  tall,  you've  got  to  keep  on  growing.  One 
little  ad.  won't  do  it  all,  you've  got  to  keep  them  go- 
ing. 
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OPPORTUNITIES  FOR  CANADIAN  DEALERS 
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Returned   soldiers  should  provide  outlet  for  furniture  sales — New  houses  and  re-furnished  homes  needed 
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A  £>reat  opportunity  exists  for  dealers  to  sell  stoves 
to  the  returning  soldiers,  says  a  Avriter  in  an  exchange, 
and  this  same  good  advice  might,  with  force,  apply  also 
to  furniture.  Soldiers  are  arriving  in  Canada  now  at 
the  rate  of  about  30.000  per  month.  Close  to  250,000 
men  and  about  50,000  women  and  children  will  be  add- 
ed to  our  popvdation  in  this  way  by  the  end  of  this 
coming  summer.  Being  a  returned  soldier  myself.  I 
have  been  much  interested  and  have  had  exceptional 
opportuniries  for  getting  reliable  information  regard- 
ing this  matter  and  feel  convinced  that  here  is  a  won- 
derful opportunity. 

Of  the  250,000  men  still  to  come  back,  about  25,000 
f who  before  enlistment  were  married),  gave  up  their 
homes  in  Canada  and  had  their  wives  go  to  England  to 
be  near  them;  also  25.000  more  have  been  married  in 
England.  Many  of  the  men  and  wives  of  these  two 
classes  will,  on  arrival  in  Canada,  live  for  a  while  with 
their  friends  and  relations,  but  soon  will  start  to  settle 
down,  move  into  a  house  or  flat  of  their  own,  and  a 
range  and  furniture  are  needed.  Right  here,  there- 
fore, ai'e  50.000  new  homes  to  be  started — 50,000  cook- 
ing ranges  aiul  dear  knows  how  much  furniture  needed. 


This  dispos'es  of  50,000  men  and  leaves  200,003  still 
to  deal  Avith.  Well,  many  of  these  were  married  beioie 
the  war  and  left  their  wives  and  families  behind.  I 
don't  know  how  nianj^  there  were  of  this  kind,  but  am 
rather  inclined  to  think  that  one  fifth  of  them,  or  40,- 
000  Avould  be  a  conservative  estimate.  Most  of  thess 
families  lived  on  in  th'^'ir  homes  as  before,  and  Avould 
not  particularlj^  require  any  new  equipment,  but  a  cer- 
tain number  of  them  gave  up  their  homes  and  Avent  to 
live  Avith  their  mothers  or  someone  else;  others  were 
married  hurriedly  and  never  had  a  home  and  continued 
to  live  Avith  their  pai'ents.  Shall  Ave  say  that  only  one 
<|uarter  of  these  40,000  ai'e  Avithout  homes  noAv?  That 
is  to  say  10.000  more  homes  in  this  way. are  to  be  re- 
started and  fitted  out  Avith  furniture,  ranges,  etc. 

This  leaves  aboi;t  liSO.OOO  unmarried  soldiers  return- 
ing Avhieh  Ave  have  left  to  consider.  Nearly  all  of 
them  are  of  ^he  marrying  age.  Many  Avon't  be  able  to 
get  married  until  they  get  .jobs  and  settle  doAvn  again, 
but  others  are  in  a  gi'eat  hurry  to  get  back  to  the  "girls 
they  left  behind"  and  their  old  jobs  and  r:et  married. 
Let's  make  the  estimate  of  this  class  extrejuely  conser- 
vative, and  sav  theA'  onlv  need  20,000  coekinp,'  stove", 


.N'cw  iillicc  (if  .Idliii  Hcnriun  &  Stins  Cc,  Ltd..  and  I'riitt  &  AVliitiipy  ('o.,  Ltd,.  iJurdin.  TIk-  iivvninss  nrHvidc  iiii  opiii  rluiiif y  fur  funiitiirc 
di'alci's  Ic  K'c't   siiMic  added   ljusiness  by  calcrinf;  for  these  goods.     Tlio   lai'U'i?  dcparliTiciil   stores  liavc  now  a   liig  trade  in   this  line  and  liut  few 

retailers  look  after  this  trade  at  all. 
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with  the  usual  aecoinpaniment  of  furniture.  I  really 
feel  that  it  will  be  much  greater  than  that. 

The  foree'oiug-  estimates  may,  therefore,  be  summar- 
ized as  follows : — 

20.000 — Married  in  England  and  abroad. 

25,000 — Married  before  the  war  but  gave    up  their 

homes,  and  their  wives  went  to  England  to  be 

near  them. 

10,000 — Married  before  the  war  or  shortly  after,  but 
remained  in  Canada,  gave  up  their  homes,  or 
never  had  any,  and  lived  with  their  parents  or 
someone  else. 

20.000 — Out  of  the  remaining  160,000  who,  on  return  to 
Canad:-t.  will  perhaps  soon  marry. 


80.000 — homes  to  be  furnished  and  cooking  stoves  re- 
qnirpd  within  the  next  few  months. 
These  figures  may  appear  fantastic.  They  may  be, 
but  I  don't  think  they  are.  However,  just  suppose  I 
have  figured  twice  too  many. — that  leaves  40,000  extra 
ranges  and  pieces  of  furniture  required.  Surely  your 
share  of  that  alone  is  enough  to  make  you  start  to 
think  on  the  (jueslion  and  say  "how  am  I  going  to  take 
advantage  of  this  great  opportunity?" 


ADVERTISING  BRINGS  DIRECT  RETURNS. 

The  Canadian  Furniture  Company,  which  opened  for 
business  at  324  Yonge  St.,  Toronto,  about  a  year  ago, 
has  made  good  use  of  advertising  in  the  local  papers 
i]i  going  after  business,  and  with  good  results. 

"Yes,  we  can  certainly  see  direct  returns  from  our 
advertising,"  stateil  Mr.  Levinter,  manager  of  the 
company,  to  the  Canadian  Furniture  World.  "Not  only 
is  there  an  increased  demand  for  these  articles  featur- 
ed i]i  each  advertiseiiie}it,  but  customers  who  come  into 
the  store  frequently  tell  us  that  they  came  because  of 
our  advestising. " 

A  Check  on  Results. 

Advei'tising  i)i  the  daily  papers  of  Toronto  costs 
considerable  moiipy,  and  accordingly  an  endeavor  has 


to  be  made  to  select  the  mediums  that  bring  the  best 
returns.  The  direct  results  of  advertising  in  the  vari- 
ous papers  are  checked  up  for  this  purpose.  One  week 
an  ad.  will  be  run  in  one  paper,  while  the  next  week 
another  one  will  be  used,  and  the  sales  of  the  lines 
featured  in  each  compared.  In  this  way  the  most  profit- 
able mediums  are  selected. 


INTERIOR  DECORATION  FOR  FARM  HOMES 

Until  recently  sales  of  furniture  to  farmers  were 
limited  almost  without  exception  to  utility  mer- 
chandise. A  decade — even  five  years  ago — the  sugges- 
tion that  interior  decoration  might  effectively  and  pro- 
fitably be  associated  with  the  rural  household  Avould 
have  been  incongruous.  The  average  farmer  was  a  Spar- 
tan in  his  home  affairs;  he  sought  his  fireside  to  sleep 
and  eat  and  in  the  main  only  appointments  which 
served  those  functions  were  to  be  found  Avithin  its  stoi- 
cal walls. 

But  the  education  of  the  farmer  to  the  principles  of 
interior  decoration  is  an  accomplished  fact.  In  a  Kan- 
sas store,  which  caters  largely  to  a  rural  patronage, 
Mrs.  George  E.  Anderson,  interior  decorator,  is  carry- 
ing the  gospel  of  better  homes  to  an  eager  audience — 
and  in  a  version  the  genuine  artistry  of  which  would 
be  as  readily  recognized  on  Riverside  Drive. — "Furni- 
ture Record." 


VICTORIES  OF  BUSINESS  AND  OF  WAR. 

The  victories  of  business,  as  in  life,  are  won  not  in 
the  marts,  nor  in  the  fields,  where  the  decisive  struggle 
takes  place,  hut  in  the  obscure  and  forgotten  hours  of 
preparation.  Success  or  failure  lies  in  the  hands  of 
the  individual  long  before  the  final  test  comes,  and  this 
is  particularly  irwe  in  all  lines  of  trade  in  America  to- 
day, for  the  greatest  test  of  business  comes  with  the 
war's  end.  The  business  man  who  believes  in  the  value 
of  his  name  and  his  produce  and  maintains  this  position 
before  the  public  will  be  best  prepared  to  re"p  the  re- 
ward of  increased  business  and  increased  appreciation 
for  his  product  when  peace  is  officially  prTclaimed 
throughout  the  Avorld.  Corape'isation  for  war  Avaste, 
according  to  a  leading  student  of  economics,  Avi'l  be 
found  in  an  enormous  non-materipd  wealth  in  the  form 
of  improved  habits,  a  finer  temper  among  the  people. 
;is  well  as  in  (luasi-material  Avealth  such  as  improA'ed 
methods  of  production. 


THE  WINDOW  SEAT. 

Our  attention  has  been  draAvn  to  the  popularity  of 
AvindoAV  seats  in  the  houses  and  the  speculative  builder 
would  be  well-advised  if  he  would  include  these  in  the 
specifications  of  the  houses  he  is  erecting. 

"Last  Aveek,"  says  a  Avriter,  "I  inspected  eight  new 
houses  on  one  street  and  seven  of  them  had  AvindoAV 
seats  ranging  from  two  feet  deep  by  three  feet  wide  to 
three  feet  deep  by  tAvelve  feet  Avide." 

These  seats  are  of  oak,  mahogany,  etc.,  and  are  made 
in  various  designs.  Some  roinire  only  small  cushions 
if  any,  and  some  are  made  so  that  cushioned  seats  may 
be  used  if  desired. 

The  built-in  seats  and  the  built-in  cupboard's  are  two 
things  which  should  not  be  overlooked  in  building 
houses  to  catch  the  eye  and  heart  of  the  houseAvife. 
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MERCHANDIZING  in  a  MEDIUM-SIZED  TOWN 
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Educating  the  citizens  in  latest  goods  in  electrical  line — Service  an  important  item  for  the  dealer— Force  of  example 
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By   H.   F.   Shearer,  Smith's   Falls,  Ont. 

THE  problem  of  how  best  to  educate  the  average 
citizen  of  a  moderate-sized  town  to  the  advant- 
age of  electrical  service  is  a  problem,  that  con- 
fronts every  central  service  station  manager.  This  also 
will  apply  to  furniture  lines  v/ith  some  alteratioiis. 

One  of  the  main  difficulties  seems  to  lie  in  the  fact 
lhat  a  large  number  of  the  domestic  consumers  are 
families  of  retired  farmers,  who  during  early  and 
active  years  of  life  have  not  had  the  conveniences,  such 
as  electric  light,  waterworks,  automobiles,  etc.,  that 
are  now  to  be  found  in  the  homes  of  many  of  our  more 
prosperous  agriculturists. 

The  old  adage,  "as  a  tAvig  is  bent,"  is  quite  applic- 
able, and  the  well-to-do  farmer  who  has  retired  to 
town,  to  enjoy  a  well-earned  rest,  is,  it  must  be  ad- 
mitted, one  who  demands  from  the  central  station  man- 
ager a  good  deal  of  study  if  he  would  persuade  the 
retired  gentleman  to  take  advantage  of  the  conveni- 
ences which  the  central  station  has  to  offer  and  by 
wihich  the  manager  seeks  to  build  up  a  profitable  load. 

While  every  town  with  a  population  of  fro  u  three 
to  eight  thou.'jand  has  its  own  peculiar  problems  from 
the  central  station  manager's  viewpoint,  I  believe  the 
situatioii  as  indicated  above  is  common  to  the  large 
majority  of  such  towns  in  Ontarii,  and,  therefore,  a 
study  of  the  local  problems  in  Smith's  Falls  and  sug- 
gestions as  to  methods  applied  to  solve  them  may  be  of 
some  value  to  othrr  municipal  managers^ 
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The  one  important  point  that  the  aggressive  central 
station  manager  must  not  lose  sight  of  if  he  would  in- 
crease his  domestic  load  is  that  embodied  in  the  phrase, 
"as  good  as  the  neighbors."  To  explain,  if  there  is  one 
citizen  in  a  block  who  is  amenable  to  argument  and 
salesmanship,  that  familj^  must  be  considered  the  "key 
man"  for  that  block,  and  the  central  station  manager, 
once  having  succeeded  in  securing  the  installation  of 
electrical  equipment  in  that  residence,  will  find  two 
forces  beginning  to  work  in  his  favor,  viz.,  free  adver- 
tising on  the  part  of  the  satisfied  user  and  a  certain 
unexpressed  envy  on  the  part  of  neighbors  and  nearby 
residents  of  the  vicinity.  These  latter  now  become  the 
legitimate  field  of  operations,  and  the  wise  manager 
will  not  lose  any  time  in  fnllowin'^,'  up  the  advantage 
which  he  has  obtained. 

Recognizing  these  facts,  we  have  gone  carefully  over 
our  meter  register  and  selected  the  best  prospects,  and 
then  from  this  list  we  have  endeavored  to  obtain  at 
least  one  name  from  every  block,  this  special  "A"  list 
to  be  thoroughl^y  canvassed  by  a  competent  general 
appliance  salesman,  who  secures  a  list  of  appliances, 
if  any,  already  in  use.  as  well  as  a  list  of  any  other  ap- 
])liances  the  consumer  may  be  interested  in.  This  in- 
formation is  filed,  and  becomes  the  basis  on  which  our 
"personal  plan  of  sales"  is  arranged. 

If  the  consumer  is  thinking  of  a  range,  it  is  so  record- 
ed, and  any  information  as  to  cost  of  operation,  cost 
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of  installation,  improvements  in  construction  or  de- 
sign, etc.,  that  can  be  obtained  in  connection  with 
electric  i-anges  is  mailed  to  the  consumer.  Water 
heaters,  washing  machines,  vacuum  cleaners,  air 
heaters  and  the  smaller  appliances  are  handled  in  a 
similar  manner.. 

Equipment  Made  Satisfactory. 

Once  the  sale  is  made  and  the  installation  com- 
l)leted.  we  spare  no  effort  to  make  the  equipment  abso- 
lutely satisfactory,  and  for  that  small  service  gener- 
ally secure  the  privilege  of  bringing  further  pros- 
pective purchasers  to  inspect  the  completed  installation 
and  invariably  have  the  assistance  of  the  testimony  of 
the  satisfied  user. 

Our  efforts  during  1918  Avere  confined  to  lamps  and 
the  smaller  appliances,  ou  account  of  the  necessity  of 
reconstruction  of  our  overhead  distribution  in  order 
to  satisfactorily  supply  range  service. 

In  the  month  of  March  last  a  demonstration  was 
held  in  our  salesrooms  for  Avhich  some  four  hundred 
ijivitations  were  issued,  the  names  being  selected  from 
the  general  list  compiled  from  our  meter  register. 

Ranges,  washing  and  ironing  machines  and  vacuum 
cleaners  were  specially  exhibited,  electrically-prepared 
I'efreshments  being  served  during  the  afternoons.  En- 
quiries made  during  the  demonstration  were  recorded 
and  are  being  followed  up  on  our  "personal  plan  of 
sales,"  and  already  results  have  justified  the  demon- 
stration. 


TEN  V/AYS  TO  CONVEY  IDEAS 

John  H.  Patterson,  president  of  the  National  Cash 
Register  Company,  says  -  "If  I  were  to  reduce  m,y  prin- 
ciple of  conveying  ideas  to  a  creed,  it  would  read 
something  in  this  fashion  : 

"1.  The  nerves  fr())u  the  eye  to  the  brain  are  many 
times  larger  than  those  from  the  ears  to  the  brain. 
Therefoi'c,  Avben  possible  to  use  a  picture  instead  of 
words,  use  one  and  make  the  words  mere  connectives 
for  the  pictures. 

"2.  Confine  attention  to  the  exact  subject  by  draw- 
ing outlines  and  putting  in  the  divisions;  then  we  make 
certain  that  we  are  talking  about  the  same  thing. 

"3.  Aim  for  dramatic  effects  either  in  speaking  or 
writing — study  them  out  beforehand.  This  holds  the 
attention. 

"4.  Red  is  the  best  color  to  attract  and  hold  atten- 
tion, therefore  use  plenty  of  it. 

"5.  Few  Avords — short  sentences —  small  words — 
big  ideas. 

"6.  Tell  why  as  well  as  how. 

"7.  Do  nol  be  afraid  of  big  t.vpe  and  do  not  put  too 
much  on  a  page. 

"8.  Do  not  ci'owd  ideas  in  speaking  or  writing.  No 
advertisement  is  big  enough  for  two  ideas. 

"P.  Before  you  try  to  convince  anyone  else,  make 
sure  that  you  are  convinced,  and  if  you  can  not  con- 
vince yourself,  drop  the  subject.  Do  not  try  to  'put 
over  anything.' 

"10.  Tell  the  truth."; 


Don't  talk  loud,  particularly  at  the  opening  of  a  sell- 
ing talk  ;  talk  low  in  order  to  concentrate  the  prospect's 
attention  by  straining  his  hearing  slightly. 
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The  Kindle  Bed  Co.,  Stratford,  are  adding  new  dry 
kilns. 

The  Colonial  Upholstery  Shop,  Toronto,  was  regis- 
tered recently. 

The  Maisonneuve  Furniture  Exchange  has  been  reg- 
istered at  Montreal. 

George  Bleakley  has  sold  his  furniture  .store  at  Nor- 
wich. Out.,  to  Chas.  H.  Pennington. 

J.  Copperman  has  sold  his  house  furnishings  business 
at  St.  Catharines,  Out.,  to  Herzog  Bros. 

The  American  Frirniture  Exchange.  Montreal,  has 
changed  its  name  to  American  Fiirniture  Co. 

The  Toronto  Veneer  Co.  has  been  incorporated  as  a 
limited  liability  company.    The  capital  is  $100,000. 

Plans  are  in  progress  for  a  sf5l2,400  store  for  the 
Broderiek  Fnrniture  Co.,  at  1176  Bloor  St.  W.,  Toronto. 

The  Modern  Upholstering  Works,  Montreal,  has 
dissolved  to  form  a  new  company  under  the  same 
name. 

Lamarre  &  Frere.  furniture  and  hardware  dealers. 
Montreal,  have  dissolved.  Joseph  Lamarre  is  continu- 
ing the  business. 

Leggatt  &  Pratt  Spring  Bed  Co.,  Ltd.,^Windsor,  Out., 
are  building  an  addition  to  their  factory,  51  ft.  x  30  ft. 
at  an  estimated  cost  of  j|^l],000. 

The  North  American  Bent  Chair  Co..  Ltd.,  Owen 
Sound,  Out.,  displayed  samples  of  their  manufactured 
lines  at  the  recent  Lyons  (France)  Fair. 

Shainkes  Frei'e.  Levis.  Que.,  are  building  a  four- 
story  factory  for  the  manufacturing  of  toys  and  fur- 
niture.   Estimated  cost  is  about  $20,000. 

The  Chesley  Chair  Company,  Ltd.,  Chesley,  Ont.,  are 
increasing  the  capacity  of  their  dry  kiln  and  are  in- 
stalling a  new  benching  machine  for  chair  back. 

Incorporation  ]iapei's  have  been  granted  to  the  Cana- 
dian Mattress  &  Spring  Bed  Co..  who  have  been  manu- 
facturing in  Quebec.   Authorized  capital  is  $99,000. 

Peerless  Divanettes,  Ltd.,  Toronto,  has  been  incor- 
[lorated  with  a  capital  of  Jt^40,00O.  Harris  Papernick. 
S.  Himelstein  and  D.  Kopman  are  interested.  Pillows, 
bed  springs,  beds,  bedding  material  and  furniture  of 
all  kinds. 

The  Daly  Co.  Ltd.,  operating  a  department  store  at 
Ottawa,  has  been  incorporated  b.v  Ontario  charter  with 
a  capital  of  .$500,000,  and  head  office  at  Toronto,  to 
operate  department  stores  handling  all  lines  of 
merchandise. 

Baetz  Bros.  Specialty  Co.,  Ltd..  Kitchener,  Out.,  re- 
cently granted  incorporation  papers  for  the  purpose  of 
manufacturing  and  dealing  in  novelties  and  electrical 
appliances,  are  carrying  on  their  silk  shade  business  in 
a  building  up-town. 

A  permit  to  erect  a  four-story  glue  factory  was  re- 
cently issued  to  the  W.  Harris  &  Co.,  of  Toronto.  The 
building  will  be  of  brick  and  reinforced  concrete  con- 
struction, 145  ft.  long  and  66  ft.  wide,  antl  will  cost  ap- 
proximately $1 50,000. 
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SALESMANSHIP  THAT  MAKES  FOR  SUCCESS 
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Qualities  that  salesmen  should  cultivate — Good  taste — Honesty  and  truth — Sentiment  has  its  place  also 
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Tliird  and  lina'  Salcsmaiisliip  Article  Ijy  Geo.  A.  Simpson,  Hamilton. 


Good  taste  is  also  one  of  the  elements  of  personal 
charm,  as  yon  cannot  offend  the  tastes  of  ofhers  Avith- 
ont  hnrting  their  sensibilities.  The  power  to  please  is 
a  tremendous  asset.  What  can  be  more  valuable  tha)i 
a  personality  which  always  attracts?  It  is  not  only 
valuable  to  a  salesman,  but  to  every  one  in  every  field 
of  life.  The  ability  to  bring'  the  best  that  is  in  you  to 
the  man  you  are  trying  to  reach,  to  make  a  good  im- 
pression at  the  first  meeting,  to  approach  a  prospective 
customer  as  though  yon  had  known  him  for  year" — 
without  offending  his  taste,  without  raising  the  least 
prejudice,  but  getting  his  attention  and  good-Avill — is  a 
great  accomplishment. 

There  is  charm  in  personality  from  which  it  is  hard 
to  get  away.  It  is  difficult  to  snub  the  man  who  pos- 
sesses it.  There  is  somethiii<>:  about  him  that  arrests 
onr  prejudice  and  no  matter  how  busy  we  may  b?,  or 
how  much  we  dislike  to  be  interrupted,  we  rarely  turn 
away  a  man  with  a  pleasing  personality.  We  must 
give  much  in  order  to  get  much ;  the  more  Ave  radiate 
the  more  generous  Ave  are,  and  the  more  Ave  give  our- 
selves to  others,  the  more  Ave  get  back.  The  current 
will  not  set  toward  you  until  it  goes  out  from  you. 
What  you  get  from  others  is  the  reflex  of  the  currents 
you  give  out.  The  nioi-e  generously  you  give,  the  more 
you  get  in  return.  In  other  Avords — as  you  pour  out 
your  personality,  born  of  courtesy  and  kindness  and 
the  othef  character-forming  virtues,  po  do  you  inspire 
respect  and  confidence,  and  invite  from  others  a  return 


of  that  which  you  give.  Courtesy  and  consideration 
in  every  Avalk  of  life  is  noAv  the  accepted  rule.  No 
strong  man  lowers  himself  by  giving  somebody  a  lift, 
no  matter  who  that  somebody  is.  It  may  be  an  ignor- 
ant foreigner,  unversed  in  our  ways  and  language ;  or 
it  may  be  an  old  man  or  woman,  a  cripple  or  a  child — it 
matters  not — and  no  time  is  lost,  for  the  more  people 
you  rightly  direct  and  the  more  intelligence  and  con- 
sideration you  rightly  lend,  the  more  valuable  will  be 
your  life.  Many  salesmen  fail  because  they  do  not  see 
the  importance  of  being  kind  and  courteous.  Kind- 
ness, consideration  and  courtesy  to  everybody  ahvays 
pays ;  and  besides,  it  is  a  pleasure  to  be  kind.  It  in- 
creases our  store  of  happiness.  I  have  seen  salesmen 
lose  important  positions  and  their  reputations — AA'hich 
are  more  important  than  position — through  their  lack 
of  courtesy  to  men  to  Avhom  they  did  not  think  it 
worth  while  to  be  kind.  Beauty  of  character,  charm 
of  manner,  attractiveness  and  power  of  expression, 
blended  with  courtesy,  consideration  and  kindness,  will 
open  the  door  to  any  proposition,  and  our  sincerity  of 
purpose  will  clear  the  path  of  its  many  obstructions. 

Honesty  and  Truth 

Honesty  and  truth  travel  hand  in  hand,  they  are 
tAvo  very  important  factors  in  successful  salesmanship; 
yet  there  are  thonsands  of  so-called  salesmen  Avho  are 
daily  practising  deceit,  thinking  and  believing  they 
are  putting  it  over.      What  fools!    Temporary  sue- 


Suitable  gift  for 
the    June    bride  — 

A  sturdily-designed, 
comfortable  Windsor 
rocker,  in  mahogany, 
walnut,  fumed  or 
gtldpn  tinish,  frcnn 
Till-  North  Ameri- 
can Hent  Chair  Cn.'s 
line,  and  an  arm- 
chair rocker  for  ver- 
andah or  porch,  from 
the  Canadian  Rattan 
Ciiaii"   Co.'s  lino. 
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eess  may  be  gained  that  way,  some  sales  may  be  made, 
bnt  permanent  and  lasting  success  is  not  built  on  that 
sort  of  foundation. 

There  is  sentiment  in  business,  and  a  whole  lot  more 
than  we  realize ;  when  there  is  none,  I  want  to  quit  do- 
ing business.  For  a  salesman  I  know  of  no  other 
quality  more  helpful  to  his  success  than  sentiment,  if 
he  will  use  tact  to  reach  the  sentimental  side  of  his 
prospect.  I  do  not  mean  by  that  that  he  necessarily 
start  an  investigation  or  search  for  sentiment,  for  if  he 
did  that  would  be  calculation  on  his  part  and  even  if 
he  discovered  it  he  could  not  make  use  of  it,  as  senti- 
ment must  be  discovered  by  sentiment  to  be  of  mutual 
advantage  in  preparing  common  ground.  I  have  had 
scores  of  instances  in  my  experience  that  have  proven 
beyond  doubt  the  truth  of  my  contention. 

Some  years  ago  I  was  selected  by  the  interests  I  was 
associated  with  to  go  through  the  South  for  them  to 
establish  three  of  four  manufacturing  companies. 
T  was  to  promote  these  companies  along  the 
lines  of  home  industry  for  the  South.  They  Avere 
to  be  Southern  companies,  financed  and  operated  by 
Southerners.  I  called  on  the  Boards  of  Trade  and  on 
different  prominent  men  in  the  cities  and  towns  I 
visited  and  right  away  everybody  fell  into  line  with 
the  idea  of  home  industries.  In  one  of  the  cities  I 
visited  everybody  was  enthusiastic.  They  all  wanted 
to  see  a  manufacturing  plant  in  their  community. 
Therefore  I  went  round  to  raise  from  one  hundred  and 
fifty  to  two  hundred  thousand  dollars  to  start  the  con- 
cern. 

At  once  there  was  a  difference.  Everybody  liked 
the  idea  of  having  the  industry  there,  but  no  one  was 
ready  to  put  up  any  money  for  it,  they  all  wanted  the 
other  fellow  to  do  it.  There  was  one  man  in  particular 
they  wanted  me  to  call  on.  Almost  everybody  I  spoke 
to  asked  the  same  question:  "Have  you  called  on  Mr. 
Blank?"  Before  long  T  discovered  who  this  Mr.  Blank 
was  whom  they  were  all  so  anxious  for  me  to  see.  He 
was  President  Blank  of  the  leading  bank  in  that  State 
and  when  first  I  saw  him  he  looked  very  much  to  me 
like  the  familiar  caricature  you  expect  of  a  crusty  old 
banker,  all  money-bags,  with  no  sentiment  in  his  make- 
up. He  received  me  with  courtesy  and  heard  what  I 
had  to  say — he  was  a  very  fine  old  fellow,  as  I  soon 
found  out,  but  he  would  do  nothing  about  my  proposi- 
tion until  he  had  examined  the  papers  I  had  prepared, 
showing  facts  and  figures.  These  papers  he  had  me 
leave  with  him,  and  I  went  away.  But  before  leaving 
him  I  noticed  something  that  attracted  me;  something 
that  might  be  a  clue  to  sentiment.  He  Avore  in  the  lapel 
of  his  coat  a  very  sweet  nosegay  of  flowers.  I  made 
three  calls  on  him  subsequently  and  the  flowers  were 
always  there,  fresh  and  SAveet,  beautiful  and  charming. 
One  day  I  decided  to  ask  about  the  little  nosegay,  and 
frankly,  quite  apart  from  the  business  altogether,  I 
did  ask  him.  He  held  out  his  hand  as  I  spoke  about 
the  flowers,  as  I  was  just  leaving  and  I  could  feel  as 
our  hands  clasped  that  I  had  touched  a  sympathetic 
chord.  "Mr.  Simpson,"  he  said,  "you  ask  about  that 
little  nosegay.  I  have  worn  a  flower  like  that  in  my 
coat  ever  since  the  first  one  was  put  there  by  my  sweet- 
heart, who  is  still  my  sweetheart  after  forty  years  of 
married  life."  And  he  told  me  how.  each  morning, 
it  was  put  in  his  buttonhole  by  the  same  hands,  or  if  she 
were  not  there  to  do  it,  it  was  placed  there  by  his 
daughter.  We  both  stood  and  looked  at  one  another, 
and  all  I  said  to  him  was  "beautiful  sentiment."  And 
then  we  sat  down  and  talked  about  flowers — not  about 
the  business  in  hand — and  by  and  by  I  got  up  to  leave 


him.  And  just  as  we  were  parting,  what  do  you  think 
he  said?  "By  the  way,  Mr.  Simpson.  I  am  very  much 
impressed  with  that  proposition  of  yours.  What 
amount  do  you  think  I  ought  to  subscribe  for?"  He 
left  it  to  me  to  name  the  amount.  I  had  secured  his 
confidence  to  that  extent  through  the  touch  of  sym- 
pathetic sentiment  and  when  it  came  to  putting  his 
name  down  and  I  made  a  suggestion  of  five  or  eight 
thousand  dollars,  he  said:  "Put  me  down  for  ten 
thousand,  and,  by  the  way,  put  my  brother  on  the  list. 
He  ought  to  go  doAvn  for  something  in  this  company. 
Put  him  down  for  five  thousand.  I  promise  you  he 
will  approve  of  it  when  you  call  on  him  with  my  sug- 
gestion." And  after  that,  all  Mr.  Simpson  had 
to  do  down  there  was  just  go  round  with  a 
list  and  get  the  names  of  those  w^ho  were  eaeer  to  get 
on  it  for  various  amounts ;  because  they  found  that  the 
names  of  the  tAvo  Mr.  Blanks  headed  the  list  and  they 
had  profound  confidence  in  their  judgment. 

That  incident  shoAvs  what  sentiment  means  to  a  sale.s- 
man  and  hoAv  essential  it  is  that  Ave  train  our  minds 
along  certain  lines.  I  grant  you  that  some  men  Avith 
Avhom  you  may  have  to  do  business  are  cold-blooded 
business  men,  and  if  a  man  is  a  cold-blooded  business 
man  you  must  meet  him  on  that  ground  until  sentiment 
is  reached  and  confidence  established.  If  you  recognize 
and  practice  these  laAvs  of  thought  and  attraction,  then 
as  a  salesman  you  will  have  no  trouble  in  making  sales. 
In  my  own  experience  I  have  found  it  so — and  I  am  not 
saying  this  boastfully — that  as  a  result  of  respectini 
these  principles,  selling  is  to  me  a  delightful  A'isit  to  the 
man  to  whom  I  sell  and  my  entire  intervieAV  is  very 
seldom  taken  up  on  the  subject  of  business.  We  con- 
A'crge  on  general  lines  of  mutual  interest ;  it  may  be 
about  flowers  or  something  in  which  Ave  both  have  com- 
mon interest  and  I  usually  leave  with  a  good-sized 
order. 

And  further,  my  experience  proA^es  that  the  average 
buyers  or  business  man  is  very  Avell  informed  on  many 
subjects,  that  he  has  his  sentiment  and  sympathies  and 
often  he  is  an  interesting  conversationalist.  If  you 
can  reach  him  through  these  channels  you  Avill  in  all 
probability  establish  confidence  and  respect.  After 
that,  getting  his  business  is  an  easy  matter,  because  he 
feels  you  Avill,  AA-herever  possible,  safeguard  his  interests 
and  this  you  must  do  to  the  limit. 

Finally,  the  thought  I  Avish  to  convey  is,  that  no  in- 
vestment Avill  give  greater  returns  than  cultiA'ating 
your  better  self,  and  thereby  developing  that  indefin- 
able something  that  leads  to  success.  There  is  nothing 
that  pays  so  well  as  training  our  minds  and  thoughts 
along  the  lines  of  the  beautiful  and  true.  It  matters 
not  how  Avell-A'crsed  Ave  are  in  the  material  things  of 
life,  or  hoAV  Avell  Ave  understand  the  lines  Ave  have 
to  sell ;  we  may  be  experts  pertaining  to  technique  or 
detail  in  connection  Avith  iron  and  steel  products — or 
any  other  articles  of  commerce  for  that  matter — but 
if  Ave  are  not  in  harmony  Avith  Nature  and  Nature's 
order  of  things,  Ave  cannot  make  the  success  of  our  lives 
that  we  otherAvise  Avould.  Being  in  harmony  Avith 
Nature,  brings  us  into  harmony  Avith  all  about  us  and 
above  all  it  brings  us  into  harmony  Avith  ourselves  and 
when  this  is  so,  and  the  physical  is  subordinated  and 
ruled  by  the  mental,  life  becomes  full  and  complete. 

I  fully  realize  I  am  painting  an  ideal  picture,  although 
not  an  impossible  one,  and  AA'hile  Ave  may  not  rise  to  the 
height  of  this  ideal,  Ave  can,  by  folloAving  it,  at  least  go 
part  of  the  Avay.  and  this  part,  no  matter  how  small, 
will  take  the  place  of  some  discordant  element,  which 
would  retard  our  success. 
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TELLING  CUSTOMERS  OF  RAISE  IN  PRICE 
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Discussion  of  the  pros  and  cons  of  the  question  based  on  the  present  unsteady  market — Some  suggestions  of  value. 


THERE  is  a  wide  divergence  of  opinion  as  to  the 
best  methods  to  follow  when  a  price  advance  is 
made  to  the  consumer.  Should  the  manufacturer 
lend  his  aid  in  getting  the  new  price  accepted,  or  should 
the  brunt  of  the  task  be  left  to  the  dealer?  Is  it  good 
policy  to  advertise  the  new  price  and  make  a  full  ex- 
planation of  the  reason  for  it,  or  is  it  better  simply  to 
put  the  new  price  into  effect  and  say  as  little  as  possible 
about  it?  There  is  much  to  be  said  in  favor  of  either 
contention. 

Most  manufacturers  do  not  advertise  the  retail  price 
of  their  products.  Hence  whenever  it  becomes  neces- 
sary to  raise  the  price  to  the  ultimate  buyer,  it  is  almost 
the  general  custom  to  let  the  dealer  break  the  news.  In 
those  cases  where  the  manufacturer  does  state  the  re- 
tail price  in  his  advertisements,  it  is  the  usual  thing, 
when  a  price  is  advanced,  to  give  the  new  quotation, 
without  any  mention  of  the  fact  that  there  has  been 
a  change. 

Bad  to  Put  Forth  Price  With  Apology 

Talking  too  much  about  a  raise  in  price  is  regarded 
as  negative  merchandising.  Putting  forward  a  price 
with  an  apology  for  it  is  viewed  as  a  Aveak-kneed  policy. 
It  is  supposed  that  if  the  merchandise  itself,  or  the  sell- 
ing talk  in  favor  of  it.  does  not  justify  the  price  asked, 
it  is  futile  to  argue  that  the  quotation  is  just. 

Another  objection  that  is  commonly  m'ade  against 
publicly  explaining  an  advance  in  price,  is  that  it  is 
unnecessary.  The  explanation  calls  the  attention  of 
many  people  to  the  advance,  which  otherwise  they 
might  not  have  noticed.  It  focuses  interest  on  the 
subject  and  forces  buyers  to  think  about  it.  A  great 
many  persons  are  indifferent  as  to  the  price  they  pay. 
"They  want  what  they  want  when  they  want  it,"  and 
do  not  care  what  it  costs.  Telling  these  people  that 
the  price  is  higher  now  than  it  was  when  they  bought 
the  article  the  time  before  would  be  equivalent  to 
calling  their  attention  to  the  product's  disadvantages. 

Buying  Public  Will  Listen  to  Real  Reason 
for  Advances 

In  normal  times  when  prices  are  raised  the  work  is 
left  to  the  dealer,  and  that  is  all  there  is  to  it.  Ad- 
vertising manufacturers  especially  have  shown  very 
little  interest  in  the  question,  because  it  is  seldom  thtit 
the  price  of  an  advertised  product  is  advanced.  How- 
ever, under  the  present  abnormal  conditions,  the  ques- 
tion forces  itself  upon  us  with  a  prominence  that  it 
never  had  before.  The  retail  price  of  most  articles 
has  adA'anced  not  only  once,  but,  in  many  cases,  several 
times.  Getting  these  ever-recurring  advances  across 
to  the  consumer  on  so  many  items  is  presenting  a  very 
real  problem  to  the  retailer.  The  publicity  that  has 
been  given  in  the  press  to  the  high  prices  has  helped 
the  dealer  somewhat.  It  has  made  the  average  buyer 
realize  that  he  must  pay  more  for  his  supplies.  The 
prevalence  of  widespread  prosperity  has  also  helped. 
Most  persons  arc  financially  able  to  pay  higher  prices, 
and  many  of  them  are  doing  so  without  complaint. 

The  fact  stands,  nevertheless,  that  the  task  of  get- 


ting his  customers  to  accept  the  new  prices  on  so  many 
things  in  his  stock  has  placed  a  burden  on  the  dealer 
that  he  is  not  always  discharging  to  his  own  advantage, 
nor  to  the  credit  of  the  manufacturer  whose  goods  he 
is  selling. 

Very  often  during  the  past  year  the  writer  has  had 
occasion  to  wait  in  stores  for  from  five  minutes  up  to 
an  hour  at  a  time,  and  has  listened  to  the  sales  people 
as  they  tried  to  explain  to  their  customers  the  cause  of 
price  advances.  Generally  the  explanation  was  any- 
thing but  convincing.  It  was  attributed  to  the  war 
in  vague  terms,  and  the  buyer  often  showed  that  she 
had  a  suspicion  that  the  war  was  blamed  for  some 
things  for  which  it  Avas  not  resp'onsible.  Oecasionally 
the  explanation  was  made  tactlessly  and  offended  the 
buyer.  While  the  purchase  was  made  in  most  eases 
regardless  of  the  raised  price,  it  was  often  done  under 
protest.  In  most  cases  the  dealer  and  not  the  prodiicer 
of  the  goods  was  the  one  criticized.  Explaining  the 
price,  Or  trying  to  do  so,  took  up  much  of  the  clerk's 
time.  The  whole  transaction  impressed  the  disin- 
terested observer  as  being  badly  handled,  and  as  being 
subversive  of  good  will. 

Issue  Bulletin 

In  view  of  the  existence  of  abnormal  conditions, 
wouldn't  it  be  advisable  for  both  manufacturers  and 
dealers  to  depart  temporarily  from  usual  methods  and 
make  a  more  systematic  attempt  to  tell  the  consumer 
something  as  to  exactly  why  it  is  necessary  to  charge 
more  for  certain  classes  of  goods? 

Many  seem  to  think  so.  Here  and  there  we  find  in- 
stances AA'here  rather  skilful  plans  are  being  used  to 
make  the  selling  path  of  the  advanced  merchandise 
easier.  Telling  the  buyer  about  the  advance  is  not 
left  to  the  hit-or-miss  explanation  of  an  ill-informed 
clerk. 

For  example,  F.  R.  Tripler  &  Company,  a  haber- 
dasherj'  concern  in  New  York,  which  advertises  ex- 
tensively in  the  newspapers,  have  a  bulletin  with  this 
announcement  on  it  prominently  displayed  in  the 
store : 

"SPECIAL  NOTICE  TO  OUR  PATRONS 
"The  increased  cost  of  raw  materials  and  labor  have 
made  necessary  a  small  advance  in  price  on  various 
staple  articles. 

"We  are  not  offering  substitutes  of  inferior  quality, 
since  it  is  our  policy  to  offer  for  sale  only  such  reliable 
merchandise  as  will  nrove  entirely  satisfactory. 

"F.  R.  TRIPLER  &  CO." 
The  same  announcement  has  been  printed  on  small 
slips  to  be  handed  patrons.  There  is  nothing  sensa- 
tional about  this  bulletin.  It  is  a  mild  and  conserva- 
tive statement  of  the  situation  and  of  the  store 'vS  policy. 
Nevertheless  it  is  unusual  to  the  extent  that  it  broaches 
the  (juestion  of  price  advances,  and  does  not  leave  it  to 
the  customer  to  ask  for  an  explanation. 

Frank  Policy  Forestalls  Criticism 

"Before  we  made  this  formal  announcement,"  said 
a  member  of  the  firm  to  a  representative  of  Printer's 
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Ink,  "a  good  proportion  of  our  patrons  complained 
about  prices.  Our  salesmen  had  been  instructed  to 
explain  to  each  customer  who  objected  to  the  advance, 
why  it  was  necessary  to  charge  more.  We  are  trying 
to  build  up  onr  trade  on  ijuality  goods.  Buyers  were 
told  that  it  was  possible  to  get  cheaper  substitutes,  but 
offering  merchandise  of  this  kind  Avould  not  be  accord- 
ing to  our  policy.  Most  customers  accepted  the  ex- 
planation and  were  satisfied  to  pay  the  price  asked. 

"However,  often  when  I  was  down  on  the  sales  floor 
I  noticed  that  much  of  the  salesmian's  time  was  taken 
up  in  making  explanations.  It  occurred  to  me  that 
many  buyers  may  be  accepting  the  price  argument  of 
the  clerk  as  just  talk  used  to  make  a  sale.  It  seemed 
to  me  that  the  explanation  would  be  much  more  ef- 
fective if  it  came  from  the  firm  and  not  from  the  sales- 
man alone.  That  is  how  I  got  the  idea  for  the  bulle- 
tin. Since  w^e  have  adopted  the  idea,  there  has  been 
considerably  less  criticism  about  prices  and  the 
straightforAvardness  of  the  plan  has  been  commented 
on  so  favorably  that  it  has  brought  us  a  lot  of  new^ 
trade." 

Variants  of  Tripler's  idea  are  used  in  many  other 
stores.  Especially  do  we  find  traces  of  influences  on 
the  shoAv  cards  that  retailers  are  using.  Signs  similar 
to  their  have  become  quite  common: 

"Yes,  the  price  is  a  little  more,  but  the  quality  is  high 
as  always." 

These  signs  act  as  shock-absorbers.  The  prospective 
buyer  who  reads  them  has  been  -warned  that  she  must 
pay  more. 

In  discussing  the  subject  one  retailer*said :  "In 
normal  times  I  do  not  believe  it  is  good  policy  to  em- 
phasize price  advances  by  announcing  them  to  the  pub- 
lic, except  in  special  cases  Avhere  there  may  be  good 
reasons  for  doing  so.  But  conditions  are  so  unusual 
now^  that  I  believe  many  principles  that  are  ordinarily 
sound  do  not  at  present  fit  the  neediS  of  the  occasion. 
There  are  a  great  many  hazy  notions  as  to  what  is  caus- 
ing the  high  cost  of  living.  Most  people  have  no 
pro])er  conception  of  the  real  causes,  and  are  only  too 
willing  to  blame  it  all  on  the  only  factor  in  our  plan  of 
distribution  with  which  they  come  in  contact — the 
retailer. 

"For  example,  in  the  past  year,  see  how  groccm 
have  been  blamed  for  the  cost  of  food.  Economists 
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and  others  are  busy  explaining  why  commodities  cost 
what  they  do,  hut  these  explanations  seldom  reach  the 
mass  of  the  people.  Since  high  prices  have  been  put 
under  the  white  light  of  publicity,  I  believe  that  re- 
tailers should  use  publicity  to  tell  Avhy  prices  are  high. 
It  should  not  all  be  left  to  the  retailer.  To  some  ex- 
tent manufacturers  should  help.  In  those  instances 
where  the  facts  have  been  presented  to  the  public,  the 
results  usually  have  been  remarkable.  When  people 
are  told  of  the  hundred  and  one  things  that  enter  into 
the  cost  of  an  article  and  which  determine  its  selling 
price,  it  has  opened  their  eyes  to  the  difficulties  with 
which  the  retailer  has  to  contend. 

"I  was  reading  the  other  day  of  a  dealer  w'ho  told 
his  customers  that  it  cost  him  six  and  one-half  cents  for 
each  call  his  solicitor  made  for  an  order;  that  it  cost 
him  four  and  three-fifths  cents  every  time  his  truck 
stopped  to  make  a  delivery,  and  therefore  he  could  not 
deliver  orders  for  less  than  fifty  cents.  Figures  such 
as  these  make  people  think.  The  retailer  has  two 
courses  that  he  can  follow.  He  can  sell  cheap  goods 
and  eliminate  all  service,  or  he  can  feature  quality 
goods  and  give  unlimited  service.  In  either  case  he 
should  steadily  advertise  w'hat  he  is  doing  and  exactly 
why  he  is  doing  it." 

Break  it  Gently 

Of  course,  generally  speaking,  it  would  not  be  good 
policy  for  the  manufacturer  sensationally  to  advertise 
jjrice  increases.  If  the  advancement  of  prices  is  to 
be  announced  at  all,  it  shoidd  be  done  deftly  and  with 
the  stin.g  taken  out.  Whether  the  manufacturer 
or  the  dealer  should  assume  the  burden  of  making  the 
;in)iouneement,  is  not  the  purpose  of  this  article  ■  to 
determine. 

The  point  is  that  as  long  as  it  is  necessarj-  to  raise 
prices,  the  advances  should  be  made  with  as  much  skill 
as  can  be  brought  to  bear  on  the  matter.  Many  re- 
tailers are  now  handling  the  situation  so  clumsily  that 
they  are  offending  customers  and  in  many  cases  losing 
them. 


The  dealer  who  can  tie  up  his  advertising  AviMi  cur- 
rent events  wdll  in  this  avp.v  make  it  much  m-re 
effective. 
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BIGGER  BUSINESS  DURING  NEW  ERA 
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Retailers  should  approach  new  period  of  business  activity  in  a  big,  broad  manner  -  Plans  for  greater  business. 


THE  war  has  been  won  and  a  peace  which  we  trust 
shall  be  a  lasting  one  will  soon  be  concluded. 
The  decks  are  cleared  for  the  resumption  of  old- 
time  activities,  uninterrupted  by  the  things  that  have 
marred  and  retarded  operations  during  the  past  five 
years.  Now  is  a  time  when  dealers  should  plan  for 
the  future  on  a  big,  broad  scale,  keeping  in  mind  the 
prospects  of  great  expansion  and  prosperity  in  business 
in  the  years  ahead. 

Approach  in  Broad  Manner 

The  trade  as  a  whole  appears  to  be  facing  the  new  era 
with  confidence  and  optimism.  It  is  evident  that  deal- 
ers are  not  only  planning  to  make  the  most  of  immedi- 
ate opportunities,  but  are  approaching  the  subject  in 
a  big  way.  There  are  many  evidences  of  this.  Mer- 
chants are  not  only  talking  and  thinking  about  addi- 
tions to  their  stores  held  up  on  account  of  the  war,  but 
are  planning  improvements  in  equipment  and  system 
that  will  allow  the  conduct  of  business  to  the  best  ad- 
vantage both  in  the  way  of  greater  sales  and  larger 
profits. 

In  Good  Position  Financially 

Travellers  state  that  while  retailers  are  buying  con- 
servatively in  the  hopes  of  price  concessions  that  it  is 
not  because  of  business  timidity,  but  protection  of 
themselves  in  the  matter  of  prices.  They  are  not 
talking  depression,  but  expressing  confidence  in  the 
business  outlook. 

Credit  men  report  that  collections  are  most  satisfac- 
tory, indicating  that  retailers  are  in  a  sound  financial 
position.  The  truth  of  the  matter  is  that  the  war 
years  were  profitable  years  to  the  retail  dealer  who 
took  chances  on  buying  goods  ahead,  accordingly 
benefiting  from  the  advances  in  goods  well  bought. 
There  are  more  dealers  to-day  backed  by  good  securi- 
ties than  ever  before,  and  this  backing  gives  them  con- 
fidence. They  can  go  aggressively  after  business  and 
take  up  additional  lines  of  endeavor,  knowing  that 
they  have  behind  them  some  worthwhile  securities 
which  they  could  call  into  play  in  times  of  need. 

It  is  for  this  reason  that  they  are  more  disposed  to 
improve  the  appearance  of  their  stores  and  install  new 
e(|uipment  that  will  help  them  conduct  their  business 
more  efficiently,  as  well  as  making  plans  for  the  future 
in  keeping  with  the  expansion  which  they  can  see 
ahead  for  this  glorious  Dominion  of  ours. 

More  and  Better  Clerks  Available 

A  difficulty  in  the  way  of  building  up  big  business 
for  many  dealers  during  the  past  feAV  years  has  been 
the  scarcity  of  competent  clerks.  Furniture  clerks 
in  Canada  responded  so  nobly  to  the  call  of  King  and 
Country  that  quite  early  in  the  war  a  lack  of  good 
clerks  became  very  noticeable.  Even  those  who  re- 
mained had  their  efficiency  greatly  reduced  because 
of  the  rush  of  work  due  to  smaller  staffs.  Proprietors 
of  stores  found  it  necessary  themselves  to  look  after 
many  details  that  would  have  ordinarily  been  deletrated 
to  clerks  and  naturally  not  only  had  to  ajjply  them- 


selves more  closely  to  business,  but  neglected  many 
important  things  to  which  they  usually  gave  attention. 

More  and  better  clerks  are  now  becoming  available. 
This  will  allow  the  dealer  to  secure  more  business  per 
customer  because  more  study  will  be  given  to  sales- 
manship and  will  also  make  it  possible  for  the  proprie- 
tor to  give  more  attention  and  study  to  the  bigger 
things  that  will  work  for  larger  sales  and  greater 
profit. 

Fancy  and  Specialty  Goods  to  Front  Again 

Sales  of  many  fancy  lines,  both  domestic  and  im- 
ported, have  been  small  during  the  war  period,  due 
both  to  scarcity  of  many  of  these  articles  and  also  to 
the  spirit  of  thrift  that  was  injected  into  the  purcliasing 
public.  Most  of  these  lines  returned  a  gooi  profit  so 
that  the  loss  of  this  business  has  meant  mucla  to  the 
furniture  trade.  A  gradual  resumption  of  this  busi- 
ness can  be  expected,  however,  as  conditions  return  to 
normal — supplies  become  available  and  purchasing  by 
the  public  gets  back  to  its  old-time  basis.  Retailers 
can  hasten  the  return  of  this  latter  by  featuring  the 
fancy  and  staple  lines  as  they  become  available  for 
sale. 

Lower  Prices  Will  Mean  Better  Profits 

In  summing  up  the  better  times  that  are  ahead  for  the 
retail  dealer  in  this  new  period  of  business  activit.y, 
one  should  not  forget  the  better  profits  that  usually  go 
hand-in-hand  with  lower  prices.  Of  course,  during 
the  past  few  years,  many  dealers  have  made  good  profits 
on  many  lines  which  thej^  bought  to  advantage  and 
which  later  advanced  in  value,  but  in  hand-to-mouth 
business,  profits  have  been  cut  to  a  pretty  small  margin. 
This  is  usual.  As  prices  mount  upward,  the  margin 
of  profit  is  generally  reduced.  It  is  difficult  to  main- 
tain it  because  even  where  goods  are  advanced  the 
same  amount  as  the  wholesale  price  has  gone 
up,  it  means  that  the  percentage  of  profit  is  re- 
duced. A  gradual  reduction  in  the  cost  of  doing  busi- 
ness can  also  be  expected  during  the  reconstruction 
])eriod,  which  will  help  the  dealer  in  the  matter  of  net 
profits. 

Good  General  Business  Prospects 

And  back  of  all  this  is  generally  excellent  prospects 
for  business  in  Canada.  Our  country  has  won  a  name 
for  itself  and  its  products  during  the  years  of  war  that 
will  assist  in  building  up  many  of  our  industries  and 
manufactures.  Soldiers  to  the  number  of  250.000  are 
returning  to  take  up  their  residence  in  Canada  again 
and  they  will  be  followed  by  a  floAv  of  immigration  that 
will,  greatly  increase  our  population.  Increasing 
population  and  industrial  progress  are  two  things  that 
will  build  up  our  country  and  make  it  a  worth  while 
place  not  only  to  reside  in  but  to  be  in  business  in. 
Reconstruction  is  taking  place  in  qui'-e  a  satisfactory 
manner  and  it  is  the  duty  of  each  and  every  one  to  do 
his  utmost  to  speedily  bring  back  normal  conditions. 
A  spirit  of  optimism  and  confidence  on  the  part  f)f 
1  nsiness  men  will  do  much  in  insniring  the  general 
public  and  in  assisting  in  passing  through  the  recon- 
struction period  under  a  full  head  of  steam. 
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C.F.M.  ADVANCE  WAGES. 

The  announcement  has  been  made  by  the  Canada 
Furniture  Manufacturers,  Ltd.,  Woodstock,  Ont.,  that 
an  advance  of  10  per  cent,  in  the  wages  of  their  em- 
ployees Avould  go  into  effect  on  Monday  June  2.  The 
company  on  the  Ist  of  April  last  reduced  the  working 
hours  from  ten  to  nine  hours  a  day,  which  meant  at 
that  time  an  advance  in  wages  of  10  per  cent.  Mr.  J.  B. 
Shaw,  managing  director,  says  he  has  long  held  the 
opinion  that  furniture  workers  were  not  paid  a  suffici- 
ently high  Avage  in  comparison  Avith  other  staple  trades, 
but  he  declares  that  under  competitive  conditions  fair 
Avages  could  not  be  paid  because  the  selling  prices  of 
furniture  Avere  uniformly  too  low.  Through  the  co-op- 
eratiA'e  effort  of  a  number  of  the  leaders  in  the  trade 
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1            EFFICIENCY                      doorway  to  net  profits.  The  | 

1                                                    Robertson  Socket  Head  Wood  | 

1            Write  us  for  free               Sciew   assures   efficiency.    Used  | 

1              demorulration                   by   nearly   all    leading  furniture  | 

I                                              manufacturers,  elc.  s 

I    P.  L.  Robertson  Manufacturing  Co.,  Limited  | 

I                                 MILTON    -    ONTARIO  | 
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I    High-Grade  CHESTERFIELDS  | 

I                   Re-Upholstering  to  the  Trade  | 

I                   SPECIAL    ORDER    WORK  | 

I     Life  Long  Furniture  Co.,  -   -   Ingersoll,  Ont.  | 
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C.  B.  CHATFIELD 

Designer  of  Furniture 

m  . 

GRAND 

RAPIDS         -        Michigan,  U.S.A. 


these  conditions  are  being  sloAvly,  but  gradually,  im- 
proved, and  it  is  the  desire  of  these  employers  that  the 
Avorkmen  should  also  benefit  in  the  improved  con- 
ditions. 

This  10  per  cent,  advance  in  Avages  is  effeetiA'e  at  all 
the  plants  of  the  C.F.M.  in  Walkerton.  Seaforth.  Wing- 
ham.  Kitchener,  Waterloo  and  Woodstock. 


INGERSOLL  COMPANY  IN  LARGER  FACTORY. 

The  Life  Long  Furniture  Co..  Ingersoll,  Ont..  has 
moved  into  larger  ((uarters.  The  new  factory  building 
is  of  frame  construction,  about  40x25  feet,  and  is  Avell 
laid  out  for  furniture  manufacturing.  There  are  three 
floors,  the  top  one  being  used  for  furnishing  and  for 
storage. 

The  company  specializes  on  the  making  of  Chester- 
tields  and  easy  chairs,  and  in  this  are  using  kiln  dried 
hard  maple  or  elm  for  the  covered  parts,  and  solid 
mahogany,  walnut  or  oak  for  exposed  parts.  Besides 
stock  patterns  this  company  makes  up  special  designs 
for  special  ordered  Avork,  .and  in  the  plant 
emploj^  only  experienced  upholsterers. 

J.  P.  Albrough  is  OAvner,  and  looks  after  all 
details  of  the  business.  He  has  spent  fifteen 
years  in  learning  the  manufacture  and  retail  sell- 
ing of  furniture,  and  makes  all  the  draAvings  for  his 
company. 


FURTHER  FURNITURE  TRADE  RELATIONS. 

Arthur  A.  Campbell,  of  W.  W.  Campbell  &  Co.,  Ltd., 
furniture  importers  at  Sydney.  Australia,  has  been  ap- 
pointed representative  for  his  firm  at  XeAV  York,  and  is 
opening  an  office  at  140  BroadAvay,  that  city.  Mr. 
Campbell  expects  to  take  up  .  export  business  matters 
Avith  Canadian  and  United  States  makers  of  furniture, 
camp  beds,  cots,  go-carts,  carpets,  linoleums,  clocks, 
pianos,  etc. 


FURNITURE  FACTORY  AT  BROCKVILLE. 

The  ratepayers  of  Brockville.  Ont.,  have  endor.sed  a 
by-laAV  for  the  purchasing  of  an  unoccupied  factory  for 
the  establishment  there  of  the  Office  Furniture  and 
Supply  Company.  The  vote  stood  900  for,  43  against, 
the  majority  of  813  over  the  required  vote  for  a  money 
by-laAV.  The  sum  involved  is  $22,000,  Avhich  Avill  be 
raised  bA^  debentures.  The  compauA-  is  capitalized  at 
$100,000. 


SHORTER  HOURS  FOR  EMPLOYEES. 

The  Harriston  Furniture  Co.,  Harriston,  Out..  haA-e 
put  the  nine-hour  schedule  into  eflPect.  Seventy  em- 
ployees will  benefit  by  it.  The  Meaford  Furniture  Co.. 
and  the  Seaman  Kent  Co.,  both  of  Meaford,  Out.,  have 
also  adopted  the  nine-hour  day. 


FIRE  AT  ELORA  FACTORY. 

Fire  broke  out  in  the  boiler  and  engine-room  of  the 
J.  G.  Mundell  Company,  furniture  manufacturers. 
Flora,  Out.,  recently,  but  was  extinguished  before  seri- 
ous loss  had  been  done.  Damage  Avill  be  rapidly  re- 
paired and  the  fire  Avill  not  in  any  Avay  interfere  Avith 
the  company's  business. 


In  the  collection  of  accounts  two  things  are  neces- 
sary to  success — Promptness  and  Perseverance. 


LINTERS 

Type  A,  7  cents ;  Type  C,  8  cents ;  Type  D,  1  0  cents 

F.O.B.  Toronto.    Shipment  from  Toronto—  Special  delivered  prices 
on  direct  carload  shipments  from  South. 

TURPENTINE-ROSIN 

Local  shipments  from  Toronto.    Carloads  from  Pensacola. 

REEDS-RATTANS 

American  and  Chinese.        Shipments  from  New  York. 
Write  or  wire  us  for  prices  and  samples 

E.  T.  CARTER  &  CO. 

87  Front  St.  East,  Toronto 
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Talking  Machines  in  the 

Furniture  Store 

TALKING  MACHINES  HAVE  DEVELOPED 
GRADUALLY 

The  talking  machine  is  essentially  an  instrument 
which  records  and  repi'odnces  sound.  The  name  is  also 
applied  to  instruments  which  imitate  sounds,  such  as 
speaking  dolls.  The  instruments  which  record  and 
reproduce  sounds  may  be  divided  into  two  classes.  The 
first-class  consists  of  instruments  having  cylindrical 
records,  such  as  the  phonograph  and  graphophone. 
(The  terms  here  used  have  during  the  past  few  yeaJ's 
been  changed  owing  to  common  custom,  so  that  the 
words  phonograph  and  talking  machine  are  px'actically 
interchangeable.) 

The  phonograph  consists  of  a  stretched  membrane 
with  a  style  at  its.  centre.  In  the  original  Edison 
phonograph,  invented  in  1877,  a  cylindrical  drum  was 
wrapped  in  a  sheet  of  tin  foil.  The  style,  which  had  a 
blunt  point,  rested  on  the  tin  foil.  The  person  operat- 
ing spoke  into  a  cone-shaped  mouthpiece,  which 
foeussed  the  vibrations  on  to  the  membrane.  The 
membrane  thus  set  into  vibration  causes  the  style  to  in- 
dent the  foil  to  varying  depths  according  to  the  vibra- 
tion. During  this  operation  the  drum  is  made  to  re- 
volve with  a  uniform  velocity.  The  drum  is  then 
brought  to  its  original  position  and  the  style  allowed  to 
press  against  it  so  as  to  be  always  at  the  bottom  of  the 
indentation.  The  drum  is  then  turned  at  the  same 
rate  as  before,  the  membrane  thus  being  made  to 
execute  the  vibrations  made  on  the  foil,  and  thus  give 
out  the  sound. 

Tainter  and  Bell  improved  on  this  instrument  by 
substituting  a  cylinder  made  of  wax  instead  of  the  tin 
foil.  The  mouthpiece  is  closed  by  a  glass  disc  placed 
in  front  of  the  cylinder.  A  short  lever  is  attached  to 
the  disc  and  on  its  other  end  a  small  sapphii*e  cutting 
tool  is  fixed,  being  weighted  so  as  to  press  against  the 
cylinder.  The  cylinder  is  then  made  to  revolve  by 
means  of  regulated  clockwork  mechanism,  at  the  same 


time  travelling  forward  along  its  axis.  The  sounds 
are  spoken  into  the  mouthpiece  and  the  sapphire  cuts 
an  indentation  of  varying  depth  into  the  wax.  In  the 
reproduction  there  is  a  second  disc  of  glass  with  an  at- 
tached lever,  on  which  is  fixed  a  blunt  sapphire  point, 
and  the  cylinder  is  made  to  revolve  as  before.  In  this 
instrument  the  original  sounds  are  much  better  pre- 
served than  in  the  original  Edison  machine. 

The  disc  variety  was  introduced  by  Berliner,  the  en- 
graving made  by  the  stylus  due  to  the  vibrations  being 
made  on  a  disc  which  revolves  on  a  turntable.  The  in- 
strument is  worked  similarly  to  the  phonograph. 

The  great  difference  between  the  cylinder  and  disc 
instruments  lies  in  the  engraving.  In  the  cylinder  in- 
strument the  stylus  is  made  to  vibrate  in  the  direction 
of  its  length  and  so  the  engraving  consists  of  an  inden- 
tation of  varying  depths.  In  the  disc  the  stylus 
vibrates  sideways  and  so  a  wavy  groove  of  uniform 
depth  is  cut  in  the  disc.  The  record  made  as  above 
described  is  called  a  master  record.  These  are  moulded 
and  copies  are  made  for  commercial  purposes.  Copies 
of  disc  records  are  made  by  stamping  them  on  the 
disc. 

For  commercial  purposes 'the  cylinder  machine  is  al- 
ways used.  It  has  been  used  for  many  years  in  the 
House  of  Representatives.  Litigation  has  taken  place 
as  to  whether  the  reproduction  of  works  by  these  in- 
struments is  an  infringement  of  copyright.  The 
French  Court  of  Appeal  has  decided  that  this  is  so,  but 
no  decision  had  been  rendered  up  to  1914  by  the  British 
courts. 


PHONOGRAPH  AS  MUSIC  TEACHER 

A  professor  of  music  writes:  "Just  as  moving  pic- 
tures popularized  the  great  histrionic  artists  and  gave 
them  nightly  audiences  of  many  millions,  so  the  phono- 
graph has  given  to  millions  of  homes  the  best  perform- 


Lilirary  tal>le  model  phono- 
graph. One  of  the  hand- 
some designs  made  liy  The 
Gen.  Meljagan  Furniture 
Co.  Illustrations  show  the 
phonograph  closed  and 
open. 
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anees  of  the  world's  supreme  musicians,  and  made  it 
possible  for  the  most  isolated  settler  in  the  Avilds  of 
civilization  to  hear  nightly  the  fine  artistry  of  metro- 
politan artists. 

"It  has  accomplished  a  wonderful  revolution;  but 
the  half  of  its  influence  has  not  yet  been  fully  appre- 
ciated or  taken  advantage  of  by  those  who  have 
musical  education  seriously  at  heart.  There  has  been 
until  (juite  recently  a  more  or  less  scornful  acceptance 
of  the  talking  machine  by  music  teachers  and  musical 
educators,  a  sort  of  "damning  with  faint  praise," 
which  has  retarded  the  use  of  the  phonograph  as  a 
means  of  teaching. 

"Tutors  who  still  take  that  stand  are  now,  of  course, 
open  to  ridicule,  since  artists  of  far  higher  musical  au- 
thority than  themselves  use  the  talking  machine  as  a 
vehicle  to  place  their  perfoi'mances  before  the  public. 
It  is  worthy  of  note,  too,  that  those  who  hear  the  great 
artists  via  the  phonograph  are  often  treated  to  a  better 
rendering  of  a  given  number  than  those  who  hear  the 
artist  in  the  flesh  on  the  concert  platform  or  the 
operatic  stage.  And  this,  for  the  reason  that  the  artist, 
who  is  recording  will  often  perform  the  piece  from  ten 


as  singing.  Sometimes  the  ])hrase  is  divided  and  the 
simplest  part  of  the  simple  i)hrase  is  given  to  tlu- 
children  Avhile  the  machine  takes  the  more  dirficnlt 
part.  In  this  way  the  children  are  lured  into  singing 
even  though  the  teacher  may  be  quite  limited  in  her 
musical  equipment.  Later  the  children  sing  the  more 
diflicult  jnirts  and  still  later  sing  \hs  entire  so.;g  with 
the  instrument.  All  this  time  they  are  developing  a 
habit  of  singing  (1)  in  good  time,  (2)  in  correct  pi  ch. 
and  (3)  in  light  tones.  This  scheme  is  almo.st  proof 
against  coarse  heavy  tones,  as  it  is  pcssible  only  for  the 
child  singing  in  light  tone  to  hear  the  instrument  eo;t- 
tinuously.  This  much  of  the  talking  machine  course  is 
included  in  the  recreation  music  course  and  it  is  tbe 
aim  to  have  the  students  go  out  well  prepared  to  use 
the  talking  machine  effectively  in  the  schools. 

Could  not  you  dealeis  in  the  smaller  centres  use  this 
argument  in  your  neighborhood? 


TALKING  MACHINE  HELPS  TYPEWRITERS. 

Tlie  High  School  of  Commerce  at  Syr.-'.cu->e,  X.Y..  us^s 
the  talkiiig  machine  to  help  beginners  in  typewriting. 


An  attractive  window  display  of  talking  machines  in  a  .Tunc  setting  should  be  helpful  to  sales  of  these  goods 

for  wedding  presents . 


to  fifteen  times,  improving  the  rendering  by  a  study  of 
the  record  previously  made,  until  the  final  record  is 
well-nigh  perfect. 

"As  far  as  the  ordinary  household  is  concerned,  the 
phonograph  must  be  as  close  to  reaching  a  "saturation 
point"  as  it  perhaps  ever  Avill ;  but  the  greater  sphere 
of  usefulness  in  the  schools  is  as  yet  almost  untouched. ' ' 


The  plan  is  proving  successful,  too.  Here  is  a  hint  to 
dealers  to  cultivate  similar  trade  in  their  OAvn  local- 
ities. 


PHONOGRAPHS  IN  SCHOOLS 

In  many  of  the  leading  school  centres  in  the  United 
States  educationists  have  learned  how  to  get  the 
school  children  in  touch  with  music  in  a  vital  way. 

A  scheme  has  been  worked  out  by  which  the  re- 
producing machine  is  used  in  the  rural  schools  not  only 
as  a  means  of  developing  an  appreciation  of  music  by 
listening  to  music,  but  by  active  participation  in  the 
performance  of  it.  The  children  sing  with  the  in- 
strument alternate  phrases  of  beautiful  little  songs, 
thus  developing  in  them  the  habit  of  listening  as  well 


USING  THE  MOVIES  TO  HELP  SALES. 

The  mutual  benefit  to  be  derived  from  co-operation 
of  members  of  the  trade  and  motion  picture  men  is 
illustrated  by  the  following  story  from  the  West :  An 
Edison  dealer  took  advantage  of  the  fact  that  there 
was  to  be  shown  at  the  local  theatre  a  picture  called 
"Bonnie  Annie  Laurie,"  and  on  the  night  of  the  show 
a  notice  was  flashed  on  the  screen  announcing  the  song 
as  sung  by  Anna  C'ase.  The  stage  was  darkened  during 
the  selection,  and  v.-hen  the  son.g  ended  the  lights  Avere 
lurned  up.  disclosing  a  phonograph  at  the  side  of  the 
stage.   This  made  a  great  hit. 


Dealers  should  liook  up  their  publicity  with  manu- 
facturers to  help  on  sales. 
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Look  ^Round 

Look  around  at  the  various  phonograph 
propositions  that  are  offering— analyze  their 
agency  arrangement— compare  their  selling 
appeal— study  their  record  releases— and  you 
will  find  Pathe  the  most  liberal  in  terms,  the 
leader  in  product,  and  always  first  with  the 
latest  hits. 

Ther*  may  be  a  Pathe  agency  open  in 
your  vicinity- It's  worth  investigating 


(^a  

.1      "Wim>iiiaiMarv"Patri>  If 
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Talking  Machine  Notes 
of  Interest  to  Furniture  Dealers 


The  Invietus  Phonograph  Co.  has  heen  registered  at 
Montreal. 

The  Metropolitan  Grrauiophone  Co.  has  been  regis- 
tered at  Montreal. 

The  Verdun  Gramophone  Co.  has  been  registered 
at  Montreal ;  also  has  the  Phonograph  Sales  Co. 

The  Fauver  Music  Co.,  Ltd.,  Toronto,  has  been  in- 
corporated, to  manufacture  phonographs,  pianos  and 
other  musical  instruments.    Capital  $40,000. 


TELEPHONE  NIGHT  RATES, 

In  response  to  a  request  from  a  furniture  traveller 
the  Bell  Telephone  €o.  inform  us  that  the  night  rates, 
and  the  bonus  governing  these  rates,  now  in  et¥ect  on 
long-distance  phone  calls,  are  as  follows:  From  8  .30 
p.m.  to  11  p.m.,  60  per  cent,  of  the  day  rate;  from  11.30 
p.m.  to  6  a.m..  40  per  cent,  of  the  day  rate.  The  time 
is  based  on  standard  time. 


WEEKLY  HALF  HOLIDAY. 

A  list  of  the  half-holidays  prevailing  in  Ontario 
towns  during  the  summer  months  is  published  below.- — 
Editor. 

Retail  furniture  dealers  in  the  following  Ontario 
towns  observe  the  weekly  half-holiday  during  June, 
July  and  August: — Aylmer,  Barrie,  Belleville,  Bow- 
manville,  Brockville,  Aurora,  Bothwell,  Brantford, 
Blenheim,  Brockville,  Chapleau,  Copper  Cliff.Dunnville, 
Ilighgate,  Dutton.  Gananoque,  Ingersoll,  London, 
Elora,  Grimsby,  Keewatin.  Markham.  Exeter.  Guelph. 
Keenora.  Mai-mora.  Fenelon  Falls,  Hamilton,  Napanee, 
North  Bay,  Gait,  Hespeler,  Kitchener,  Newmarket. 
Niagara  Falls,  Norwich.  Oakville,  Aurora,  Port  Hope, 
Orangeville,  Oshawa,  Owen  Sound,  Paris,  Petrolia, 
Port  Arthur,"  Port  Colborne. 

Arnprior  retail  stores  close  Wednesday  afternoons  of 
July  and  August  only. 

Thursday  afternoon  is  observed  as  a  holiday  by  re- 
tail merchants  in  Bolton,  Bracebridge,  Blind  River. 
Burks  Falls.  Chatham,  Drayton,  Georgetown,  Hunts- 
ville,  Kincardine,  Meaford,  Palmerston  and  Port  Elgin. 

Friday  afternoon  is  the  holiday  in  Campbellford  and 
Leamington. 


NEW  MONTREAL  FURNITURE  DEALER. 

Joseph  U.  Gervais,  who  recently  started  in  the  furni- 
ture business  for  himself  at  Montreal,  was  for  four- 
teen years  with  N.  G.  Valiquette,  Ltd.,  starting  as  office 
clerk,  and  working  up  to  Secretary-Treasurer  and  Di- 
rector of  that  firm.  Reeently  he  bought  over  the  furni- 
ture department  of  "The  Mount  Royal  Store,"  oper- 
ated and  owned  by  J.  0.  Gareau,  a  well-known  dry 
goods  meiX'hant.  of  Montreal. 

Mr.  Gervais  is  carrying  a  good  assortment  of  high 
and  medium  grade  bedroom,  dining  room  and  parlor 
furniture,  as  well  as  a  complete  display  of  living  room 
u[»holstered  suites.  Avhich  give  the  store  a  very  pleasant 
appearance.  There  is  also  a  complete  stove  depart- 
ment. 


Mr.  Gervais  has  the  agency  for  the  north  end  of  Mon- 
treal, for  "Victor"  records  and  machines,  and  has 
fitted  up-to-date  demonstration  booths,  as  well  as  a 
good  line  of  pianos.  In  this  latter  connection  personal 
demonstrations  are  given  by  Mr.  Gervais,  who  is  a 
good  amateur  piano  player. 

The  floor  area  of  the  store  may  be  gauged  from  the 
fact  that  there  are  four  floors,  each  30x110  feet,  with  60 
ft.  of  windows  fronting  on  Mount  Royal  Street,  and  30 
ft.  on  Clark  Street.  The  store  is  connected  by  inside 
doors  with  "The  Mount  Royal  Store,"  one  of  the  large 
department  stores  of  the  north  end  of  Montreal.  Mr. 
Gervais  is  but  32  years  of  age. 


IMPORTERS  OF  REEDS  AND  RATTANS. 

E.  T.  Carter  &  Co..  87  Front  Street.  East.  Toronto, 
are  handling  for  the  trade  cotton  linters.  rosin  and 
turpentine,  and  reeds  and  rattans,  both  American  and 
Chinese.  They  invite  correspondence  in  regard  to 
these  lines. 


VERANDAH  AND  OTHER  CHAIRS. 

The  Canadian  Rattan  Chair  Co..  Ltd.,  Victoriaville. 
Que.,  have  just  issued  their  catalogue  No.  5,  for  the 
season  of  1919.  Manufacturing  verandah  chairs  of 
wood  and  rattan,  and  all  wood  chairs  in  golden  or  sur- 
face oak  finishes,  these  lines  are  fully  described  and  il- 
lustrated in  the  present  catalogue. 

In  looking  over  the  catalogue,  which,  by  the  way,  is 
a  well  printed  and  gotten-up  book  in  looseleaf  style,  of 
some  42  pages,  the  desler  will  find  illustrated  many 
new  designs  in  chairs  and  rockers,  for  dining-room, 
living-room,  par'lor  and  library.  The  quality  of  "The 
Canadian  Rattan  Line"  is  still  of  its  high  standard,  and 
at  reasonable  prices.  The  details  and  lines  of  the  fur- 
niture are  well  shown  up  on  the  coated  stock  on  Avhich 
the  catalogue  is  printed.  Readers  of  Canadian  Furni- 
ture World  can  have  a  copy  on  recjuest. 


KITCHENAID  CATALOGUE. 

"Kitchenaid"  is  the  suggestive  title  of  the  catalogue 
recently  put  out  by  The  H.  E.  Furniture  Co.,  Ltd.,  Mil- 
verton,  Ont.,  and  as  it  suggests,  the  catalogue  deals 
with,  describes  and  illustrates  the  company's  kitchen 
cabinets,  cedar  chests  and  novelties. 

A  fea*:ure  of  the  company's  "Kitchenaid"  cabinets  is 
the  porcelain  tops,  making  them  clean,  sanitary  and  at- 
tractive at  all  times.  The  splendid  Avood  construction 
of  the  cabinets  is  due  to  the  work  of  a  Linderman  ma- 
chine. About  ten  sample  cabinets  are  shown,  and  in 
addition  are  tables,  cupboards,  utility  boxes,  medicine 
cabinets,  work  and  sewing  baskets,  and  cedar  chests. 
Readers  of  Canadian  Furniture  World  will  receive  a 
copy  of  the  catalogue  on  request. 


KNOBS  OF  NEWS. 

The  Merchants'  and  Manufacturers"  Exchange,  of 
New  York,  propose  to  make  Grand  Central  Palace  a 
great  clearing-house  for  world  commerce. 

The  Playola  Phonograph  Co.,  Ltd.,  has  been  author- 
ized to  change  its  name  to  the  Lavola  Phonograph  Co., 
Ltd. 

Alex.  H.  Davidson  and  Jacob  Bechtel,  Southampton. 
Ont..  plan  to  take  over  the  Bell  Furniture  Co.'s  plant 
at  that  town  and  to  make  kitchen  cabinets  and  other 
wood  products  under  the  name  of  the  Sellers  Kitchen 
Cabinet  Co.,  of  Canada,  Ltd. 
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In  Tonal  Qualities 


Model  "Princess"  $180.00 


operating  convenience,  beauty 
of  cabinet  designs,  satisfaction 
to  the  customer,  and  in  profits 
to  the  dealer    -     -     -  the 

PHONOLA 

ranks  high  in  the  list  of  sound- 
reproducing  instruments  on  the 
market  to-day. 

Not  only  through  our  consumer 
advertising,  but  also  through 
the  advertising  that  we  receive 
from  enthusiastic  dealers  and 
satisfied  owners,  the  PHON- 
OLA is  well  and  favorably 
known. 


Write  us  to-day  for  our  agency 
proposition. 


The  Phonola  Company  of  Canada,  Limited 

KITCHENER  ONTARIO 
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Maxwell  Sanitary  Steel  Vaults 


Our  Customers  are  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 

Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned  Design  and  Construction  Unequaled 

Carried  in  Stock  by  All  Leading  Jobbers 

Ask  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  Case 


For  the  Handlmg,  Removal  and  Transportation  of  Bodies.    An  Indispensable 
Adjunct  to  the  Modern  and  Progressive  Undertaker. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical 
Utility  of  this  Case,  and  Reduced  its  Weight.  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
ot  bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 
Iniide  Dimen«ions:  75  in.  long,  20  in.  wide,  15  in.  deep. 
Price.:  With  Tray  $38.00;  Without  Tray  $36.00;  Tray  Alone  $8.00 

Sold  by  the  Leading  Canadian  Jobbers. 

Manufacttired  by 

MAXWELL  STEEL  VAULT  COMPANY.  ONEIDA,  N.  Y. 
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Undertakers'  Department 


ProhUms  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


ARE  YOU  COMING  TO  C.E.A.  CONVENTION? 

'iiiiiiiiiiiiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii!iiiiiiiiiiiinMriiiniin^^ 

By  Prof.  Chas.  O.  Dhonau,  President  of  the  Cincinnati  College  of  Embalming 


The  Convention  season  is  now  on.  Just  as  nature 
is  making  its  first  exhibitions  of  wonderfully  construct- 
ed foliage  of  the  season  of  1919,  so  is  the  funeral  direc- 
tor and  enbalmer  given  this  opportunity  to  get  in 
touch  with  the  latest  discoveries  in  embalming,  and  the 
latest  creations  in  the  materials  for  the  funeral. 

You  may  have  other  reasons  for  attending  the  Con- 
vention, but  the  above-named  reasons  are  by  far  the 
best,  as  they  indicate  the  continuance  of  the  progressive 
movement  that  is  revolutionizing  the  vocation  of  the 
man  who  is  called  the  minister  of  the  time  of  sorrow. 

Some  funeral  directors  feel,  in  their  self-imposed  in- 
sularity, that  they  are  self-sufficient  and  all-proficient. 
They  sort  of  stand  above  the  multitude,  in  their  minds. 
Some  of  these  men  attend  conventions  so  that  they  may 
stand  resplendent  in  their  glory  and  go  on  exhibition 
as  classical  examples  of  perfection.  Of  course,  these 
men  are  not  interested  in  the  new  ideas  of  funeral 
economies  that  are  to  put  the  financial  side  of  an  in- 
dividual establishment  on  a  better  and  firmer  basis. 
They  are  not  interested  in  the  recitals  of  more  flexible 
and  more  completely  successful  embalming  operations. 
The  history  of  the  profession  is  full  of  these  Exhibits 
"A,"  who  sooner  or  later  have  been  lead  to  know  that 
the  path  they  choose  was  the  narrow  one,  and  that  great 
thoughts  at  times  spring  from  the  minds  of  those  who 
are  not  so  completely  satisfied  with  themselves  or  the 
other  fellows  who  come  to  the  meetings. 

An  individual  may  be  a  good  example  of  classical  en- 
deavor, but  he  will  never  completely  bloom  out  to  his 
fullest  greatness  unless  he  rubs  elbows  with  the  fellow 
workers  who  crowd  to  the  professional  State  meetings 
and  gets  some  of  the  contagion  of  higher  effort  inocu- 
lated into  his  system  by  the  rubbing  process. 

Some  funeral  directors,  like  some  trees,  do  not  awak- 
en early  to  the  call  of  the  Spring  State  meeting.  A  bat- 
tery of  "P>ig  Ren's"  in  concerted  attack  fail  to  stir  up 
enough  "spark"  in  their  engines  to  start  themselves. 
Trade  papers  going  regularly  to  the  members  of  the 
profession  begin  to  advertise  annual  conventions  in 
February.  Faithful  secretaries  .spend  the  midnight  oil 
devising  ways  and  means  to  bring  the  members  to  the 
meetings,  and  accumulate  vast  bald  spots  trying  to 
awaken  members  of  the  profession  to  a  realization  of 
what  it  means  to  "belong"  to  the  "crowd"  that  is  do- 
ing its  utmost  to  make  the  profession  a  better  one. 

Every  single  member  of  the  profession,  which  num- 
bers something  like  twenty-eight  thousand  members  in 
Nortlh  America,  feels  like  he  should    have    a  better 


command  of  his  business  or  of  his  bodies.  Less  than 
30  per  cent,  of  the  28,000  are  willing  to  contribute  a 
paltry  tithe  to  help  keep  tlie  mill  going.  The  spirit  of 
the  majority  of  the  profession  is  "Let  George  do  it." 
They  are  all  willing  to  absorb  what  they  want,  provid- 
ing it  is  fed  to  them  without  cost  and  without  even 
taking  a  hold  of  the  "spoon."  70  per  cent,  of  the  28,- 
000  have  from  the  first  and  the  beginning  of  things 
been  content  to  let  the  lightning  strike  them,  pro- 
viding they  did  not  have  to  step  a  single  foot  out  of 
the  "rut"  to  meet  it. 

In  placing  the  blame  for  this  condition,  we  must 
divide  same,  and  charge  the  percentage  about  where  it 
belongs.  At  least  50  per  cent,  is  applicable  for  the 
individual  xmdertaker,  who  has  not  learned  that  no- 
thing can  be  accomplished  by  an  individual  unless  he 
contributes  something  toward  the  result  himself.  If 
you  add  zero  etfort  to  zero  spirit  you  get  zero  accom- 
plishment. An  individual  owes  it  to  his  common  work 
to  contribute  his  own  spirit  to  the  effort  made  by  his 
association  officers.  If  he  does  this  he  will  clip  ac- 
complishment "coupons."  which  will  help  him  to  ad- 
vance himself  in  a  perhaps  totally  unexpected  manner. 

I  would  place  the  other  .50  per  cent,  of  the  responsi- 
bility^ for  the  non-attachment  of  70  per  cent,  of  the  pro- 
fession to  associations  upon  the  sj^stem  which  has  gov- 
erned the  guiding  of  the  programme  for  the  annual 
meetings  in  the  pasit.  I  do  not  wish  to  go  on  record 
as  saying  that  100  per  cent,  of  the  profession  will  fin- 
ally belong,  should  officers  finally  adopt  the  principles 
which  I  have  in  mind,  as  I  know  from  my  own  experi- 
ences that  it  is  not  possible  to  satisfy  100  per  cent  of 
any  group  with  any  single  method  of  procedure.  I  feel, 
however,  that  75  per  cent.,  to  make  a  conservative  esti- 
naate,  will  be  responsive  to  plans  that  more  closely  are 
based  upon  the  individual  needs. 

Many  members  of  the  Funeral  Directors'  Associa- 
tions have  told  me  that  they  dropped  their  member- 
ships for  years  at  a  time  because  nothing  was  being 
accomplished;  because  their  association  meeting  re- 
sembled the  annual  hand-shaking  and  back  slapping 
session  of  the  "Mutual  Admiratif)n  Society";  because 
it  took  time  and  money  to  attend  meetings  in  distant 
cities  and  because  through  the  lack  of  consideration 
given  the  needs  of  the  entire  body  in  the  making  up  of 
the  programmes,  the  expenditure  of  money  and  time 
was  a  distinct  loss,  and  not  at  all  profitable  to  them. 
In  using  the  words  profit  and  loss  here,  be  it  not  under- 
stood that  a  material  profit  or  loss  is  implied.    A  pro- 
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fitable  hint  here  or  a  new  twist  there  constitutes  profit. 
The  eloquent  and  voluminous  addresses  and  speeches, 
however  classical  they  may  be ;  however  refining  they 
may  be  ;  hoAvever  pleasant  to  hear,  are  only  temporarily 
satisfying.  The  most  eloquent  spell-binder  this  coun- 
try ever  knew  could  hold  vast  assemblies  in  his  control 
— ^until  the  spell  was  broken  by  his  absence,  and  then 
the  previously  spell-bound,  proceeded  to  be  a  naturally 
inclined  human  being  and  do  as  he  saw  fit.  The  most 
independent  minds  in  any  convention  meetings  are  con- 
stantly called  back  hy  the  spirit  of  the  meeting  out  of 
which  only  small  ideas  have  been  gleaned.  Some  of 
the  men  most  responsive  to  the  appeal  of  gainful  at- 
tendance have  sworn  off  taking  part  in  the  annual 
meetings;  because  in  the  last  analysis  the  most  promin- 
ent activity  in  the  convention  was  its  mutual  admira- 
tion proclivities,  the  activity  which  meant  less  than  any 
other  for  the  backbone  of  any  gathering  of  the  kind, 
the  man  from  the  small  place,  who  comes  for  nourish- 
ment and  encouragement  of  the  solid  kind. 

Replying  to  a  published  address  by  Jas.  B.  Mclnnes, 
of  Grand  Rapids,  at  the  last  National  meeting  in  his 
home  town,  1  suggested  a  sectional  meeting  plan  as  a 
[)ossible  remedy  for  the  trouble  experienced  by  Asso- 
ciation officers.  This  plan  was  given  considerable  pub- 
licity by  the  trade  press,  and  an  opportunity  was  given 
me  to  demonstrate  same  before  several  associations,  of 
which,  however,  only  one  could  be  accepted  by  the 
writer. 

When  the  1919  meeting  of  the  State  Association  of 
Tennessee  had  been  completed,  the  State  membership 
had  risen  from  37  paid  up  to  104  paid  up,  the  greatest 
number  the  genial  secretary  of  the  Association  had  ever 
been  able  to  have  on  his  books.  I  have  been  told  by 
members  and  officers  tliat  every  man  who  came,  went 
back  completely  satisfied:  that  every  need  had  appar- 
ently been  filled ;  and  that  prospects  were  good  for  an 
increase  in  membership  during  the  year  to  250.  There 


are  less  than  300  undertakers  in  Tennessee,  and  it  is 
evident  that  the  officers  are  aiming  high ;  but  it  takes 
the  added  advantage  of  a  good  push  and  an  indomit- 
able spirit  to  accomplish  anything,  and  the  organiza- 
tion headed  by  President  Jones  and  Secretary  Xor- 
vell,  expect  to  go  over  the  top  in  1920.  The  greatest 
test  of  course  of  the  sectional  meeting  plan  is  the 
second  year  it  is  tried.  Tennessee  expects  to  try  it 
again  in  supporting  the  methods  of  the  membership 
committee  and  officers  to  reach  the  250  mark.  Tennes- 
see, by  the  way,  has  a  membership  percentage  which 
now,  after  this  1919  meeting,  is  at  least  5  per  cent, 
higher  than  for  the  country  at  large,  and  this  re^sult 
was  secured  after  they  came  down  to  the  date  for  the 
meeting  to  open  wit^  a  percentage  less  than  12  or  18 
per  cent,  lower  than  the  National  grand  average. 

In  giving  this  matter  publicity,  T  am  simply  calling 
on  Association  officers  to  Avitness  the  results  of  the  ini- 
tial test  of  the  sectional  meetings,  or  anniial  Conven- 
tion on  the  sectional  plan. 

There  is  just  as  much  need  for  proper  effort  on  the 
part  of  the  officers  as  from  the  membership  at  large.  A 
good  diversified  program,  short  of  "mutual  admira- 
tion" will  earn  the  attendance  of  more  undertakers 
than  any  other  form.  This  logic  is  based  on  Emerson's 
well-known  and  widely-quoted  "Law  of  Compensa- 
tion." 

It  is  the  selfish  duty  of  every  undertaker  to  attend 
his  annual  Association  meeting.  From  the  most  selfish 
standpoint  he  needs  the  meeting  as  much  as  it  needs 
him.  The  amount  of  money  involved  in  the  trip  will  be 
nill  if  he  benefi.ts  by  it.  such  as  he  will  benefit  when  be 
enjoys  a  real  meaty  meeting  Avith  the  cheap  humor  and 
irrevelent  m.atter  cut  out.  If  a  State  programme  is 
not  in  that  class,  then,  it  is  to  some  extent  the  fault  of 
the  programme  if  the  attendance  and  membership  list 
does  not  groAV  to  hitherto  unknoAvn  heights. 


Convention  Near  at  Hand 


THE  big  annual  conventions  are  coming  near  at 
hand.  The  Saskatchewan  Embahners'  and  Fu- 
neral Directors'  Association  will  convent  at  Moose 
JaAv  towards  the  close  of  this  month  with  Prof.  R.  U. 
Stone,  of  Toronto,  as  lecturer  and  demonstrator. 

The  Western  Canada  Association  Avill  hold  their  15th 
annual  Convention  at  Winnipeg,  on  July  2,  3  and  4, 
with  Prof.  W.  P.  Hohenschuh  in  charge  of  the  post 
graduate  work. 

C.E.A.  Convention. 

The  dates  foi-  the  C.E.A.  at  Toronto  are  September 
2,  3  and  4.  A  big  programme  is  being  made  ready. 
This  year's  convention  will  be  knoAvn  as  "Reconstruc- 
tion Convention,"  and  the  slogan  adopted  is  "Get  to- 
gether in  large  nuinbers,"  so  it  is  hoped  that  the  1919 
meeting  will  be  the  largest  ever. 

Prof.  Renouard,  of  New  York,  will  again  lecture  and 
demonstrate  at  the  convention,  and  take  charge  of  the 
school  during  the  Aveek  previous  to  the  convention. 
The  examinations  will  be  held  by  the  Ontario  Govern- 
ment Board  the  day  folloAving  the  close  of  the  Con- 
vention, Friday,  September  5th. 

An  added  feature,  Avhich  it  is  hoped  will  be  a  number 


this  year,  is  being  arranged  for  by  Secretary  MatthcAvs, 
in  Prof.  Clifford  G.  Askin.  of  Indianapolis,  a  practical 
embalmer  (and  still  Avorking  in  the  profession),  who 
has  a  great  lecture  to  deliver  on  "Better  Business 
Methods  for  the  Undertaker."  More  Avill  be  said  of 
this  later  when  arrangements  are  completed. 

The  picnic  and  games  Avill  be  enlarged  this  year.  The 
circus  posters  are  out  for  the  "greatest  shoAV  on 
earth,"  and  the  programme  Avill  be  mailed  around 
July  1st. 

Prepare  noAV  for  your  attendance  at  the  big  conven- 
tion, and  bring  along  your  family. 

"Get  together  in  large  numbers." — It  is  Reconstruc- 
tion Year. 


INFANT  MORTALITY  DECLINING, 

Writing  in  1906,  George  NeAvman,  the  recently  ap- 
pointed principal  medical  officer  of  the  Local  Govern- 
ment Board  of  Great  Britain,  said,  in  reference  to  in- 
fant mortality:  "Infants  still  die  every  year  much  as 
they  did  in  former  times."  The  recent  (48th)  Annual 
Report  of  the  Registrar-General  of  Ontario  indicates 
that  baby  lives  are  being  saved  in  that  province,  for, 
in  1908  the  rate  of  infant  deaths  to  births  Avas  125  per 
1,000  births;  and,  with  the  single  exception  of  1909, 
when  the  rate  rose  to  129,  it  has  gradually  fallen  to  92 
i  nl917.  During  the  decade  the  rate  in  the  rural  muni- 
cipalities shows  a  steady  decline  from  109  per  1,000 
births  in  1908  to  83  in  1917. 
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Motor  Funeral  Equipment 

Our  new  factory,  with  its  22,000  square  feet  of  floor  space,  well  equipped  with 
the  latest  machinery  for  woodworking  purposes,  can  now  supply  you  with  the  latest 
designs  in  funeral  equipment.  Motor  hearses,  ambulances,  limousines,  combinations, 
and  sedan  bodies  of  a  high  order  on  display  at  our  factory  showrooms  will  com- 
mand the  attention  of  the  discriminating  buyer. 


Illustration  of  the  Wattman-Kalbfleisch  factory,  178  ft.  x  96  ft.  22,000  sq  ft.  floor  space 


Wattman-Kalbfleisch  Hearses  and  Ambulances  have  that  dignity  and  superiority 
that  will  build  prestige  for  you.  Get  in  touch  with  us  to-day — we  will  be  glad 
to  quote  you  prices  on  your  requirements. 


The  Wattman-Kalbfleisch  Car  Body  Company  Ltd. 

STRATFORD         -         -  ONTARIO 
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WESTERN  CANADIAN  COFFIN  FIASCO. 

The  report  of  the  scheme  alleged  to  have  been  launch- 
ed by  the  fanners  of  Alberta  and  Saskatchewan  to 
build  their  own  coffins  and  sell  them  at  "reasonable" 
rates,  which  has  figured  in  the  press  recently,  has  re- 
ceived its  quietus  in  the  following  letter  sent  to  and 
published  by  The  Sunnyside  by  a  prominent  funeral 
director  of  Medicine  Hat : 

I  read  with  interest,  writes  J.  Jessop  Nott,  your  item 
regarding  Alberta  and  Saskatchewan  undertakers,  in 
Avhieh  yon  ask  several  of  ns  to  reply.  T  am  afraid  that 
if  I  try  to  explain  in  detail  it  Avould  exhaust  your  pa- 
tience and  the  available  space  for  these  articles.  How- 
ever, I  shall  try  to  be  as  brief  as  possible. 

During  the  "influenza  period,"  if  I  may  call  it  that, 
the  funeral  directors,  as  well  as  others,  whom  I  shall 
call  "coffin  sellers,"  were  hard  pushed  for  caskets  and 
coffins.  T  have  been  told  that  in  some  parts  of  our 
Province  a  few  men  so  far  forgot  themselves  as  to 
charge  exorbitant  prices  for  the  caskets  they  were 
charge  exhorbitant  prices  for  the  caskets  they  were 
lucky  enough  to  have  in  stock.  I  am  glad  to  say  that 
as  far  as  T  have  been  able  to  ascertain  the  number  of 
such  men  was  very  few,  and  that  most  of  our  under- 
takers Avere  as  reasonable  in  their  prices  as  could  be 
expected  in  the  conditions  under  which  we  were  forced 
to  labor.  I  think  that  most  of  the  "hold-ups"  were 
from  men  Avho  merely  sell  caskets  and  coffins,  and  were 
neither  funeral  directors  nor  enibalmers. 

Of  course,  we  all  had  to  increase  our  prices  some- 
v/hat,  because  some  of  our  goods  had  to  be  brought  in 
by  express  from  Winnipeg,  about  six  hundred  miles 
away.  Some  had  to  be  forwarded  from  Ontario,  over 
two  thousand  miles  away.  Cushing  Brothers,  of  Cal- 
gary, did  magnificent  work  in  )nanufacturing  plain  cas- 
kets; but  such  was  the  demand  that  goods  had  to  be 
shipped  as  I  have  stated  above.  We  all  had  to  add  the 
extra  cost  of  shipping  to  the  caskets,  hut  most  of  our 
undertakers  added  only  this  transportation  item,  and 
made  no  charge  for  trouble  and  delay  in  obtaining  the 
goods. 

I,  for  one.  never  held  up  anyone,  nor  did  T  send  any 
goods  C.O.D.,, unless  instructed  to  do  so.  I  still  have 
some  of  these  accounts  on  my  books.  Some  of  my  pa- 
trons were  so  placed  that  they  could  not  pay  for  a 
grave,  so  I  bore  the  charge  for  them,  and  I  must  say 
that  those  who  could  do  so  paid  me  as  s  )on  as  they 
themselves  recovered  froni  the  "flu." 

One  of  the  members  of  our  legislature  at  Edmonton 
bi'ought  up  the  matter  of  "hold-ups"  and  urged  that 
all  undertakers  be  licensed,  and  that  the  prices  of 
caskets  be  controlled  by  the  Provincial  government. 
These  reports  were  published  in  several  of  our  Alberta 
papers. 

This  brings  ns  to  the  cause  of  the  whole  trouble  viz.: 
making  the  casket  bear  all  the  burden.  This  liPS  been 
published  so  often  that  we  ai'c  all  familiar  with  the 
matter  from  end  to  end.  I  think  that  if  we  all  do  our 
work  properly,  charge  a  reasonable  price  for  our 
goods,  and  charge  for  our  sei"vices  as  we  should,  these 
complaints  would  not  be  running  through  our  papers 
every  day  of  so. 

This  reminds  me  of  the  reply  aii  undertaker  recentlv 
made  to  another  business  man  who  was  exhausting  his 
lung-power  about  the  undertakers  robbing  the  dead. 
After  the  other  had  run  out  of  breath,  the  undertaker 
asked,  "Say.  Avill  you  tell  me  why  you  are  always  shout- 
ing your  head  off  about  the  undertakers  robbing  the 


dead  when  you  spend  all  your  life  robbing  the  living?" 
Needless  to  say,  Mr.  Businessman  ([uit  shouting. 

Now,  in  reference  to  the  farmers  forming  a  co-opera- 
tive plant,  or  club,  or  whatever  it  is,  for  the  manufac- 
ture of  coffins,  etc.  I  must  state  that  although  it  may 
be  quite  true,  it  is  all  news  to  me.  The  farmers  around 
here  are  always  willing  to  pay  their  good  money  if  they 
can  get  Avhat  they  want  and  the  work  done  well.  I 
have  found  that  as  a  rule  the  farmer  is  just  as  particu- 
lar in  the  burial  of  his  loved  ones  as  the  people  who 
dwell  in  our  cities. 

Hoping  that  I  have  made  myself  clear  on  this  subject, 
I  remain, 

Yours  very  trulv, 

J.  JESSOP  NOTT. 


INFLUENZA  AND  PNEUMONIA  DISAPPEARING. 

It  is  satisfactory  to  know  from  Government  reports 
received  for  April  that  the  ei)idemic  of  influenza,  which 
has  caused  so  many  deaths  in  Ontario  for  the  last  six 
months,  is  disappearing  very  fast,  as  the  marked  de- 
crease in  deaths  would  indicate.  During  the  earlier 
months  of  the  outbreak  the  deaths  were  in  thousands, 
and  for  the  last  month  they  have  diminished  to  137  for 
influenza  and  341  for  pneumonia.  The  deaths  from  all 
causes  reported  by  funeral  directors  were  2,510. 

Since  the  first  of  October  the  epidemic  has  been 
either  the  primary  or  contributory  cause  of  nearly  10,- 
000  deaths  in  Ontario.  It  will  be  observed,  in  the  deaths 
for  March,  pneumonia  caused  133  more  deaths  than 
Spanish  influenza. 

Deaths  by  Months. 


October    3,015 

November    2.608 

December    1.568 

January    ,  .    1,512 

February    812 


March  (Influenza,  285;  Pneumonia,  418)  703 
Cities  and  towns  reporting  the  most  deaths  are : 
Toronto  56,  Hamilton  29.  London  4,  Sault  Ste.  Marie 
10,  Ottawa  8,  St.  Catharines  7,  Woodstock  5,  Fort  Wil- 
liam 17,  St.  Thomas  2.  Chatham  2,  Sarnia  3,  Stratford 
4,  Niagara  Falls  3.  Sudbury  2,  MattaAva  2,  Timiiiins  2. 
Wallaceburg  2,  Paris  3,  Chesley  2.  Carleton  Place  2, 
Hastings  Village  2,  Port  Dover  4,  Oshawa  2.  Lancas- 
ter 2.  Windsor  11,  Vankleek  Hill  4. 


NEW  USE  FOR  HEARSES. 

According  to  advices  to  the  Toronto  Telegram  from 
Boston,  Mass.,  the  advent  of  motor  vehicles  for  fun- 
erals has  throAvn  a  large  number  of  the  old-style 
hearses  on  the  market.  They  are  being  bought  by 
dealers  in  the  Maritime  Provinces,  and  it  is  reported 
that  50  have  already  been  shipped  there. 

It  is  said  that  the  purchasers  are  putting  the  hearses 
to  ncAV  uses.  Instead  of  being  used  for  conveying  the 
dead,  they  are  employed  in  some  places  in  Nova  Scotia 
to  collect  poultry.  The  rear  doors  are  removed  and 
the  opening  covered  Avith  slats,  and  the  chickens  and 
foAvIs  are  carried  alive  to  market.  Other  hearses  ha"  e 
been  converted  into  peddlers'  Avagons! 

Next !  .  

COOL  FOR  HOT  WEATHER. 

"Where  are  3'ou  going,  Johnf"  asked  our  friend 
("obblediek  of  Jack  McLaughlin. 
"To  raise  the  wind." 
"What  for?" 

"To  meet  a  draft,"  replied  Mae. 
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SERVICE 
IN 

DESIGNS 


b  M  LNjO^ 


SERVICE 
IN 

QUALITY 


National  Casket  Co.,  Toronto,  Ont. 

The  Globe  Casket  Co.,  LImitecl 
London,  Ont. 

Girard  &  Godin,  Limited 
Three  Rivers,  Que. 


BRANCHES 

The  Semmens  &  Evel  Casket  Co.. 

Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co.,  Limited 
Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co., 
Winnipeg,  Man.  Limited 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin,  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


BE  PREPARED  for  our  "  GRAND  ANNOUNCEMENT  " 


I 


Only  a  plain  casket 

BUT 

an  exceptionally  good 
value,  and  neat  design 


No.  659  H.  P.,  with  No.  1254  Extension  Handle  used 


When  clients  demand  that  "something  plain'' — have  it  on  the  floor 
"Our  Oak         Mahogany  Casl^ets  cannot  be  surpassed" 


Dominion  Manufacturers,  Limited 


Head  Office: 
109  Niagara  S^,  Toronto,  Can. 
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BEST 
QUALITY 


NEAT 
DESIGNS 


Statistics  show  child  mortality  very  high  during  hot  weather. 
Our  designs  are  unexcelled — Our  service  is  at  your  command. 


No.  701  Couch.    Embossed  white  plush,  drop  side,  full  lid.  Beautifully 
upholstered  in  Louisine,  including  pillow 

Our  "Grand  Announcement"  means  much  to  you.    Watch  for  it 


Our  line  is  complete  and  our  organization  is  at  your  service  " 


Dominion  Manufacturers^  Limited  109  Niagara  St.,  Toronto,  Can. 
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J.  C.  Glave  hns  j)urehased  Joe  Yaughan's  business  at 
Scotland,  Ont. 

Forest  firse  are  responsible  for  the  deaths  of  eight 
Indians  near  Cold  Lake,  Sask.,  recently. 

Mr.  J.  R.  Mclntjn-e.  St.  Catharines,  Ont..  has  been 
very  ill.    He  is  improving  of  late,  however. 

Dr.  Geo.  W.  Ferguson,  the  "Champion  chemical 
man,''  with  Mi\s.  Ferguson,  is  back  in  Toronto  for  the 
summer. 

E.  C.  St.  Amour  (RegVl.^),  funeral  directors,  Mon- 
treal, have  dissolved.  Miss  Josephine  C.  St.  Amour 
is  continuing  the  business  under  the  old  name. 

The  Evel  Casket  Co.,  Ltd..  Hamilton,  Out.,  are  put- 
ting up  a  two-storey  brick  building,  40  ft.  x  30  ft.,  for 
a  varnish  room.    The  cost  approximately  is  $2,0'00. 

L.  W.  Trull,  751  Broadview  Avenue,  Toronto,  re- 
ceived news  recently  that  his  cousin,  Gordon  Trull, 
aged  18.  of  Darlington,  Ont.,  was  drowned  in  L.ike  On- 
tario. The  body  was  recovered.  Trull  was  out  fishing 
Avith  some  others  when  the  boat  capsized. 

D.  M.  Andrews,  of  Dominion  Manufacturers,  Ltd., 
has  returned  from  his  trip  to  the  West,  whither  he 
Avent  to  successfully  settle  differences  with  employees 
at  the  Winnipeg  plant.  His  stay  in  that  city  during 
the  strike  was  a  memorable  one  for  him,  he  says. 

Twelve  prominent  miners,  of  Dawson,  Y.T.,  died 
about  the  beginning  of  the  month,  as  a  result  of  eating 
canned  foods,  supplied  at  a  ban(iuet  the  men  attended. 
The  poisoning  is  of  a  type  known  as  botulis.  Samples 
of  the  blood  of  the  victims  have  been  submitted  to 
eminent  bacteriologists  for  analysis. 

The  Halifax  Undertaking  Co..  of  Halifax,  N.S.,  has 
by  mutual  consent  been  dissolved,  and  merged  into 
the  Nova  Scotia  Undertaking  Co.  Mr.  G.  E.  Nichols, 
one  of  the  partners,  and  manager  of  the  Halifax  com- 
pany, is  stepping  out  and  is  open  to  accept  a  position. 
Anyone  desiring  a  good  salesman,  first  assistant,  em- 
balmer,  or  manager,  may  comm;inicate  with  him.  Mr. 
Nichols  is  a  graduate  of  the  Massachusetts  School  of 
Embalming. 


WATTMAN  COMPANY  ENLARGING. 

The  W.  II.  Wattman  Car  and  Body  Company,  ol'  Tor- 
onto, have  moved  their  plant  to  Stratford,  Ont  The 
company  will  now  be  known  as  the  Wattman-Kalb- 
fleisch  Car  and  Body  Company,  Limited.  A  wood- 
working factory,  178x96  feet,  has  been  accpiired,  with  a 
floor  space  of  over  22,000  stpiare  feet.  This  plant  is 
efificiently  e(piipped  wiHi  the  latest  machinery  for 
woodwoi'kiiig  ])urposes.  The  new  company  will  be  in  a 
position  in  a  short  while  to  m,ake  almost  immediate 
shipment  of  heai'ses,  ambulances,  liinousenes,  sedan 
bodies,  etc..  built  for  various  chassis. 

Hearses  will  be  built  and  placed  on  the  shoAvroom 
floor  so  that  visiting  funeral  directoi-s  will  be  able  to 
.see  the  (juality  of  workmanship  and  materials  used. 

The  W.  TI.  Wattman  Car  &  Body  Company  have  been 
handiea|)ped  for  some  time  \u  Toronto,  as  they  had 
not  sufficient  room  in  their  factoi'y  to  paint  the  bodies, 


the  Avork  being  taken  to  another  building.  In  the  new 
factory  a  properly  equipped  paint  shop,  efficiently  man- 
ned, AA'ill  take  care  of  this  Avork. 


SITUATION  IN  WINNIPEG. 

According  to  a  despatch  to  The  Toronto  Telegram, 
the  undertakers  of  Winnipeg  say  that  during  the  great 
strike  there  the  angel  of  death  must  have  been  on  strike. 
There  were  fcAver  funerals  during  the  last  three  weeks 
of  MaA^  than  any  previous  May.  This  is  particularly 
fortunate,  as  the  "flu"  cleared  out  all  cheap  varnished 
caskets.  They  Avere  shipped  from  factories  direct 
throughout  the  country  Avhere  the  demand  Avas  great. 
The  cheapest  cloth  casket  noAv  is  $65.  If  the  bereaved 
is  AA'illing  to  forego  choice  of  cemetery  and  does  with- 
out carriages,  a  funeral  now  costs  him  ninety,  instead 
of  fifty  dollars.  Infants  can  be  buried  as  before  for  ten 
dollars. 

Grave  diggers  Avere  on  strike  for  the  first  couple  of 
days  in  the  city  cemetery  only.  They  now  Avork  by  pei-- 
mission  of  the  Strike  Committee.  It  is  a  busy  time  for 
Ihein  on  account  of  the  large  number  of  bodies  in  the 
morgue  during  the  Avinter.  It  is  impossible  to  notify 
poor  people  by  letter  when  interment  takes  place.  The 
poor  caniiot  be  reached  by  phone.  The  bodies  are 
I'tlaced  in  graves.  Avhich  are  left  open  some  time  for  the 
arrival  of  friends.  Clergymen  attending  the  city  ceme- 
tery say  flies  are  around  in  disgusting  numbers. 

One  undertaker  had  forty  morgue  funerals  schedul- 
ed for  one  day.  Bodies  Avill  not  be  accepted  by  express 
as  before.  Avhen  tAvo  first-class  tickets  carried  the  cas- 
ket and  delivered  it.  They  can,  however,  be  shipped 
as  baggage  if  placed  on  the  ear  and  accompanied  by  a 
man  and  tAvo  tickets. 


CARANAC 

EMBALMING  FLUID 


Those  that  use  this  fluid  do  not  believe 
there  is  a  better  one. 

Our  increase  in  business  each  year 
testifies  as  to  its  merits. 

It  produces  the  best  results  every  time. 

LET  YOUR  NEXT  ORDER  BE 
CARANAC 

WE  SHIP  PROMPTLY 


Caranac  Laboratory 

Peterborough      -      Ontario     -  Canada 
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ELEMENTS  of  EMBALMING 

A  Review  Course  of  instruction  for  readers  of 
Canadian  Furniture  World  and  The  Undertaker 

By  Howard  S.  Eckels,  Ph.  G. 
ARTICLE  IX 


THE  CAROTID  ARTERY. 


'HE  right  common  carotid  artery  has  its  origin  in 
the  innominate  artery,  which  is  a  short  branch 
from  the  arch  of  the  aorta. 


The  carotid  artery  is  beneath  the  clavicle  or  collar 
bone,  from  whence  it  extends  to  the  angle  of  the  jaw 
bone. 

First  as  to  the  location  of  the  right  common  carotid. 

It  is  a  branch  of  the  arteria  innominata,  and  rises 
from  behind  the  right  sterno-clavicular  articulation, 
and  proceeds  in  a  direct  line  to  the  upper  border  of 
the  thyroid  cartilage,  about  opposite  the  angle  of  the 
jaw  bone,  where  it  divides  into  the  external  and  in- 
ternal carotids.  The  direct  course,  then,  of  the  right 
common  carotid  artery  is  from  the  sternal  end  of  the 
clavicle  to  the  mastoid  process,  a  point  indicated  by  the 
lower  lobe  of  the  ear. 

To  raise  this  artery  for  embalming  purposes,  mark 
out  a  line  as  indicated,  and  choose  for  the  point  of  in- 
cision its  lowest  part,  as  near  the  clavicle  (collarbone) 
as  possible. 

Make  an  incision  directly  on  a  line  across  the  centre 
of  the  body  at  the  upper  end  of  the  sternum  bone,  be- 
tween the  angle  or  articulation  of  the  right  and  left 
clavicle.  This  will  enable  you  to  take  up  either  the 
right  or  left  carotid  artery,  and  it  may  be  desirable  to 
get  them  both  up  for  the  injection  of  the  head,  in  the 
event  that  the  body  is  posted  or  that  an  aneurism  or 
leakage  is  discovered,  where  injecting  downwards  will 
produce  a  flushed  condition  of  the  face  and  the  blood 
may  not  be  taken  readily  away,  or  in  cases  where 
congestion  of  the  blood  has  occurred  one,  two  or  three 
days  previous. 

Direct  circulation  always  has  advantage  over  gen- 
eral circulation,  inasmuch  as  it  is  forced  into  the  chan- 
nels instead  of  just  penetrating,  and  as  this  incision 
admits  of  raising  either  or  both  of  these  arteries,  it  is 
most  desirable  to  the  careful  operator. 

Lineal  guides  there,  by  the  group  of  muscles,  which 
we  might  term  the  mastoid  muscles — these  on  the  out- 
side, and  the  trachea,  or  windpipe,  on  the  inside — 
direct  our  forefinger,  which  is  used  to  separate  the 
supei-ficial  as  well  as  deep-seated  fascia,  and  directing 
our  finger  towards  the  head,  instead  of  towards  the 
body,  soon  guides  it  immediately  on  top  of  the  carotid 
artery. 

Some  care  should  be  observed  not  to  rupture  the 
jugular  vein,  which  lie-s  immediately  beneath  those 
muscles,  and  with  care  the  carotid  artery  may  be 
brought  to  the  surface  through  an  incision  not  longer 
than  one  or  one  and  one-half  inches  at  the  most,  with- 
out causing  any  rupture  of  the  veins,  which  would  give 
immediate  annoyance. 

Special  attention  should  be  given  in  your  first  efforts 
in  raising  the  carotid  artery  to  realize  that  while  with 
your  forefinger  you  have  separated  the  deep  fascia  sur- 
rounding it  on  the  top,  and,  perhaps,  on  the  sides,  you 
have  your  aneurism  needle,  which  is  of  great  assist- 
ance to  you  in  raising  this  artery,  pushes  through  this 


fascia  on  the  lower  side ;  but  this  only  admits  of  your 
draAving  the  artery  up  by  pressing  away  the  tissue  with 
your  forefinger,  while  with  the  other  hand  you  sep- 
arate and  push  away  this  fascia,  gradualh^  allowing 
the  artery,  which  is  on  your  hook,  to  come  through  to 
the  surface,  and  so  continue  until  you  can  pa.ss  your 
finger  and  instrument  beneath  the  artery. 

With  your  blunt-end  aneurism  needle  you  then  can 
separate  the  tissue  off  the  outside  of  the  artery  until  it 
comes  out  clear  and  clean  and  the  artery  is  separated 
from  all  of  the  adhering  tissue.  As  the  artery  is  flex- 
ible, particularly  so  at  this  region,  you  will  find  that  it 
will  come  to  the  surface  freely  and  easily,  and  be  access- 
ible for  injection  both  up  and  down. 

Raising  the  artery  at  this  point,  pass  two  pieces  of 
silk  or  string  under  it  as  it  lies  in  position  for  making 
the  incision  with  an  instrument  handle  placed  under 
it,  one  piece  at  the  lower,  the  other  at  the  upper  end. 

The  easiest,  quickest  and  surest  way  of  making  an 
incision  in  the  artery  is  to  raise  it  over  a  separator  or 
a  piece  of  wood,  and  enter  the  point  of  your  sharp 
scalpel  in  the  middle  of  the  artery  and  cut  outward. 

In  this  way  you  cut  the  three  coats  clear  and  clean, 
and  have  no  difficulty  in  getting  into  the  canal,  nor 
danger  of  severing  your  artery  in  twain,  an  accident 
which  would  make  bad  work,  as  the  elasticity  of  the 
artery  carries  the  severed  ends  out  of  sight  at  once, 
and  you  are  forced  to  seek  them  with  much  pains- 
taking— the  one  far  up  in  the  neck,  and  the  other  part 
in  an  opposite  direction. 

Too  much  care  cannot  be  used  in  this  simple  little 
operation.  Be  sure  the  incision  penetrates  the  canal 
of  the  artery,  as  it  happens  occasionally  by  the  longi- 
tudinal cutting  that  the  cut  only  reaches  through  the 
first  or  second  coat  or  tunic.  In  such  a  case  there  is 
trouble  again,  for  the  operator  is  no  better  off  with 
only  the  first  and  second  coat  penetrated  than  he  is  if 
no  incision  had  been  made. 

Another  test  which  I  invariably  use  is  by  means  of 
the  director,  or  fascia  needle,  a  little  instrument  which 
is  half  curved,  has  a  crevice,  and  also  a  flat  end,  which 
enters  the  artery  very  easily  and  shows  definitely 
whether  the  incision  is  made  of  sutficient  size. 

This  instrument  is  used  as  a  protection  against  the 
blunt  end  of  the  embalming  tube,  and  should  always  ac- 
company it,  placed  with  the  crevice  down  so  as  to 
direct  the  artery  tube.  It  is  about  six  inches  in  length. 
Place  the  director  in  the  canal  doAvn  toAvards  the  body, 
and  allow  it  to  enter  as  far  as  possible.  Usually,  on 
AvithdraAving  it,  a  few  drops  of  blood  will  folloAv,  thus 
affording  a  sure,  easy  test. 

{To  be  continued) 


ENLARGING  HIS  FIELD. 

W.  A.  Britton,  haAang  sold  his  business  at  Grand  Val- 
ley, Ont.,  has  purchased  the  furniture  and  undertaking 
business  of  Hermiston  &  Co.,  at  Listowel,  Ont.  "Will" 
is  well-knoAvn  to  most  members  of  the  C.E.A..  having 
been  a  "regular"  at  the  annual  conventions  of  that 
body  for  the  past  tAvelve  years. 

In  his  neAV  business  at  ListOAA^el  Canadian  Furniture 
World  and  all  his  friends  in  the  furniture  field  and 
funeral  directing  profession  Avish  him  the  greatest  siic- 
cess.  Mr.  Britton,  as  a  furniture  dealer,  Avill  handle  all 
kinds  of  home  furnishing — pianos,  organs,  phono- 
graphs, musical  instruments,  carpets,  curtains  and 
furniture  for  every  room  in  the  house. 
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CANICULA-the  Superior  Fluid 


This  1,500  gallons  of  fluid  will  make  27,000  bottles  of  Concentrated 
Fluid.  They  know  what  CANICULA  will  do  when  they  buy  this 
large  quantity.  Place  YOUR  order  to-day  for  that  velvety-flow  fluid 
that  is  different;  does  not  burn  or  shrivel  the  arteries,  allowing  the 
operator  to  inject  as  often  as  he  likes  and  obtain  that  desired  effect. 


CANICULA  CHEMICAL  COMPANY 

Phone:  College  3097  366  Bathurst  St.,  TORONTO,  Canada 
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SHOULD  FUNERAL  DIRECTORS  ADVERTISE? 
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Practical  embalmer  tells  of  his  method  for  getting  publicity — Service  featured  in  a  dignified  way — ^^hat  not  lo  do 
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Addioss  by  J.  A.  ^Vilhvel•scheid,  St.  Paul,  before  Minnesotn   Funeral  Director.s'  .Vssociation. 


THE  ([uestion  of  advertising  is  a  potent  one  for  the 
funeral  directors  of  Canada  and  elsewhere.  It 
is,  therefore  an  Interesting  topic  just  now  and 
readers  will  note  the  points  made  for  the  affirmative  in 
this  address,  reprinted  from  Sunnyside. — Editor. 

Should  a  funeral  director  advertise?  Funeral  direc- 
tors, as  well  as  other  concerns  which  are  merchandising 
their  service,  as  well  as  stock  in  trade,  should  adver- 
tise, and  by  doing  so  would  gain  recognition  and  re- 
spect of  the  general  public. 

A  new  resident  of  the  city,  should  he  need  the  ser- 
vice of  a  funeral  director,  might  be  sadly  embarrassed 
in  employing  one  who  lacked  the  diplomacy  or  courte- 
ous treatment  that  should  be  a  factor  in  the  advertising 
of  a  funeral  director  who  is  worthy  of  these  things.  The 
funeral  director  who  will  advertise  through  the  news- 
paper, either  by  small  professional  cards  or  by  larger 
display,  se<:ting  forth  the  facts  pertaining  to  his  pro- 
fession, that  he  maintains  modern  ecpiipment  and  em.- 
ploys  atteiidants  who  are  courteous  and  tactful,  will  do 
the  public  a  lasting  benefit,  and  for  himself  will  secure 
the  benefits  that  accrue  from  modern  publicity. 

Liberality  on  th"^  subject  of  advertising  for  a  funeral 
director  is  becoming  more  marked    as    time  passes. 
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I  Funeral  Directors  | 
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LYN  BRANCH  NEW  DUBLIN  BRANCH 

Arrangements  Through  Arrangements  Through 

MR.  C.  M.  TAYLOR,  Druggist  MR.S.C.HAWKINS.Merchant 


We  are  prepared  lo  give  these  new  branches  prompt 
service.  All  work  absolutely  guaranteed.  Charges  reason- 
able and  one  price  to  all. 


Night  and  Sunday  Phone  4 1 4.    Day  Business  Phone  48 1 . 
All  Calls  Promptly  Responded  to  Night  or  Day. 
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I  C.  E.  Johnston  Co.  I 
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15-17  King  Street  West 
Brockville,  Ont.,  Next  to  Revere  House 


'i'lje  jidvertising  iiuestinn  comes  up  from  ti?iie  to  lime  at  most  meetings 
of  funeral  directors.  Here  is  how  an  Ontario  firm  gets  publicity  by 
taking  space  in  the  local  paper.      Ad.  is  greatly  reduced  here. 


There  was  a  time  when  an  undertaker  iising  any  .sort  of 
advertising  space  was  frowned  upon  nrost  positively. 
To-day  ethical  advertising  is  advocated  by  many  of  the 
leading  members  of  the  profession  in  this  country. 

T  believe  in  the  publicity  that  clean,  dignified  adver- 
tising gives  to  anything  that  makes  for  better  health, 
better  living,  greater  pleasure,  and  the  general  welfare 
of  mankind.  T  have  read  and  re-read  the  Code  of 
Ethics.    Still  my  views  remain  unchanged. 

Possibly  a  study  of  the  meaning  of  the  word  "ethics" 
ma.y  give  some  light  on  the  subject?  The  dictionary  de- 
fines it  as  :"The  science  of  right  conduct  and  charac- 
ter; the  science  which  treats  of  the  nature  and  grounds 
of  moral  obligation  and  of  the  rules  which  ought  to 
determine  conduct  in  accordance  Avith  this  obligation ; 
the  doctrine  of  man's  duty  in  re.speet  to  himself  and  the 
rights  of  others ;  a  particular  system  of  principle  and 
rules  concerning  moral  obligation  and  regard  for  the 
rights  of  others,  Avhether  true  or  false ;  rules  of  prac- 
tice in  respect  to  a  single  class  of  human  action  and 
duties. ' ' 

Note,  if  you  please,  those  fovir  words,  "  Whether  true 
or  false."  These  would  indicate  that  there  are  right 
ethics  and  wrong  ethics.  Some  funeral  directors  may 
consider  advertising  wrong  and  others  may  say  it  is 
right.  Who  shall  be  the  judge  except  the  man  decid- 
ing for  himself  whether  he  shall  or  .shall  not  advertise? 

The  merchant  has  one  thing  to  sell,  and  that  is  mer- 
chandise. The  physician,  surgeon,  dentist  and  lawyer 
have  only  service  to  sell.  The  funeral  director  has 
both  merchandise  and  service  to  sell. 

The  merchaTit  carries  his  neAvspaper  advertisement 
and  no  one  considers  it  unethical.  Professional  men  do 
more  or  less  advertising,  and  they  are  not  spoken  of 
as  unethical.  Some  of  the  best  in  the  country  keep 
their  names  before  the  public  and  are  not  criticized  for 
it.  Tn  almo.st  any  daily  paper  Avill  be  found  their  ad- 
Aertisements,  more  or  less  displayed. 

Tf  T  knoAv  in  my  oAvn  mind  that  T  have  better  per- 
sonality; that  T  am  a  better  embalmer.  a  better  funeral 
director,  than  my  competitors;  if  T  have  been  told  so, 
time  and  again,  by  those  who  have  no  more  interest  in 
me  than  my  competitor.s,  VA^hy  .should  T  be  deprived  of 
the  right  to  tell  the  public  that  T  can  .serA^e  them  bet- 
ter than  the  other  men?  T  cannot  advertise  that  T  have 
better  caskets,  better  interiors,  better  hardAvare,  etc.. 
because  T  have  not.  Any  man  Avith  cash  or  credit  can 
buy  just  as  good  goods  as  I  can  ;  so  T  must  get  mv  busi- 
ness and  make  it  grow  by  nothing  else  than  better  efifii- 
ciency,  better  methods,  and  better  service. 

T  admit  that  a  man  Avho  has  these  gets  some  adverti.s- 
ing  through  his  friends  by  reason  of  their  recommend- 
ation, but  he  Avants  to  reach  the  class  with  Avhom  he  is 
unac(|uainted,  and  who  perhaps  have  never  heard  of 
him.  He  cannot  do  it  except  through  some  method  of 
advertising. 

Why  is  it  that  one  undertaker  will  forge  ahead  of  all 
competitors?  What  is  it  that  builds  business  for  him? 
Just  one  thing:  Impression. 
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Converted  Hearses 


To  look  at  the  illustration  below,  would  you 
believe  that  it  had  been  doing  service  for  many 
years  in  Toronto  as  a  horse-drawn  hearse?  Body 
was  taken  from  a  Guy  hearse,  lengthened  and 
placed  upon  a  lengthened  Willys- Knight  chassis. 
Job  completed  in  our  own  factory. 


CONVERTED  FOR  A.  W.  BARTLETT,  TORONTO. 


We  will  be  glad  to  quote  you  on  converting  your 
horse-drawn  vehicles  into  MODERN  equipment. 
With  the  present  high  cost  of  materials,  a  great 
saving  can  be  effected  in  this  way. 

Write  us  to-day  for  price  on  your  requirements 


Hards,  Timpson  &  Company 

188  Strachan  Avenue       -  TORONTO 
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Do  you  want  to  attract  the  "quality"  because  of 
your  locality?  Here's  the  secret:  "Success  breeds  suc- 
cess." Successful  people  like  to  deal  with  successful 
people.  So  impress  your  townspeople  with  your  suc- 
cess. The  impression  will  spread  far  beyond  the  local- 
ity you  are  now  sei'ving  and  attract  bvisiness  from  other 
localities.  And  the  impression  of  success  is  bound  to 
create  confidence,  which  means  a  still  greater  asset  in 
attracting  business  from  the  masses  as  well  as  from  the 
classes. 

How  can  you  best  impress  your  success  on  these 
people?  By  creating  an  atmosphere  of  elegance,  rich- 
ness, luxuriousness  and  dignity  around  your  establish- 
ment and  furnish  the  very  best  service  posisible ;  but 
you  must  have  some  townspeople  know  that  you  are  in 
position  and  equipped  to  give  that  service. 

I  am  absolutely  opposed  to  cut-rate  advertising,  or 
such  a  thing  as  placing  a  cut  of  a  casket  in  an  adver- 
tisement or  referring  to  death  in  Avhatsoever  Avay,  or 
anything  that  lowers  the  dignity'  of  the  profession ;  for 
if  any  profession  should  be  dignified,  it  is  that  of  the 
funeral  director. 

In  the  last  four  years  I  have  prepared  a  series  of 
advertisements — cards  to  be  used  in  street  cars — which 
keeps  my  name  before  the  public  in  such  manner  that 
will  not  lower  me  in  the  estimatioji  of  my  patrons,  and 
which  will  attract  new  ones.  I  believe  that  this  method 
of  advertising  gives  the  most  publicity  possible,  since 
the  card  is  before  the  public  twenty-four  hours  a  day, 
as  the  cars  run  day  and  night. 

I  have  a  niimber  of  the  cards  with  me  which  I  would 
like  to  show  you  for  your  approval.  If  any  of  you  at 
any  time  wish  to  take  up  this  method  of  advertising,  I 
will  be  only  too  glad  to  furnish  you  with  a  copy  of  any 
of  them. 

If  any  undertaker,  however  prejudiced  he  may  be 
against  advertising  his  profession,  can  look  upon  these 
cards  and  find  anything  therein  to  shock  the  sense  of 
decency,  of  dignity,  or  of  ethics,  then  I  will  apologize 
for  having  consumed  your  time.  (Mr.  Willwerschied 
then  exhibited  thirteen  different  street  car  cards.  Avhich 
he  has  used,  showing  views  of  the  exterior  of  his  fu- 
neral home,  of  the  reception  parlor,  the  funeral  j^arlor 
and  .several  pertaining  to  the  undertaking  service 
which  his  organization  was  prepared  to  rencl'er  to  the 
public) . 

We  change  them  every  three  months  and  run  them  in 
delicate  colors,  occasionally  using  white  for  a  change. 
Up  to  the  present  time  I  have  not  heard  any  criticism 
on  the  advertising.  At  first  I  Avas  afraid  that  there 
would  be  considerable ;  but  I  have  heard  none,  and  haA^e 
lost  no  trade.  I  have  held  my  trade,  although  there 
is  no  way  of  tracing  Avhether  this  is  the  cause  or  not ; 
but  we  have  had  four  or  five  firms  start  in  business,  and 
I  must  give  this  some  credit.  We  know  keeping  your 
name  before  the  public  continually  will  make  a  lasting 
impression.  NcAvspaper  advertising  is  another  proposi- 
tion. I  believe  this  is  the  best  spent  money  for  ad- 
vertising I  ever  did  in  my  life.  I  believe  it  is  the  only 
really  dignified  advertising  that  can  be  done. 


ALBERTA  TO  REGULATE  PRICES. 

The  Legislature  of  Alberta  has,  says  "The  Retailer," 
a  business  paper  ])ublished  in  the  West,  by  adopting  in 
committee  of  the  whole,  an  amendment  to  the  Public 
Health  Act  given  the  Provincial  Board  of  Health  the 
right  to  determine  the  price  that  shall  be  charged  for 
coffins  in  the  province  of  Alberta,    George  Hoadley, 


leader  of  the  Opposition,  brought  up  the  subject  in  dis- 
cussing an  amendment  offered  by  Hon.  A.  G.  MacKay. 
minister  of  health  and  municipalities,  which  gives  the 
board  authority  for  "the  licensing  of  undertakers  and 
enbalmers  and  the  prescribing  of  qualifications  for  the 
admission  of  such  persons  to  practise  in  the  province" 
and  also  "the  charges  that  may  be  made  by  undertakers 
for  the  burial  of  the  dead." 


PROMINENT  MARITIME  FUNERAL  DIRECTOR 
DEAD. 

R.  C.  Durling,  funeral  director  and  an  esteemed  citi- 
zen and  native  of  Bridgevv-ater,  N.S.,  died  at  his  home 
there  on  May  15th,  after  tAvo  Aveeks'  illness.  He  leaves 
a  AvidoAA',  formerly  Miss  Florence  Seaboyer,  of  Lunen- 
burg ;  a  son,  Ray,  of  the  Bank  of  Canada,  in  Montreal ; 
and  a  daughter,  Miss  Rita,  at  home.  Mr.  Durling.  be- 
sides being  an  undertaker,  also  carried  on  carriage 
manufacturing  for  many  years,  succeeding  his  father, 
the  late  Isaac  Durling.  Mr.  Durling  Avas  in  his  61st 
year.  The  funeral  took  place  on  Saturday  afternoon. 
May  17th,  at  four  o'clock,  the  OddfelloAvs  attending  in 
a  body,  Rev.  J.  G.  Stones,  pastor  of  the  Methodist 
Church,  officiated. 

An  old  friend  of  Mr.  Durling,  G.  Elburn  Nichols,  of 
Halifax,  in  commenting  on  his  death,  says  that  R.  C 
Durling  was  one  of  the  finest  in  the  2)rofession  in  NoA'a 
Scotia.  When  Mr.  Nichols  represented  the  National 
Casket  Co.,  in  the  Maritime  Provinces  in  1911-1913,  he 
says  it. was  ahvays  a  pleasure  to  call  on  Mr.  Durling. 
Tke  latter  Avas  a  past  president  of  the  Nova  Scotia  Fii- 
neral  Directors'  Association,  and  Avas  rarely  absent  from 
the  annual  meetings.  » 


PREPARING  FOR  HAMILTON  PICNIC. 

Wednesday,  July  16th,  is  the  da3^  selected  for  the  an- 
nual furniture  dealers  and  traA^ellers'  picnic  at  Hamil- 
ton. At  the  first  meeting  of  the  Associated  Furniture 
dealers  of  Hamilton  and  the  travelers,  held  at  the  R:)yal 
Connaught  Hotel,  that  city,  on  June  6th,  the  folloAving 
general  and  sub-committees  Avere  appointed  to  look 
after  the  picnic  arrangements: 

Hon.  President,  Frank  E.  Walker;  President,  G.  O. 
Luke ;  Vice-President.  James  Davidson ;  Secretary- 
Treasiirer,  Kirke  H.  Green. 

Finance  Committee — Herbert  Simpson  (chairman'^, 
W.  J.  Nash,  Joe  Coonan. 

Invitation  Committee — W.  J.  Nash  (chairman),  E. 
F.  Kelly,  John  Young,  James  D.  Dore,  J:  Montgomery, 
P.  A.  Somerville. 

Grounds  and  Sports  Committee — H.  Simpson  (chair- 
man), Murray  Souter,  Ralph  Smith,  Bert  Menzie,  W. 
Beney.  P.  A.  Somerville,  Frank  Walker,  W.  Hammond. 
J.  Montgomery.  Harry  Thompson. 

Refreshments — John  Davidson  (chairman),  W. 
Stern,  Max  Epstein,  J.  Montgomery,  Frank  E.  Walker. 

Reception  Committee — Robt.  Johnson  (ehaiinnan) 
R.  Stoutt,  J.  Montgomerv.  J.  W.  Dore,  P.  A.  Somer- 
ville, Frank  E.  Walker,  M.  S.  Glascoe,  W.  R.  Dalby. 

Speakers  and  Eiitertainei's — G.  0.  Luke,  Jas.  David- 
son. K.  H.  Green. 

Printing  and  Programme — F.  E.  Walker,  W.  Stern, 
J.  Montgomery. 


The  skin  in  the  living  is  a  protectiA^e  coA^ering,  an 
organ  of  feeling,  an  organ  of  elimination,  and  it  also 
has  a  special  function  of  ascertaining  temperature. 
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ONTARIO 

Bobcaygeon — 

Byng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10, 

Brantford — 

Thorpe  Bros. 

Funeral  Directors. 

Successors  to  H.  S.  Peirce. 

Both  pLones,  200. 
Burks  Falls — 

Ililliar,  Joseph.    Box  213. 
Coboconk — 

Greenley,  A. 
Dorchester,  Ont. — 

Logan,  E.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

D.  P.  Fry.    'Phone  68. 
Elmira — 

Dreisinger,  Chris. 
Huntsville — 

Hilliar,  Joseph. 
Hamilton — 

57  King  Street  West. 

Blachford  &  Sons, 


Dodsworth,  A.  H. 
59  King  St.  W. 
Eobinson,  J.  H.  &  Co., 
19-21  John  St.  N. 
Ingersoll — 
Mclntyres. 

r.  W.  Keeler  and  R.  A. 
Skinner,  props. 
Kemptville — 

McCaughey,  Geo.  A. 
Kingston — 
Corbett,  S.  S. 

Reid,  Jas.,  254  Princess  St. 
London — 

Ferguson 's  Sons,  John 
174  to  180  King  St. 
Orillia — 

W.  A.  Strachar, 
Successor  to 

H.  A.  Bingham. 

Phone  453. 
D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone  126. 
150  Mississaga  St. 
Oshawa — 

Luke  Burial  Co. 
•Schomberg — 
F.  Skinner. 


St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St. 
St.  Thomas — 

W=lliam,  P.  R.,  &  Sons,  519 

Talbot  St. 
Stirling — 

Ralph,  Jas.  Phone  10^. 
Stratford — 

Greenwood  &  Vivian,  Ltd. 

88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 
Toronto — 
Geo.  J.  Chapman 

742  Broadview  Avo 

Phone  G.  3885 

Ambulance  service. 
Cobbleddok,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto     equipme-nt     for  all 

bnanclhes  of  service. 
Phone  Beach  73. 
J.  A.  Humphrey  &  Son, 

463  Church  St. 
W.  N.  Knechtel, 

1202  Yonge  St. 

Motor  equipment  for  all 
branches  of  service. 

Motor  ambulance. 

Phone  North  4400. 
Washington,   Fleury  Burial 

Co.,  685  Queen  St.  E. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Washington  &  Johnston, 

707  Queen  St.  E. 

Corner  of  Broadview. 


Thedford — 

Woodhall,  J.  B. 
Wallaceburg — 

Cousins,  Burlington  &  Sainr 
Welland— 

.J.  J.  Patterson  &  Sons. 

Sutherland,  G.  W. 
Woodstock — 

Mack,  Paul. 
Whitby— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 
St.  John— 

Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 
Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Clark-Leatherdale  Co.  Ltd 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 
Saskatoon — 

Young,  A.  E. 


SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 
CALLY EVERY  GOOD  UNDERTAKER! 


These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 


It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY, 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN, 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 
portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 
balming Fluid. 


We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 
balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 
tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 
which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fiuid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 
sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 


Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 


H.  S.  ECKELS  &  COMPANY 


221  FERN  AVENUE 
TORONTO,  ONTARIO,  CANADA 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Aik  others  for  their  Formala 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  River»,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  Klled  ap  with  water 


Egyptian  Chemical  Co.  Boston,  u.s.a 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insEition  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Bex  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
—  no  accounts  booked. 


EXPERT  EMBALMEK  and  funeral  director,  no-,  engaged  at 
present,  would  take  position  as  manager  of  undertaking  depart- 
ment of  Jarge  firm.  Also  has  practical  knowledge  of  the 
furniture  trade.     Churchill  and  Ould,  Huntsville,  Ont. 

FOR  SALE — Combination  Hearse  and  Casket  Wagon  on  ex- 
tended Ford  Chiassis,  in  exeelkut  condition.  For  further 
jiartii-ulars  aduress  MeCabe  &  Co.,  222  East  Queen  St.,  Tor- 
onto. 


WANTED — A  second-hand  hearse,  must  be    in    good  shape. 
Churchill  and  Ould,  Huntsville,  Ont. 


FOR  SALE — Kxcellent  all  black  hearse  team  of  mares,  five 
x'cavs  old;  j;u'iiraiitoi>d  sound  and  relia'ble  in  every  way;  clean 
li'nhod.  Full  partiiMilars  by  applying  to  Thos.  A.  Jebb, 
Cookstown,  Ont.  m-j 


FURNITURE  WORLD 

'Want  Ad's' 
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CHAMPION  EMBALMING  FLUID 
WITH  "KOSMOLEUM"! 
TWINS  in  excellence ! 
TWINS  in  operation ! 

Champion  Embalming  Fluid  has  maintained  its 
present  standard  of  excellence  for  more  than 
FORTY  YEARS.  Sentiment  in  its  favor  is 
overwfielming,  North,  East,  South,  and  West. 

KOSMOLEUM— the  old-established  Cham- 
pion Massage  Cream,  with  a  new  name — a  new 
dress — a  new  use. 

KOSMOLEUM— used  in  the  same  old  way 
as  a  massage,  gives  a  life-like  expression  and 
texture  to  the  skin,  and  by  external  application 
facilitates  arterial  injection. 

NOW— FOR  ITS  NEW  USE !  INJECT 
KOSMOLEUM  WITH  CHAMPION 
EMBALMING  FLUID!  Its  use  in  this  way 
INSURES  splendid  arterial  circulation  as  well 
as  imparting  to  the  embalmed  body  a  life-like 
appearance,  IMPOSSIBLE  TO  GET  IN 
ANY  OTHER  WAY. 

KOSMOLEUM  AND  CHAMPION  EM- 
BALMING FLUID-TWINS! 

SEPARATE— They  are  winners! 

BUT,  AS  A  TEAM-They  surely  "pull 
the  load  !  " 


100%  PURE  CHEMICALS 

PEfifici  cosHnic  [fncT 

COMBINfO  Wllii  UNSURPASSED 

nmmm.  mmm 

m  DttDORIZING  QU/milfS. 

DIRECTIONS. 


It  this  irtllf  .ri;  mjV,  twt 


THF  CHAMPION 
CHEMICAL  C2. 

SPRINGFIELD.  OHIO, 


ScimTlHCAtiYCWOUnOPD 

m  Amnm.  ufmtm- 

AMtJOlDfWOVPyff  IfXIURt  TO 

mm 

TOBEUSfD.ACCORWfOTHeroiiOW- 

mc  omms. 

OfftEcnoNs 

WosK  the  foce.n^ck  ond 

Appla  KOSMOLE'JM  to  the 
»»  l>oo  »  d  i>  cri;  s  so  cloon- 
md  and  -1  o  s  s  tige  thoro- 
u  c  h  I  y  . 

Mix  2  ts  G  our\c#  s  t'f 
KOSMOLEUM  fooocKon*  half 

qQlloi%  of  o.Scrioi  flui'd  Ihof 
IS  if^  j«pctc  J  intc   the  bodM. 
Kiop  tKf.  ■txfasiKt  (.art»  of 
bod'i  eovtr^i  with  KOSMOUUM 
crri  tjclmfrtc) . 

KOSMOLEUM  i.  on  »,c«ncnt 
skirt  lotion  fur  the  Uvnuj. 

Tiif  umljolmc- shoulc)  ujo 
KOJMOLSIJM  MdistarMji  Ijef.ic.- 
or  J  ofkr  ofi>rat;n<),rhii)  (<cTp- 
met  tl  r  t  '!'d5  in  flood wuJrl ion. 
KOSrtOUWM     disc  (111  .-x.Mtnt 
f..c<;  iiicldn  to  j].»l.;  oftor 


The  Champion  ChemicQl  Company. 

WWBCfieiO.OBIO.U.!.*, 


Compounded  and  Sold  by 


The  Champion  Chemical  Co.,  Springfield,  Ohio 


U.S  A. 


Dr.  G.  W.  FERGUSON,  Canadian  Manager 
52  Leuty  Ave.,  Kew  Beach,  Toronto. 


Canadian  IVIanufacturirg  Plant,  WINDSOR 


ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


The  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  for  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $6.10.    Postage  paid. 

The  Practical  Book  of  ORIENTAL  RUGS 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletone.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $6.10.     Postage  paid. 

The  Practical  Book  of 

EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURF. 

American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goldsmithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handblock  printing, 
carving  and  lace.  232  illu>trations.  Octavo,  handsome  cloth,  in  a  box. 
$6.10.     Postage  paid. 
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The  Gendron  Mfg.  Co.,  Limited 

i  Baby  Sleighs  and  Rail  Sleighs  | 

1  Our  new  designs  in 

I  Baby   Sleighs  of 

I  combination  wood 

I  and  reed,  finished  in 

I  different  colors,  are 

I  meeting  with  the 

I  same  good  success 

I  as  our  line  of  car- 

I  riages. 

I  THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO,  CAN.  | 

^lllilllllllllllMIIMJIIIIIIIIIIMIMIIMIMIIMIMIIIIIinilllMIMIMMMIjllllllllIlinilllJllli;illNJMI!IIIIIIIIIIIIIIMIIIIIIIIIIIII{:ilM   .IMIIMII.:illlMllllllllllllllllllllllllllllllli:i:lllllli;illllrilllll!i:ill>IIIIIIIIIMlllllll!IIIIIIIMIMJIIIIIIIir?. 

IMIUIIIIIIIIM:IMIMIM'.MI:IIIMIIIIIMIIMIIIIi;ilMIIIIIIMIM!IMIM:li:!l:llllilMIIIIIIIMIII|i:MI:lli:ilillilMIIMnillllllllll^ 

Assure  Satisfaction  by  \ 

Demanding  Marshall  Label  I 

The  furniture  dealer  who  counts  success  should  see  to  it  that  I 

the  upholstered  chesterfields  and  chairs  which  enter  his  store  1 
bear  the  Marshall  Trade  Mark.  The  Marshall  label  assures 

a  quality  cushion  that  will  give  the  customer  satisfaction.    It  | 

also  makes  selling  easier  because  the  discriminating  customer  1 

of  to-day  knows  and  looks  for  the  Marshall  trade  mark.  1 


For  a  full  line  of 
sleighs  see  our  big 
Flexible  Silver 
Flyer  and  Silver 
Bird  Line. 
Everything  in 
sleighs.  Order 
early. 


I  The  Marshall  label  spells  Satisfaction  for 

I  the  customer  and  Success  for  the  dealer. 

I  Marshall  Ventilated  Mattress 

I  Compdny^  Limited 

I  WEST  MARKET  STREET,  TORONTO 
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373  Extension  Table 


Dmingroom 
Suite 


in 


Quartered  Oak  only. 

Fumed, 

Golden,  or 

Old  English  finish. 


 niMIIIMIMIIIINIIIMIMIIIIIIIIIIIIIMMIIIIIIIIIMIIMIMIIIMIIIIIlii 


From  Our 

New 
Catalog 


The  quality  will 
satisfy,  and  the 
price  is  low 
enough  to  make 
a  nice  profit  on 
the  turnover. 


1686-1  Diner 


Put  this  suite  on  your 
floor  at  once. 

IT  WILL  SELL 


1686-5  Diner 


THE  STRATFORD  CHAIR  CO.,  LTD.  -  Stratford,  Ont. 
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STRATFO  R  D 


FURNITURC 
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5080— Buffet 


Queen  Anne 


If  you  are  looking  for  a  period 
suite  just  a  little  better  than  you 
ever  handled  before,  here  it  is. 

This  suite  has  all  the  features 
particular  purchasers  demand. 
Built,  as  it  is,  in  the  Queen 
Anne  motif,  its  beauty  of  design 
and  pleasing  lines,  and  its  inborn 


The  George  McLagan 

STRATFORD 


5088 -Buffet 


5087— Tabfe 
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2682— Diner 
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Quality  Suite 


quality  all  appeal  to  the  exacting 
buyer  and  connoisseur. 

McLagan  quality  and  experience 
is  built  into  this  suite,  and  its 
appealing  beauty  will  add  and 
stimulate  trade  among  your 
customers  who  want  the  best. 

Are  you  looking?  Write 


5080 A— Buffet 


Lrniture  Co.,  Limited 

ONTARIO 


2682A-  Arm  Diner 


5084— China  Cabinet 
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The    ImperiaV^  Line 

of  Rattan  Furniture 


Shows  value  in  every  w^ay — design, 
workmanship,  finish.  Every  detail 
will  stand  your  examination.  We 
have  the  most  select  stock  of  tapestry, 
chintz  and  denim  coverings  in 
Canada. 


Write  us  to-day  for  illuslraiions 
of  our  new  designs 


IMPERIAL  RATTAN  GO.,  Limited,  STRATFORD,  ONT. 
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Verandah  and  Lawn  Furniture 


No.  47 


We  specialize  in  furniture  for  the  Verandah, 
Lawn,  and  Summer  Home — a  profitable 
line  for  the  furniture  dealer,  especially  at 
this  season  of  the  year. 

The  products  of  the  Stratford  Manufactur- 
ing Company  will  give  your  customers 
complete  satisfaction,  and  invariably  brings 
you  repeat  orders. 

You  will  find  our  No.  47  and  No.  I  1 
quick  sellers. 

Place  your  order  NOW  ! 


No.  11 


The  Stratford  Manufacturing  Company,  Limited 


STRATFORD 


ONTARIO 
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The  Name 


KROEHLER 


on 


BED  DAVENPORTS 


speeds  up  your  sales — stands  for  a  uniform  excellence  of  materials — and  will 
command  the  attention  of  the  most  discriminating  buyers  of  good  furniture. 

It  pays  to  handle  such  merchandise — not  only  from  a  standpoint  of  their  superior 
quality,  but  also  of  the  enormous  amount  of  publicity  which  they  are  being 
given  through  the  efforts  of  our  National  Advertising.  This  is  appearing  in  such 
mediums  as  The  Ladies'  Home  Journal,  Good  Housekeeping,  Delineator, 
Woman's  Home  Companion,  and  Pictorial  Review  magazines. 

You  had  better  anticipate  your  future  wants  now  !  ! 


CataLg  and  price  list  upon  request 


KINDEL  BED  CO.,  LIMITED 


STRATFORD 
ONTARIO 


^IMIMIMilll  <lilllllllllllllllllllllllllllli:illllllllllllllllllM:illlll  II  'Mlllllll  IIIIMIIIIMIIIIIIIIIIIIIIIIII  MIMIMIIIIIIMIMIIIIMIIIIIIIIIIIIMIIII.illllllMlllllllllllllilMMIllllllllllllKIIIMMIIIIIIIIiMlillllllllillllMllllilllMIM   Illllllll  illlllllllllllllllllllllllirr. 
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ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRING 
RESULTS 


2  cent*  per  word 
per  insertion 


THE 
CANADIAN 
FURNITURE 
WORLD 


JF.you  have  something  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised at  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  word 
per  insertion 


The  Commercial  Press,  Limited,  32  Colborne  St.,  Toronto 


'.IIIIIIINMIMIIIIininilllMIMIIMMIIIIIIMMII;! 
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GOLD  MEDAL  LINE 


CHESTERFIELDS 


OUR  DESIOJ^S 
SELL  RAPIDLY 


The  workmanship  is  first  class  and  the  best  quality  materials  are 
used,  such  as  webbing,  springs,  canvas,  tow,  moss  and  hair. 


We  recommend  you  to  order  your  phono- 
graphs, now,  from  us,  for  the  fall  trade.  The 
cabinets  are  made  substantial  and  strong; 
finish  high  class ;  designs  are  good ;  motors, 
tone  arms,  sound  boxes  and  horns  are  the  best 
made.  Our  prices  and  discounts  are  attractive. 
We  have  six  years  experience  and  know  the 
secrets  of  this  craft.  It  will  pay  you  to  try 
our  Gold  Medal  Phonographs. 


CALL  AND  SEE  US-WE  ARE  SHOWING 
SAMPLES  OF  OUR  MANUFACTURE. 


The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         MONTREAL         WINNIPEG  UXBRIDGE 


July,  1919  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  9 
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DESIGN  AND  COMFORT  ARE  COMBINED 

IN  THIS 

Woeller,  Bolduc  Living  Room  Suite 


Attractive  matched  suites  of  Chesterfield  and  two  Arm  Chairs  recommend  themselves 
for  the  well-furnished  living  room. 

Every  piece  of  Woeller,  Bolduc  upholstered  furniture  represents  value.  The 
materials  are  of  the  best  grade  and  the  workmanship  is  unsurpassed.  The  line  is  broad 
in  scope  and  very  reasonable  in  price. 

Gel  in  touch  with  us  to-day  in  regard  to  your  present  requirements. 

Our  line  will  be  on  display  from  July  7th  to  1 9th  at  our  new  showrooms  opposite 
the  G.T.R  depot,  and  within  one  block  of  the  Kitchener  and  Waterloo  car  line.  A 
cordial  invitation  to  call  and  inspect  our  product  is  extended  to  the  furniture  trade. 


Woeller,  Bolduc  &  Company 

WATERLOO      -  ONTARIO 


T)li:illll:>IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII.IMIIIIIM:illl<IIIIIIIIIIIIIIIIIIMIIIIJIIIIIIi:i  Ml  IMIIIIIMIMMIIIIMIMIIIIIIIMMIMIMIMIIMMMIIiniMlllllllinilMlinilllhlllMIMIIMIMIIIIIMIIIIIIIIIMIIMMIMIHIMIII^HIIIIIUjniJMIMHinilHHIl^^ 
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Profitable  Lines  for  the 
Furniture  Dealer 


Ontario  Woodworking 
Company,  Limited 

Toys  and  Novelties  in  Wood 
including  Rocking  Horses, 
Scooters,  Mobiles  and  High 
Grade  Children  s  Cutters. 


Gem  Crib  and  Cradle 
Company  of  Canada 

Wheel  Bassinets,  Cradles, 
Baby  Walkers,  etc,  also  Reed 
Dolls  Carriages. 

A  line  worthy  of  your  attention 


C.  H.  Hartshorn 

Baby  Carriages, 
Strollers, 
Sulkies,  etc. 


E.  H.  Mahoney 

Chair  Company 

Folding  and 
Portable  Chairs 


During  the  Exhibition  these  lines  will  be  on  display  at  our  showrooms  at 
8  Queen  Street  North.     We  cordially  inviteyour  inspection. 

F.  C.  BRANDT,  Representative 


Kitchener 


8  Queen  Street  North 


Ontario 
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various  products  of  the 
Furniture  Company 
present  a  unique  opportunity 
to  the  dealer  whose  chentelle 
desires  good  furniture. 

This  furniture  is  good  m  every 
respect — distinctive  in  design, 
unusually  well  made,  and 
handsomely  finished — and  it 
is  priced  within  the  reach  of 
the  average  dealer. 

Permanent  display  at  our 
factory  showrooms. 

The  trade  cordially  invited. 


THE  H.  KRUG  FURNITURE  CO.,  LIMITED 

KITCHENER         -  ONTARIO 
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Art  Furniture 


TS  designed  and  built  to  give  an  unus- 
ual  measure  of  service,  in  designs 
that  are  thoroughly  good. 

But  it  is  in  constructional  features  that 
its  quality  and  superiority  are  most 
readily  noted,  for  this  furniture  is  made 
according  to  a  quality  standard  that 
requires  perfection   in  w^orkmanship. 

Art  Furniture  Co.,  Limited 


KITCHENER 


ONTARIO 


-ilMlllllllllllilllliimilllililMlllillllllll: 
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«f,.f-/-^  c/ITaffress. 


ADJUSTQ 

MATTRESS 


Absolutely  the  best 
value  on  the  market 
to-day. 


The  Adjust©  Matlress  does  not  spread* 
It  is  easily  adjusted  to  fit  any  size  of  bed- 
Made  of  the  highest  quality  of  pure 
white  felt  the  Adjusto  will  meet  the 
requirements  of  the  discriminating  buyer. 
Durability,  comfort,  cleanliness,  and  sani- 
tation are  selling  features  of  the  Adjusto. 

Send  in  a  trial  order  to-day 

The  Ontario  Spring  Bed  &  Mattress  Company 

LONDON         :-:  ONTARIO 


ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEAliRS  EVERYWHERE. 
MANurACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  O  MATTRESS  CO. 

LONDON  ■  •  •  ■  CANADA 


~IMIMIIIIIM<'llin|{llinillMMIIMIIIIIIIIIIMIIIM:lllllllinilllllllllllllllllMIMIHIMIIII<IIIIIIIMMIIllIllilllllMMIIIIIIMIIII^ 
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CpM 


CfM 


Our  Semi-Annual  Midsummer  Furniture 
Exhibition,  will  be  held  as  usual  during 
the  whole  month  of  July,  at  our  Toronto 
Show  Rooms,  1  36-1 40  King  St.  East,  to 
which  we  extend  a  hearty  invitation  to 
the  trade. 

QaNADA  pURNITURE^ANUFACTURERS 


CfM 


CfM 
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1  THE 

HEART 

I  OF  YOUR  EXTENSION 
i         TABLE  IS  THE 

SLIDE 

i  YOUR  TABLE  IS 

1  CONDEMNED  IF  THE  SLIDE 
I  DOES  NOT  WORK 

I  PROPERLY 

WABASH  SLIDES 

I  INSURE 

SATISFIED  CUSTOMERS 

ritiMiiiiMiiiiiiiiiin.ni 


THE 

WABASH 
TABLE  SLIDE 


WABASH  SLIDES  ( 


HELP  SELL  TABLES. 
ELIMINATE  SLIDE  TROUBLES 


WE  ARE 

SLIDE  SPECIALISTS 

Having  manufactured  SLIDES 
exclutively — for  30  years 

Many  Canadian  Table-malter«  uie 

WABASH  SLIDES- 
Because 
We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  Representative  : 
A.  B.Caya»  28  King  St.  E.,  Kitchener, 
Ont.,  successor  to  Frank  A.  Smith 


ii:iiiiillli:iilliininiiiiiiniuiiiiiiiiiiiiiiiiiiiii!]tiiiiiiiiii:iitiiiiiiMiiriiiiiiiii]iiiiiii]iin:niMiiii!ttH!'i;MMiiitiM 


OUR  ADVICE  FOR  1919  TRADE  IS  ORDER  EARLY 

from  the  one  plant  whose  facihties  and  capacity  enable  us  to  hold  the  reputation  of 
ALWAYS  DELIVERING  THE  GOODS. 

MATTHEWS   BROS.,  limited 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 

;illllllMIUMMMIIIi:iMIIIIIIMIIIIIIMIIIIMIIMIIIIIIIIIMMIMIIMIIMIMIMIMnlllllll:IIMIMIMIIMIIIIMIIIIIIIIIIIIMIMIMIIMIMIIIIIIIIMJI^ 

i  SHAFER  CEDAR  CHESTS  I 


5 KILLED  workmen  and  best  quality  material  mai^e 
possible  the  execution  of  our  efforts  to  build  onl^ 
chests  of  character.  We  will  be  glad  to  for- 
ward  illustrations    and   quotations   on  request. 


D.  L.  SHAFER  &  COMPANY— ST.  THOMAS,  ONT. 


-illlHIIilllllllMIU 


'iiiiMiiiiiiiiiiiiiiiiiini:iii:iiitiiMiiiiiniiiiiHiiiiiMiiiiiiii>i.iii:i 


iiMii!ii:;:i;iiiiiiiiiiMiiiiiiiiitiiiiiiiiiiiiiiiMiiiiiiiiiiiiiMiiiiitiif[iiniiiiiiuh- 


VERANDAH  TEAS 

— Garden  Parties  • —  Lawn  Parties  ■ —  Picnics  —  Camping 
Trips — dozens  of  summer  social  events  wliere  the  strong, 
convenient  "'Peerless''  I'oldiiig-  Table  is  an  absolute  neces- 
sity, are  coming  round  again. 

Now  is  the  time  to  get  in  the  swim  and  push  the 
"Elite''  and  the 

|PEERLES5« 

FOLDING  TABLE- 

in  your  store. 

A  window  display,  showing  the  advantages  of  the 
•'Peerless''  for  use  at  summer  fetes  will  pull  big  results 
at  the  present  time. 

Make  sure  that  your'  stock  is  complete.  Better  send 
in  an  order  now,  to  be  sure  of  delivery. 

Sole  Licensees  and    DEPT.  W 
Manufacturers  LONDON 


Hourd  &  Co.,  Limited 
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^iiiNiiiiHiiiiiiii:i 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

E                                                                                                Limited  E 

i                 Owen  Sound       Ontario  | 

I              Manufacturers  of  Medium  and  High-  | 

1              Grade  Dining  Room,  Bedroom,  Hall,  | 

I              Living  Room  and  Library  Furniture.  | 

1                         Catalogues  sent  on  application  | 

riMIIIIMMIIIMMIMIMIMIHIMIIMIIIIIIMIIIMMIIIIIIIIIIIIMIIIIIMHIIIMIIIIIIMIMIIIIi:IMIIIIIIIIIIIIIII<IMIIIIIIIMIIIIMIIIIiMllllhi;l^ 
-.tllll  IIIIIIIIIIIIIIIIIIIM''  iniMIMIIIIIIMIIIIMIIIIIII>l|IIMIIMIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIIIIIIIMIIIIMIII!IIIIIIIIIIIIIIIIIIMI!!^ 

Upholstery  Springs  | 

Highest  quality  Upholstery  Springs,  | 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the   coiling  operation,  thus  insuring  | 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  i 

Grade  Upholstering  depends  entirely  | 

on  the  quality  of  the  springs  you  are  | 

using.  I 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics.  £ 

Get  the  habit  ;   buy  Canadian  springs  | 

James  Steele,  Limited  | 

"no  26                              Guelph,  Canada  | 

?miiiiiiimihiiiiiiiiimimiiiiiiiiiiiiiiiimiiiiiiiiiiimimimiiiiiiiiiiiiiiiiiiiiiiiimim:imiiiimimiiiimiimimiiiiiiiiiiiiimiiiimiii^ 

^IIMIIIIIIMMIIMMIMIMIMHIIIMIIIIIIIIIMIMIIMIIIIIMIIIIIIIIIIIIIIIIIINIIMIIIIIIIillMIII-HIIIIHailMIII!IIIMIIIIMIIi;illllini:iniMK 


417  Live  Dealers 
from  Halifax  to  Vancouver 

are  successfully  marketing 


PHONOGRAPH  NEEDLES 

EACH  NEEDLE  WILL  PLAY  10  RECORDS 

^ItM^^'l  i&ffiC59|'  mtssm 


W  E*kCH  NEED V-EWIUU  PLAY  lO  RECORDS 


Medium,  Loud  and  Extra  Loud  Tones 

60  boxes  packed  in  a  counter  salesman  carton  which  retail  for  $9.00. 
Dealer's  price  $5.85,  F.O.B.  Montreal,  30  days,  2%  discount  for 
cash  with  order.  Just  order  a  counter  salesman  carton  of  each  tone 
to-day,  place  them  on  display  and  watch  them  sell  themselves.  A 
mighty  profitable  addition  to  your  line. 

H.  A.  BEMISTER 

"  The  Mail  Order  Man  " 

Mappin  and  Webb  Bldg.,       Montreal,  Que. 


iiiiiiiiiiiiiiiiiiiiiiiiiiiii: 


MllhlllllMlllilllMIII'Mli: 


 Illlllll  MIIIIM  illlllllllll'l  lillllllMIMIIII  I  IIIIIIMIIIIIlllllllMI  Illlllllllll  I 


Sell  Your  Customers  Quality 
and  They're  Sure  to  Come  Back 

We  have  the  comeback,  and  it  sure  is  a  puller. 
This  Imperial  Kapok,  given  half  a  chance, 
will  be  head  and  shoulders  above  anything 
you  have  on  your  floor  —  a  leader  that  is  filled 
with  comfort,  quality  and  the  real  100%  pure 
prime  Japara  Kapok — it  can't  be  beat  for 
finish,  quality,  and  appearance;  the  work- 
manship is  the  best,  and  only  a  high  grade  of 
ticking  used. 

Drop  us  a  few  words  and  let's  get  acquainted. 
The  benefit  will  be  mutual. 

The  lighter  Kapok  Mattress  indicates  the 
best  quality  material  used.  Full  5^  inch 
border,  imperial  edge,  should  not  weigh 
over  30  lbs.  grois,  including  case. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 

TORONTO  OTTAWA 
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Your  Opportunity 

Through  the  medium  of  our  advertising  campaign,  at  present 
running  from  coast  to  coast,  we  are  telling  Canadians  generally  of 
the  merits  of  DuPont  Fabrikoid,  as  an  upholstery  material.  This 
campaign  is  bound  to  bring  results  to  your  store.  See  that  you 
are  prepared  to  profit  from  this  publicity,  by  keeping  your  stock  of 
"  Fabrikoid 
covered  furni- 


ture 
date. 


up-to- 


Write  for  our  store 
helps.  We  nave 
plate  glass  store 
signs,  cards,  and 
a  variety  of  book- 
lets that  tell  the 
Fabrikoid  story 
and  incidentally 
help  you  greatly 
in  sales.  Let  us 
co-operate  v^ith 
you  in  boosting 
business. 


DuPont  Fabrikoid 
Company 


Sales  Office  : 


63  Bay  St.,  Toronto 


ll,l,llllllliil"""""""i"iii'ni,„„ 
"""iin„i,i,„iii„iiiiil(iiiiiiiii"" 


mm 
iiiitii:hiiii 


No.  557 


This  is  our 

Juvenile  Suite 

so  substantially  built  that  they  will  last.  It 
will  make  an  ideal  gift  for  the  children. 
Place  your  order  now  for  the  Christmas  trade 
and  avoid  the  uncertainty  of  that  last  minute 
rush.  The  Suite  is  attractive,  therefore  the 
demand  is  large.  Your  order  placed  now  will 
make  sure  of  the  delivery  in  the  right  time. 

Write  us  to-day  for  prices 


THE  CANADIAN  RATTAN  CHAIR  COMPANY,  LIMITED 

VICTORIAVILLE  -  QUEBEC  . 
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A  New  Meaford  Suite 

now  ready  for  the  trade 

IIMIIIIIIIIIIIIIIIIil.lllllllMIIIIIIIIIMIIIIIIIIIiHinillllllllllllllMIIIIIMIinilMIMIIIIIIMIMIIIIIIIIIIIIIMIIIIIIIIIMIIIIIIIIII 

The  MEAFORD  popular- 
priced  line  has  always  been  in 
big  demand  among  buyers  of 
medium-priced  furniture,  and 
with  the  advent  of  this  new 
and  beautiful  suite  you  are 
assured  of  a  ready  sale  and 
MEAFORD  Quality.  Your 
customers  will  appreciate  this. 


The  Meaford 
line  comprises — 

Dinlngroom  Suites 
Wardrobes 
Medicine  Cabinets 
Hall  Racks 
Seats  and  Mirrors 
Desks 
Bookcases 
Library  Tables 
Centre  Tables 
Jardiniere  Stands 


The  Meaford  Mfg.  Co.,  Limited 


MEAFORD 


ONTARIO 


Dressing  Table 
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TWIN 


The  Soldier's  Return  Means 
A  Chesley  Demand 


Ml 


'T'HE  home  coming  of  the  boys  is  bound 
to  create  a  demand  for  a  medium-priced 
diningroom  table.  Many  of  these  sol- 
diers are  bringing  the  bride  with  them. 
Thousands  of  others  will  be  married 
within  a  short  while.  They  ALL  will 
require  a  diningroom  table,  and  furniture 
dealers  should  feature  strongly  and  point 
out  the  merits  of  the  "TILT -TOP" 
TWIN  Pedestal  Extension  Table. 


CHESLEY  FURNITURE  CO.,  LIMITED 


CHESLEY 


ONTARIO 
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Furniture  for  the  Bedroom 


ADAM"  PATTERN  ^ 


No.  660E  Bedroom  Suite 


We  believe  furniture  dealers  are  looking  for 
honest  merchandise  as  will  build  good  will  for 
them  rather  than  destroy  it. 

This  is  the  kind  of  furniture  we  manufacture. 
Knechtel  Furniture  will  stand  up  in  the  homes 
of  your  patrons — give  them  long  years  of  service 
and  satisfaction. 

Hope  to  soon  attain  our 
old-time  service 

THE  KNECHTEL  FURNITURE  CO. 


LIMITED 

HANOVER  ONTARIO 


f IUIINITVRE'^A^ORI/I^  JAMES 

W.  B.  HART  A^l>  T19B||M|KWAVA1fV''n  WM.  J.  BRYANS 
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SELLING  FURNITURE  FOR  THE  PORCH 
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Seasonable  line  to  be  pushed  at  this  time — Increasing  in  Demand — Setting  off  its  features 
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THE  season  for  porch  and  summer  furniture  is  with 
us  in  full  force.    The  demand  for  this  class  of 
merchandise  has  increased  rapidly  during  the 
last  few  years  and  some  dealers  find  that  summer  fur- 
nishings are  now  among-  their  most  profitable  lines. 

The  growing  tendency  toward  living  out  of  doors 
more  and  more  during  the  hot  summer  months  is  re- 
sponsible to  a  large  extent  for  the  popularity  of  fur- 
niture of  this  class.  A  modern  house  without  a  porch 
is  hard  to  find  and  in  very  many  of  them  the  porch  is 
used  during  the  sunnner  months  as  much  as  any  room 
in  the  house.  The  demanil  arises,  therefore,  for  fur- 
niture of  light  and  cool  construction  rather  than  the 
heavy  upholstered  pieces,  furniture  which  may  be 
easih'  moved  from  place  to  place  on  the  porches  or 
lawn.  Tt  must  be  light  in  weight,  strong  in  construc- 
tion, and  j^et  comfortable  in  design. 

The  increasing  number  of  houses  of  the  bungalow 
type  of  eonstiuction  is  also  responsible  for  sales  of 
furniture  of  the  summer  type.  While  these  houses  are 
often  used  throughout  the  yeai',  the  furniture  generally 
found  in  them  is  usually  more  on  the  order  of  summer 
furniture  than  the  conventional  upholstered  type. 


With  the  demand  of  porch  and  lawn  furniture  well 
established  there  are  few  dealers  who  do  not  take  ad- 
vantage of  its  popularity  to  prominently  feature  it  dur- 
ing the  spring  and  early  summer  months.  Various 
campaigns  for  the  summer  furniture  trade  have  been 
successfully  worked  out  by  dealers. 

In  a  locality  where  there  are  many  summer  cottages 
a  furniture  dealer  has  built  up  a  profitable  business  by 
solicitation  among  the  OAvners  every  spring.  In  other 
lilaees  the  occupants  of  recently  completed  homes  of 
the  bungalow  type  furnish  desirable  prospects.  Many 
persons  build  additions  to  their  houses  in  the  form  of 
porches  or  verandas  and  the  names  of  these  can  be 
easily  secured  from  architects  or  carpenters  or  from 
observation  by  the  dealer.  In  very  many  cases  summer 
furnishings  are  needed  for  these  additions.  Then  there 
are  always  the  houses  which  already  have  porches  and 
this  includes  nearly  all. 

The  class  of  trade  to  which  summer  fui'uiture  appeals 
therefore,  is  large,  and  offers  an  excellent  opportunity 
to  boost  the  summer  sales.  Among  the  plans  for  the 
display  of  summer  furniture  the  use  of  flowers  is  sug- 
gested by  an  exchange. 


Interior  displays  so  ar- 
ranged that  the  furniture 
is  shown  in  ''homey"  sur- 
roundings add  much  to  the 
value  of  tlie  work  of  the 
salesman. 
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It  has  been  the  custom  of  many  of  the  furniture 
dealers,  who  exploit  summer  furniture  to  decorate  their 
stores  with  material  suggestive  of  outdoor — of  summer 
time  when  the  trees  are  in  leaf,  and  the  flowers  begin 
to  bloom.  When  this  is  Avell  done  it  is  wonderfully  ef- 
fective, and  should  contribute  immensely  to  the  attrac- 
tion offered  by  any  store.  The  variety  in  finishes,  the 
still  greater  variety  in  the  upholstering  material,  which 
is  now  used  in  "dressing"'  reed  and  rattan,  fiber  and 
willow  furniture,  all  invited  the  use  of  further  decora- 
tive material — therefore  the  vines  and  flowers.  When 
the  furniture  is  displayed,  as  it  Avould  find  place  in  a 
living  room,  or  on  a  spacious  summer  porch,  the  fur- 
niture store  so  trimmed,  and  the  stock  so  displayed,  is 


preparing  the  verandah  for 
summer'  occupancy 


CREATING  A  COOL  AND 
COMFORTABLE  RETREAT 
—  AN  OUTDOOR  LIVING- 
ROOM.  THE  FURNITURE 
WHEREOF,  SEEKING 
HAPPY  ACCORD  WITH 
NATURE,  IS  OF  WILLOW. 
RATTAN,  PRAIRIE  GRASS 
OR  OLD  HICKORY. 


The  acconi pan  u- 
ing  'sketches  In 
been  made  by  our 
artist  from  the 
splendid  display  on 
the  ground  foor  of 
f  h  e  Furniture 
Building,  corner 
Albert  and  James 
streets. 


atoilnblr.    The  tfrm  tha\r  v\{h  rovni  b»cK 

Ibe  ploni  rtoi'l.  S7,''i'.  Alt  Or*i 
cA«r  bum  cit  ilmnht  hna  u  ft.7S. 


-ita\P  Ploor,  Fvi 


attractive  beyond  description.  IJoth  artificial  and  real 
flowers  have  been  used  for  this  purpose  and  a  wide 
range  of  attractive  displaj^s  may  be  created  with  timely 
decorations  of  this  kind. 

This  and  other  display  ideas  serve  to  make  possible 
with  summer  furniture  effective  and  original  arrange- 
ments. The  different  pieces  of  fibre,  rush,  rattan  or 
willow  furniture  all  lend  themselves  ecjually  well  to 
window  or  floor  display.  Now  is  the  time  to  begin  to 
push  these  lines.  Attractive  window  and  store  displays 
at  this  season  together  with  follow-up  campaigns 
among  prospective  customers  for  .summer  furniture 
will  prove  worth  while  to  the  dealer. 


STIMULANT  FOR  SUMMER  SALES. 

■  With  the  summer  season  fast  advancing  a  furniture 
store  manager  in  Worcester,  saj^s  the  Grand  Rapids 
Furniture  Record,  lost  no  time  in  promoting  his  season- 
able assortments  through  several  novel  window  dis- 
plays, supplemented  with  small  advertising  folders  de- 
scriptive of  porch  chairs,  hammocks  and  benches. 

The  folders  bore  the  announcement:  "You  are  ap- 
pointed chairman  for  the  summer."  The  text  urged  the 
purchase  of  reed  and  fiber  furniture  Avhile  the  prices 
were  moderate  and  before  all  the  best  pieces  Avere 
selected.  These  folders  Avere  distributed  by  maid  as  an 
enclosure  with  the  monthly  statements. 

In  one  windoAv  display  chairs  suited  for  the  porch 
and  ranging  from  juvenile  designs  up  to  comfy  type  of 
rocker  for  "grandfather"  Avere  shoAvn,  Avith  a  display 
card,  reading:  "Chairs  for  the  Whole  Family — Enjoy 
the  Fresh  Air  Comfortably." 

Another  display  that  gained  much  favorable  com- 
ment presented  a  porch  setting  AA-hich  Avas  illuminated 
at  night  by  an  electric  "flood  light"  hung  from  the 
AvindoAV  ceiling  and  concealed  by  artificial  foliage.  The 
effect  Avas  a  "moonlight"  picture  that  Avarmed  the  de- 
sire of  onlookers  for  a  Avell  furnished  veranda. 

This  dealer  also  plans  to  capitalize  the  extra  hour  of 
daylight  in  the  same  fashion  he  did  last  year  by  urging 
purchases  of  porch  furniture  to  add  enjoyment  to  the 
long  spring  and  summer  evenings. 


SCHOOL  PUPILS  AS  AD.  WRITERS. 

A  variation  in  your  neAvspaper  advertising  AA-hich 
Avill  freshen  and  add  interest  to  it  is  to  start  an  ad.- 
Avriting  contest  among  grade  or  high  school  pupils. 
Mail  the  pupils  an  iiiAdtation  to  compete,  asking  that 
they  confine  themselves  to  the  heading  and  store  talk 
of  the  ad.  as  you  Avill  supply  the  merchandise  copy. 
For  each  advertisement  accepted,  not  exceeding  a  cer- 
tain number  of  Avords,  you  Avill  present  the  AA^'iter  with 
an  appropriate  token  of  appreciation  (select  and  name 
the  article),  and  also  print  his  or  her  picture  in  the  ad- 
vertisement Avith  a  statement  of  the  authorship.  This 
Avill  give  j'ou  a  human  interest  advertisement  at  the 
cost  of  having  the  cut  made  and  the  gift  article. 


John  Wanamaker  said  that  advertising  pulls — that 
it  does  not  jerk.  It  is  a  big  thought,  expressed  simply, 
and  a  splendid  guide  for  the  man  Avho  is  just  beginning 
to  advertise. 


An   exceedingly  well-arranged   !  \  put  up  by 
a  Toronto  furniture  hoi  e. 


The  importance  of  "attention  value"  is  greatly  OA^er- 
rated.  The  loud  scare-head  type  of  advertising  may 
get  a  man's  attention — but  so  Avill  a  poke  in  the  eye.  It 
doesn't  predispose  him  very  favorably  toward  the  ad- 
vertiser. 
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The  New  Home 


True  happiness,  like  tliarity,  b^ins  at  honio.  And  the  more  "homey"  the  surroundings  tlic  truer  the  up-  '/] 
lift.  Life  broadens  every  way'uuder  the  happy  influence  of  home  ties.  Ambitioti  ^d  courage  are  stimu- 
lated, and  success  is  more  easily  won  by  the  itian  who  has  a  home  of  bis  own.  Ailams'  liberal  terms  of 
.■redit  provide  a  simple  dignified  "Charge  Account"  way.  for  every  srlf-rcspccting  man  to  own  a  furnished 
home  without  publicity  of  any  sort  or  nature.  Juno  brides  und  groon,is  art  jvclconie  here  to  choose  from  our 
up#ui-paaeed  stocks  of  home  furnisliings.  and  to  take  advantage  of  special  prices  such  as  beleunder  men- 
tioned, and  pay  only  the  reduced  prices  whether  fo  r  Cash  or  Credit 

Economy  Helps  gQ?:ijigANewly-Wed8  on  Sale  Monday 


Lace  Curtains 

Greatly  Reduced 

•CTlmi  BDd  niBrgulseltM.  IrLmmed  mith 
h«A4Bom«  inatrtlona,  loCD©  with  lasei^ 
'len  'kDd  edgn,   tlio  BruHeeli  N«t 


A  Pair  of  Pretty  Portiere?  for  $9.95,  Worth  $14.50 

Midi  op  10  m  my  tJct,  up  11/  «  rc.  »He  bj  7  (L  1,1^,  t!o„  „p„     umurCT,  S»dii>  cloUi, 
Irle.,  TlUin  clolHa.  t»ynl»n  iloKis,  cu; ,  lu  o[  jreoo.  brewn.  klu..  roii«.  «c,,  IrtmSS 

Mih  wliJe  Upflftry  I»rd«r  ocro»  boUom,  suitable  for  ioomyw  or  wohw  In  llvlns-room* 
dlQlarrooiD»,  Ualli.  etc-  measured  Bbd  luiag  fr«»,   Rcgulwty  irortij  up  It)  ll*,£0  ptsr  pair. 


Remarkably  Good  Mopey-Savings  Monday  forth* 

Dininfif  Room  *^^ss©^i 


GETTING  BUSINESS  FROM  NEWLY-WEDS 

JIMI  I  mill  Illllllllllllllll  I  IIIIIMI  IIMIi:il!llllll!lllllllllllllll  t||||i||||||||||||||||!|||||||il||||||||l!||||||||l||||||||!|||||||||||||||||||||||||||||||||||||||||||||N 

Furnishing  the  new  home — Follovving  up  the  June  Bride  business — Practical  Furniture  appeals 
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FROM  the  view  point  of  tlie  furniture  dealer  and 
salesman  it  i.s  an  event  when  the  youthful  couple 
set  forth  to  furnish  the  new  home.  The  iiuestion 
of  furnishing  the  cottage  or  fiat  is  a  momentous  one  to 
the  young-  man  and  young  woman  Avho  contemplate 
with  joy  the  po.ssession  of  a  home  of  their  own.  Love 
in  a  cottage  has  long  been  a  theme  for  romance,  but  the 
average  bride  of  the  twentieth  centui'v  infinitely  pre- 
fers a  steam-heated  fiat,  as  safer  and  less  liard  to  care 
for,  especially  when  there  is  a  good  janitor  att;iched. 

The  salesman  is  filled  with  joy  at  the  approach  of  the 
young  couple,  and  the  lucky  one  who  is  detailed  to 
wait  upon  them  is  sure  of  a  goodly  bill  if  he  can  but 
plea.se  them.  Perhaps  the  bride's  mother,  afraid  to 
trust  the  pair  out  of  her  sight,  accompanies  them  to 
see  that  they  apportion  their  fund  properly  There  is 
a  dining-i'oom  and  a  kitchen  to  eipiip  as  well  as  parlor 
and  sleeping  apartment,  and  all  musf  contain  the  most 
necessary  articles,  even  though  the  amount  in  hand 
may  not  allow  for  any  superfluities. 

The  salesman  is  keenly  alert  as  he  sees  the  party  ap- 
proaching and  sizes  them  up.  There  is  a  subtle  instinct 
that  tells  the  man  what  to  expect  and  the  wise  salesman 
is  glad  to  see  them.  He  greets  them  as  he  places  him- 
self at  their  service.  He  understands  that  if  he  is  able 
to  please  the  manager  will  congratulate  liim  on  the 
length  of  the  bill.  With  due  attention  to  the  natural 
diffidence  of  the  young  eoiii>le,  the  salesman  awaits 
their  instructions,  but  lie  is  sure  to  bring  the  party  to 
the  model  cottage  before  any  great  amount  of  time  is 
wasted.  He  takes  them  through  the  several  rooms  and 
points  out  the  many  useful  and  desirable  articles  that 
constitute  the  furnishing  of  that  cosy  place. 

The  salesman  enters  at  the  front  door,  thougli  he 
knows  that  the  young  wife  is  anxious  to  impress  her 
husband  with  the  vast  information  that  she  has  ae- 
(juired  at  the  domestic  science  school,  and  would  prefer 
to  show  her  familiarity  with  the  kitchen.  They  dis- 
cuss the  relative  of  leather  aiul  tapestry  furnitui'e,  for 
if  one  has  but  one  room  the  nice  distinction  of  what  is 
suitable  for  the  library  and  drawing  room  are  not  of 
interest.  Tl  .11  rugs  come  up  for  discussion  and  the 
cai-e  of  hardwood  flf)ors.    This  is  a  digression  but  it 


gives  the  salesman  a  chance  to  display  a  little  Learning 
as  to  wood  finishes.  This  impresses  his  customers  with 
his  wisdom,  and  makes  them  more  in  accord  with  what 
he  may  tell  them  hereafter,  when  they  come  to  deter- 
mine upon  their  orders. 

The  reception  hall  comes  in  for  a  share  of  attention, 
as  the  man  tells  of  the  newest  and  best  for  the  entrance 
to  the  home.  Perhaps  they  must  make  the  little  parlor 
do  duty  as  a  sleeping  apartment  for  an  occasional 
guest,  and  then  a  line  of  davenports  that  may  reveal 
their  true  reason  for  being,  showing  how  "even  a  child 
can  change  it  instantly  into  a  full  sized  bed,"  as  the 
)uan  demonstrates  its  tAvo-fold  usefulness  and  conveni- 
ence by  a  deft  motion  of  the  hand.  Then,  Avith  another 
slight  exertion,  a  handsome  piece  of  furniture  "good 
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I  Furnishing  a  Home  | 

I  An  interesting  and  delightful  task,  | 

I  especially  when  there  is  an  abund-  | 

I  anee  of  the  right  kind  of  Furniture  | 

I  easily  accessible.    We  have  furnish-  | 

I  ed  many  a  home  and  are  better  than  i 

I  ever  prepared  to  furnish  others  with  | 

I  thoroughly  reliable,  and  up-to-date  | 

FURNITURE 

i  at  moderate  prices.  | 

I  June  is  always  a  busy  month  and  we  are  especi-  | 
I  ally  Avell  e(iuipi)ed  at  this  time.  | 

M.  E.  TANGNEY 

I  Furniture  Dealer  and  Undertaker.  | 

I      Upholstering    and    Picture    Framing  | 
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A  fjindsay,  Out.,  dealers  Rets  up  some  simple  direct  ads.  above  is  one 
111  tlicni)  fluit  make  appeals  to  the  home  owner  and  housekeeper. 
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enough  for  an.vbody, "  is  seen  and  the  davenport  un- 
blushingly  resumes  its  normal  condition. 

After  this  will  follow  a  careful  inspection  of  the 
chairs  that,  which  )iot  too  expensive,  will  go  well  with 
the  imposing  piece  of  furniture  already  about  deter- 
mined upon.  A  neat  centre  table  that  must  be  of  the 
same  wood  as  the  other  ai'ticles,  is  imperative,  and 
other  things  follow  until  the  mother  begins  to  feel  that 
they  must  hasten  through  the  rest  of  the  place  ere  all  is 
spent  on  the  living  room. 

The  daintily  furnished  sleeping  room,  with  its  hand- 
some enameled  furniture,  excites  great  admiration  in 
the  wife,  and  the  mother  examines  everj^  piece  care- 
fully, half  wishing  that  she  may  be  able  to  change  some 
of  the  old  style  stuff  in  her  own  well-appointed  house, 
to  make  a  place  for  this  attractive  modern  furniture. 

The  spacious  dressing  case  and  table  to  match,  each 
with  its  mirror  to  reflect  the  pretty  face  of  the  bride, 
as  she  attires  herself  in  her  ncAv  home,  is  supplemented 
by  the  tine  combination  chiffonier  and  wardrobe  in 
which  the  masculine  garments  are  to  hang,  with  the 
shaving  case  on  top  and  the  small  drawers  for  the  col- 
lars, neckties  and  what  not  of  the  husband. 

The  clerk  will  pay  due  deference  to  the  dignity  of  the 
little  woman  and  diplomatically  calls  her  "madame," 
while  he  also  caters  to  the  influential  matron  who  is 
keeping  a  sharp  eye  on  the  expenditures  of  the  young 
people.  Both  must  be  placated  and  he  must  be  judicial 
in  his  demeanor  and  tactful,  should  any  disagreement 
occur  betAveen  them.  The  man  does  not  count  for  much 
in  such  cases,  for  though  he  may  be  called  upon  to  pay 


the  bills,  it  is  the  young  woman  herself  who  has  the 
easting  vote,  as  a  general  thing. 

Unless  his  means  are  greatly  restricted,  and  in  such 
event  it  has  been  discussed  beforehand,  the  doting  hus- 
band will  make  his  will  subservient  to  his  wife's. 
Should  she  wax  extravagant  it  is  the  prudent  mother 
who  may  call  her  down,  but  rarely  will  it  be  the  man. 
The  attendant  who  knows  his  business  will  try  to  steer 
the  wishes  of  the  pair  into  the  same  channel.  If  this 
seems  a  difficult  thing  to  do  the  furniture  man  may 
even  find  some  fault  with  the  article  favored  by  the 
older  lady,  in  order  to  make  sure  of  selling  to  the 
younger  one.  This  is  a  task  that  calls  for  the  exercise 
of  all  the  aplomb  of  the  .skilful  salesman,  as  he  must 
not  overdo  the  matter,  and  appear  too  plainly  to  cater 
to  the  one  who  is  to  have  the  decisive  voice,  after  all. 

The  man  may  fail  to  display  a  due  sense  of  propor- 
tion in  his  ideas  of  what  may  be  fitting  for  the  small 
rooms  they  are  to  occupy,  then  the  salesman  has  a 
difficult  time  indeed,  for  he  has  ascertained  the  prob- 
able dimensions  of  several  rooms  by  asking  the  size  of 
rugs.  He  knows  well  that  it  would  never  do  to  allov/ 
things  that  are  manifestly  out  of  character  with  the 
rooms  to  be  ordered,  for  it  simply  means  dissatisfaction 
and  probable  changes  later.  It  is  not  profitable  to 
make  exchanges,  for  the  heavy  articles  must  be  sent  for 
and  new  ones  returned,  and  perhaps  the  later  selection 
may  not  be  so  expensive  as  the  first  choice.  A  good 
man  Avill  seek  to  sell  what  he  is  assured  will  really 
satisfy  all  parties,  making  them  feel  happy  so  they  will 
seek  him  for  future  purchases.  Such  a  salesman  makes 
friends  and  keeps  them. 


fill iiish(d  rooms  find  th'ur  greatest   xaUif  at   this  season   wlu^n   weddings  are  the  fashion,  and  new  hoiu     owners  are  most  numerous. 
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PUTTING  SUMMER  TOUCH  INTO  WINDOWS 
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Make  displays  airy  and  light  —  Lack   of   space   a   drawback  —  Careful   planning  a  help. 
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ONE  of  the  most  successful  window  display  men  of 
the  country  has  made  a  large  part  of  his  fame  by 
his  habit  of  producing  a  striking  window  at  the 
moment  when  it  is  most  appropriate.  His  windows  are 
always  novel,  always  well  done  and  always  telling,  but 
above  all  they  always  seize  on  the  one  point  on  which 
the  people  are  thinking  most  at  the  time  and  make  it  a 
prominent  feature  of  his  display.   They  invariably  get 


Light  and  airy   background   sets  off  the  summer"  display  to  great 
advantage. 

tlie  attention,  and  invariably  .show  off  the  goods  to  the 
best  advantage.  Herein  is  where  some  amateur  win 
(low  trimmers  fall  down,  but  they  need  not  despair. 
Their  efforts  are  ■worth  while  and  througli  trials  they 
may  hope  for  success  eventually. 

In  most  of  his  work  the  store  decorator  should  be 
weeks  ahead  of  the  general  public.  But  there  are  oc- 
casions in  which  he  needs  to  push  out  the  lines  that  are 
apt  to  crowd  into  the  following  season — and  such  a 
time  is  now. 

One  of  the  first  essentials  to  the  success  of  a  showing 
of  summer  furniture  display  is  that  it  be  light  and  airy 
in  tone.  The  most  attractive  settings  in  this  line  have 
been  designed  to  suggest  the  porch,  jjergola  or  garden, 
with  an  abundance  of  flowers,  vines  and  foliage  to  em- 
phasize the  idea  of  outdoors.  Scenic  paintings  can  be 
used  advantageously  in  most  displays  of  summer  furni- 
ture. 

One  of  the  greatest  difficulties  with  which  the  decor- 
ator must  contend  in  making  window  displays  with 
summer  furniture  lies  in  a  lack  of  space  in  most  stores. 
Obviously  it  is  impossible  to  make  any  considerable 
showing  in  one  or  two  Avindows,  so  the  space  will  have 
to  be  used  merely  as  a  suggestion  of  what  is  to  be  found 
ill  the  big  display  in  the  summer  furniture  department. 
To  get  the  best  results  with  a  display  of  this  character 
tliere  are  several  things  to  be  considered. 

Some  display  men  hold  the  opinion  that  it  is  best  to 
show  as  many  different  varieties  as  possible  without 
overcrowding,  Imt  the  better  stores  have  generally 
adopted  the  plan  of  showing  a  few  pieces  of  uniform 
style  witli  appropriate  accessories  and  a  carefully 
|)laniied  setting,  witli  llie  idea  of  suggesting  a  cozy  and 
comfortable  porch  that  will  appeal  to  every  housewife 
in  favor  of  summer  furniture  in  general,  and  send  her 
post  haste  to  the  furniture  department  where  the  real 
di.si)la\^  is  to  be  found. 

A  grass  rug  is  the  appropriate  floor  covering  for  a 
window  of  this  sort.    The  background  setting  mav  be 


designed  in  pergola  form  or  it  can  be  an  arrangement 
of  posts  with  a  railing  to  give  the  idea  of  a  porch  look- 
ing into  a  garden.  If  an  elaborate  effect  is  not  consid- 
ered worth  while,  a  simple  arrangement  of  porch 
screens  Avill  help  the  eff'ect  materially.  In  this  con- 
nection too  much  stress  can  hardly  be  laid  upon  the 
importance  of  using  flowers  to  brighten  up  the  summer 
furniture  display.  They  add  a  color  tone  and  a  true 
touch  of  outdoors  that  are  indispensable  in  such  a  set- 
ting. Sometimes  a  good  wax  figure  or  two,  aj^propri- 
ately  dressed  and  well  posted,  will  help  out  the  effect 
wonderfully. 

As  to  the  accessories  to  be  used  in  the  summer  furni- 
ture displays,  there  is  a  considerable  variety  to  be  chos- 
en from.  Golf,  tennis,  canoeing,  croquet  and  similar 
sports  ail  offer  opportunities.  If  a  s+and  is  used,  which 
is  highly  likely,  on  it  may  be  placed  a  magazine  or  two, 
a  smoker's  outfit,  etc.  The  chief  purpose  of  the  acces- 
sories is  to  give  the  setting  an  air  of  easy  unconvention- 
ality  in  keeping  with  furniture  of  this  sort. 

Some  kinds  of  summer  furniture  is  partially  uphol- 
stered in  cretonne  or  other  similar  material  which  pre- 
sents an  opportunity  to  work  in  draperies  and  wall 
hangings  in  the  same  i^attern.  In  such  a  case  artificial 
flowers  can  usually  be  found  that  will  correspond  close- 
ly with  the  fabric  designs.  Sketches  showing  colored 
decorative  schemes  for  rooms  can  sometimes  be  used  to 
advantage  Avith  such  a  display.  But  whatever  else  may 
be  done  with  the  summer  furniture  display,  it  should 
never  be  allowed  to  appear  stiff  or  formal. 

The  big  show  of  summer  furniture,  however,  is  in  the 
furnit\ire  section  rather  than  the  Avindows.  and  it  is 
this  display  that  requires  the    greatest    amount  of 


V  more  elaborate  background  for  dealers  in 
the  larger  towns. 

thought.  In  some  of  the  larger  stoi-es  much  time  and 
money  are  spent  in  the  i^reparation  of  higlily  elaborate 
settings  for  the  display  of  summer  furniture.  In  al- 
most any  big  store  that  has  a  furniture  department 
there  Avill  be  found  built-in,  .semi-permanent  settings 
for  the  disj)lay  of  summer  furniture.  Some  of  tliese 
settings  are  extensive  pergolas,  while  otiiers  are  in  sec- 
tions or  booths  of  varied  shapes  and  sizes. 
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Suggpsting  how  a  window 
display  could  lie  made  pf- 
fcctivp  in  showing  patterns 
and  colors  cf  linoleum  for 
:iuy  room  in  the  house. 


LINOLEUM  for  PRACTICALLY  EVERY  ROOM 
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European  custom  worth  adoption  here — Furnished  rooms  in  store  make  very  effective  display 
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VERY  mnny  dealers  and  readers  of  trade  papers 
are  interested  when  they  learn  that  a  much  more 
extended  use  of  linoleum  may  be  made  by  in- 
viting attention  to  the  many  patterns  produced  by  the 
manufacture fs  and  especially  designed  to  create  a  de- 
mand for  the  use  of  this  floor  covering  in  rooms  other 
than  kitchen,  pantr^y  and  bath.  "While  the  suggestion 
may  be  novel  to  some  dealers  and  their  customers,  the 
idea  has  been  successfully  demonstrated  by  some  of  the 
large  furjiiture  houses,  both  in  Canada  and  the  United 
States,  in  the  furnishing  of  model  houses  where  lino- 
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I  LINOLEUM 

I  For  Practically  Every  ] 

I  Room  in  the  House  f 

I  Tf  yon  are  lunler  the  ini|irpssinn  that  Linoleum  is  | 

I  intemieil  as  a  iloor  eovering  for  the  liitc-hen  and  bath  | 

I  exclusively,  we  invite  your  inspection  of  our  furnished  | 

I  huite  of  rooms  on  the  fourth  floor  of  our  new  building.  i 

I  We  have  introduced  and  are  now  showing  linoleum  | 

I  floor  covering  adapted  both  in  color  and  design  for  use  | 

I  in  every  room  in  the  house.  | 

I  Teakwoud  and  oak  effect  for  the  living-room — floral  | 

i  and  matting  ]<attenis  for  the  chamber,  and  ])lain  effects  | 

I  })Oth  in  linoleum  and  cork  carpet — in  all  sizes  from  i 

I  Vjath  mats  to  art  squares.      We  are  showing  many  pri-  | 

i  vate  designs  and  patterns  exclusively  our  own.  r 

i  The  durability,  cleanliness  and  quiet  beauty  of  lino-  | 

I  leuni  make  it  the  ideal  floor  covering  for  the  whole  | 

I  house.    Iii  fact,  it  is  fast  displacing  natural  woods  .as  a  | 

i  setting  for  rugs  and  furnishings.  | 

1  Dealer's  Name  and  Address  1 
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A  KJimpIc  ad.  that  slunild  help  sales. 


leum  is  used  on  practically  every  floor.  The  plan  of 
one  such  house  had  its  inception  with  the  manager  of 
its  floor  covering  department,  whose  practical  methods 
and  persistence  i-esulted  in  a  large  business  in  linoleums 
for  bedrooms,  liviiig-rooms,  dining-rooms,  libraries, 
dens  and  practically  every  room  in  the  house. 

The  summer  is  a  good  time  to  push  such  a  sale. 
Beauty  and  practicability  were  the  keynotes  of  a  model 
house  of  a  Boston  store,  where  linoleum  was  used  on 
practically  every  floor. 

Patterns  had  been  selected  which  harmonized  with 
The  wall  paper  in  the  house ;  with  the  Chippendale  fur- 
niture and  imported  draperies ;  with  the  daintily  fur- 
nished bedroom  and  many  other  settings. 

This  particular  store  was  among  the  first  retailers  in 
the  country  to  advocate  "linoleum  for  every  room  in 
the  house."  Tiiey  had  sufficient  confidence  in  this 
European  custom  to  back  it  up  in  their  store  and  news- 
paper advertising.  They  announced  that  they  had 
ii]iolenm  patterns  suitable  for  bedrooms,  living  rooms, 
dining  rooms,  and  many  other  rooms  apart  from  the 
kitchen  and  bath,  and  kept  hammering  away  on  the 
idea,  advocating  linoleum  for  every  floor.  The  final 
stroke  in  their  campaign  Avas  the  fitting  out  of  their 
model  house  with  linoleum  on  the  majority  of  the  floors, 
rugs,  of  course,  being  used  at  the  points  of  greatest 
wear. 

Battleship  linoleum  was  used  on  the  floor  of  an  old- 
fashioned  Colonial  living-room  because  it  harmonizes 
with  the  wall  paper.  The  beauty  of  a  young  woman's 
bedroom  vras  enhanced  by  a  delicately  colored  linoleum 
in  a  matting  design.  The  color  scheme  of  this  room — 
white,  rose,  and  gray,  with  a  touch  of  green — was  car- 
I'ied  out,  not  only  in  the  cretonne  hangings  and  paper, 
but  also  in  the  linoleum  which  was  used  as  the  base  for 
the  rug.  The  other  treatments  were  equally  interest- 
ing. 

Dealers  in  all  sections  of  the  country  might  emulate 
these  suggestions,  more  or  less  elaborate,  according  to 
their  means  and  si/e  of  community,  with  profit  to  them- 
selves. 
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TRUTH  IN  ADVERTISING  and  ILLUSTRATIONS 
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When  shall  line  be  drawn  between  illustration  and  decoration? — Get  the  viewpoint  ot  the  reader 
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HERE  sliall  the  furniture  retailer  who  Avants  to 
be  af)sohitely  truthful  in  his  advertising,  draw 
the  line  between  illustration  and  decoration  in 
providing  cuts  for  his  advertisements?  That  problem 
has  recently  arisen  in  the  work  of  some  of  the  vigilance 
committees  of  local  advertising  clubs,  says  a  bulletin 
fi-om  the  Associated  Advertising  Clubs,  New  York.  G. 
F.  Olwin,  secretary  of  the  National  Vigilance  Commit- 
tee of  the  advertising  clubs,  believes  that  the  question 
has  been  answered  in  such  an  effective  manner  in  some 
recent  local  eases  as  to  leave  no  room  for  doubt  in  the 
mind  of  the  furniture  dealer  who  desires  to  take  no 
chance  with  the  untruthful  advertising. 

"As  one  local  committee  well  says,"  said  Mr.  Olwin, 
"it  should  not  be  difficult  to  say  whether  a  cut  is  used 
to  illustrate  the  article  advertised,  or  for  decorative 
purposes.  For  example,  an  advertiser  selling  dresses 
for  women,  might  picture  three  well-gowned  women 
merely  for  purposes  of  erabellishment.  Such  a  picture 
might  be  used  in  an  advertisement  to  create  a  dress- 
goods  atmosphere.  It  would  put  life  and  human  in- 
terest into  the  coi)y.    In  a  similar  manner,  the  picture 


of  a  well-furnished  room  develops  a  'comfortable- 
home'  atmosjihere. 

"On  the  other  hand,  we  find  illustrations  which  are 
descriptive  of  the  article  itself.  The  cut  sometimes  pur- 
ports to  repre-^ent  the  article  advertised.  If  an  ad- 
vertisement sets  forth  the  description  and  price  of  a 
bed,  and  if  there  is  a  picture  of  a  bed  Avith  that  ad- 
vertisement, the  average  reader  would  consider  the 
picture  as  that  of  the  bed  advertised. 

"When  a  bedroom  suite  is  advertised  and  illustrated 
and  the  advertisement  refers  to  specific  pieces,  such  as 
the  bed.  dresser,  etc.,  there  is  no  reason  why  there 
should  not  be  a  rug  on  the  floor  or  toilet  articles  on 
the  dresser,  or  the  picture  of  a  woman  in  the  advertise- 
ment. That  would  give  the  advertisement  life.  The 
text  matter  tells  just  what  pieces  are  for  sale.  No  one 
would  suppose  that  rug  or  toilet  article  were  included 
in  the  price. 

"HoAvever,  in  illustrating  such  an  advertisement,  it 
Avould  be  manifestly  unfair  for  the  advertiser  to  use 
the  picture  of  a  suite  Avith  bed,  dresser,  chiffonier  and 
dressing  table  if  there  Avere  no  dressing  table  offered 
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FURHISHiNGS  FOR  THE 
VERlNDtH  OR  sun 
HER  COTTIGE 

Verandah  CtiaW 
Table'j,  Hammocks 
S«log  Couchn.  Mala 
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Split  Bambof 

Screens 
Awning  Dud 
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FURNISHING  THE 
SUMMER  HOME 

FufnlJhini  rh(  country  home  n  th<  pre-tmmeot  lhoo£hl  nt  the  momenl, 
Vnt  hivt  (vrrjlhini;  *(iu  n«d  tot  reluiniihinc  yout  lioi«if— city,  counlry  nt  im 
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CASH   OR  CREDIT 
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Metropolitan  House  Furnishing  Co.,  Limited 

M  A  31  NOTRE  DAME  STREiTr  WLST 


(Furnishings  for  Your  Summer  Cottage 


To  transform  your  Cottage 
into  an  ideal  summer  place 
to  live  in,  is  not  such  a 
very  difficult  proposition. 
It  is  surprising  what  a  com- 
paratively fevf  dollars  will 
accompolish.  and  giving  a 
coolness  and  refinement, 
which  will  greatly  add  to 
that  summer  vacation. 
Why  not  plan  today  for 
your  wants. 


The  HannKi-Cooch  for  Smiffler  Comfort 


RH.WILU  AMS  i^SONS 
LIMITED 

THE  GLASGOW  HOUSE 


W  A  N  T  E  D— Fifty  Mothers  to 
Buy  BABY  CARRIAGES  at  Half 
Usual  Prices 

Wi  say  withoiil  hrtitatiOD  that  you  wJI  find  DO 
l^i<i;<:r  ur  Tintr  pelectiriD  of  bab)  curugca  id  all 
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$10  tor  $5 
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fiutst  wurkmatu'hip. 
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Baby  Carnages 
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at  the  price  advertised.  In  otlier  words,  the  number 
of  pieces  and  the  character  or  style  of  the  pieces  illus- 
trated should  correspond  to  the  text  matter. 

"If  I  were  in  the  furniture  business  and  I  were  ad- 
vertisino'  bookcases,  I  would  want  the  illustration  to 
show  the  bookcase  filled  with  books.  That  would  make 
it  more  interesting.  It  would  be  still  more  interesting 
if  there  were  a  photograph  or  two  or  a  vase,  or  some- 
thing of  that  sort  on  top  of  the  bookcase.  I  would  want 
a  bit  of  rug  in  the  foreground  or  something  else  that 
would  give  the  illustration  atmosphere  and  suggest  the 
pleasure  which  the  buyer  might  obtain  through  posses- 
sion. 

■'xMl  of  these  questions  can  easily  be  answered  on 
the  basis  of  asking  the  simple  question,  'What  will  that 
advertisement  mean  to  the  reader?'  If  there  is  any 
doubt  as  to  that,  then  the  advertisement  should  be 
changed  and  made  so  specitic  that  its  meaning  would 
become  most  apparent." 


CO-OPERATIVE  ADVERTISING  DRAWS. 

Already  famous  through  the  co-operative  effoi'ts  of 
its  business  men  to  bring  new  trade  to  town,  Neosho,  a 
town  in  Missouri,  has  taken  another  stride  in  the 
same  dii'ection,  recently  having  begun  to  buy  full-page 
advertising  space  in  a  newspaper  of  Joplin,  which  is 
a  much  larger  city,  to  tell  people  what  Neosho  offers 
them  as  a  trading  centre.  The  purpose  was  not  to  get 
trade  out  of  Joplin,  but  from  territory  Avhich  might  be 
served  either  by  Neosho  or  Joplin. 

Business  men  of  Neosho,  through  the  advertising 
club  of  that  city,  became  aware  of  the  fact,  some  time 
ago,  that  in  these  days  when  nearly  every  farmer  has 
an  automobile,  trade  can  be  draAvn  from  a  greater  ra- 
dius hy  any  merchant,  or  any  group  of  merchants  who 
will  go  after  it. 

At  the  last  monthly  "sales  day"  held  by  the  Neosho 
Advertising  Club,  which  followed  the  first  of  the  ad- 
vertisements in  the  Joplin  newspaper,  customers  came 
as  far  as  forty  miles,  and  expressed  their  appreciation 
of  the  treatment  they  received  and  said  they  would 
come  again. 

While  using  full  pages  in  the  Joplin  newspaper,  the 
merchants  continue,  of  course,  to  employ  similar  space 


in  Neosho  papers,  and  they  also  reprint  the  advertise- 
ments appearing  in  Neosho,  and  mail  them  to  a  list  of 
6,000  prospective  customers.  The  cost  of  all  such  ad- 
vertising is  equally  distributed  among  the  business 
houses  directly  participating.  For  example,  the  cost 
of  the  Joplin  page  was  $62.50.  The  thirty  advertisers, 
sharing  space  paid  $2  each,  the  adverti.sing  club  paying 
the  balance. 

The  operation  of  this  plan  has  made  Xeosho  famous, 
the  plan  having  been  adopted  by  several  other  com- 
munities, both  larger  and  smaller  than  Neosho,  where 
advertising  clubs  have  been  organized  to  handle  its  op- 
eration. Frequently,  business  men  from  other  com- 
munities have  gone  to  Neosho  to  investigate  the  plan  at 
first  hand.  Business  men  of  Clarksville,  Tenn.,  under 
the  leadership  of  a  banker  of  that  community,  recently 
decided  to  make  a  personal  investigation  of  the  Xeosho 
plan  with  the  purpose  of  adopting  it,  and  merchants  of 
Blair,  Neb.,  are  now  contemplating  .similar  action. 

WHAT  ADVERTISING  WILL  DO. 

All  advertising  successes  have  had  some  good  thing 
back  of  them. — the  article  or  service  to  be  sold. 

It  is  an  error  to  suppose  that  advertising  can  sell 
anything  and  everything:  that  it  can  turn  anything 
into  a  success.  The  fact  is  that  advertising  would  kill 
a  bad  enterprise  or  proposition  as  .surely  as  it  would 
make  a  success  of  a  good  one.  If  you  cannot  give  good 
value  or  good  service  better  leave  advertising  alone. 

Advertising  subjects  a  store  to  a  strong  w^hite  light. 
Publicity  directs  public  attention  to  something  that 
would  otherwise  remain  unknown.  If  that  something 
is  good — if  it  will  stand  the  ordeal  of  the  white  light — 
then  advertising  makes  it  a  success.  If  the  white  light 
simply  brings  out  more  clearly  the  shortcomings  and 
defects  of  the  store,  the  enterprise  or  the  article,  then 
publicity  would  w-arn  away  patrons  or  buyers  in.stead 
of  attracting  them. 

It  follows  then  that  such  a  store  or  venture  would 
not  survive  the  ordeal  of  publicity,  but  Avould  dwindle 
and  die  out.  If  also  folloAvs  that  any  store  and  any 
enterprise  or  article  which  has  thrived  under  intelligent 
advertising  is  good  and  dependable.  In  other  words, 
it  has  successfully  passed  the  white-light  ordeal  and 
has  earned  public  approval. — Northern  Furniture. 


How  Advertising  Builds  Up  Trade 


THE  work  of  bringing  people  into  your  store  must 
very  often  be  done  outside  your  store,  and  this, 
in  brief,  means  advertising.  No  more  can  mer- 
chants sit  content  with  the  placid  confidence  that 
when  customers  want  merchandise  they  will  make  a 
bee-line  to  the  right.  The  happy  days  of  that  con- 
dition are  gone  forever.  Your  competitor  across  the 
street,  the  store  around  the  corner,  the  hustling  dealer 
in  the  next  town,  the  catalogue  house  and  the  maker 
who  .sells  to  the  consumer  arc  all  after  that  customer  of 
yours. 

They  are  soliciting  him  in  the  newspapers.  They  are 
inviting  him  by  circular;  they  are  complimenting  him 
by  letter.  If  you  sit  tight  and  do  nothing,  if  you  do  not 
let  your  customer  know  that  you  value  his  trade  and 
are  anxious  to  retain  it,  he  will  unconsciou.sly  lose  the 


mental  vision  of  your  store,  and  he  will  naturally  gravi- 
tate to  the  place  where  he  is  most  cordially  invited,  and 
where  his  trade  is  most  valuably  appreciated. 

You,  too,  must  keep  before  him.  You  must  tell  him 
at  fi'equent  intervals  that  you  have  the  goods  he  wants, 
that  the  quality  will  insure  him  faithful  service,  the 
price  is  just  what  he  Avants  to  pay,  that  it  is  his  interest 
to  buy  of  you,  that  you  want  his  trade — are  counting  on 
it,  depending  on  it. 

Tell  him  this,  and  tell  it  to  him  frequently.  Tell  it 
through  your  show  window  by  changing  it  every  week, 
putting  in  the  goods  Avhich  are  in  demand  that  week, 
and  giving  their  price  on  large  price  cards. 

Tell  him  through  your  newspaper.  Tell  your  cus- 
tomer by  circular  letter.  Make  it  friendly;  mention 
some  of  the  goods,  cordially  iuAdte  him  to  call. 

All  this  is  advertising — the  kind  that  pa,vs.  Keep  it 
up.  Don't  stop.  Don't  la.A' on  your  oars.  It  will  bring 
results,  for  your  customer  Avill  give  you  the  preference 
over  the  others  if  you  Avill  industriously  keep  before 
him. 
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CELEBRATING  ANNIVERSARY  by  Special  SALE 
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Murray-Kay  Co.  operate  all  lines  under  one  roof — Furnilure  department  moved  without  loss  of  time  or  business 
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THE  Murray-Kay  Company,  Ltd.,  Toronto,  cele- 
brated their  diamond  jubilee  last  month.  That  is, 
the  Murray  part  of  the  amalgamated  company 
in  June  held  a  number  of  special  Sciies  commemorative 
of  that  event. 

It  was  in  1853  tha+  the  W.  A.  Murray  Company  first 
opened  a  store  at  its  present  location  on  King  Street 
East,  and  it  was  in  1848  that  the  John  Kay  Co.  opened 
a  high-class  furniture  store  in  their  building  on  the 
north  aide  of  King,  west  of  Yonge  Street. 

"WTien  a  few  years  ago  the  Murray  and  Kay  interests 
were  amalgamated  the  two  stores  were  continued 
much  as  they  had  been  in  the  past,  except  that  they 
were  under  one  management.  With  the  infusion  of 
new  blood  some  few  months  since,  and  the  election  of 
a  new  board  it  was  decided  to  have  all  the  departments 
under  one  roof.  A  new  building  was  acquired  imme- 
diately to  the  west  of  the  Murray  building,  a  new  floor 
was  put  in  tlic  older  siructure  and  the  furniture  stock 
moved  from  the  older  store. 

Meanwhile  all  the  depart- 
ments were  reorganized,  the 
store  front  altered,  and 
many  changes  made  without 
the  suspension  of  any  busi- 
ness in  the  store. 

At  present  one  whole  floor 
is  given  over  to  furniture — 
and  both  Mr.  Bradshaw  and 
Art.  Grant,  his  chief  assist- 
ant, are  proud  of  their  stock 
and  department.  The  ac- 
companying views  give  some 
idea  of  the  layout  and  ar- 
rangement of  the  new  furni- 
ture department. 

The  principal  and  larger 
section  of  the  furniture  floor 
is  given  over  to  bedroom. 


IS  to  31  King  St.  Eatt 


COMPANY-  LIMITED 

Fhort*  Adelaide  SIOO. 


The  Living  Room  of  Our  Three  Room  Suite 


Beautiful  Display  and  Sale  of  Summer  Furnishings  tor  the  Home 
During  "June  Home  Craft  Week,"  Including  Everything  in 
Summer  Furniture,  Draperies  and  Floorcoverings 

Style  of  advertisement   adopted  by   Miirray-Kay   Co.,  illustrating 
their  living  ropm  furniture. 


diningroom  and  livingroom  suites  and  individual  pieces. 
A  section  of  this  floor  is  also  devoted  to  carpets  and 
floor  coverings,  with  the  exception  of  rugs,  which  have 
a  separate  department  on  the  floor  below. 

To  the  front  of  the  furniture  section,  and  on  a  half- 
floor,  are  the  electric  fixtures,  floor  and  piano  lamps, 
making  with  their  colored  silk  and  glass  shades,  a 
striking  picture  when  lighted.  In  this  section,  too,  are 
three  furnished  rooms,  neatly,  indeed  splendidly,  ar- 
ranged. A  description  of  the  layout  and  color  scheme 
of  the  rooms  can  be  read  on  next  page. 

These  furnished  rooms,  now  a  feature  in  all  up-to- 
date  furniture  stores,  have  with  the  Murray-Kay  Co., 
as  with  others,  proved  eminently  successful  in  helping 
to  sell  furnitiare  and  carpets,  and  backed  up  with  good 
advertising  and  splendid  windows,  are  a  distinct  ad- 
vantage to  the  store's  business. 

OflP  this  floor  is  the  china  salesroom ;  fitted  Avith  mir- 
„  .  _  rors  and   lights   the  goods 

make  an  effective  display. 
The  better  class  of  goods 
only  are  shown,  porcelain  or 
semi  -  porcelain,  curtains, 
drapes  and  wall  hang- 
ings are  displayed  on  the 
floor  below,  along  Avith  rugs. 

If  there  is  any  criticism  to 
offer  it  is  that  the  window 
displays  of  furniture  are  too 
few — though  those  that  are 
shown  are  excellent  and  in 
good  taste;  and  that  too 
little  space  is  given  the  fur- 
niture department  by  the 
firm  to  properly  and  ade- 
quately set  off  a  splendid 
stock  of  exceptional  furni- 
ture lines. 


.IS  to  31  King  St.  Eml 


in:  home.  Here  the  leiMire 
Here,  also,  will  be  gathered 
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Furnished  Rooms  m  the  Furniture  Store 

IT  is  now  an  established  fact  that  the  furnished  room  has  its  distinct  place 
in  all  well-eonducted  furniture  stores.   And  in  keeping  with  this  fact  the 
Murray-Kay  Co.,  Ltd.,  Toronto,  have  in  their  new  furniture  department 
a  suite  of  three  rooms  portraying  the  beautiful  and  artistic  in  homefurnishings. 

The  upper  picture  is  the  bedroom,  as  Murray-Kay's  see  i:t.  Iljearing  in 
mind  that  the  chief  end  and  aim  of  the  bedroom  is  a  place  of  rest  and  sleep, 
the  color  scheme  is  a  very  reposeful  combination  of  rose  and  grey.  The 
furniture  suite  is  in  cool  grey  enamel  and  cane.  The  thick  soft  carpet  is  of 
deep  rose,  and  the  tatfeta  hangings  at  door  and  Avindow  strike  a  deeper  note 
of  color — broad  stripes  on  a  deep  rose  ground.  The  lighting  fixtures  are  silver 
with  rose  shades. 

The  lower  picture  is  the  dining-room.  The  general  color  scheme  is  blue  and 
taupe.  The  high-backed  furniture  is  in  walnut,  upholstered  in  blue  and  taupe. 
The  oriental  rug  is  colored  blue,  red  and  tan.  The  hangings  are  plain  blue, 
■with  dull  brass  lighting  fixtures. 
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REFRIGERATORS  AS  HOUSEFURNISHINGS 
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Seasonable  line  that  should  bring  sales— More  profit  in  higher  grades— Taking  an  exclusive  make— Cater  to  women 
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A PROFITABLE  line,  when  intelligently  pushed, 
are  retrigerators.  It  may  be  somewhat  late  to 
tio  any  great  volume  of  business  at  this  date  in 
the  season,  but  while,  perhaps,  some  of  the  cream  is 
gone,  the  summer  is  by  no  means  past,  and  some  busi- 
ness still  obtains  in  the  two  months  just  ahead. 

We  are  speakhig  now  of  the  higher  grade  of  refrig- 
erators, and  in  these  there  is  an  opportunity  for  the 
furniture  trade  to  do  a  much  larger  and  more  profitable 
business  than  is  the  case  at  present.  The  general  run 
of  furniture  dealers  already  carry  a  small  stock,  at 
least,  of  the  cheaper  grades,  which  can  be  sold  when 
anybody  calls  for  them.  The  opportunity,  however, 
does  not  lie  in  a  "catch  as  catch  can"  business,  but  in 
the  higher  line,  which  will  repay  more  active,  intelli- 
gent and  thorough  attention. 

By  securing  the  agency  in  his  locality  for  a  reputa- 
ble and  comprehensive  line  of  refrigerators,  studying 
their  features,  advertising  their  merits  and  giving  pro- 
per attention  to  educating  customers  to  avoid  cheap 
make-shifts  and  buy  high  grade  refrigerators  adapted 
to  the  work  required  of  them,  the  furniture  dealer 
can  establish  a  good  volume  of  business  in  this  line,  and 
can  make  it  pay  as  large  a  percentage  of  profit  as  any 
goods  he  carries. 

Co-operation  Between  Maker  and  Dealer. 

Manufacturers  are  always  ready  and  willing  to  co- 
operate, and  where  dealers  desire  the  exclusive  sale  of 
their  refrigerators  and  will  handle  their  line  exclu- 
sively, they  are  willing  to  give  up  the  territory.  Ex- 
perience shows  that  it  pays  both  parties.  If  every 
fnrnitiire  dealer  would  select  a  good  line  and  stay 
by  it  year  in  and  year  out,  he  could  assure  himself  of 
getting  the  right  price  and  the  best  grade  of  goods,  be- 
cause he  is  Avorth  taking  care  of.  He  can  then  carry  a 
small  line  of  I'epairs  for  his  refrigerators  and  always 
be  ready  to  please  the  customer  b.y  having  just  what 


he  wants  when  he  needs  it  most  urgently.  New  and 
increased  trade  will  come  to  him  Irom  this  one  reason 
alone. 

The  ditiiculty  with  this  line  is  that  furniture  deal- 
ers do  not  as  a  class  push  this  line,  they  simply  care 
for  the  trade  as  it  comes  to  them.  Many  of  them  say 
they  cannot  push  refrigerators  in  competition  Avith  de- 
partment stores  in  the  larger  cities,  who  handle  all 
grades  and  who  charge  whatever  they  can  get.  They 
demoralize  prices,  so  the  furniture  dealers  say,  and 
make  the  line  unprofitable.  If  the  dealer  uses  a  little 
persuasive  power  and  introduces  his  refrigerators  to 
his  customers  by  various  means,  he  need  not  long  com- 
plain of  opposition.  If  he  takes  a  little  pains  in  speak- 
ing of  the  merits  of  his  line,  the  business  will  be  bene- 
med. 

Do  you  know  the  wonderful  and  easing-up  power 
of  that  little  word  "only"?  For  example:  This  re- 
frigerator deserves  a  place  in  your  home.  You  and 
your  family  will  be  proud  of  it,  and  it  is  only  $30.  The 
salesman  vvho  understandis  his  goods  and  knows  how  to 
use  that  word  "only"  can  make  a  dollar  sound  like  30 
cents. 

At  the  close  of  your  selling  talk  to  any  customer  state 
the  price  in  some  such  fashion  as  this:  "And  now  Mr. 

 ,  have  you  ever  stopped  to  consider  that  a  good 

refrigerator  is  the  most  important  piece  of  furniture 
you  can  place  in  your  home?  The  entire  health  of 
the  family  depends  in  a  great  measure  upon  wholesome 
foods,  and  constant  circulation  of  pure,  sweet  air  in  the 

food  chamber  of  the  ■         keeps  the  food  wholesome. 

This  alone,  together  with  the  fact  that  a  requires 

less  ice  than  does  any  refrigerator  of  equal  size  makes 
those  M'ho  desire  a  perfect  refrigerator  glad  to  pay 

.^30  for  the  ." 

Bring  Out  Special  Features. 

In  showing  up  your  high  grade  refrigerator  to  a 
particular  customer  here  are  some  points  that  it  will 


Another  section  iif  the  new  M  iii-i  ;i.v  K:iy    i'urniture    deparlnu  nt.  At   the  left   liiiekKniuiiri    are    tlie    tliree  fnr- 

nished  rooms. 
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pay  you  to  brmg  out  strongly:  The  lumber  is  kiln 
dried  only ;  the  hinges,  locks  and  castors  are  made 
extra  strong;  the  doors  are  practically  air  tight. 

If  your  refrigerator  happens  to  be  so  constructed 
point  out  the  wide,  deep,  roomy  food  chamber,  which 
gis'es  shelf  room  Avhere  it  is  most  needed.  Never  go 
on  record  hy  telling  your  prospective  customer  that 
the  refrigerator  will  use  only  a  certain  amount  of  ice. 
Both  ]\Irs.  Jones  aiid  Mrs.  Brown  have  a  refriger- 
ator of  the  same  size,  yet  Mrs.  Jones  may  use  twice  as 
much  ice  as  does  Mr.s.  BroAvn.  Instead  of  committing 
yourself,  say  something  like  this:  "Size  for  size,  shelf 

room  for  slielf  room,    refrigerators  w^U  consume 

less  ice  than  does  any  other  refrigerator.  The  amount 
saved  in  ice  will,  in  two  or  three  seasons,  pay  for  the 
refrigerator  purchased." 

Then  explain  to  your  prospective  purchaser:  "If  ice 
is  placed  in  a  each  day,  less  ice  will  be  used  dur- 
ing the  season  that  if,  for  the  sake  of  false  economy,  the 
ice  chamber  is  allowed  to  become  empty  before  it  is  re- 
filled. If  the  ice  chamber  is  allowed  to  become  empty 
an  extra  amount  of  ice  is  consumed  in  order  to  lower 
the  temperature  of  the  box  to  the  proper  point.  The 
ice  chamber  .should  be  kept  Avell  filled.  The  doors  must 
be  kept  closed." 

Every  refrigerator  of  different  manufacture  has 
some  strong  individiial  talking  points  of  its  own.  The 
various  methods  of  building  up  and  insulating  Myalls 
all  have  their  favorable  points.  The  air  space,  the  ven- 
tilation, the  cleanability,  massive  construction,  appear- 
ance, etc. — all  these  have  their  advantages  and  should 
come  in  for  proper  consideration.  The  material  and 
the  merits  of  the  lining  of  the  better  class  of  refrigera- 
tors should  also  be  taken  into  account,  as  well  as  the 
construction  and  arrangement  of  the  adjustable  shelv- 
ing. 

If  you  should  be  selling  a  refrigerator  with  a  Avater 
cooler  built  on  the  inside,  this  is  a  good  point  to  dwell 
upon.  Remind  the  buyer  that  it  is  insanitary  and 
wasteful  to  place  chopped  ice  in  a  pitcher  of  water, 
lemonade  or  iced  tea.  Dwell  upon  the  inconvenience 
of  placing  bottles  containing  water  in  the  ice  chamber, 
harping  on  the  fact  that  this  method  of  cooling  water 
largely  increases  ice  consumption.  This  water  cooler 
feature  can  be  made  a  strong  selling  force,  and  if  you 
are  handling  this  kind  of  refrigerator  it  will  pay  to 
talk  up  this  feature  good  and  strong. 

Try  for  Women's  Trade. 

Women  are  becoming  more  and  m.ore  the  buyers  for 
the  home.  There  is  a  large  field  in  the  sale  of  season- 
able kitchen  and  housefurnishing  goods  that  can  be 
cultlA-ated  by  any  furniture  dealer,  no  matter  how 
small  his  business  or  where  he  may  be  located.  Possi- 
bly too  many  furniture  dealers  cater  almost  entirely  to 
an  exclusive  m.en's  trade — they  depend  upon  the  men's 
interest  in  the  store  to  catch  the  household  trade  of  the 
women. 

Refrigerators  and  other  summer  housefurnishing 
goods  offer  the  furniture  dealer  an  opportunity  to 
increase  his  business  through  sales  and  displays  that 
can  be  planned  to  appeal  especially  to  women.  In  this 
connection  it  should  be  remembered  that  many  women 
buy  all  the  kitchen  and  household  supplies,  and  m^ike 
their  purchases  where  they  think  they  can  buy  to  the 
best  advantage,  regardless  of  where  the  men  purchase 
goods  they  may  need. 

In  advertising  a  women's  sale,  it  is  best  to  devote  the 
entire  newspaper  snace  to  refrijrerators  and  seasonable 
household  goods,  leaving  the  otlier  lines  which  might 


directly  appeal  to  men  for  other  occasions.  We  believe, 
even  in  the  smaller  towns  and  villages,  a  sale  of  house- 
furnishings,  catering  exclusively  to  women,  can  be 
effectively  and  profitably  advertised. 

I\Iaiiy  dealers  have  found  it  profitable  to  plan  annual 
or  semiannual  sales  of  refrigerators  and  housefurnish- 
ing goods  and  advertise  them  wisely.  If  such  an  an- 
nual sale  of  refrigerators  is  properly  carried  out  it  will 
not  only  win  Avomen's  trade,  but  it  Avill  benefit  the 
store  permanently  by  the  talk  it  creates  as  Avell  as  the 
customers  Avhich  it  wins  for  the  future. 


MIRROR  PLATE  AND  FURNITURE  TRADE. 

Secretary  Wm.  CaAvkell,  of  the  Furniture  Manufac- 
turers Association,  has  sent  out  to  the  Canadian  retail 
fur)uture  trade  a  signed  letter  dealing  Avith  the  present 
mirror  plate  situation.  In  this  letter  Mr.  CaAA'kell  says: 

Since  the  war  started  it  has  been  impossible  to  im- 
port glass  from  Europe,  and  the  supply  from  that 
source  Avill  not  be  obtainable  for  some  time  to  come. 
The  glass  that  is  now  being  used  for  mirror  plate  is 
made  in  the  United  States,  and  has  never  been  of  the 
same  standard  as  that  produced  in  Europe,  moreover, 
the  quantity  obtainable  is  limited. 

Conditions  have  lately  become  Avorse,  OAving  to  the 
very  large  demand  from  the  automobile  industry.  Glass 
suitable  for  their  requirements  does  not  need  the  time 
and  care  in  its  manufacture  as  that  required  for  mirror 
plate  purposes ;  therefore,  mamifacturers  prefer  to 
make  glass  suitable  for  the  automobile  trade  rather 
than  curtail  their  production  by  expending  the  neces- 
sary extra  time  required  to  turn  out  the  higher  grade  . 
glass,  and  the  makers  of  mirror  plate  are  compelled  to 
take  Avhatever  glass  they  can  get. 

Both  the  mirror  plate  and  furniture  manufacturers 
are  doing  their  best,  but  it  is  practically  impossible  to 
obtain  uniform.ly  pei'fect  mirror  plate  at  the  present 
time  and  if  the  mirrors  you  get  are  not  always  as  good 
as  you  Avould  like,  yon  will  know  the  reason,  and  Ave 
ask  you  to  make  alloAvances  for  the  extremely  difficult 
position  in  Avhich  furniture  manufacturers  find  them- 
selves. 


SPLENDID  FIRST  EFFORT. 

J.  W.  Richardson.  North  Bay,  Out..  Avho  recently  en- 
larged his  business,  has  just  issued  his  first  catalogue 
for  the  summer  of  1919.  covering  his  bargains  in  fine 
furniture.  This  catalogue  of  16  pages  is  replete  Avith 
descriptions,  and  illustrations  of  his  varied  lines  of 
furniture,  including  talking  machines,  kitchen  cabi- 
nets, scAving  machines,  beds  and  mattresses,  ease  goods, 
dining  and  bedroom  furniture,  rockers,  screens,  refrig- 
erators, carpets,  etc. 

Emulating  the  big  stores  in  the  larger  cities,  _  Mr. 
Richardson  is  buildins  up  a  good  mail  order  business 
in  NcAV  Ontario. 

illllllllllllll  1  lllllillllMl  11:111  IMMIMl  lllllMUM'llllIll  IMMMIlllllMlllll  1111  riMll| 

1  WATCH  REQUIREMENTS  OF  THE  SUMMER  | 
1  COTTAGERS.  | 

1  Even  though  we  are  in  the  miflst  of  the  sweltering  | 

I  (lavs  of  .Tul.y,  it  is  well  for  dealers  in  the  neighbor-  | 

I  hoofl  of  summer  resorts  to  watch  closel.v  for  business  | 

1  among  the  summerites.    Tt  may  be  necessary  to  sug-  | 

I  gest  some  things,  and  there  are  various  ways  of  sug-  | 

1  nesting — ^window  displays  are  one  method;  advertis-  | 

1  Tnn  another.    Make  your  store  a  Mecca  for  these  peo-  | 

I  ]ile.    It  will  pay  in  time.  | 

TiMii  mill  1  mil  iiiiiimimimmii  imnnmii  ml  iiiiiiiii'iiiiiiiiiimiiu;  iiir 
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Suggestions  from  the  Methods  of  Other  Dealers 

As  Taken  from  our  Exchanges 


A  WINDOW  DISPLAY. 

THE  average  window  display  of  the  furniture  store 
is  so  much  above  the  level  of  the  eye  of  the  ob- 
server as  to  be  ineffective.  This  is  because  fur- 
niture items  are  large  and  too  often  the  window  is 
built  up  in  such  a  manner  that  it  would  be  effective  for 
smaller  articles  were  such  being  shown. 

A  satisfactory  solution  of  this  problem  is  to  have  the 
window  base  built  in  very  low  and  then  to  have  a  false 
bottom  which  will  raise  it  up  when  small  articles  are 
to  be  shown.  The  false  bottom  can  be  built  so  as  to  be 
adjustable  to  different  heights  or  can  be  in  units  so 
only  part  of  it  need  be  used. 

For  example,  the  units  at  the  rear  of  the  window  or 
at  the  sides,  sometimes  may  be  used  to  advantage  when 
the  rest  are  not  needed,  the  middle  space  being  given 
to  larger  articles  of  furniture. — h.  G.  H.  in  Grand 
Rapids  Furniture  Record. 


DEVELOPMENT  OF  SUMMER  FURNITURE. 

The  manufacturers  of  what  is  not  distinctly  styled 
summer  furniture  have  developed  so  much  in  artistic 
and  beautiful  designs,  as  well  as  in  variety  and  quality, 
during  the  past  few  years,  that  its  utility  and  desirable 
features  hav^  overlapped  the  single  summer  season  and 
found  a  place  of  dignity  in  the  household  for  nearly  all 
the  months  of  the  year.  The  great  out-doors  is  a  gener- 
ous contributor  to  health,  comfort  and  pleasure  in  the 
good  old  summer  time  when  the  accessories  of  light, 
cheery,  restful  furniture  for  such  parts  of  the  house  and 
out-doors  are  provided  and  are  adapted  especially  to 
their  use.  The  public  often  moves  with  great  force  to 
new  fashions  as  shown  in  the  appreciation  of  manufac- 
turers in  providing  so  much  that  is  beautiful  and  com- 
fortable in  designs  of  summer  furniture,  and  the  dealers 
Avho  are  ready  to  serve  the  demand  capably  have  been 
rewarded  by  a  valuable  increased  trade.  It  is  a  good 
lime  now  for  the  dealers  to  get  their  bearings  for  a  line- 
up on  tlie  most  advantageous  sources  of  supply. — The 
Furniture  Index. 


GET  AFTER  FILING  CABINET  BUSINESS. 

Office  furniture  (which  includes  sectional  bookcases 
for  offices)  must  be  solicited  outside  the  store.  It  is  al- 
most impossible  to  buiid  up  a  profitable  office  trade 
without  this  outside  assistance,  no  matter  Avhat  the  fac- 
ilities are  for  handling  the  business.  The  office  man 
has  not  the  time  to  shop.  Time  and  space — these  are 
the  two  most  important  factors  when  talking  to  a  pros- 
pect. Office  managers  realize  that , minimizing  office 
space  means  less  rent,  and  by  using  files  that  afford 
100  per  cent,  concentration,  they  only  need  one  clerk 
to  do  the  woi-k  of  two  or  three. 

Filing  cabinet  dealers  are  urged  to  have  their  outside 
solicitors  visit  manufacturing  plants  regularly  and 
watch  for  tlie  creation  of  new  departments  where  new 
men  will  be  added,  and  new  office  furniture  needed. 
N<^ar]y  all  manufacturers  to-day  are  either  creating  or 
enlarging  foreign  departments. 


Watching  for  the  erection  of  new  buildings,  and  also 
the  visiting  of  tenants  in  buildings  which  have  been 
destr.oyed  by  fire  are  habits  that  should  be  developed 
by  those  selling  filing  cabinets. — ^Globe-Warnicke 
Doings. 


KEEP  YOUR  PRICES  STABLE. 

Don't  be  too  ready  to  reduce  prices  during  the  next 
months.  Labor  is  still  being  paid  on  a  war  basis:  ma- 
terials are  still  held  at  last  Fail's  level,  shipping  rates 
are  liable  to  go  up,  or  at  least  cannot  drop.  There's  no 
reason  for  a  drop  in  prices  for  months  to  come.  In 
the  meantime  you  have  stocks  to  make  proper  profits 
on.  Don't  let  any  competitor,  large  or  small,  force  you 
into  too  early  li(|uidation.  If  any  frirniture  man  wants 
to  lose  money,  that  is  his  funeral.  If  he  is  scared  about 
the  future,  don't  follow  him  blindly.  Get  your  own 
information  from  reliable  sources.  Keep  close  to  your 
banker.  Ask  manufacturers  for  information  that  you 
need,  and  trust  those  whom  you  know  you  can  trust. 
Keep  clear  from  trade  gossip  about  tendencies  of 
prices.  Much  of  it  is  unreliable  because  it  is  founded 
on  mere  gossip.  There  is  nothing  in  the  situation  to 
cause  uneasiness.  Business  ahead  looks  better  than  it 
has  for  months.  It  is  up  to  each  of  us  to  get  all  that 
we  can  get  Avhenever  we    can    get   it. — The  Couch- 


WASHING  MACHINE  SALES. 

The  sale  of  washing  machines  has  always  been  asso- 
ciated with  hardware  stores,  but  I  know  a  furniture 
dealer  who  has  added  many  dollars  to  his  profits  by 
pushing  the  sale  of  this  home  labor-saving  device 

He  says  that  it  is  his  idea  to  help  make  better  homes 
and  he  realizes  that  a  washing  machine  is  one  thing 
which  every  woman  should  have  in  those  homes  where 
the  washings  are  not  sent  out. 

He  not  only  keeps  a  sample  on  display  at  all  thnes, 
but  keeps  several  in  stock  so  that  he  can  make  imme- 
diate deliveries.  He  also  guarantees  satisfaction  be- 
cause he  knows  that  the  manufacturer  will  back  him 
up. 

There  are  several  manufacturers  in  Canada  who 
would  be  pleased  to  make  arrangements  with  you  if 
you  would  care  to  go  into  this  line. — Marshal  Bed  Post. 


SALES  WHILE  YOU  SLEEP. 

The  problem  how  to  make  a  window  produce  active 
inquiries  for  goods  on  display  after  the  store  has  been 
closed  for  the  night  has  been  solved  by  a  well  knowr, 
store  of  Utica,  N.Y.  A  shelf  was  attached  to  the  out- 
side of  the  store  doors  over  which  an  illuminated  sign, 
with  a  pencil  and  pad  attached  to  a  string  neareby.  Th'j 
sign  reads,  "If  you  see  any  article  of  furniture  display- 
ed in  our  windows  after  store  is  closed  that  interests 
you,  write  your  reciuest  on  form  attached  and  our  sales- 
man will  call  with  full  information  or  we  will  send  you 
a  catalog.  The  owner  of  the  store  I'cports  more  than 
twenty  re(iuests  received  in  one  evening. — B.  J.  M.  in 
Grand  Rapids  Furniture  Record. 
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Kindel  Bed  Co.  Expanding 

All  extensive  addition  to  the  Stratford  plant  of  the 
Kindel  Bed  Co.,  which  will  add  upwards  of  60,000 
square  feet  of  floor  space  to  the  present  accommoda- 
tion, has  been  definitely  decided  upon,  according  to  an 
announcement  made  by  the  energetic  manager,  Mr.  F. 
W.  Trebell.  Plans  are  now  being  completed  by  the 
architect,  tenders  will  likely  be  called  for  about  the 
middle  of  July  and  the  work  will  be  rushed  to  comple- 
tion before  the  cold  weather  sets  in. 

A  couple  of  years  ago  when  the  Kindel  Bed  Co.,  de- 
cided to  remove  its  plant  from  Toronto  to  Stratford, 
the  plant  formerly  occupied  by  the  Kemp  Manure 
Spreader  Co.,  was  acquired.  The  company  did  not  re- 
ceive nor  did  they  ask  any  concessions  from  the  city. 
Coming  here  with  a  progressive,  business  policy  found- 
ed on  first-class  quality  of  their  product,  they  have 
steadily  expanded.  For  some  time  it  has  been  realized 
that  their  premises  were  too  small  for  them  and  the  an- 
nouncement that  the  building  will  be  definitely  pro- 
ceeded with  is  a  happy  augury. 

The  new  addition  will  be  185  feet  by  75  feet  and  will 
be  located  along  Ontario  Street,  at  the  south  of  the 
present  plant,  running  towards  Rom.eo  Street.  It  will 
be  of  red  brick,  three  stories  and  a  basement.  It  is 
also  planned  to  erect  a  shipping  shed  42  feet  by  70  feet. 
This  will  also  have  a  basement. 

The  firm  is  manufacturing  a  very  high  quality  ches- 
terfield, and  living-room  chairs  with  various  combina- 
tions of  davenport  and  chair. 

Messrs.  P.  E.  Kroehler  and  F.  J.  Seng,  of  Chicago, 
were  in  Stratford  recently,  and  after  inspecting  the 
plant  expressed  themselves  as  well  pleased  with  the 
progress  of  the  business.  Mr.  Kroehler  announced  that 
all  employees,  who  had  been  with  the  firm  for  three 
months,  would  receive  a  Aveek's  vacation  at  full  pay 
Avhile  those  who  had  not  been  employed  for  less  than 
three  months,  would  receive  the  week's  holidays  and  a 
bonus  of  one-twelfth  of  a  week's  wages  for  each  week 
they  had  been  employed.  The  entire  plant  Avill  close 
June  25  to  July  7.  Mr.  Kroehler  also  announced  that 
it  was  the  intention  of  the  Kroehler  firms,  with  which 
the  local  plant  is  associated,  to  spend  iipwards  of  $150,- 
OOO  in  advertising  their  products  this  year. 

At  the  Stratford  plant  a  live  athletic  association  is  in 
progress  of  formation. 


INDUSTRIAL  CONGRESS  IN  ALBERTA. 

Western  Canada  is  to  have  a  great  industrial  con- 
gress next  month,  to  Avhich  manufacturers  and  indus^ 
trial  leaders  of  the  continent,  as  well  as  those  of  the 
United  Kingdom,  are  being  invited.  The  purpose  of 
the  congress  is  educational  to  a  large  extent  along  in- 
dustrial lines,  though  one  of  the  avowed  intentions  is 
to  promote  and  increase  the  friendly  relationship  be- 
tween the  United  States  and  Canada  and  to  create  a 
greater  unity  as  between  Eastern  and  Western  Canada. 
Sub.jeets  up  for  discussion  are :  Western  Markets,  Wes- 
tern Industry,  Pacific  Trade  and  Transportation 
Routes,  Oriental  Commerce,  the  future  alignment  as 
between  Eas<-  and  West  in  so  far  as  manufacturing  is 
concerned,  and  the  great  (piestion  of  building  up  the 
Pacific  1  egions  and  the  ad.jacent  inland  territory. 

The  congress  is  assuming  international  importance, 
and  thousands  of  American  manufacturers,  as  well  as 
those  of  the  Eastern  part  of  Canada,  as  well  as  Eng- 
land, will  be  on  hand.  The  discussions  are  to  be  made 
by  men  foremost  in  industry  and  science  as  applied  to 


industry  on  this  continent.  Among  those  who  will 
speak  are  Sir  Robert  Borden,  Prime  Minister  of  Can- 
ada: Henry  Ford,  Harold  MeCormick,  head  of  the  In- 
ternationa! Harvester  Co.;  E.  W.  Beatty,  presidejit  of 
the  Canadian  Pacific  Railway,  and  Robert  Dollar,  head 
of  the  Dollar  Steamship  Lines  and  many  others. 

All  interested  in  industrial  development  in  the  We.st 
or  in  Western  markets  are  invited  to  attend.  The  move- 
ment is  accompanied  by  a  propaganda  to  the  effect  that 
Eastern  factories  which  sell  to  Western  markets  in  bulk 
should  build  branches  in  the  West.  The  congress  dates 
are  August  18  and  14,  at  Calgary,  Albert,  though  a 
trip  through  the  territory  and  including  other  Western 
Canadian  cities  will  commence  at  Medicine  Hat,  Al- 
berta, August  11,  and  conclude  at  Edmonton,  the  capi- 
tal city,  where  the  Premier  and  Government  members 
will  entertain  the  guests.  A  side  trip  will  be  made  to 
Canadian  Rocky  Mountain  resorts.  Headquarters  have 
been  opened  at  the  Palliser  Hotel,  Calgary,  Canada, 
where  a  staff  is  employed  to  give  further  information. 


FURNITURE  MANUFACTURERS  GO  WEST. 

The  furniture  manutaelurers  of  Stratford  are  on  tour 
throughout  Westein  Canada.  Leaving  that  city  on 
Wednesday,  July  9,  the  party  went  by  special  ear  to 
Sarnia,  and  by  steamer  to  Port  Arthur,  from  thei:ce 
they  are  going  by  rail  to  the  coast,  stopping  at  all  the 
principal  points  to  look  into  conditions  of  trade,  and 
also  make  the  accpiaintance  of  customers.  Pract'cHlly 
every  furniture  factory  in  Stratford  is  represented  in 
the  party,  and  they  expect  to  be  away  until  the  end 
of  the  month,  returning  by  boat  from  Port  Arthur  to 
Sarnia. 

Among  the  places  visited  will  be  Winnipeg,  Brandon, 
Regina,  Saskatoon,  Moose  Jaw,  Swift  Current,  Cal- 
gary, Edmonton,  Lethbridge,  Vancouver,  Victoria. 


REGINA  FURNITURE  DEALER  DEAD. 

R.  B.  Fergussoii,  an  old-timer  in  Regina,  Sask.,  and  a 
Avell-knovvn  furniture  dealer  there,  died  at  Toronto  on 
June  18,  and  was  buried  at  Fergus,  Out.,  two  days 
later.  Mr.  Fergusson  was  a  grandson  of  Adam  Fergus- 
son,  one  of  the  fathers  of  Confederation.  His  father 
was  the  founder  of  Fei-gus,  Out.,  after  whom  that  tovrn 
is  named. 

The  late  Mr.  Fergusson  went  west  to  Regina  in  1888. 
He  opened  a  furniture  store  near  the  C.P.R.  station : 
latterly,  he  has  been  a  manufacturers'  agent.  Planning 
to  spend  the  Avinter  in  Florida,  Mr.  Fergusson  left  for 
the  East  last  fall,  but  got  only  as  far  as  Toronto  when 
taken  ill.  He  underwent  three  operations,  but  Avithout 
avail.    His  AvidoAV  suiwIa'CS. 


FACTORY  NEWSPAPER  FOR  EMPLOYEES. 

Something  neAV  iji  the  Avay  of  getting  closer  co-oper- 
ation betA^'een  master  and  man  is  a  factory  monthly 
ncAvspaper,  noAV  being  published  by  the  Kroehler  or- 
ganization for  all  their  emj^loyees.  The  Kindel  Bed 
Co..  Stratford,  is  the  Canadian  branch  of  this  organiza- 
tion, and  the  new  monthly  is  being  appreciated. 

NEW  GENDRON  BUILDING. 

The  ncAv  building  for  the  Gendroii  Manufacturing 
Company,  Toronto,  is  north  of  Danforth  AA^enue.  on 
part  of  the  old  Massey  estate.  It  Avill  have  an  areji  of 
250.000  square  feet.  The  head  office  of  the  company  is 
in  Toronto. 


Lanadian 

1 — '  * 

r  urmture 

World 

TORONTO 

JULY  1919 

CANADA 

A  THRIFT  REQUEST 
To  Our  Subscribers: 

About  your  subscription  receipt: — Instead  of  send- 
ing you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  will  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 
Thanking  you,  we  are 

Gratefully  yours, 
THE  COMMERCIAL  PRESS,  LIMITED, 

32  Colborne  Street,  Toronto. 

Peace,  A  manufacturer  and   a  general 

Prosperity  eoiitractov  sat  in  a  club  diseus- 

and  Prices.  f^mg  business  conditions    a  few 

nights  ago.  Said  the  contractor: 
"Where  is  the  great  prosperity  we  all  thought  was  com- 
ing when  the  armistice  Avas  signed?"  To  which  the 
manufacturer  replied:  "Prosperity  is  hovering  around 
but  everyone  seems  to  be  afraid  to  invite  her  in." 

The  only  reason  that  the  invitation,  so  long  overdue, 
has  not  been  extended  is  that  people  are  sitting 
around  waiting  for  prices  to  drop. 

Merchants  are  selling  but  doing  as  little  buying  as 
possible.  Manufacturers  are  only  buying  what  raw  ma- 
terial they  are  obliged  to  have  for  immediate  use.  This 
idea  that  prices  are  going  to  drop  is  holding  up  pro- 
duction. Prosperity  depends  upon  production.  Pros- 
perit}'  does  not  come  to  the  unemployed  whether  the 
unemployed  be  labor  or  capital. 

The  real  question  is  whether  prices  will  drop  or  will 
we  have  to  realize  that  higher  price  levels  have  become 
permanent  1 

Jf  the  present  prices  are  going  to  be  maintained,  Avill 
we  bring  on  disaster  by  waiting  too  long  before  we 
recognize  that  as  a  fact? 

Irving  Fisher  read  a  paper  before  the  Conference  of 
Governors  and  Mayors  at  the  White  House,  in  which 
he  said:  "Business  men  should  face  the  facts.  To  talk 
reverently  of  lO];}  and  3914  prices  is  to  speak  a  dead 
language  to-day.  The  buyers  of  the  country,  since  the 
armistice,  have  made  an  unexampled  attack  upon 
prices^  through  their  waiting  attitude,  and  yet  price 
recessions  have  been  insignificant." 

"When  we  investigate  almost  any  individual  one  of 
the  so-called  high  prices  for  industrial  products,  we 
are  likely  to  find  that  it  is  not  high  relatively  to  the 
rest.   Our  (juarrel  is  with  the  general  level  of  prices." 

"The  fundamental  practical  question  confronting 
bu.siness  men  is  whether  the  general  level  of  prices  is 
going  to  fall.  In  my  opinion  it  is  not  going  to  fall 
much,  if  at  all.  We  are  on  a  permanently  higher  price 
level;  the  sooner  the  business  men  of  the  country  take 
this  view  and  adjust  thomselves  to  it,  the  sooner  will 
they  save  themselves  and  the  nation  from  the  misfor- 
tune which  will  come  if  we  persist  in  our  present  false 
hope." 


"Business  men  ai'e  going  to  find  out  that  the  clever 
man  is  not  the  one  who  waits,  but  the  one  who  finds 
out  the  new  price  facts  and  acts  accordingly." 

If  Ir\ing  Fisher  is  right,  and  as  Professor  of  Politi- 
cal Econonw  at  Yale  University  he  has  given  a  great 
deal  of  careful  thought  and  study  to  the  question,  the 
sooner  we  get  started  the  better.  LET'S  GO. 

It  means  more  building,  more  manufacturing,  more 
selling,  more  employment,  in  fact,  it  means  a  quick 
readjustment  to  peace  conditions  and  prosperitv. 
LET'S  GO! 

^  Ui 

Circular  For  the  dealer    in   the  smaller 

Advertising  centre  the  local  paper   will  be 

found  the  best  publicity  medium. 
The  average  dealer  in  the  larger  centres,  however,  can- 
not use  the  local  papers  of  standing  because  of  exces- 
sive cost  and  the  fact  that  there  would  be  much  lost 
circulation.  Many  dealers,  therefore,  must  need  make 
use  of  circulars  distributed  in  their  neighborhood. 

Where  a  circular  is  used,  some  consideration  should 
be  given  to  the  quality.  Many  dealers  send  out  printed 
matter  of  such  a  character  and  printed  on  such  flimsy 
paper  that  little  attention  is  given  to  it  by  those  who 
receive  it. 

A  Toronto  dealer  has  found  it  a  good  investment  to 
have  his  Aveekly  circular  printed  on  cardboard  so  that 
it  will  remain  in  good  condition  when  delivered.  He 
has  it  made  in  tag  form  with  a  cord  attached  so  that 
it  can  be  hung  on  the  door  knob  when  delivered  and 
also  hung  up  Avhen  taken  inside  by  the  housewife. 

This  kind  of  a  circular  costs  considerably  more  than 
the  ordinary  variety,  but  the  dealer  in  question  is  of 
the  opinion  that  it  is  well  Avorth  the  extra  money. 


GETTING  AHEAD  IN  BUSINESS 

By  W.  B.  Hotehkin. 

The  SMILE  wins.  Your  wife  knows  the  popularity 
of  the  dealer  who  SMILE'S. 

The  GrEOUCH  is  a  losing  competitor. 

Smile  in  your  own  business,  whether  you  meet  your 
customers  personally  or  not— for  smiles  are  contagious, 
and  your  employees  will  learn  to  smile. 

Teacli  them  to  SMILE.  Give  them  cause  to  smile. 
Make  them  happy  in  their  work.  If  you  have  any 
who  don't  deserve  to  be  made  happy,  that's  your 
fault. 

People  like  to  buy  in  a  store  where  they  are  always 
met  with  a  SMILE.  They  always  come  back  to  such 
a  store. 

If  you  have  such  a  store,  TELL  PEOPLE  ABOUT 
IT. 

Have  a  store  worth  talking  about  and  then  TALK — 
and  talk  where  hundreds  of  thousands  can  hear  you, 
and  your  business  is  bound  to  grow  bigger. 
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Some  Principles  of  Salesmanship 

By  a.  L.  Haberkotte 

In  these  modern  days,  salesmanship  has  justly  been 
classed  as  a  profession,  and  has  been  developed  along 
scientific  lines,  until  it  ranks  equally  as  high  as  law, 
medicine  and  kindred  sciences,  and  requires  equally  as 
much  study,  thought  and  training  as  is  required  in  ob- 
taining success  in  any  of  the  above. 

In  later  years  there  have  been  developed  scientific 
sales  schools  and  clubs.  To-day  most  of  the  larger 
manufacturing  and  commercial  concerns  throughout 
the  country  have  their  own  sales  schools  to  increase 
the  efficiency  of  their  sales  force.  Some  of  the  big 
railroad  companies  are  now  educating  their  employees 
from  the  ground  up — fitting  them  for  positions  of 
responsibility  and  larger  remuneration. 

Selling  goods  is  essentially  a  process  of  the  mind  be- 
tween buyer  and  seller.  Psychology,  as  one  writer 
puts  it,  is  "The  Science  of  the  Mind."  Every  sale 
combines  the  elements  of  mind  over  mind  and  unless 
there  is  a  willingness  of  the  buyer  to  purchase  and  the 
ivillingness  of  the  seller  to  sell  there  can  be  no  sale. 

Let  us  consider  first  some  of  the  qualifications  neces- 
sary for  the  successful  salesman  to  possess  and,  second, 
some  of  the  various  characteristics  of  the  purchaser. 

No  salesman  can  ever  expect  consideration  at  the 
hands  of  his  customer  and  command  his  respect  unless 
he  possesses  self-respect. 

Every  self-respecting  man  has  a  certain  amount  of 
dignity.  This  does  not  mean  he  should  be  independent 
or  egotistical.  A  self-respecting  salesman  has  the 
courage  and  determination  and  faith  in  himself  so  that 
he  can  look  every  man  in  the  face,  and  be  a  true  man 
in  every  sense  of  the  word.  The  salesman  should 
always  bear  in  mind  that  he  is  not  asking  any  special 
favors  from  his  customers  when  he  tries  to  sell  him  his 
goods  but,  on  the  other  hand,  should  try  to  convince 
his  prospect  that  he  is  there  to  render  him  service  by 
selling  him  the  product  that  in  turn  will  prove  profit- 
able to  all  concerned. 

Banish  every  sense  of  Fear,  for  the  salesman  that  is 
conscious  of  any  thought  of  littleness  will  never  suc- 
ceed. If  your  goods  are  right  no  apology  is  necessary 
when  you  try  to  sell  them. 

Cheerfulness,  Politeness  and  Enthusiasm  go  hand  in 
hand.  "As  a  man  thinketh,  so  is  he."  This  is  as 
true  from  a  salesmanship  standpoint  as  it  is  from  a 
moral  or  spiritual  standpoint.  The  man  who  can 
smile  and  does  smile,  the  man  who  is  cheerful  even  in 
the  face  of  disappointment,  is  always  in  greater  de- 
mand than  the  grouch  or  pessimist  who  is  always  look- 
ing on  the  dark  side  of  things.  Kickers  and  knockers 
have  no  place  in  the  business  world.  Many  a  sale 
would  otherwise  be  lost  if  it  were  not  for  the  fact  that 
the  buyer  was  impressed  by  the  pleasant,  good-natured 
attitude  of  the  salesman.  Some  authorities  claim 
that  these  qualities  are  of  as  much  importance  as  a 
knowledge  of  the  goods.  Showing  the  interest  in  the 
welfare  of  your  prospect,  and  working  into  his  con- 
fidence and  good-will,  will  always  bring  its  reward. 

If  your  prospect  is  inclined  to  argue  and  show  his 
resentment,  agree  with  him  for  the  time  being,  and  if 
you  are  tactful  enough,  you  will  soon  have  him  agree- 
ing with  you.  A  little  study  of  human  nature  will 
convince  you  of  this  fact.  A  man's  character  is  often 
expressed  by  the  clothes  he  wears,  the  manner  of  his 
walk,  the  expression  in  his  eyes.  A  judge  of  human 
nature  will  read  a  man'.s  character  in  his  face. 

It  is  essential  that  the  salesman  be  neat  in  his  dress. 


This  does  not  mean  to  be  a  fashion  plate  or  to  wear 
gaudy  clothes,  which  detracts  attention  from  the  real 
man. 

It  is  said  of  the  president  and  salesmanger  of  one  of 
the  greatest  concerns  on  the  continent,  that  in  a  meet- 
ing of  his  sales  force,  numbering  into  the  hundreds,  he 
addressed  a  dozen  or  more  of  his  men,  and  warned  them 
that  unless  they  had  their  clothes  pressed  and  wore  a 
subdued  color  of  a  necktie,  that  their  resignations 
would  be  accepted. 

Soap  and  water  are  cheap,  and  there  is  no  excuse  for 
a  salesman  to  neglect  their  use.  Keep  your  collar  and 
shirt  clean.  Keep  the  body  well  bathed;  a  clean  shave 
each  day;  hair  brushed  neatly  and  trimmed;  teeth  and 
nails  should  always  be  kept  clean.  Pay  strict  atten- 
tion to  your  health.  The  salesman  who  is  careless  in 
all  these  matters  will  be  careless  of  his  business. 

The  use  of  cigarettes  and  liquor  should  be  shunned. 
The  smell  of  tobacco  or  licjuor  on  the  breath  has  lost 
many  an  order  from  a  good  customer  and  in  some  cases 
the  buyer  has  quit  dealing  with  the  house  altogether. 

Experience  has  proven  that  it  is  not  necessary  to  in- 
dulge in  these  habits  or  to  entertain  your  customer  in 
this  manner  in  order  to  get  his  business. 

Hope,  Detennination,  Stick-to-it-iveness  are  just  as 
important  for  the  salesman  to  cultivate  as  any  other 
f|ualifieations.  The  man  with  the  desire  to  be  success- 
ful will  reach  his  goal  sooner  than  the  man  who  never 
hopes  to  attain  the  first  place  in  his  profession.  It  is 
true  some  men  have  their  wish-bones  where  their  back- 
bones ought  to  be,  but  the  man  with  the  definite  aim 
and  purpose  in  life,  the  man  who  is  not  a  drifter,  the 
man  who  aims  at  the  bull's-eye,  is  bound  to  win  the 
prize  of  the  high  calling  of  successful  salesmanship. 
Think  success  and  you  will  be  successful.  The  sales- 
man who  possesses  the  bulldog  spirit,  the  salesman  who 
says  "I  will"  and  "I  can"  is  the  man  who  will  not 
yield  to  opposition,  no  matter  from  what  source  it 
comes — never  let  go  and  when  you  are  sure  you  are 
I'ight — go  ahead. 

This  spirit  will  develop  confidence  in  yourself  and 
nothing  can  stop  you.  Persistence  in  the  right  direc- 
tion if  not  overdone  will  in  most  cases  land  the  order 
that  you  are  so  eager  and  anxious  to  secure. 

TORONTO  FURNITURE  DEALERS  PICNIC. 

A  big  time  is  being  enjoyed,  Wednesday,  July  9, 
as  we  go  to  press,  by  the  Toronto  furniture  dealers, 
who  are  holding  their  first  annual  picnic  and  games, 
at  Scarbora'  Beach.  Hamilton  dealers  are  giiests,  be- 
ing met  at  the  entrance  by  a  pipe  band.  A  dinner  at 
Searboro'  Inn  closed  the  day's  outing.  Some  $1,700 
was  spent  in  prizes  and  amusements. 

THE  BIG  HAMILTON  AFFAIR. 

All  is  now  ready  for  the  big  picnic  at  Hamilton  on 
Wednesday,  July  16.  Both  travelers  and  dealers  are 
working  hard  to  make  the  outing  and  games  a  suc- 
cess. All  the  committees  report  progress,  and  it  only 
wants  a  fair  day  with  clear  Aveather  to  make  the  pic- 
nic the  biggest  success  ever. 


ONE  LITTLE  AD.  WON'T  DO  IT  ALL 

One  step  won't  take  j'ou  very  far,  you've  got  to 
keep  on  walking.  One  word  don 't  tell  folks  who  you 
are,  you 've  got  to  keep  on  talking.  One  inch  won 't 
miake  yoii  very  tall,  you've  got  to  keep  on  growing 
One  little  ad.  won't  do  it  all,  you've  got  to  keep  them 
going. 
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Jones  Bros.  Co.,  Ltd.,  Toronto,  makers  of  show-eases, 
sustained  a  fire  loss  recently. 

The  Kindel  Bed  Co.,  Stratford,  is  preparing  plans 
for  a  +100,000  addition  to  its  factory. 

The  fnriiituje  sfore  of  Jamieson  &  Co.,  of  Hanna, 
Alta..  was  recently  destroyed  by  fire. 

A.  E.  Bali's  furniture  store  at  599  Bloor  Street  West, 
Toronto,  was  damaged  by  fire  recently. 

Pi-aneois  Lavalle,  of  St.  Jean  Port  Joli,  Que.,  furni- 
ture dealer  and  general  merchant,  is  dead. 

The  Manitoba  R.M.A.  convention  has  been  postponed 
because  of  the  strike  at  Winnipeg,  until  August  12. 

G.  D.  Wallace,  Ltd.,  furniture  and  hardware  dealers 
at  Wetaskiwin.  Alta.,  are  succeeded  by  Roulston  Bros. 

The  (!umfy  C'ushion  Co.  has  been  registered  at  Tor- 
onto, as  also  has  the  West  End  Upholstering  and  Fur- 
niture Co. 

Seale  &  Son,  funeral  direetors,  Montreal,  have  dis- 
solved, and  Wm.  Seale  is  continuing  the  business  under 
the  same  name. 

The  Goderich  Mercantile  Co-.,  Ltd.,  recently  organiz- 
ed at  Goderich,  Ont.,  intends  to  manufacture  go-carts, 
baby  carriages,  etc. 

The  Associated  Advertising  Clubs  of  the  World  will 
hold  their  annual  convention  at  New  Orleans,  from 
September  21st  to  25th. 

Mark  Rowe,  of  the  Canada  Furniture  Manuf  icturers, 
Ltd..  has  been  elected  a  director  of  the  Canadian  Credit 
Men's  Association,  Ltd. 

The  Northwestern  Chemical  Co.,  of  Marietta,  Ohio, 
has  located  its  Canadian  factory  at  Ville  St.  Pierre, 
Montreal.    The  manager  will  be  P.  W.  Robinson. 

The  Grand  Rapids  Veneer  Works,  of  Grand  Rapid'i, 
Mich.,  have  been  ar.thorized  by  Ontario  charter  to 
carry  on  business  in  that  Province,  provided  the  com- 
pany does  not  use  a  larger  capital  than  $10,000. 

J.  W.  Borden,  furniture  dealer  of  Lethbridge,  Alta.. 
was  elected  Honorary  Secretary  of  the  Alberta  Retail 
Merchants'  Association  at  tlu^  annual  meeting  of  that 
organization  at  Medicine  Hat. 


WANTED— A  CHAIR  MANUFACTURER. 

An  American  maimfaeturer  of  a  patented  table-chair 
is  looking  for  a  responsible  concern  in  Clanada  to  make 
a)id  sell  thi^  article  in  the  Dominion. 

A  PLUCKY  RESCUE. 

Jack  Harding,  of  the  Standard  Bedding  Co.,  Tor- 
onto, effected  tlie  rescue  of  a  young  lad  from  drowning 
recently  by  jumping  through  the  window  of  the  fac- 
tory and  i)liniging  into  the  Don  River  ami  })nlling  out 
the  young  ehafi. 

The  Standard  I.edding  factory  is  on  Davies  Avenue, 
Avhich  runs  parallel  with  the  Don.  This  is  tiie  fifth  res- 
cue Jack  has  made  in  his  career,  one  of  them  being  the 
saving  of  a  woman  who  was  attempting  suicide,  but 
Jack  didn't  know  that,  and  anyway  the  woman  has 
since  died. 
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THE  furniture  manufacturers  of  Kitchener  have 
adopted  the  "two-in-a-year"  plan  by  conducting 
this  year  a  July  mid-summer  furniture  exhibition. 
This  exhibition  is  being  conducted  from  Mondaj',  July 
7  to  Saturday,  July  19 — two  week.s — in  which  they  hope 
that  dealers  visiting  Kitchener  will  have  ample  time 
and  opportunity  to  look  over  the  products  and  new 
lines  offered  by  the  various  manufacturers. 

Among  the  exhibitors  are  Baetz  Bros.  &  Co.,  Anthes 
Furniture  Co.,  Krug  Fuimiture  Co.,  De  Luxe  Furniture 
Co.,  Lippert  Furniture  Co.,  Geo.  H..  Hachborn  &  Co., 
Waterloo  Furniture  Co.,  Woeller,  Bolduc  &  Co.,  Sny- 
der Bros.,  P.  C.  Brandt  and  D.  Hebner  Furniture  Co. 

Some  Special  Features. 

One  of  the  striking  exhibits  shown  is  that  of  Baetz 
Bros.  &  Co.,  who  are  making  suites  for  breakfast  room, 
diningroom,  bedroom  and  living-room.  These  suites, 
and  as  well  the  individual  items,  are  .shown  in  a  variety 
of  period  styles,  woods  and  finishes.  The  upholstering, 
too,  is  of  varied  designs  and  colorings. 

The  lamp  display  is  both  beautiful  and  extensive,  the 
colored  shades  adding  an  attractiveness  that  is  not 
possible  with  any  other  furniture  line,  and  the  lights 
always  give  the  exhibit  a  presentable  appearance. 

The  H.  Krug  Furniture  Co.'s  display  also  has  at- 
tractiveness as  a  iiarticularly  outstanding  feature. 
This  firm  makes  an  extensive  line  of  high-grade  furni- 
ture, of  which  hand-carved  designs  are  prominent. 

An  exceedingly  fine  show  is  the  range  of  Chester- 
fields. At  first  glance  one  is  struck  bv  their  beauty, 
comfort  and  even  luxuriousness.  Living-room  furni- 
ture generally  of  this  eoinpany  has  a  high  reputation 
and  the  exhibit  bears  out  the  reputation. 

Woeller,  Bolduc  &  Co.,  at  Waterloo,  though  more 
modest  in  their  achievements  than  the  larger  concerns, 
have  a  decidedly  worth-while  exhibit  of  Chesterfields 
and  easy  chairs.  New  coverings  are  much  in  evidence. 
This  firm  prides  itself  on  the  construction  of  its  fur- 
niture. Library  tables  and  living-room  suites  figure 
largely  in  the  Wieller,  Bolduc  exhibit. 

F.  C.  Brandt,  representing  the  Gem  Crib  and  Cradle 
Co..  the  Ontario  Woodenware  Co.  (toys)  and  the  Haw- 
thorne line  of  baby  carriages,  is  using  his  showroom  on 
Queen  Street  as  an  exhibition  hall  for  samples  of  all 
these  lines.  The  cribs  and  cradles  were  objects  of 
much  attention,  having  special  features  which  com- 
mended themselves  very  highly  to  all  visitors. 


WEEK'S  VACATION  AT  FULL  PAY. 

In  the  shape  of  a  letter  issued  personallv  to  the  em- 
ployer's of  the  Kindel  Bed  Co.,  Stratford,  P.  E.  Kroeh- 
ler,  president  of  that  organization,  has  expressed  his 
api">reciation  of  the  activities  shown  in  the  Stratford 
plant  this  year,  and  he  suggested  that  if  June  was 
made  a  banner  month  in  sales  and  niimber  of  pieces 
shipped  (and  it  was)  that  ho  would  give  the  employees 
a  week's  vacation.  Those  who  have  been  with  the 
company  three  months  will  receive  a  full  week's  pay. 
Those  less  than  tliree  months,  one-twelfth  of  a  week's 
yiay  for  each  week  they  have  worked. 

This  is  .good  stuff  and  Avill  mean  a  I'cal  vacation  foi- 
the  men,  and  proves  their  lovalty.  It  will  ,also  mean 
that  after  a  vacation  thev  will  tackle  their  work  with 
a  vim  that  will  even  make  the  output  for  July  "sit  up 
and  take  notice." 
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BRITISH  TRADE  FAIR  FOR  1920. 

The  British  Industrips  Fair,  1920,  will  be  very  con- 
siderably extended  in  its  scope.  The  arrangements  so 
far  make  it  probable  that  there  will  be  sufficient  space 
for  the  manufactures  of  suitable  Dominion  firms  to  be 
included.  The  Fair  is  confined  to  British  manufactur- 
ing firms,  and  the  definition  of  a  British  firm,  in  this 
instance,  is  a  firm  Avhose  principal  works  and  head 
ofifices  are  situated  within  the  British  Empire,  and 
which  is  not  controlled  by  foreign  interests.  Canadian 
manufacturei's,  therefore,  come  within  that  definition 
and  will  be  eligible  as  exhibitors. 

In  order  to  assist  manufacturers  who  have  no  British 
representatives  to  arrange  for  the  erection  of  their 
stands,  the  Department  of  Overseas  Trade,  Develojj- 
ment  and  Intelligence  will  undertake  the  work  on  their 
behalf,  but  it  will  be  necessary  for  firms  who  have  no 
representatives  to  pay  in  advance  not  only  for  the 
floor  space  applied  for,  but  also  for  the  erection  of  their 
stands. 

The  actual  regulations  for  the  coining  Fair  have  not 
yet  been  drawn  up,  but  there  is  no  doubt  that  they  will 
differ  only  in  minor  details  from  the  regulations  of  the 
fair  recently  held.  A  regulation  which  is  particularly 
important  to  Canadian  firms  is  Regulation  10,  Avhich 
states  that  each  stand  or  exhibit  must  be  in  the  charge 
of  a  competent  representative. 

For  the  coming  Fair  in  London  the  Department  has 
been  fortunate  to  secure  the  Crystal  Palace,  the  largest 
exhibition  building  in  the  world.  The  Fair  in  GlasgoAv 
.is  organized  with  the  support  of  and  iinder  the  auspices 
of  the  British  Government's  Board  of  Trade.  The  Bir- 
mingham committee  are  also  acting  under  the  auspices 
and  with  the  support  of  the  British  Government's  Board 
of  Trade. 
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i  EFFICIENCY  doorway  to  net  profits.  The  | 

I    Robertson  Socket  Head  Wood  | 

1  IVrile  us  for  free  Screw   assures   efficiency.    Used  | 

I  dcmonitralion  by  nearly  all   leading  furniture  | 

I  manufacturers,  etc.  | 

I    P.  L.  Robertson  Manufacturing  Co.,  Limited  I 

I  MILTON    -    ONTARIO  | 
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I    High-Grade  CHESTERFIELDS  | 

I  Re-Upholstering  to  the  Trade  | 

I  SPECIAL    ORDER    WORK  | 

I     Life  Long  Furniture  Co.,  -   -   Ingersoll,  Ont.  I 
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C.  B.  CHATFIELD 

Designer  of  Furniture 
GRAND 

RAPIDS  -        Michigan,  U.S.A. 


The  three  fairs  though  held  in  different  cities  f Lon- 
don. Birmingham  and  Glasgow ),  are  in  reality  one  fair. 
They  are  held  concurrently,  each  fair  representing  a 
specified  group  of  industries,  and  no  one  industry  being 
jieimitted  to  exhibit  at  two  fairs.  In  view  of  the  fact 
ihat  admission  to  the  Fair  is  confined  to  trade  buyers 
only,  the  general  public  not  being  admitted,  it  is  satis- 
factoi-y  to  be  able  to  record  that  about  L5.700  different 
visitors  entered  the  Fair  during  the  eleven  days  it  was 
open  this  year,  and  between  them  placed  orders 
amounting  to  close  on  £2.000,000. 

The  Fair  will  be  open  on  Monday,  23rd  February  .and 
close  on  5th  Msrch.  Copies  of  the  regulations  aiid  full 
particulars  with  regard  to  the  comdng  Fair,  as  Avell  as 
catalogues  of  the  Fair  just  held,  may  be  seen  at  the 
offices  of  the  British  Government  Trade  Commissioners 
in  Canada.  Applications  for  space  by  Ontario  manu- 
facturers should  be  made  through  the  Briti.sh  Trade 
Commissioner's  office  at  Toronto. 


EXHIBITION  OF  FURNITURE  DESIGNS. 

Opening  June  23,  and  continuing  until  Inly  19.  there 
is  now  being  held  at  Grand  Rapids  an  exhibition  of  the 
Gi'aiul  Rapids  Furniture  Designers  Association.  This 
colIec!^ion  was  assembled  in  Grand  Rapids,  and  had  its 
initial  exhibition  at  the  New  York  Metropolitan  ^lus- 
eum  of  Art.  Grand  Rapids  is  having  its  second  exhibi- 
tion, and  afterward  it  is  expected  that  it  will  make  a 
tour  of  the  country. 

This  exhibit  coiisists  of  samples  of  completed  furni- 
ture as  well  as  unfinished  furniture  .shown  in  the  white, 
complete  details,  framed  sketches,  and  samples  of  carv- 
ing. It  is  somewhat  larger  than  the  exhibit  that  was 
shown  in  New  York.  It  is  understood  that  the  Associa- 
tion has  been  asked  to  repeat  this  exhibition  in  the  Met- 
r()i)olitaii  Museum  of  Art  next  year.  It  there  received 
nuich  favf)]'able  comment.  There  are  no  commercial 
features  whatever  connected  with  it,  its  object  being 
l)urely  educational.  However,  instructive  data  refer- 
ring to  the  design,  workmanship,  and  use  of  exhibits 
shown  i.s  furnished. 

Three  illustrated  lectures  are  being  given  in  connec- 
tion witli  this  exhibirioi\: — July  1  :  Hon.  Philo  C.  Ful- 
ler, President  Grand  Rapids  Furniture  Market  Associa- 
tion. Subje!?t:  "Grand  Rapids  and  American  Furni- 
ture." July  8:  W.  G.  Watrous,  Publicity  Expert.  Chi- 
cago. Subject:  "Mei'chandising  and  Advertising  Fur- 
niture." Tllustrated.  July  L5 :  Henry  W.  Frohne.  Edi- 
tor. Subject:  "Better  Furniture,  Better  Homes."  Il- 
lustrated. 


WINDOW  DISPLAY  IDEAS  FOR  SUMMER. 

The  time  to  go  after  business  is  right  NOW. 
There  are  ])lenty  of  dealers  who  can  make  great 
plans  and  invent  great  schemes  for  the  future. 
These  men  are  always  thinking  of  Avhat  they  will  do 
next  week  or  next  month,  but  next  month  never  comes, 
and  the  great  plans  are  never  put  into  execution. 

Anybody  can  think  up  plans  that  would  make  busi- 
ness if  they  were  used,  but  the  successful  man  is  the 
ehap  who  carries  them  out,  who  does  not  stop  with 
planning  and  dreaming.  This  or  any  month  of  the 
summer  need  not  be  a  dull  month  in  the  windows  any 
more  than  the  winter  months.  If  you  think  that  heat 
and  dust  and  flies  and  sunshine  all  combine  to  make  it 
difficult  to  get  up  nice  window  displays  at  this  time  of 
year,  then  a-ou  will  find  also  that  the  summer  offers 
some  advantnges  in  the  window  display  line.  Overcome 
I  he  disadva^'tagos  and  make  use  of  the  advantages. 
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Talking  Machines  in  the 
Furniture  Store 


SOLDIER  SALESMEN  HELP  SELL  MACHINES 
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Their  experiences  can  be  made  an  aid  —  Connecting  up  with  recitals  —  Suggestions  to  dealers 
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TALKING  iiiaehiiie  men  are  now  back  from  the  war 
in  large  Jiuinbers,  and  having  done  their  bit  they 
have  returned  to  their  own  localities,  changing 
from  khaki  to  "civies. " 

Rare  indeed  is  the  talking  machine  dealer  or  depart- 
men  manager  who  is  not  glad  to  welcome  back  the  erst- 
while soldier  to  his  old  job,  or  maybe  a  better  job,  and 
thereby  strengthen  his  organization  by  the  acquisition 
of  one  more  experienced  man.  If  the  returned  warrior 
had  been  a  salseman  and  again  takes  up  his  duties,  it  is 
not  going  to  take  him  long  to  get  back  to  his  old  form 
and  prove  just  as  valuable  as  he  was  before  he  went 
away  to  teach  the  Kaiser  manners.  But  he  will  also 
have  other  qualities  that  should  add  to  his  value  to 
the  store,  if  they  are  properly  realized. 

No  matter  how  callous  or  how  uncertain  the  present 
may  be,  there  is  always  a  strong  attraction  in  the 
stories  the  boj's  are  bringing  back  with  them  from 
France,  of  the  manner  in  which  this  or  that  regiment  or 
division  fought;  of  his  individual  experiences  from  the 
time  the  transport  braved  the  submarines,  to  the  hour 
the  armistice  became  efPecHve. 

To  those  concerns  featuring  concerts  and  recitals, 
and  they  are  numbered  by  hundreds,  the  returned  sol- 
dier, if  he  has  the  ability  to  talk,  and  a  fair  degree  of 
imagination,  can  prove  a  distinct  asset  as  an  enter- 
tainer. The  possible  record  or  machine  buyer  may  at- 
tend the  recital  |)rirnarily  to  learn  something  of  new 
music  offered  in  record  form.  These  same  people  are 
not  averse  to  listening  for  a  half  hour  or  so  to  a  recital 
of  first-hand  experiences  "over  there,"  and  the  return- 
ed soldier  who  can  supplement  his  own  experiences 
Avith  some  more  stories  he  has  heard,  can  frame  up  a 
lecture  that  will  kee])  an  audience  enthralled  for  a 
considerable  period.  Being  a  salesman,  it  would  be  but 
natural  for  the  ex-soldier  to  do  a  little  selling  right 
after  his  lecture,  and  with  the  majority  of  audiences  he 
should  have  no  trouble. 

Throughout  the  war  we  heard  much  of  the  import- 
ance of  music  to  the  fighting  man,  how  it  kept  up  his 
courage,  strengthened  his  morale  and  steeled  his 
nerves.  Advertisements  and  stories  have  time  after 
time  brought  the  fact  home  to  those  who  were  left  be- 
hind, but  if  a  returned  meiuber  of  the  C.  E.  F.  himself 
can  stand  on  the  platform  and  between  record  demon- 
strations and  in  the  midst  of  snmr)le  machines  recite 
what  the  talking  iiiachine  in  the  dugout,  in  the  rest 
camp,  or  in  the  hospital,  has  meant  to  himself  and  the 
members  of  his  particular  outfit,  his  words  will  have 
more  effect  than  reams  of  Avritten  messages. 

In  the  big  debarkation  ports  where  thousands  of  re- 
turned soldiers  are  seen,  the  individual  may  not  at- 
tract a  great  deal  of  attention,  but  in  the  inlaml  cities 
and  towns,  where  the  returned  soldiers  ai-e  confined 


lar  towns  for  the  great  adventure,  the  individual 
is  a  hero  pure  and  simple,  and  the  talking  machine 
dealer  can  quiet  any  qualms  of  conscience  he  may  feel 
about  what  may  appear  to  be  trading  on  patriotic  fer- 
vor by  the  thought  that  he  is  giving  the  soldier-sales- 
man an  opportunity^  to  do  more  business  and  earn  more 
commissions. 


BE  THE  LIVE  WIRE  IN  TOWN. 

Are  you  Avaiting  for  some  one  to  push  you  into  suc- 
cess? 

Success  is  in  your  own  hands,  if  jon  will  only  try 
the  experiment  of  being  a  live  wire.  Branch  out  on 
your  own  initiative.  If  you  do  anything  musical — or- 
ganize a  musical  history  class,  or  sing  at  a  soldiers' 
benefit,  or  train  a  children's  chorus — insert  the  an- 
iiouncement  in  the  local  papers.  Local  news  is  always 
welcome.  But  send  or  take  the  items  there  yourself. 
Don't  Avait  for  a  good  fairy  to  do  it  for  you. 

Should  a  singer  or  aeeompanist  be  needed  at  a 
musical  or  concert  bob  up  and  volunteer.  And  do  not 
shy  at  a  "thank  you"  i)roposition.  Every  business 
grows  by  its  free  samples.  Identify  yourself  with  the 
music  of  your  toAvn  in  every  active  manner  that  com- 
mends itself  to  you.  Push  along  other  people's  good 
Avork  as  Avell  as  your  oAvn,  knoAving  that  in  so  doing  you 
are  helpiiig  to  raise  the  standard  of  things  musical  in 
a  broacler  Avay  i^erliaps,  thaii  yon  realize. 

Stand  squarely  on  your  OAvn  tAVO  feet,  chest  high,  and 
snirit  courageous.  Be  sure  of  yonv  goods  and  deliA^er 
Iheni  in  a  firm,  confident  manner  that  will  convince  the 
public  of  their  Avorth.  And  remember  that,  as  every 
bit  of  steel  that  goes  into  construction  Avork  is  tested, 
so  is  the  ncAv  teacher  tried  out.  Prepare  to  stand  the 
test.    Be  a  liA^e  Avirc. 


WHAT  THE  PHONOGRAPH  DID. 

The  p]'o))l('iii  of  the  convalescent  soldier  is  one  that  is 
closely  associated  Avith  music  in  the  minds  of  many 
thouglitful  students  of  reconstruction  problems.  Again 
and  again,  from  the  hospitals  of  France  and  England 
come  stories  of  the  use  of  music  for  shell-shocked  minds 
and  nerves.  One  army  nurse  recently  recounted  the 
story  of  a  fine,  young  French  officer  who  Avas  brought 
i)ito  the  hospital  Avliere  she  Avas  stationed,  suffei'ing 
from  the  loss  of  both  speech  and  hearing.  He  conld 
not  hear  the  roar  of  the  big  guiis  nor  the  loudest  shout. 
Finally  some  one  suggested  trying  him  with  music,  and 
a  record  of  the  "Marseillaise"  Avas  put  on  the  phono- 
gi'aph  in  his  Avard.  To  the  astonishment  of  every  one 
pi'esent  he  began  to  sing  as  soon  as  the  opening  bars 
of  the  song  had  been  played,  si)eech  and  hearing  re- 
turiunt!'  si;nultaneously.  The  medical  explanation  was 
that  tlie  music  set  in  vibration  certain    nerves  that 
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Window  Display  for  Talking 
Machine  Dealers 
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The  talking  machine  dealer  is  often  judged  by  the 
character  of  his  window  and  store  equipment,  said  some 
person  recently.  We  are  not  concerned  much  about 
who  said  it,  but  we  are  or  should  be  concerned  about 
what  Avas  said. 

Elbert  Parsons  in  "The  Talking  Machine  World" 
had  something  to  say  on  this  topic  recently,  showing 
how  modern  ideas  in  window  display  and  store  equip- 
ment paid  big  profits.   His  comment  was: 

"Variety  is  the  spice  of  life"  is  an  old  saw  which 
was  never  so  true  as  when  applied  to  window  and  in- 
terior arrangement  of  talking  machine  stores.  Now  I 
am  going  to  put  some  pointed  questions  to  you.  First 
of  all,  is  that  windoAV  of  yours  going  to  present  the 
same  familiar  appearance  this  summer  that  it  has  for 
the  past  six  months? 

It's  a  pertinent  ipiestion,  isn't  it,  particularly  when 
you  bear  in  mind  that  the  leading  talking  machine  com- 


The  time  is  then  ripe  for  action — for  change.  You 
are,  unless  your  attention  is  called  to  it.  very  apt  to 
become  "accustomed  to  things,"  and  it  is  "bad  busi- 
ness"— this  "becoming  accustomed."  The  public's 
taste  runs  to  variety— that  is  a  pretty  well  established 
truism  by  this  time.  It  is  your  business  to  increase 
your  business  by  catering  to  the  tastes  of  the  public. 
Yon  owe  it  to  yourself  and  to  your  busincjs.  In  fact, 
you  can  never  hope  to  be  successful  bevond  a  small 
de  gree  unless  you  have  sufficient  psychology  in  your 
make-up  to  realize  that  the  man  is  judged  by  his  store, 
and  that  the  infrcjuently  changed,  ill-kept  window  is 
the  most  positive  proof  of  a  store  being  run  by  a  man 
who  has  poor  business  tact  and  ability. 

People  in  your  community  do  not  care  to  deal  with 
such  a  store ;  they  are  apt  to  go  elsewhere — to  the  man 
who  believes  that  "the  Avindow  oft  proclaims  the  man" 
and  sjiend  their  money  for  talking  machines  and  re- 
cords in  pleasing  environment. 

Change,  individuality,  variety — call  it  what  you  will 
—always  appeal,  and  the  dealer  who  will  succeed  is  he 
who  realizes  this  fact  not  only  as  applied  to  his  win- 
dow, but  to  the  entire  interior  arrangement  of  his  store. 

In  many  cases  il^  might  be  well  to  create  a  general  up- 
heaval of  store  traditio]i,>:  and  install  modern  ideas  of 


A  vase  of  tlo.vers  or  some 


siiininery    llavur  1( 


tli(    most    ordinary    window  display. 


panics  are  spending  thousands  of  dollars  in  preparing 
special  window  displays  that  are  well  worth  the  con- 
sideration of  dealers  who  desire  to  get  "out  of  the 
rut" — to  interest  the  public  in  the  fact  that  they  are 
alive  and  up-to-date — for  in  presenting  something  orig- 
inal and  striking  the  men  who  conduct  a  store  are  ad- 
vertised to  the  public  as  progressive. 

It  is  true  that  talking  machine  dealers  in  larger 
cities  and  in  the  principal  streets  are  believers  in  oft- 
changed  windows  and  attractively  arranged  stores,  but 
take  some  of  the  smaller  toAvns  and  the  less  fre(|uented 
sections  of  the  cities,  and  there  are  dealers  who  seem, 
to  be  absolutely  indifferent  to  the  value  of  their  win- 
dows and  to  the  fact  that  they  have  at  tbeir  disposal 
displays  that  might  afford  evidence  to  their  enterprise 
if  they  were  disposed  to  take  advantage  of  them. 

You  can  pass  those  small  stores  for  months  at  a  time 
and  window  displays  are  unchanged;  machines  and  re- 
cords are  dusty  and  i)oor!y  placed,  and  there  is  a  gen- 
eral air  of  indifference  to  one  of  the  most  profitable 
means  of  interesting  the  public  in  the  store. 


equiinnent  throughout — ideas  that  will  make  the  store 
a  more  attractive  place  for  people  to  trade  in;  a  place 
Avhere  they  will  visit  more  frequently,  and  where  they 
Avill  feel  at  home. 

The  Avar  is  noAV  over,  and  Ave  can  prepare  for  a  good 
long  stretch  of  prosperous  times,  hence  hustle  things 
around  right  aAvay.  Let  no  moss-groAvn  policy  pre- 
vail. 

Fix  up  your  Avindow  and  your  store  so  that  it  AA'ill 
stand  out  as  a  model — as  an  example  that  Avill  be  talked 
about  in  the  neighborhood.  Be  individual  and  progres- 
siA^e — particularly  so  if  you  are  living  in  a  community 
where  merchants  are  indifferent  to  the  A^alue  of  Avindow 
and  store  arrangement.  Remember  that  it  is  not  the  lo- 
cality that  counts  as  much  as  the  store.  The  attraetiA'-e 
talking  machine  store  can  dominate  the  locality,  and 
every  penny  spent  for  freciuent  AvindoAV  displays  and 
artistic  interior  arrangements  Avill  pay  a  big  profit.  It 
may  be  said  this  is  an  old  topic,  but  the  subject  is  one 
that  is  well  Avorthy  of  being  reiterated  and  emphasized. 
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CARE  OF  PHONOGRAPH  RECORDS. 

The  longevity  of  phonograph  records  may  be  doubled 
if  proper  care  be  exercised  in  their  use,  and  dealers 
can  be  of  benefit  to  their  customers  if  they  will  but  pass 
on  to  them  hints  that  will  make  them  keep  their  talking 
jnaehines  and  records  more  often  in  mind. 

When  we  have  the  privilege  of  listening  to  the  great 
artists  through  the  medium  of  the  record,  we  should 
see  to  it  that  the  reproduction  is  perfect,  as  far  as  our 
care  of  the  machine  and  ]-ecord  may  make  it.  Nothing 
can  be  so  irritating  as  to  listen  to  an  otherwise  artistic 
]u'rformance,  than  to  one  on  a  record  which  produces 
a  grating,  grinding  sound.  Too  many  people  blame  the 
machine  in  an  instance  like  this,  when  the  fault  lies  in 
Iriek  of  care  for  their  records,  assuming  of  course  that 


-\n  Olid  background  used  to  show  up  a  single  instrument. 

their  machine  is  cared  foi'  and  in  order.  Before  using 
a  record  it  is  well  to  examine  it  carefully.  If  there  be 
any  fault,  it  may  be  that  the  record  is  badly  worn,  the 
deep  grooving  usually  being  the  cause  of  the  gritty 
sound  produced.  If  the  following  advice  is  applied,  it 
should  have  the  effect  of  making  your  machine  a  real 
musical  instrument. 

First,  see  to  it  that  the  turntable  of  your  phono- 
graph is  revolving  at  the  correct  number  of  revolu- 
tions per  minute,  so  as  to  secure  the  proper  tempo  at 
v.'hich  certain  comjjositions  should  be  played.  If  doubt 
arises  on  this  sub.ject.  any  reliable  dealer  will  be  glad 
to  supply  information. 

Second,  always  clean  off  your  record  before  playing. 
Use  clean,  soft  cheese-cloth  for  this  purpose  with  a  very 
little  oil  on  it — not  enough  to  grease  the  record,  but 
just  enough  to  lift  the  dust  and  lint. 

Third,  when  using  steel  needles,  change  each  time 
after  i)laying.  Wlien  using  jeweled  needles,  wipe  the 
dust  off  each  needle  ever  time. 

Fourth,  never  let  a  record  rub  against  a  hard  sur- 
face of  the  turntable,  it  should  b:'  replaced  in  a  stiff 
cardboard  envelope  or  record  album. 

Strict  observation  of  the  foregoing  rules  v/ill  double 
the  life  of  all  records  while  securing  one  hundred  per 
coit.  of  pleasure  to  their  happy  possessor. 


PHONOGRAPH  AS  MUSICAL  EDUCATOR. 

Much  has  been  said  'about  the  educational  vilue  of 
the  moving  ])ictures  and,  unfortunately,  nnich  of  the 
lalter's  talked  of  value  has  proved  illusory.  Little  has 
hof^n  said  of  the  photiograyih  as  a  factor  in  musical  edu- 
Cfition  and  at  the  present  time  it  seems  to  lie  Avith  the 
luauufaeturer  of  records  whether  the  phonograph  re- 
mains a  toy  and  a  luxury  or  becomes  a  real  means  of 
musical  develojnnent.  There  is  not  now,  and  there  has 
never  been  such  a  means  of  teaching  music  to  the  gen- 


eral public — and  yet  it  seems  that  the  record  makers 
do  not  always  remember  that  they  have  a  duty  to  per- 
form to  the  public,  as  well  as  money  to  earn. 

Why  are  there  not  more  records  of  newer  and  less 
known  works  on  the  market  ?  Why  are  not  some  of 
the  ancient  miracles  made  available  through  the  phono- 
graphic medium?  Must  we  ahvays  confine  ourselves 
to  the  cheap  and  the  banal?  Must  an  eminent  violinist, 
for  instance,  sewn  up  in  an  exclusive  contract,  give  us 
his  art  via  a  popular  sentimental  song  that  will  bec3me 
stale  in  a  month,  when  there  are  so  many  beautiful 
works,  old  and  new,  clamoring  for  performance 
through  his  art? 


NEARLY  ATE  THEM 

A  fussy  little  man  hurried  into  a  restaurant  and  ex- 
citedly said  to  one  of  the  waiters: 
"Were  you  here  half  an  hour  ago?" 
"Yes,"  the  waiter  replied. 
"And  did  you  wait  on  me?" 
"I  rather  think  I  did." 

"Well,  I  lost  something  when  I  was  in  here." 
"What  was  it?" 

"A  half  dozen  small-sized  disc  records." 
"I  have  them  right  here  back  of  the  counter  for  you, 
but  they  are  a  trifle  mussy. " 
"What  d'.ye  mean,  mussy?" 

"You  left  them  there  on  a  plate  and  the  next  gink 
who  came  in  poured  syrup  on  them,  thinking  they  were 
a  stack  of  Avheats." — Youngstown  Telegram. 


BOWERY  NOW  SELLING  TALKING  MACHINES. 

New  York's  Bowery,  renowned  of  old  for  many 
things,  is  now  attracting  notice  for  its  increased  busi- 
ness in  talking  machines.  The  music  stores  are  full  of 
machines  of  different  models  and  makes,  not  the  small 
machines,  but  the  more  pretentious  ones  selling  for 
$100  and  up.  Dealers  on  that  thoroughfare  say  that 
many  people  are  buying  the  high  priced  machines. 


ALASKA  EMPLOYEES  OUTING. 

The  annual  ])icnie  of  the  Alaska  Recreation  Club, 
Monti-eal,  was  held  on  Saturday,  June  14th,  at  Laval- 
trie.  The  steamer  "Three  Rivers"  was  chartei'ed  for 
the  day,  and  the  party  numbered  in  all  neai'ly  4.50. 
They  left  Victoria  pier  at  9  a.m.,  and  the  sail  down  the 
St.  Lawrence  was  a  most  delightful  one.  Lavaltrie  was 
reached  about  noon,  where,  after  luncheon,  games, 
races,  etc.,  were  indulged  in,  and  altogether  a  most  en- 
joyable day  was  spent. 

Among  other  items  of  the  program  was  a  baseball 
match  between  the  Alaska  Recreation  Club  team  and 
the  employees  of  Layton  Bros.,  piano  dealers.  OAving 
to  the  lateness  of  the  hour,  the  game  Avas  called  at  the 
end  of  the  5th  inniiig.  Avith  the  Alaska  boys  shoAving  a 
very  substantial  lead. 

During  the  return  journey,  the  prizes  Avon  Avere  dis- 
tributed to  the  lucky  Avinners.  The  orchestra  dis- 
pensed SAveet  music  and  the  finale  Avas  celebra<^ed  by  a 
real  thunder  storm  AA^hich  greeted  the  picnickers  on 
their  arrival  in  Montreal  at  10  p.m.  The  under- 
taking Avas  in  every  Avay  a  most  successful  one. 

The  officials  of  the  Alaska  Recreation  Club  are  as  fol- 
loAvs: — Hon.  President.  J.  H.  Shei'rard  ;  Hon.  President, 
Richard  BradshaAv;  President,  Roland  Gomery ;  Vice- 
President,  Geoi'ge  Buckley;  Vice-President.  Leo.  Flana- 
gaji ;  Committee,  W.  Dvibuc,  A.  Healey,  T.  Kearney.  E. 
Leger,  G.  Ijightfoot. 
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THE  history  of  furniture  is  necessarily  the  history 
of  civilization,  it  also  being  essential  to  intro- 
duce a  few  architectural  features  to  explain 
period  designs.  Beginning  with  the  Egyptian,  4000  B. 
C,  the  materials  used  were  stone,  metal,  reeds  and 
leather,  the  insignia  of  Egj^pt  being  the  globe  surround- 
ed hy  two  asps,  Avith  the  conventional  wide  eagle  wings 
at  the  sides.  The  motifs  of  design  were  the  feather,  the 
palm  and  the  lotus;  the  feather  representing  freedom; 
the  palm  victory  or  peace,  and  the  lotus,  the  first  flower 
to  bloom  after  the  receding  of  the  waters  of  the  Nile, 
signifying  immortality. 

The  columns  of  the  early  temples  were  constructed 
of  reeds  fastened  together  by  cords  or  strips  of  leather, 
and  when  eventually  the  columns  were  made  of  stone, 
the  same  indication  of  the  reeds  and  the  rope  fasten- 
ings were  shown  in  the  designs.  The  first  piece  of 
furniture  of  which  we  have  record  is  the  working  stool, 
used  by  men  working  on  the  stone  work  of  the  temples. 
The  second  article  that  made  its  appearance  was  a 
stand  holding  a  vase  or  dish,  used  for  holding  Avater 
or  food,  and  finally  a  table  constructed  of  reeds,  fast- 
ened together  with  strips  of  leather,  and  with  a  flat 
top.  The  excavations  of  the  pyramids,  catacombs  and 
labyrinths  have  brought  to  light  these  early  articles  of 
furniture.  Egyptian  decoration  was  highly  colored,  as 
is  to-day  the  work  of  barbarous  or  semi-barbarous  na- 
tions. 

The  styles  of  architecture  of  Assyria  and  ancient 
India,  2000  B.C.,  Avhen  articles  were  constructed  of 
.stone,  cypress,  sycamore  and  bronze,  were  very  similar 
to  the  early  Egyptian  or  Babylonian  styles.  In  addi- 
tion to  using  the  early  Egyptian  column,  the  Assyri- 
ans utilized  the  figures  of  the  sacred  bull,  in  a  crouch- 
ing position  for  the  capitals.  The  lotus  flower  was 
used  extensively  in  decoration — and  it  was  without 
doubt  the  origin  of  the  French  fleur-des-lis.  The  Ara- 
bian, Turkish  and  Moorish  styles  carried  out  the  same 
general  motifs  of  decorations  as  the  other  contempor- 
aneous countries. 

India,  China,  and  Japan,  with  its  Buddhist  religion, 
naturally  have  very  similar  styles  of  decoration.  Chin- 
ese art  dates  back  to  .3500  B.C.,  with  'Confucius  500  B. 
C,  and  the  Japanese,  1200  B.C.,  the  materials  used  be- 
ing teakwood,  ebony,  ivory,  rosewood,  bamboo  and  lac- 
quer work.  The  predominant  feature  of  design  was 
the  dragon.  Practically  all  the  pictures  which  yve  find 
upon  screens,  utilized  for  the  interiors  of  houses,  Avere 
decorated  in  one  of  the  folloAving  motifs;  heaven  was 
represented  as  round,  with  conventional  clouds  in  the 
lower  left  hand  corner  of  a  circle.  This  represented  the 
positive — or  male.  Earth  was  represented  as  square — 
the  neg^itive  or  female.  The  picture  Avould  include  the 
ocean,  the  mountains  or  earth  and  the  sky — the  result 
being  the  universe. 

A  Japanese  example  of  a  teakwood  table,  which 
shows  the  origin  of  the  cabriole  or  curved  French  leg 
with  a  claw  foot,  is  the  first  instance  that  Ave  have  of 
this  type  in  history.  A  Chinese  table  is  represented  by 
an  inlaid  and  lacquered  octagon  stand.  These  articles 
of  furniture  have  been  made  for  thousands  of  years, 
with  little  or  no  change. 


THE -PRESS  AND  THE  FURNITURE  TRADE. 

Speaking  at  a  recent  lumberman's  convention,  one  of 
the  speakers,  according  to  the  Chicago  Furniture 
Journal,  blamed  the  motor  car  for  the  curtailment  in 
the  sa.'e  of  lumber,  Avhich  has  been  more  and  more  ap- 
parent during  the  last  fcAv  years.  "The  motor  car  has 
done  more  to  curtail  the  u.se  of  Avood  than  all  the  sub- 
stitutes combined,"  he  .said.  "Millions  of  dollars  that 
should  be  going  into  improvements  on  farms,  new 
buildings  and  homes  are  noAv  going  into  the  purchase 
of  motor  cars." 

No  Soubt  the  furniture  trade  has  also  suffered  from 
the  same  cause.  Much  money  that  Avould  be  spent  in 
home  furnishings  is  .spent  on  automobiles.  "If  we  can 
not  have  both  home  and  auto,  we'll  have  an  auto," 
seems  to  be  the  general  idea,  and  the  chooser  sails 
around  in  his  glory  for  a  feAV  hours,  and  then  lives  a 
hand-to-mouth  existence  in  every  other  AA-ay. 

Perhaps  this  is  largely  due  to  the  vast  amount  of 
publicity  given  the  automobile  by  the  press,  and  it  is 
undoubtedly  also  partly  due  to  the  splendid  organiza- 
tion of  the  industry.  When  the  public  press  is  filled  to 
repletion  with  pictures  and  Avrite-ups  of  the  various 
makes  of  cars,  AA-hen  picturesque  photographs  of  scenic 
beauties  to  be  reached  by  automobile  are  shown  on 
every  page,  Avhen  a  Avhole  section  of  the  Sunday  ncAvs- 
paper  is  devoted  to  the  .splendors  of  the  great  national 
highAvaj-s,  the  tourist  hotels  and  all  the  other  allure- 
ments to  the  autoist,  it  is  small  Avonder  that  the  psycho- 
logical effect  on  the  mind  of  the  mere  human  is  to 
create  a  wild  desire  for  a  benzine  Avagon. 

There  is  no  question  that  furniture  plays  a  far  more 
important  part  in  the  lives  of  the  people  than  do  auto- 
mobiles. They  have  to  live  Avith  their  furniture  more 
or  less  continuously,  AA'hile  the  auto  affords  only  an  oc- 
casional treat,  and  the  comfort  and  pleasure  they  cou'd 
obtain  from  the  first  Avould  in  the  long  run  bulk  up 
much  larger  than  that  obtainable  from  the  latter,  if 
equal  care  and  enthusiasm  Avere  devoted  to  its  selec- 
tion. 

Then  Avhy  cannot  the  press  give  equal  space  to  the 
styles  and  qualities  of  furniture?  As  a  matter  of  fact, 
it  doesn't  give  any.  We  have  in  Chicago  an  annual 
automobile  shoAv,  and  a  semi-annual  furniture  shoAv. 
Last  January  they  happened  to  be  co-incident.  Page 
after  page  of  the  Chicago  daily  papers  Avas  given  over 
to  the  doings  at  the  Coliseum,  but  there  Avas  not  one 
single  reference  to  the  furniture  exposition  beyond  the 
mere  annonneement  that  it  and  a  number  of  other  con- 
A^entions  Avere  being  held. 

Why  is  the  furniture  business  absolutely  ignored  by 
the  newspapers?  Is  it  because  they  think  they  Avill  get 
anyway  the  furniture  advertising  that  is  being  done? 
This,  it  is  true,  does  not  equal  in  volume  that  of  the 
automobile  industry.  It  is.  hoAVCA^er,  Avell  Avorth  some 
consideration,  and  it  is  regular  and  sure.  It  seems, 
therefore,  that  a  concerted  effort  ought  to  be  made  by 
the  furniture  trade  to  get  the  newspapers  to  take  more 
interest  in  this  important  field.  Not  only  in  the  larger 
cities,  but  in  smaller  places,  the  steady  furniture  adver- 
tiser ought  to  insist  that  the  ncAvspapers  Avhich  he 
patronizes  giA^e  as  much  space  to  the  things  that  go  into 
every  home  as  they  do  to  the  luxuries  that  compara- 
tively fcAV  can  enioy.  Perhaps  this  is  a  subject  that 
could  be  taken  up  at  some  of  our  furniture  meetings. 


Almost  every  woman — whether  she  heads  a  modest 
little  household  or  is  mistress  of  a  mansion — is  at  heart 
a  home-maker  and  a  home-keeper.  Feminine  minds  are 
susceptible  to  the  home  appeal  aUvays. 
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Many  Furniture  Dealers  are  Selling 

PHONOLAS 


Model  "Princess"  $200.00 


Progressive  furniture  merchants  know 
that  the  phonograph  is  just  as  much 
a  household  necessity  as  a  bed  or  table. 
Hence  the  need  for  a  talking  machine 
department  with  a  line  of  dependable 
instruments  and  records. 

You  can  sell  Phonola  talking  machines 
and  Phonola  records  with  every  confi- 
dence that  they  will  be  satisfactory  in 
tone,  finish,  and  equipment. 


Phonola  Retail  Prices 

Style— Organola  $375.00 

Prince   250.00 

Princess   200.00 

Grand  Duke  165.00 
Duke  135.00 

"       Duchess   105.00 

B  69.00 
«  "      G  27.50 

Usual  discount  off  these  prices  to  the  trade 


The  Phonola  Company  of  Canada,  Limited 

KITCHENER  ONTARIO 
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The  Standard  Vault 

THE  MAXWELL 


Manufactured  Exclusively  of  Copper  Bearing  Steel 

This  material  is  now  acknowledged  quite  generally  to  be  the  most  rust- 
resistant  steel  or  iron  available  for  the  manufacture  of  steel  vaults. 

Its  Superiority 

authoritatively  proven  by  recent  comparative  tests,  has  been  acknowledged 
by  the  many  manufacturers  who  have  adopted  it. 

We  were  among  the  first.  Many  others  will  follow. 

We  Are  Pleased  to  Announce 

that  all  our  goods  are  now  constructed  exclusively  of  this  material,  and 
that  recent  reductions  in  the  cost  of  same  will  enable  us  to  do  this  with- 
out any  advance  over  our  regular  list.    Write  your  dealer  for  prices. 

As  we  have  been  using  Copper  Bearing  Steel  for  the  past  five  years  in 
our  D>ell-knoT}}n  and  justly  celebrated  Copper  Alloy  Vault,  we  are  now 
in  a  position  to  use  it  exclusively. 

We  are  offering  it  in  our  Regular  Aluminum  and  Gold  Finish  at  our 
regular  list  price.  If  desired  in  the  Copper  Bronze  Finish  with  White 
Enamel  Interior,  there  will  be  an  extra  charge  of  three  dollars  for  the 
adult  sizes.    Carried  in  stock  by  all  leading  jobbers.    Write  for  prices. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 
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Undertakers'  Department 


Problems  affecting  the  Underial(ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


WESTERN  CANADA  ASS'N  CONVENTION 
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Fifteenth  annual  meeting — Reports  and  addresses — Lectures  by  Prof.  Hohenschuh — The  entertainment  side 
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THE  fifteenth  annua!  convention  of  the  Western 
Canada  Funeral  Directors  and  Embalmers  Asso- 
ciation was  held  in  Manitoba  Medical  College, 
corner  of  Bannatyne  Avenue  and  Emily  Street,  Win- 
nipeg, on  July  2,  3  and  4. 

President  A.  S.  Bardal,  of  Winnipeg,  was  in  the 
chair,  and  there  was  a  full  complement  of  officevi  pres- 
ent— Vice-presidents  J.  Kerr,  Winnipeg,  and  Geo. 
Paull.  Swan  River,  and  Secretary-Treasurer  A.  B. 
Gardiner  of  Winnipeg.  D.  R.  Orr,  of  Portage  la 
Prairie,  was  an  efificient  sergeant-at-arms,  and  the  con- 
vention was  graced  by  the  jiresence  of  Honorary  Presi- 
dent A.  Broadfool,  of  Moose  Jaw. 

Satisfactory  reports  were  presented  and  auditors  R. 
J.  Burland.  Rapid  City,  and  S.  G.  Simpson,  Neepawa, 
certified  to  the  correctness  of  the  books  and  accounts. 

The  convention  was  called  to  order  at  9. .SO  on  Wed- 
nesday, July  2.  Following  was  an  invocation  and  an 
address  of  welcome  by  a  representative  of  the  Winni- 
peg City  Council.  This  latter  was  responded  to  by  R. 
J.  Campbell,  of  Brandon. 

Following  this  Avas  the  introduction  of  Prof.  W.  P. 
Hohenschuh,  of  Iowa  City,  Iowa,  who  delivered  a  strik- 
ing and  illustrating  address  covering  his  subject  mat- 
ter of  the  convention.  The  next  hour  was  given  up  to 
the  officers'  reports  and  appointment  of  committees. 
The  profess(^r  filled  out  the  rest  of  the  morning. 

The  afternoon  program  was  given  over  to  two  lec- 
tures by  the  ])rofessor:  report  of  membership  commit- 
tee; the  reception  of  the  new  members;  and  an  ad- 
dress delivered  by  W.  R.  Orr.  of  Portage  la  Prairie.  A 
(|uesti()n  box  bee  under  the  superintendeney  of  the 
President  was  a  good  feature  and  cnused  much  discus- 
sion by  the  members,  so  much  so  that  the  bee  was  taken 
up  the  following  morning,  follovring  the  Professor's 
add  ress. 

The  second  driy's  session  was  given  over  to  general 
business,  and  in  the  afternoon  the  presentation  of  re- 
ports of  Uie  committees  and  nomination  and  election 
of  officers. 

The  morning  of  the  third  and  final  day  was  taken 
up  by  examinations,  under  the  examining  board  of  the 
Provincial  Board  of  Health,  the  members  of  which  are: 
A.  B.  Gardi)ier.  R.  J.  Campbell  and  Dr.  G.  Bell. 

Unfinished  business  was  next  disposed  of  and  at 
noon  the  convention  adjourned  to  accept  the  hospital- 
ity of  the  local  supply  houses. 


Professor  Hohenschuh 's  course  of  lectures  at  the 
convention  covered  these  topics.  Blood  discolorations, 
circulation  and  respiration,  anatomy  of  organs  of  cir- 
culation, cavity  preservation,  arterial  embalming,  bac- 
teriology for  embalmers,  decomposition,  communicable 
diseases  and  disinfectants,  post  mortem  cases,  cosmet- 
ics and  demi-surgery. 


WINDSOR  FIRM  REMODELS  PARLORS. 

A.  J.  Janisse  Bro..  funeral  directors  and  embalmers, 
at  133-135  Sandwich  Street  East,  Windsor,  Out.,  have 
just  finished  re-vamping  their  premises.  A  new  chaple 
is  one  of  the  features.  It  is  15x30  feet,  with  tiled  floor. 
The  morgue,  12x12  feet,  also  has  a  tiled  floor  and  off 
this  are  two  vaults. 

A  reception-lounging  room  5x15  feet,  tiled  floor,  and 
furnished  with  easy  chairs  and  couches  is  an  added 
feature.   Palms  give  a  tone  to  the  room. 

A  new  motor  hearse,  mounted  on  a  Studebaker 
chassis  has  been  added  to  the  equipment.  The  firm,  too, 
is  now  making'  its  own  cloth  caskets. 


Dr.  G.  W.  Ferguson  and  Mrs.  Ferguson  have  again 
taken  up  summer  cpiarters  at  Balmy  Beach,  Toronto. 


A.  B.  GARDINKR.  Wimiiifeg 
Wt'stcni   Canuda   A.ssociation ' s  cncrsi'tic  secretary. 
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ALL  READY  FOR  C.  E.  A.  CONVENTION 

niMIMMIIIIIMIIMIIIIIIIIIMIIIMMMIIIIIMIIIMMIIMIIIIIIMIMMHMIIMIIIIIIIIMIIMMIIIIIIMlllMIMIIIIMIIMIMIIMllllllllMIIIIIIIIIMIIIIMIIIMI^ 

Get  together  in  large  numbers,  the  slogan  for  this  year— Program  and  events — Some  of  the  special  features 

liiiiniiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiNiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiii!!^ 


WHY  YOU  SHOULD  COME. 

THERE  are  so  many  features  to  this  year's  Con- 
vention tliat  it  is  advisable  for  members  to  make 
early  arrangements  to  be  present.  Be  sure  to 
take  in  the  picnie  and  games,  on  Wednesdaj^  afternoon. 
They  will  beat  the  "greatest  show  on  earth." 

Every  member  in  good  standing  as  he  registers  at 
Convention  Hall  will  receive  a  complimentary  ticket; 
entitling  him  to  ail  the  privileges  of  the  picnic,  games, 
dinner  and  entertainment. 

Reconstruction  is  in  the  air,  so  this  year's  Conven- 
tion will  be  a  " practical''  one.  Prof.  Renouard  will 
address  in  plain,  understandable  language,  and  will  do 
his  work  along  the  most  scientific  and  up-to-date  lines. 

A  contest  for  a  $100  grip  and  complete  set  of  instru- 
ments will  })e  an  added  feature  to  this  year's  Conven- 
tion, open  to  those  who  attend  the  business  sessions. 
The  drawing  will  take  place  at  the  Island,  the  winner 
being  annou'iced  after  the  dinner. 


ONE  OF  THE  BIG  FEATURES 

This  j^ear  will  be  an  address  on  "Better  Business 
Methods  for  the  Undertaker,"  by  Prof.  Clifford  G. 
Askin,  of  Indianapolis,  Ind.  This  topic  should  be  of 
unusual  interest  to  all  funeral  directors  who  wish  to 
make  a  success  of  their  profession. 

Prof.  Askin  has  spoken  before  a  great  number  of 
State  conventions  across  the  line.  He  is  a  practical  em- 
balmer  and  funeral  director  of  twenty  years  standing. 
He  was  instructor  of  embalming  in  the  University  of 
Michigan,  and  as  well  conducted  an  embalming  school, 
but  had  to  give  them  vip  because  of  pressure  in  his  own 
business. 

The  Professor  has  worked  out  a  large  number  of 
advanced  sales,  office  and  collection  principles  and 
methods:  and  these  are  subjects  on  which  he  talks. 
Those  Avho  have  heard  his  address  speak  of  it  in  the 
highest  terms.   Of  course  you  want  to  hear  him. 

Come  to  the  Convention  and  let  Prof.  Askin  try  to 
solve  your  problems. 

CONVENTION  PROGRAM 
Tuesday,  September  2nd. 

The  Officers  will  receive  members  9  a.m.  to  10.30  a.m. 
10.30  a.m. — ^^Convention  called  to  order  by  President 

Norman  L.  Brandon. 

Reading  of  Minutes. 

:li:illli:i:il!i!MIMIIMIMIM  !lllllllll!IIIIIIIIMIII!llli;nllllllllMIMIIIIMIIIIIIIIIIIIMIIIIIIIIIIIIIII'IIIIIIIIMIIIIIIIIMIMIIIIIMIIIIIMIIIIIMIMJ 

I         CONVENTION  ATTENDANCE  A  PRIVILEGE.  | 

1  I  feel  that  every  eotn'balmer  should  attend  the  con-  | 

I  \ention  every  year.  | 

I  Some  day,  when  we  are  all  perfect  in  our  work  and  | 

I  experience,  nothing  that  mystifies  us,  we  may  stay  at  | 

I  liome,  but  at  the  present  time  there  is  some  benefit  to  | 

I  be  derived  from  the  j)ersonal  experience  of  the  most  | 

I  humble  exponent  of  the  art.  | 

I  To  attend  the  Toronto  meeting  is  a  privilege  which  | 

I  should  be  taken  advantage  of  by  every  Canadian  em-  | 

I  balnier — Chas-  0.  Dhonau  | 

niiMiMiMiiMiiniiiMiiiiiiiiiMijiiiiiiiMiniiiiMiiiniiM:iiiiiiiiiMiiiiMiiiiiiiiiiiMniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiMiiiiiM 


Prof.  Chas.  A.  Renouard  will  give  a  short  introductory 
talk,  covering  the  subject  of  his  lectures  and 
demonstrations. 

Afternoon  Session. 

The  Secretary  will  be  present  at  1.30  p.m. 

1.30  to  2.30 — Open  to  give  members  of  our  Association 
an  opportunity  of  addressing  the  Convention  on 
any  subject  beneficial  to  the  profession. 

2.30 — President's  address. 

Appointment  of  committees. 

3  to  4.30 — Lecttire  by  Prof.  Renouard. 

Embalming;  the  body  and  its  constituents;  putre- 
faction: arteries,  veins  and  capillaries. 

Wednesday,  September  3rd. 

Meeting  called  to  order. 
Secretary's  report. 
Treasurer's  report. 

9.30  a.m. — Special  address  of  important  interest  to 
all  funeral  directors,  by  Prof.  Clifford  6.  Askin.  of  In- 
dianapolis, who  will  give  an  hour's  address  on  "Better 
Business  Methods  for  the  Undertaker,"  a  very  import- 
ant topic  for  those  who  hope  for  success. 

10.30 — Lecture  by  Prof.  Renouard. 
The  blood;  circulatory  systems  of  the  body;  arteries 
and  veins;  use  of  various  arteries  for  injections.  Mod- 
ern embalming  and  removal  of  blood  with  modern  in- 
struments. 

Afternoon. 

Our  big  Annual  Picnic  and  Snack  at  Island  Park. 
Baseball    championship — Funeral    Directors  vs. 
Travelers. 

Races  for  men,  women  and  children,  of  all  ages  and 
sizes. 

Contests  and  stunts  of  all  kinds. 
Tug-of-Avar — Eastern  Ontario  vs.  Western  Ontario 
Funeral  Directors. 

Come  along  and  try  for  some  of  the  beautiful  trophies 
donated  by  the  manufacturers.  Don 't  miss  this.  Come  along. 
All  welcome. 

Following  the  games  we  will  ad.iourn  to  Hotel  Manitou  for 
dinner,  and  to  hear  Jules  Bazil  and  Will  "Whyte  sing  songs  and 
tell  funn.y  tales. 

During  and  after  dinner  the  C.E.A.  Glee  Club  will  give  their 
choruses.  And  at  its  conclusion  the  prizes  will  be  distributed, 
and  the  results  of  the  contests  announced. 

Be  sure  you  are  there.   Boat  leaves  foot  of  Bay  Street  at  1.30. 


Thursday,  September  4th. 

9  a.m. — ^Committee  reports  and  unfinished  business 
10  a.m. — Lecture  b.v  Prof.  Renouard. 

Dropsy  and  its  treatment;  drowning;  gangrene  and  it 
treatment;  infection,  contagion  and  disinfection- 
Bacteriology  as  it  relates  to  the  embalmer;  embalming 
of  infants  with  special  instruments;  autopsies  and 
their  treatment. 
11  a.m. — Nomination  and  election  of  officers. 
General  and  new  business. 
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MOTOR  HEARSES 


Oar  new  plant  at  Stratford  is  now  in  operation,  and  work  on  bodies  started 
in  Toronto  is  rapidly  being  completed.  We  can  now  make  quick  delivery 
on  Hearses,  Ambulances,  Sedans,  and  Service  Wagons;  also  Muter  Tops. 


Funeral  equipment  built  by  the  Wattman-Kalbfleisch  Company  will  command 
the  admiration  of  the  very  best  trade.  We  suggest  that  you  get  our  quotations 
on  your  requirements  at  an  early  date. 

THE  WATTMAN-KALBFLEISCH  CAR  BODY  COMPANY 

LIMITED 

140  MILTON  STREET,  STRATFORD,  ONTARIO 
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Afternoon  Session. 

2  p.m. — Installation  of  officers  by  retiring  president, 

followed  by  eonelusion  of  unfinished  business, 
o  p.m. — ^Concluding  lecture  by  Prof.  Renouard. 

Question  Box,  and  such  special  work  as  may  be 
deemed  advisable. 
Practical  denionstratioii  of  modern  methods  of 
removing  blood  from  any  part  of  body  with  special 
tubes  and  instruments.  New  method  of  cavity  injec- 
tion with  removal  of  gases  and  liquids  from  all  parts 
of  the  body;  modern  methods  of  removing  tissue  gas 
from  chest  and  neck;  rigor  mortis  and  its  meaning; 
discoloration;  poisons  and  their  charaicteristics. 

Friday,  September  5th. 

Examinations  by  Ontario  Government  Board,  com- 
mencing 9  o'clock. 


SCHOOL  PROGRAM. 

It  is  Prof.  Eenouard's  desire  to  have  all  students  pass  the 
Examining  Board;  and  we  want  no  exceptions. 

School  will  open  Tuesday,  August  26th,  .and  will  continue 
for  the  week. 

Your  prompt  attendance  and  careful  attention  at  all 
sessions  will  greatly  help  both  yourself  and  your  teacher. 

•  Below  are  given  a  list  of  subjects  that  will  be  taken  up  at 
the  School  and  Convention: 

LIST  OF  ■LECTURE  SUBJECTS 

Embalming — The  body  and  its  constituents. 
Putrefaction. 

Arteries,  veins,  capillaries. 
The  blood. 

Circulatory  system?  of  the  body. 
Arteries  and  veins  of  the  body. 
The  use  of  the  various  arteries  for  injections. 

Modern  embalming,  and  removal  of  blood  with  modern  instruments. 

Dropsy,  and  its  treatment. 

Drowning. 

Gangrene  and  its  treatment. 
Infection,  contagion  and  disinfection. 
Bacteriology  as  it  relates  to  the  embalmer. 
Embalming  of  infants  with  special  instruments. 
.Autopsies  and  their  trestment. 


Practical  demonstrations  on  bodies  provided  for  this  purpose,  showing 

modern  techniipie  in  treating  black  eyes,  sunken  features,  discolored 

ears,  finger  tips  and  nails. 
Special  demonstration   of  body  of  baby,    showing  modern  technique  in 

these  cases  with  special  instruments  provided  for  that  purpose. 
Demonstration  of  modern  methods  of  removing  blood  from  any  part  of 

the  body  with  special  tubes  and  instruments. 
New  method  of  cavity  in.iPCtion  with  removal  of  gases  and  liquids  from 

all  parts  of  the  body. 
Demonstration   showing  modern   methods   of  removing  tissue   gas  from 

chest  and  neck. 

Provision  will  be  made  to  permit  merabK-rs  to  raise  the  various  arteries 

of  the  body  under  direction  of  the  lecturer. 
Signs  and  tests  oi  death. 
Rigor  mortis  and  its  meaning. 
Medico-Logal  examinations. 

Discoloration  and  its  relation  to  legal  questions. 
Poisons  and   their  characteristics. 


WATTMAN  CO.  OPEN  STRATFORD  PLANT, 

The  W.  H.  Wattman  Car  Body  Co.  report  business 
as  very  heavy,  and  in  a  recent  statement  Mr.  Wattman 
expressed  himself  as  appreciating  very  much  the  pa- 
tience of  customers.  Owing  to  strikes  and  want  of  room 
the  firm  have  been  held  up  in  getting  out  their  orders. 

The  new  plant  at  Stratford  of  th?  Wattman-Kalb- 
fleisch  Co.  is  now  in  operation,  and  the  firm  is  rushing 
the  work  in  hand  as  quickly  as  possible.  One  of  the 
pieces  of  reconstruction  work  recently  undertaken  by 
the  firm  was  a  body  they  built  in  1902  which  was  up- 
set on  the  Hamilton  highway  and  now  this  year  re- 
modelled on  up-to-date  lines. 


TORONTO'S  DEATH  RECORD. 

That  there  were  1,408  deaths  from  influenza  and 
1,307  from  pneumonia  in  1918,  as  compared  with  39  and 
815  respectively  in  1917.  is  reported  in  the  Health  De- 
partment's analysis  of  the  7,635  deaths  occurring  in 
the  city  last  year. 

Other  death  records  are:  Organic  heart  di.seasie,  470; 
cancer,  412:  tuberculosis,  363;  diseases  of  arteries.  282; 
diarrhoea  and  enteritis,  216;  cerebral  hemorrhage, 
apoplexy,  196;  Bright 's  disease.  139;  diphtheria.  97. 


HANG  ME  UP  AS  A  REMINDER 


Now  The  War  Is  Over 

Reconstruction  Is  In  The  Air 

"Get  together  in  large  numbers"  is  the  slogan  for  the  coming  Canadian  Embalmers 
Association  Gsnvention,  September  2,  3  and  4.  (School  sessions  August  26,27,28,29) 

You  form  a  part  of  that  body,  and  vkithout  your  presence  the  Gjnvention  will  not  be 
complete.    See  to  it  that  yourself  and  family  attend  for  reasoiis  of  education  and  mirth. 

Program  will  follov/  in  a  fevv  weeks.  It  wiD  contain  iriformation  about  the  Associ- 
ation, the  School,  the  Gjnvention,  and  the  big  Picnic  and  Games.  Watch  for  it. 


Thu  do€M  not 
apply  to  you 


.lUI-ES  BRAZIL 
.\  merry  little  humorist  who  makes 
a  piano  talk,  and  has  the  happy, 
humorous  faculty  of  making  a 
whole  gathering  .ioin  in  the  merry- 
making. Mr.  Brazil  stands  alone 
as  an  artistic  entertainer. 


Ten  Ways  To  Kill  An 
Association 

1  Don  I  come  lo  (he  raeetifigi. 

2  Bui  if  you  do  come,  cook  Ule. 

3  U  the  weather  docu'l  wil  you.  doo  I  thioli  of  coming. 

4  II  you  do  tltcod  a  meeting,  fad  iauli  with  the  work 
ol  (he  0£c£n  and  other  Man  ben 

5  Never  accept  an  oAce.  at  it  u  euier  lo  ':nticize  than 
to  do  ihiDp. 

6  'Nevertheleu.  get  •ore  if  you  ^re  not  appointed  on  ■ 
Coflunittee.  bul  if  you  are.  do  not  attend  the  Com- 
mittee Meetugi 

7.  II  Asked  by  the  CKainruut  lo  give  youi  opuuOD 
legarding  tome  unportani  tnatlet,  lell  hrni  you  have 
iiolhmg  lo  uy  AJici  the  meeting  tdl  everyoae 
how  thmgi  ought  to  be  done. 

n  l>>  nothing  more  than  u  abwiutcly  r>eceuary.  but 
when  other  membm  rail  up  tbcu  ilewe*  aod 
wiJtingly  uwlWtly.  u*f  theii  abtlity  ">  help  matloi 
along,  howl  that  the  aNoctaboo  u  run  by  •  cbque. 

•)  Hold  back  youi  duct  ai  long  •»  poMible.  ot  doo'l 
pay  al  .11 

I U  Don  I    bother   about  getting  new  mcmbcn— 
"Let  Norman  do  it ' 


WILL  .T.  WHITE 

who  is  rishtlv  termed  "The  Kinjr 
of  Fun  Makers,"  for  Will  ,T.  has 
an  unlimited  repertoire  of  comic 
sketches,  songs  and  monologues, 
and  is  one  of  those  comedians  who 
are   really  fnnny. 


Remember  the  Time— September  2,  3  and  4— and  the  place— Toronto 


July,  1919 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


49 


Without  doubt  one  of 
the  finest  showrooms 
on  the  American  con- 
tinent. 


Caskets  on  display  in 
effectively -illuminated 
large  silent  salesmen. 


Two  private  sales- 
rooms for  exclusive  or 
for  requested  display. 


Hardware,  Robes,  Lin- 
ings, and  Accessories 
displayed  in  special 
departments. 


Reception  room,  fire- 
place— large,  bright, 
cozy,  warm,  homelike 
appearance. 


Quiet,  private  entrance, 
separate  from  factory 
and  business  offices. 


Grand  Announcement 


ONE  0?  THE  OUTSTANDING  FEA- 
TURES OF  'DOMINION  SERVICE,"  AND 
ONE  WHICH  SHOULD  PROVE  A  TRE- 
MENDOUS FACTOR  IN  UPLIFTING  AND 
MAINTAINING  STANDARDS  IN  THE 
PROFESSION,  IS  OUR  NEW  (DOMINION 
MANUFACTURERS,  LIMITED)  SHOW 
ROOM,  SITUATED  AT  109  NIAGARA  ST.. 
TORONTO,  CANADA,  WHICH  WILL  BE 
READY  FOR  THE  CANADIAN  EMBALM- 
ERS'  ASSOCIATION  CONVENTION  IN 
SEPTEMBER. 

A  show  room  approximately  40x100  ft.  perfeetlj^  furnish- 
ed, effectively  illuminated,  and  stocked  with  a  comprehen- 
sive display  of  "DOMINION  SERA^CE  PRODUCTS."  A 
quiet  appropriate  entrance,  private  from  factory  and  busi- 
ness offices,  with  an  air  of  refinement,  that  is  in  keeping 
with  its  purpose.  A  reception  room  large  and  home-like, 
two  private  sales  rooms  Avhere  upon  request,  special  ar- 
rangement or  displays  can  be  shown,  caskets  fully  displayed 
in  large  dxist-proof  silent  salesmen,  casket  hardware,  burial 
robos,  casket  linings,  embalming  sundries  and  accessories 
classified  so  as  to  make  the  best  possible  selection,  whereby  a 
progressive  Funeral  Director,  in  utilizing  these  advantages, 
is  in  a  position,  not  only  to  satisfy  himself,  but  the  require- 
ments of  the  most  exacting  client  from  the  wealthiest  to  the 
man  of  moderate  circumstances. 

All  our  branches  have  their  respective  show  rooms,  but 
our  new  one  at  Head  Office  is  undoubtedly  one  of  the  finest 
on  the  American  Continent.  "DOMINiON  SERVICE" 
show  rooms  are  dollarless  investments  for  you.  You  pay  no 
interest  but  you  obtain  profits  in  proportion  to  the  number 
of  times  you  make  use  of  these  rooms.  They  are  gilt-edged 
securities  and  wise  Funeral  Directors  have  been  investing  in 
them  and  have  reaped  great  gains  from  them  for  many 
years. 

Illustrated  catalogues  and  photographs  have  their  uses, 
and  we  must  have  them,  but  how  much  more  satisfaction  to 
any  customer  in  seeing  the  actual  goods  he  is  going  to  pur- 
chase. Have  your  own  show  room  "up  to  the  minute,"  and 
get  the  full  benefit  of  your  investment.  Common  experience 
proves  that  the  average  person  entering  a  shop  where  goods 
are  well  displayed  buys  something  better  than  he  intended 
to.  Recall  to  your  mind  the  last  visit  to  your  clothier  or  hab- 
erdasher, and  you  will  find  ready  confirmation  to  this  state- 
ment. 

Experienced  salesmen  at  yonv  service,  should  you  desire 
them,  to  help  wait  upon  the  family,  if  you  are  using  our 
show  rooms.  On  the  other  hand  you  can  handle  the  sale 
entirely  by  yourself  and  there  will  be  no  intrusion  on  the 
part  of  Dominion  Service  Salesmen. 

AT  YOUR  SERVICE  AT  ALL  TIMES 


Dominion  Manufacturers,  Limited 


Head  Office  and  Showroom  : 
109  Niagara  St.,  Toronto,  Can. 
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SERVICE 
IN 

DESIGNS 


National  Casket  Co.,  Toronto,  Ont. 

The  aiobe  Casket  Co.,  Limited 
London,  Ont. 

Girard  &  Godin,  Limited 
Three  Rivers,  Que. 


SERVICE 
IN 

QUALITY 


BRANCHES 

The  Semmens  &  Evel  Casket  Co.. 

Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co.,  Limited 
Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co., 
Winnipeg,  Man.  Limited 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin,  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


Reproduction 
of  the 


SPARTAN  GOLD 
SPARTAN  COPPER 


SPARTAN  SILVER 
SPARTAN  BRONZE 


15  most 
wonderful 


No.  602  H  P.-Made  in  any  Spartan  finish.    Upholstered  inside  with 
•Ilk,  and  trimmed  with  No.  1344  Extension  Handle. 

O"*-   SPARTAN  Silver, 

rtiV  1  Copper,  Bronze 

CASKET  HARDWARE  is  in  great  demand.  It  must 
be  giving  splendid  satisfaction,  for  our  sales  are  far  greater 
tfian  we  ever  anticipated.  Our  new  showroom  display  will 
convince  you  that  our  line  is  complete  and  popular. 

"Quality,  Style,  an  J  Finish— Guaranteed  " 

Dominion  Manufacturers,  Limited  iotNla°"/J::~ 
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GAMES  AND  SPORTS. 

The  program  of  the  sports  for  Wednesday  afternoon,  Sep- 
teiiLber  4th,  is  as  follows: 

1 —  A  real  ball  game  between  the  Travellers  and  the  Funeral 
Directors.    Prize — Box  of  cigars  given  by  C.E.A. 

2 —  100  yards,  o])en  to  members  under  25  years. 
1st  prize — Case  of  Canicula  Embalming  Fluid. 
2nd  prize — Box  of  cigars. 

3rd  prize — Confectionery- 

3 —  75  yards,  open  to  members  between  25  and  35  years-  Prizes 
donated  by  Dominion  ^Manufacturers,  Ltd- 

1st  prize — Value  -$6.00- 
2nd  prize — Value  ,$5.00. 
3rd  prize — Value  .$4.00. 

•1 — Old  Boys'  Race,  75  yards,  open  to  members  over  35  years. 
Three  prizes  donated  by  The  8t.  Thomas  Metallic  Vault  Co.. 
Ltd.,  St.  Thomas,  Ont. ' 

5 —  Fat  Man 's  Eace,  200  pounds  or  over,  open  to  members.  ,60 
yards- 

1st  prize — ^Case  of  Eckel's  special  "Zero"  embalming  fluid. 

Donated  by  H.  S.  Eckels  and  Co. 
2nd  prize — Donated  by  Central  Casket  Co. 
;'.rd  prize — Box  of  cigars. 

6 —  Ladies'  50  yards  dash — Ojien  to  wives  and  daughters  of 
licensed  embalmers. 

1st  prize — Donated  by  Elliott  Bros.,  Preseott. 
2nd  prize — Donated  by  Elliott  Bros.,  Preseott. 
3rd  prize — Donated  by  Elliott  Bros.,  Prescott- 

7 —  Handicap  Race,  75  yards,  oj)en  to  proprietors  actively  en- 
paged  in  business.  Prizes  donated  by  Evel  Casket  Co., 
Ha.milton. 

1st  prize— Lady's  or  gent's  robe,  value  .$5-00. 
2nd  prize — Lady's  or  gent's  robe,  value  $3-00. 
3rd  ]irize — Lady's  robe,  value  $2.00. 

S — Assistants'  Race,  100  yards,  open  to  students  at  this  year's 
school.  Donated  bj'  Canadian  Furniture  World  and  The  Uu- 
ilertaker. 

1st  ]jrize — 24  months  ]iaid  up  subscription. 
2nd  prize — 18  months  paid  up  subscrii)tion. 
3rd  prize — 12  months  paid  up  subscription. 

Other  events  will  be  added  between  now  and  picnic  time,  in 
eluding: 

Walking  Race  for  married  Indies. 
Whoclliarrow  Race  for  the  huskies. 
Thread  and  Needle  Race  for  travellers. 
Clothes  Pin  Roce — Very  funny. 
Potato  Race  for  ladies. 
Peanut  Race  for  members. 
Boot  and  Shoe  race. 

Biscuit  Eating  and  Whistling  Competition. 
Marble  Throwing  Contest, 
And  a  big 

Tug  of-war  Contest  between  Eastern  Ontario  and  Western 
Ontario  Funeral  Directors. 


TOOK  PICTURE  OF  CORPSE. 

A  rather  strang:e  sight  <jioof('(l  tlio  oyes  of  a  number 
of  Toronto  people  a  few  days  ajio  at  the  funeral  of  a 
liulffaria)!.  It  may  have  been  part  of  a  special  funeral 
sei-vice  jjiven  by  the  otouj)  of  forei<>iiers,  but  at  any 
rate  the  remains  of  one  of  their  number  was  photo- 
Si-aphed  with  much  cei'emony  l)efore  being  taken  to 
the  grave. 

The  casket  was  carried  to  tlie  w;ill  of  tlu'  house  and 
the  lid  removed.  It  was  then  placed  upright  against 
llie  wall  and  Hie  flowers  were  strewn  on  the  ground. 
One  of  the  foreigners  got  his  camera  in  place,  while  t}u> 
mourners  arranged  themselves  around  the  casket. 


i    As  Told  By  Jack  McLaughlin  | 

"I  want  to  die  with  mv  boots  on,"  declared  Pizen 
Pete. 

"Your  wish  will  be  granted  if  you  track  mud  on  my 
carpet,"  announced  Cactus  Kate. 


Aaron,  one  of  the  partners  of  Aaron  and  Jacobs,  was 
drafted  into  the  army.  About  a  month  later,  he  re- 
ceived a  telegram  from  Jacobs  which  read — 

"Business  burned  out.  Got  $10,000  insurance.  What 
shall  I  do?" 

Aaron  wired  back — "Start  another  business." 

Six  weeks  later  another  telegram  came — 

"Business  burned  out.  Got  $15,000  insurance.  What 
shall  I  do?" 

Without  hesitation  Aaron  replied — "Keep  the  home 
fires  burning." 

No  one  had  been  able  to  explain  why  Napoleon  al- 
ways had  his  picture  taken  with  one  hand  inside  his 
coat  until  Mac 's  cousin  returned  from  France  with 
stories  about  the  cooties  he  encountered  over  there! 


First  Father — "Your  son  is  an  undertaker!  Why  I 
thought  you  said  he  was  a  doctor?" 

Second  Father — "No;  I  said  that  he  folloAved  the 
niedical  profession." 


Statistically-inclined  Tourist — "What  is  the  death- 
rate  here?" 

Native — "Same  as  it  is  everywhere  else — one  death 
for  every  inhabitant." 


CARANAC 

EMBALMING  FLUID 


Those  that  use  this  fluid  do  not  believe 
there  is  a  belter  one. 

Our  increase  in  business  each  year 
testifies  as  to  its  merits. 

It  produces  the  best  results  every  time. 

LET  YOUR  NEXT  ORDER  BE 
CARANAC 

WE  SHIP  PROMPTLY 


Caranac  Laboratory 

Peterborough      -      Ontario     -  Canada 
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CANICULA 

EMBALMING 
FLUID 

Concentrated 

Scientifically  Compounded 

Send  in  YOUR  order  to-day  for  a  case 
or  more  of  this  rich,  velvelty-flow  fluid 
that  is  meeting  the  requirements  of  the 
very  best  undertakers  in  Canada. 

CANICULA  CHEMICAL  COMPANY 

Phone  College  3097  366  Bathurst  Street,  TORONTO 
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HOW  TO  OBTAIN  THAT  REPUTATION 
YOU  ARE  LOOKING  FOR 


1.  Get  a  bottle  of  Canicula  Softener.  Saturate  face  and  hands  well.  Repeat 
this  two  or  three  times  during  the  time  of  operation,  as  the  fluid  will  absorb 
more  or  less  of  the  softener.  If  face  and  neck  are  discolored  open  vein  nearest 
to  discolored  part  and  massage  well  with  Softener. 

2.  Take  one  bottle  of  Canicula  Fluid  and  add  it  to  six  pints  of  hot  or  cold 
wjiter  and  inject.  This  will  dissolve  blood  clots  or  other  obstructions  that  may 
be  in  the  vessels.  Then  take  one  or  two  bottles  of  Canicula  Fluid  and  add; 
three  and  a  half  pints  hot  or  cold  water  to  the  contents  of  each  bottle,  If  you 
want  a  stronger  fluid  use  hot  water.  This  will  liberate  the  chemicals  and  gas 
in  the  fluid  quicker  than  cold  water.  This  quantity  of  fluid  will  take  care  of 
the  average  size  body.  Larger  ones  require  more.  After  operation  is  com- 
pleted tie  your  vesseis  securely  and  dry  the  incision  thoroughly.  Then  fill  up 
the  incision  with  Canicula  Gelatine.  Hold  the  two  flaps  together  for  a  few 
minutes.  This  does  away  with  sewing.  Put  more  Gelatine  on  surface  over 
incision.  Cut  a  strip  off  your  bandage  roil  and  cover  over  incision. 

3.  Take  a  damp  towel  or  sponge  and  remove  softener  from  face  and  hands 
Be  sure  you  have  them  thoroughly  dry. 

*  4.  Take  Canicula  Peach  Bloom  and  touch  lips,  cheeks,  and  hands  or  other 
pallid  or  very  white  spots.  Then  take  a  piece  of  absorbent  cotton,  cheese  cloth 
or  the  bowl  of  the  hand  and  soften  or  blend  to  shade  required.  You  can  have 
this  color  as  light  or  dark  as  you  wish,  by  toning  down  with  the  hand  or  a  piece 
of  cheese  cloth. 

5.  Take  Canicula  Prepared  Magnesia  Powder,  which  is  made  in  different 
tints.  Say  you  try  No.  1,  which  is  just  off  the  white,  and  go  over  the  face  and 
hands  lightly.  Use  your  ov/n  judgment  as  to  blending  and  color,  so  as  not  to 
overdo  it. 

6.  If  you  have  to  do  cavity  work,  use  one  bottle  of  Canicula  Fluid  to  three 
pints  of  water.  Bad  cases  use  fluid  full  strength  in  the  cavities. 


TRY THIS  METHOD  on  your  next  case  with the  CANICULA 


sides  on  your 
will  be  assured. 


MAIL  ORDERS  OUR  SPECIALTY 
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I  ELEMENTS  o/EMBALMING  | 

I  A  Review  Course  of  instruction  for  readeis  of  | 

I         Canadian  Furniture  iV orld and  The  Undertaker  | 

I  By  Howard  S.  Eckels,  Ph.  G.  | 

I  ARTICLE  X  '  I 
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THE  CAROTID  ARTERY. 

(  Continued j 

AFTER  you  are  positive  you  have  made  a  true  in- 
cision, introduce  your  director  into  the  artery, 
lifting  it  towards  you  a  little,  thus  opening  the 
incision  to  admit  of  an  arterial  tube.  In  this  way  you 
will  not  push  down  one  of  the  inner  coats  of  the  artery, 
which  otherwise  is  occasionally  done  very  easily,  par- 
ticularly in  Bright 's  disease  cases. 

After  entering  a  tube,  make  a  knot,  to  be  entirely 
sure  that  the  tube  is  secure  in  its  position.  If  blood  be- 
gins to  flow,  let  it  flow ;  it  is  all  the  better. 

While  your  fluid  is  flowing  towards  the  body,  and 
going  into  the  general  circulation,  which  is  divided 
through  so  many  of  the  branches  from  the  aorta,  the 
only  caution  the  operator  need  observe  is  that  the  fluid 
is  being  circulated  evenly  all  over  the  body.  This  may 
be  aided  materially  by  manipulation,  either  with  the 
hands  or  with  a  wet  sponge.  Rubbing  well  will  quickly 
develop  capillary  circulation  which  will  surprise  the 
novice,  showing  great  benefit  to  be  derived  from  it,  and 
while  this  does  not  attract  the  attention  of  the  opera- 
tor to  any  great  extent  in  the  majoi'ity  of  cases,  it  is 
highly  important  that  we  understand  its  possibilities, 
because  on  bad  eases  this  manipulation  may  be  used 
with  great  success,  particularly  with  blood  congestion 
or  discoloration  of  face,  hands  or  arms. 

Continue  the  injection  until  you  think  sufficient  fluid 
has  been  used,  but  observe  closely  the  superficial  veins, 
such  as  the  temporal  and  facial  veins.  You  will  fre- 
quently see  them  raise  out  or  bulge  under  the  strain ; 
but  do  not  mind  that,  as  they  will  all  sink  to  their  na- 
tural positions  again  very  shortly. 

After  a  few  minutes  (perhaps  five)  go  on  with  your 
injection  until  you  have  filled  in  the  needed  amount. 
There  is  no  rule  laid  down  for  the  exact  amount,  yet 
three  quarts  will  be  ample  in  the  average  ease  of  150 
pounds.  I  have  injected,  and  have  seen  others  inject, 
a  much  larger  (puxntity ;  but,  ordinarily,  when  only  a 
few  days'  preservation  is  desired,  the  above  amount 
will  be  sufficient.  Still,  the  operator's  judgment  must 
be  the  arbiter  throughout 

When  the  injection  is  complete,  remove  the  tiibe  and 
lie  up  the  end  of  the  artery  leading  toward  the  body. 
Loosen  the  other  ligature  (which  should  have  been 
made  with  only  a  single  knot,  tied  with  a  fairly  good- 
sized  cord,  so  that  it  would  not  cut  through  the  inner 
wall). 

The  director  may  again  be  used,  and  the  arterial  tube 
entered  towards  the  face.  Here  great  care  is  neces- 
sary to  obtain  the  best  results.  Just  enough  fluid 
.should  be  injected- — from  3  ounces  to  a  pint  may  be 
used — but  from  the  very  beginning  the  closest  observ- 
ation should  be  made,  as  swelling  of  the  eyes  or  face 
can  very  easily  and  quickly  result  from  this  direct  in- 
jection. This,  of  course,  would  change  the  counten- 
ance and  expression.  It  is  easy  to  see  this,  however, 
if  the  operator  is  watching,  and  the  first  intimation  of 
it  is  conclusive  proof  that  sufficient  fluid  has  been  in- 
jected therein. 


If  this  produces  a  nicer,  or  whiter  and  more  wax\' 
appearance  than  exists  on  the  opposite  side  of  the  face, 
it  is  best  that  the  operator,  through  the  same  incision 
made  to  raise  this  artery,  should  raise  the  carotid  ar- 
tery on  the  other  side  and  inject  it  with  a  like  amount 
of  fluid,  to  obtain  like  results. 

For  experiment,  the  selection  of  a  slender  subject 
will  aid  you  in  your  first  attempt  on  this  artery.  The 
artery  is  so  distinct  to  the  sense  of  touch  that  with  a 
very  limited  expei'ience  you  will  be  able  to  determine 
it.  Its  advantages  over  any  of  the  other  arteries  especi- 
ally for  such  cases  as  mentioned  are  numerous. 

The  first  and  most  important  of  all  is  that,  no  matter 
what  mutilation  has  occurred  to  the  body  or  if  there 
has  been  an  autopsj^  held,  with  all  of  the  organs  re- 
moved from  the  trunk  of  the  body,  the  carotid  arteries 
will  still  enable  you  to  perfectly  and  properly  embalm 
the  head  and  face.  As  this  part  of  the  remains  is  the 
most  important  exposed  part  of  the  body  for  funeral 
purposes,  and-  as  people  judge  from  the  external  ap- 
pearance of  things  which  they  can  so  readily  see  you 
will  find  it  to  be  of  the  greatest  advantage  and  import- 
ance to  be  familiar  with  these  arteries  so  that  you  may 
use  them  at  any  time. 

In  tuberculosis  pxxlmonis  (consumption)  where  some- 
times the  disease  has  destroyed  much  of  the  tissue  of 
the  lungs,  so  that  hemorrhage  has  occurred  previous 
to,  or  may  have  been  the  immediate  cause  of  death, 
would  therefore  indicate  that  a  leakage  from  the  gen- 
eral circulation  would  prevent  proper  circulation  of  the 
fluid  to  the  face,  and  that  none  other  than  the  carotid 
arteries  will  carry  the  fluid  there.  This  has  given  cause 
to  the  expression  of  so  many  old  embalmers,  that  it  is 
the  slender  and  emaciated  subjects  that  are  the  most 
difficult  to  preserve  by  embalming.  In  such  eases  the 
embalmer  shoiild  raise  one  of  the  carotid  arteries  and 
inject  downwards  until  the  body  has  received  its  pro- 
per (piota  of  fluid. 

Should  there  be  a  leakage,  producing  purging  from 
the  nostrils  or  mouth,  it  is  evident  that  such  leakage  is 
occurring  from  the  lungs  and  that  this  purged  material 
is  being  collected  by  the  bronchial  tubes,  so  that  when 
they  are  filled  it  finally  flows  from  the  nose  and  mouth. 

When  this  happens,  previous  to  a  sufficient  amount 
of  embalming  fluid  having  been  injected  into  the  body 
to  force  the  fluid  through  the  opposite  carotid  artery 
up  into  the  other  side  of  the  face  from  that  on  which 
you  are  Avorking,  the  other  carotid  artery  needs  to  be 
injected  upwards.  Should  there  be  sufficient  fluid  dis- 
tributed through  the  other  artery  to  the  other  side  of 
the  facej  then  injection  up  towards  the  face  may  be 
necessary  in  the  artery  in  which  you  are  or  have  been 
injecting  downwards. 

This  ma.y  be  done  by  removing  your  arterial  tube 
from  the  incision  in  the  artery,  towards  the  heart, 
tying  the  artery,  and  reversing  the  tube  in  the  artery 
upwards  toAvards  the  face  and  injecting  therein  the 
prosier  amount  of  fluid  necessary  to  remove  any  discol- 
oration of  blood  on  this  side  of  the  face. 

Should  there  be  no  such  discoloration  you  still 
should  inject  a  reasonable  (piantity  therein,  from  four 
to  eight  ounces  at  least.  Frequently  as  much  as  a  pint 
maA^  be  injected  in  this  Avay  Avithout  producing  swell- 
ing or  any  objectionable  results.  Care,  hoAvever,  should 
us  used,  and  your  constant  attention  centered  on  the 
face  AA'hile  injecting  the  fluid  upAvards  in  the  carotid 
artery. 

( To  be  continued. ) 
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Saturday,  June  21,  1910,  will  long  be  remembered  by 
the  employees  and  their  friends  of  Dominion  Manufac- 
turers, Ltd.  (Toronto  and  Hamilton  branches),  for  that 
was  the  day  of  their  annual  picnic  to  Wabasso  Park. 
It  was  one  ideal  day  for  picnicking  and  there  was 
"something  doing"  every  minute. 

The  National  branch  employees  and  head  office  staff 
closed  shop  for  the  day  and  left  by  the  steamer  "Mod- 
jeska"  for  Wabasso  Park,  near  Hamilton,  where  they 
met  their  friends  of  the  Semmens  &  Evel  branch,  and, 
oh,  what  a  time !  There  were  candies  for  the  babies, 
balloons  for  the  ladies,  cones  for  everybody,  the  fat 
man's  race,  tug-of-war,  ball  game,  and  a  real  athletic 
meet  was  pulled  off  that  would  surprise  the  greatest 
admirers  of  speed  and  endurance. 

Toronto  won  the  ball  game,  8  to  1,  and  tug-of-war  in 
two  straight  pulls,  then  everybody  put  their  feet  under 
the  table  and  had  one  grand  basket  dinner  (soup  to 
nuts).  Excitement  ran  high  throughout  all  the  after- 
noon races.  The  first  events,  25  yard  dash  for  girls 
seven  and  under,  also  one  for  boys  seven  and  under, 
fixed  the  kiddies  up  for  the  day,  for  they  not  only  re- 
ceived 1st,  2nd  and  3rd  prizes,  but  every  child  under 
fifteen  (yes,  and  many  maidens  over  fifteen)  got  a  rub- 
ber ball  and  bat.  The  100  yards  dash  went  to  the  boys 
from  head  office  and  Miss  Ronald,  of  Hamilton,  won 
thepeanut  race  for  the  ladies.  Fifty  yards  dashes  for 
girls,  also  boys,  eleven,  years  and  under,  were  closely 
contested  and  Bill  Rarlett  won  the  famous  fat  man's 
race.  Fred  Coles  had  a  spill  at  the  finish ;  however,  he 
won  third  prize,  as  there  were  onlj*  three  contestants. 
The  married  ladies'  race  was  a  hum-dinger,  and  they 
say  some  of  the  girls  are  going  to  get  married  this  fall 
so  as  to  compere  in  this  race  next  year.  The  three-leg- 
ged race,  seventy-five  yard  dash  for  girls,  also  one  for 
boys,  fifteen  and  under,  were  good,  but  it's  funny  how 
the  girls  from  head  office  wanted  to  get  the  prizes  in 
the  fifteen  years  and  under  event.  However,  the  judge 
politely  reminded  them  Ihere  was  an  age  limit.  Miss 
Irene  Ronald  (Hamilton  again)  won  the  ladies'  throw- 
ing ball  contest,  and  if  Manager  McGraw,  of  the  New 
Yoi'k  Ciants,  ever  wants  a  ball  tosser,  we  heartily  re- 
commend Miss  Ronald.  The  220  yard  dash  was  pre- 
sented to  Raymond  of  head  office,  after  a  series  of  ar- 
guments, for  they  claim  he  beat  the  gun  in  order  to 
win,  but  Ihe  next  race  "ladies'  driving  nail  contest," 
caused  no  argument,  but  a  lot  of  fun,  and  was  won  by 
a  Toronto  lady.  The  boot  and  shoe  race  was  good,  but 
a  soda  biscuit  race  for  the  ladies  had  them  all  stop- 
ped. Mr.  Funeral  Director,  if  you  want  a  real  argu- 
ment with  the  Avife.  spring  this  race  on  her,  to  run  25 
yards,  eat  a  soda  biscuit,  whistle,  then  return  to  start- 
ing point.  You  will  only  do  this  once.  Threading  the 
needle  f)roved  needles  were  never  made  for  most  men 
to  use,  and  the  balloon  stunt  for  the  ladies  was  another 
thriller.  Committee  men's  race,  foreman's  jockey  race 
and  bean  guessina'  contest  finished  an  afternoon  of  ex- 
cellent sports.  Some  eighty  odd  prizes  were  then  dis- 
ti;ibuted  by  General  Manager  Godin,  which  consisted 
of  ladies'  novelty  goods,  umbrellas,  smokes,  etc.,  and 
the  prizes  were  without  doubt  equal  to  any  ever  dis 
tribnted  by  any  picnic  committee. 

About  six  o'clock  the  family  (for  everybody  seemed 
to  be  members  of  one  large  family)  left  by  the  ferry 


for  Hamilton,  where  they  said  "an  revoir"  to  the 
Semmens  &  Evel  party,  and  took  the  steamer  "Cor- 
ona" for  home.  On  the  boat  a  pleasant  surprise  Avas 
sprang  when  the  committee  distributed  to  everybody  a 
Musgrave  popular  song  sheet.  Mr.  and  Mrs.  iVrnold 
Raymond  played  the  piano  and  everybody  sang  to  their 
hearts'  content.  Miss  Banger,  granddaughter  of 
"Dad"  Banger,  of  the  National,  gave  a  couple  of  comic 
recitatio)is,  also  Mr.  and  Mrs.  Raymond's  piano  duets 
were  weU  received.  The  committee  again  passed  the 
candy  and  then  the  men  had  their  turn  in  the  form  of 
a  toast  to  Dominion  Manufacturers,  Limited,  General 
Manager  H.  L.  Godin  and  Secretary-Treasurer  D.  M. 
Andrews.  Three  rousing  cheers  and  a  tiger  rent  the 
air,  a  Iso  the  same  for  Fred  L.  Coles,  Manager  of  the 
National  and  J.  A.  and  Mrs.  Raymond,  who  were 
crowned  the  musicians. 

A  tired  bunch,  but  ne'er  a  happier  one,  ever  landed 
at  Toronto  wharf,  and  the  family  broke  up  after  one 
of  the  best  daj^'s  outing  and  sports  ever  pulled  off. 


UNDERTAKERS  TURN  GROCERS. 

"What  so  rare  as  a  day  in  June,"  has  long  been  a 
classic.  It  touched  the  grocers  of  Toronto  on  a  certain 
Wednesday  last  month  when  they,  nearly  a  thousand 
strong,  visited  Cobourg  for  their  annual  picnic. 
Among  the  first  to  step  off  the  boat  when  the  "Cor- 
ona" tied  up  to  the  dock  at  that  charming  town,  was 
N.  B.  Cobbledick,  the  well-known  funeral  director  of 
East  Toronto. 

Asked  if  he  had  given  up  funeral  directing  for  the 
grocery  trade,  N.  B.  replied  that  he  had — for  one  day 
each  year.  He  had  been  attending  the  annual  outings 
of  the  grocers  since  way  back  before  the  flood.  He 
tipped  off  the  newspaper  man  that  if  he  watched  close- 
ly he  migiht  see  another  "grocer"  in  the  person  of 
Harry  Ellisi,  the  College  Street  undertaker,  hiding  be- 
hind the  smokestack.   Harry's  excuse  was  his  health. 

Arrived  at  the  town,  in  the  absence  of  the  Mayor, 
Alderman  Fred  McArthur,  past  president  of  the  C.E. 
A.,  welcomed  the  visitors  to  Cobourg — the  real  grocers 
and  the  make-believe  ones. 

AVell,  the  editor  of  The  Furniture  World  and  The 
Undertaker  also  turned  up  to  report  the  grocers'  do- 
ings, and  after  the  preliminaries  were  over,  the  fictiti- 
ous grocers  adjourned  to  Mr.  McArthur 's  establish- 
ment. The  party  had  just  got  nicely  settled,  telling 
fish  and  snake  stories,  listening  to  Harrj-  Ellis'  yarns, 
and  drinking — drinking-water  and  pop  (the  Senate  had 
not  then  got  in  its  work)  when  in  came  Fred  Matthews 
— of  course  he  didn't  know  a  grocers'  picnic  was  in 
town.  "He  had  been  in  the  next  town,"  and  all  that 
kind  of  stuff'. 

So  there  was  nothing  else  to  it.  Alderman  McArthur 
got  out  his  car,  took  the  visitors  around  town,  showed 
them  the  sights,  gave  a  little  supper,  took  the  visitors 
to  train  and  boat,  and  then  went  back  home  to  dream 
of  an  exciting  day. 

The  Toi'onto  "grocers"  have  since  tui-ncd  under- 
takers again. 


Young  men  are  in  duty  bound  to  aim  high  and  n.ot  be 
too  easily  pleased.  Thousands  seek  work  for  unedu- 
cated muscles  while  the  world  is  looking  for  brains. 


If  you  feel  that  your  competitor  is  a  little  too  strong 
for  you.  inject  a  little  courage  and  a  little  more  sand 
into  your  methods  and  your  advertising;  it  may  be  al! 
that  is  needed. 
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I    A  Professional  Round  Table  | 

I  Conducted  by  Pro/.  Chas.  O.  Dhonau  | 

=  President  of  the  Cincinnati  College  of  Embalming  | 

I  for  Canadian  Furniture  World  and  The  Underlak,er.  1 
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OF  all  methods  by  wliicli  knowledge  is  circulated 
probably  no  one  method  is  superior  to  the  round 
table  method.  There  is  something  in  rubbing  el- 
bows while  we  are  seated  close  together  that 
makes  us  open  our  minds  and  devote  our  attention  to 
tlie  discussions  of  the  minute.  The  fact  that  there  are  a 
few  of  us,  or  50  of  us,  or  200  of  us  gathered  together  in  a 
session  where  the  one  thought  is  to  improve  our  know- 
ledge, collectively  and  individually,  makes  us  take  a 
double  interest  in  the  proceedings.  Pedagogs  know 
qiute  well  that  it  is  easier  to  do  effective  teaching  when 
the  audience  is  large  than  when  it  is  small.  An  orator 
who  can  sway  thousands  at  a  time,  linds  it  hard  to 
move  a  half-dozen.  The  difference  is  in  the  state  of 
mijid.  The  fact  has  long  been  known  that  enthusiasm 
is  contagious :  that  it  is  a  crowd  disease,  to  make  an 
illustration. 

Professional  writings  reach  thousands  of  under- 
takers with  the  passing  of  each  month,  and  strange  to 
say.  these  writings  have  only  a  small  percentage  of  the 
gri|ijnng  power  of  the  get-to-gether  session  where  the 
spoken  word  and  the  elbow  to  elbow  complete  a  vast 
circuit  by  which  enthusiasm  is  borne  from  one  end  of 
the  line  of  contact  to  another.  If  when  you  read  this 
you  will  imagine  that  you  are  one  of  several  hundred 
who  are  congregated  together  to  listen  to  the  spokeii 
word,  you  may  perhaps  be  able  to  get  some  part  of 
the  enthusiasm  that  would  come  to  you  if  you  would 
attend  your  State  or  National  meeting. 

It  has  been  well  said  that  one  must  put  something 
into  action  if  he  wishes  to  gain  from  it.  In  the  case  of 
the  roimd  table  session  it  is  comparatively  an  easy  mat- 
ter to  compel  concentrated  interest  because  under  the 
circumstances  attending  such  a  session  enthusiasm  and 
interest  are  contagious.  One  takes  an  interest  because 
the  fellow  next  does.  If  yow  put  interest  and  enthu- 
siasm into  a  gathering  you  obtain  the  maximum  value 
of  the  session  for  yourself.  If  you  are  linked  elbow  to 
elbow  to  those  who  surround  you  it  is  far  easier  to  put 
enthusiasm  into  the  proposition ;  and  to  complete  the 
circuit  by  your  own  interest  is  to  contribute  some- 
thing toward  tiie  final  result. 

Now  that  we  are  linked  together  through  this  paper 
which  is  only  one  part  removed  from  the  large  gather^ 
ings  spoken  of,  let  us  remember  that  there  are  thous- 
ands reading  this  matter  simultaneously  and  from  that 
realization  we  will  secure  some  part  of  the  same  feeling 
we  get  when  we  meet  together  at  the  round  tables  in 
our  State  and  National  meetings. 

fn  OT:e  of  my  latest  round  tables  it  was  asked  by  one 
of  those  attending  as  to  whether  it  would  be  more  pro- 
fitable to  use  a  pint  bottle  of  concentrated  embalming 
fluid  tn  a  half-gallon  than  to  use  the  same  bottle  of  con- 
centrated fluid  to  a  gallon.  If  the  pint,  bottle  of  con- 
centrafpd  fluid  contained  8  fluid  ounces  of  solution  of 
ff»rmaldehyde.  and  this  is  just  about  the  smallest 
((uantity  of  formaldehyde  you  would  find  in  such  a  pint 
l)Ottle,  you  will  find  that  by  making  the  gallon,  out  of 
the  pint,  you  would  overcome  an  apparent  overdilution 
of  the  fluid  in  a  most  natural  way — ^by  inereasLng  its 
(juantity — and  at  the  same  cost.  While  the  fluid  was 
weakened  the  added  distribution  secured  more  than 
made  up  for  this.   If  you  are  using  a  fluil  which  seems 


to  di-y  the  tissues  to  an  extreme,  an  indication  that  the 
fluid  is  too  strong  for  the  cases  used  on — the  way  you 
dilute  it — dilute  it  down  to  a  lower  percentage  and 
you  will  then  agree  with  us  that  you  Avill  be  giving  the 
fluid  a  better  opportunity  to  make  good.  In  using  these 
ideas  about  dilution  of  fluids  be  careful  to  see  that  the 
dilution  is  practised  only  in  those  eases — thin  bodies — 
where  there  is  less  water  in  the  tissues  than  you  would 
expect  in  a  normal  body.  Of  course,  in  normal  bodies 
we  also  dilute  the  fluid  to  a  greater  extent  than  the 
average  embalmer  has  been  accustomed  to.  We  never 
have  more  than  "IV-j,  per  cent,  of  formaldehyde  in  the 
first  bottle  for  any  case  except  the  dropsical  ones.  Un- 
fortunately, the  fluid  manufacturers  still  hold  to  the 
old  directions^  which  allow  nothing  for  changes  in  the 
water  content  of  a  body.  This  to  some  extent  is  re- 
sponsi})le  for  their  fluids  not  proving  all-sufficient  in 
some  cases,  as  the  label  does  not  allow  for  variations.  I 
have  prepared  some  very  intei'esting  ease  reports, 
showing  the  proper  dilutions  for  thin,  medium  and 
moist  bodies,  which  I  will  be  pleased  to  send  to  any 
one  writing  for  them,  and  enclosing  postage  for  the 
return. 

In  another  period  at  this  same  meeting  one  of  the 
members  present  reported  a  case  he  had  heard  of.  This 
was  a  verj^  large  person  and  according  to  the  story, 
which  apparently  came  to  him  fully  authorized,  the 
body  remained  with  its  life  like  warmth  present  for 
three  days,  even  though  it  had  been  completely  em- 
balmed, and  the  surrounding  air  was  cold.  Now.  the 
production  of  heat  in  the  body,  which  must  be  continu- 
ous if  the  body  is  to  be  kept  warm  whilt  it  is  within  a 
cold  room,  is  dependent  upon  living  processes,  such  as 
the  oxidation  of  heat  substances  by  the  oxygen  of  the 
blood.  With  a  circulation  full  of  embalming  fluid  it 
was  held  impossible  for  anything  of  this  kind  to  have 
occurred. 

Tn  the  discussion  of  this  case  it  was  also  reported 
that  perspiration  had  become  present  on  the  surface  of 
the  body.  Since  bodies  do  not  perspire,  and  since  the 
moisture  on  the  surface  of  the  body — if  there — is  due 
to  the  effect  on  the  moisture  in  the  air  of  the  cold  sur- 
face of  the  body,  this  Avas  taken  as  further  evidence 
that  the  temperature  of  the  body  was  lower  than  that 
of  the  surrounding  air.  Condensation  is  what  causes 
moisture  to  collect  in  droplets  on  the  surface  of  such  a 

body.  {To  be  continued) 

MANY  YOUNG  TAKEN. 

P>etween  the  ages  of  20  and  39,  2,062  Toronto  citi- 
zens died,  as  compared  with  824-  in  1917.  This  was  due 
to  the  "f^u"  and  pneumonia  epidemic,  the  influenza 
alone  elaimins-  835  victims  between  these  ages.  Under 
1  1  238-  1  vear,  268;  2,  152;  3,  94;  4,  53;  5-9.  182;  10- 
n.  113:  15-19.  242:  20-29,  1,051;  30-39.  1,010;  40  49. 
602  ;  50-59,  698,  60-69,  7-65 ;  70-79,  720 ;  80  and  over,  415 ; 
v.o^  stated.  32. 

Deaths  by  sexes  were:  Male.  4,034;  female.  3,599: 
unstated.  2."  P>y  nativity:  Canada.  4,738;  elsewhere, 
2.745;  not  stated,  152.  P.y  conjugal  state:  Single,  3.544; 
married.  4,014;  not  stated.  77. 

^  IIMIIIIIMIMIIIIII.  Illlllllll  n  I  I  !ll  Illlllll  IIIIIIIMIII.I  I  mil  Illlllllltll'l 

IF  YOU  WANT  TO  BUY  OR  SELL 

i  A  Furniture  or  Undertaking  Business,   try  our  | 

i  Classified  Pages.    The  Canadian  Furniture  World  | 

I  and  The  Uudertaker  is  read  by  practically  every  | 

I  furniture  merchant  and  undertaker  in  Canada  | 

1  every  month.  | 
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ONTARIO 

Bobcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brantford — 

Thorpe  Bros. 

Funeral  Directors. 

Successors  to  H.  S.  Peirce. 

Both  phones,  200. 
Burks  Falls — 

Hilliar,  Joseph.    Box  213. 
Ooboconk — 

Greenley,  A. 
Dorchester,  Ont. — 

Logan,  E.  A.  'Phone  2107. 
Dungannon — 

Sproul,  William 
Dunnville — 

D.  P.  Fry.    'Phone  68. 
Elmira — 

Dreisinger,  Chris. 
Huntsville — 

Hilliar,  Joseph. 
Hamilton — 

57  King  Street  West. 

Blachford  &  Sons, 


Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J.  H.  &  Co., 
19-21  John  St.  N. 
IngersoU — 
Mclntyres. 

F.  W.  Keeler  and  R.  A. 
Skinner,  props. 
Kemptvllle — 

McCaughey,  Geo.  A. 
Kingston — 
Corbett,  S.  S. 

Boid,  Jas.,  254  Princess  St. 
London — 

Ferguson's  Sons,  John 
174  to  180  King  St. 
Orillia — 

W.  A.  Strachai-, 
Successor  to 

H.  A.  Bingham. 

Phone  453. 
.  D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone  126. 
150  Mississaga  St. 
Oshawa — 

Luke  Burial  Co. 
Schomberg — 
F.  Skinner. 


St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St. 
St.  Thomas — 

William,  P.  R.,  &  Sons,  519 

Talbot  St. 
Stirling — 

Ralph,  Jas.  Phone  lOli. 
Stratford — 

Greenwood  &  Vivian,  Ltd. 

88-92  Ontario  St. 
White  &  Co.,.  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 
Toronto — 
Geo.  J.  Chapman 

742  Broadview  Avo 

Phone  G.  3885 

Am'bulance  service. 
Cobbleddok,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto     equipment     for  all 

bnanelhes  of  service. 
Phone  Bea«h  73. 
J.  A.  Humphrey  &  Son, 

463  Church  St. 
W.  N.  Knechtel,  • 
1202  Yonge  St. 

Motor  equipment  for  all 
branches  of  service. 

Motor  amibulance. 

Phone  North  4400. 
Washington,   Fleury  Burial 

Co.,  685  Queen  St.  E. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Washington  &  Johnston, 

707  Queen  St.  E. 

Corner  of  Broadview. 


Thedford — 

Woodhall,  J.  B. 
Wallaceburg — 

Cousins,  Burlington  &  Saim 
Welland— 

J.  J.  Patterson  &  Sons. 

Sutherland,  G.  W. 
Woodstock — 

Mack,  Paul. 
Whitby— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttie  Bros.,  164  Lutz  St. 
St.  John— 

Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — 

Campbell  &  Campbell. 
Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Clark-Leatherdale  Co.  Ltd 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 

Saskatoon — 

Young,  A.  E. 


SOME  DAY  DIOXJN  WILL  BE  USED  BY  PRACTI- 
CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 


It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 
portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 
balming Fluid. 


We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 
balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 
tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 
which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 
sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 


Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 


H.  S.  ECKELS  &  COMPANY 


221  FERN  AVENUE 
TORONTO,  ONTARIO,  CANADA 
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:i|Miiiiiiiii:iiillllli'iiiiiiiii|i|iiiii;ii||iiMiiii:i;iiii!iiniiiiiii'iiiiiii: 

I  The  Original 

I  Patented 

I  Concentrated 

!  Fluid 


Patented  Formula 
Strongest  and  Best 


IMIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIL: 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  other*  for  their  Formnia 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Riven,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherit,  N.S. 


illlMIIIIIIII  IIIMII'IIIIIIMIMIIIIIMIIIIIMI'MlllinillMIMIIMIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII.- 


Larger  Bottles  filled  np  with  water  e 


i  Egyptian  Chemical  Co.  Boston,  U.S.A  | 

^lllllllllllllln(JMlllllMlMlMMl^nMllnlllllllllMlMlnl^lMhlMli:ilMl:NllllhlMllMlllllMllllllllMl|||l:.'lllHllMllMllllMlllllM|l^,llliMlllT^ 


For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additions  I 
word  twocents.  If  Bex  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 


iliiiii'iiliiiililiiiiMllllli  :iJlliii:iiiii'K;iiiiiiiM:iiiiiiiiiiaii:iiiiiii!: 


FOR  SALE — A  Eubber  Tired  Hearse,  complete,  with  sleighs: 
Al  eoiulition;  cost  $1,800;  $700  takes  it.  Light  winter  hearse 
and  sleighs,  $250-  Hearse  Tiarness,  solid  nickel,  breeching, 
etc.,  .$6,0,  co.st  $125.  Lowering  device,  $50.  Embalming  in- 
struments, cooling  board  and  couch,  pedestals,  drapes,  church 
truck,  for  .sale  sejiarately  or  en  block.  Apply  Box  74,  Can- 
adian Furniture  World,  Toronto. 

WANTED — Partner,  with  at  least  $3,000,  to  tflke  half  interest 
in  an  Undertaking  business.  Best  opening  and  opportunity  in 
Ontario.  Apph-  to  Box  73,  Canadian  Purniture  World,  Tor- 
onto.  , 


FOE  SALE — Combination  Hearse  and  Casket  Wagon  on  ex- 
tended Ford  Chassis,  in  excellent  condition.  For  further 
jrartieulars  address  MeCabe  &  Co.,  222  Bast  Queen  St.,  Tor- 
onto. 

FOE.  SALE — Good  chance  to  secure  first-class  undertaking  busi- 
ness, with  side  line.  Good  town,  jiopulation  1,300.  Xo  oji- 
jjosition.  Good  reason  for  selling.  Box  75,  Canadian  Furni- 
ture World,  Toronto.  J 

FOR  SALE — Single  Deck  Casket  Wagon,  rubber  tires;  made  by 
Matthew  Guy;  in  good  condition;  also  white  Hearse,  will 
take  5  foot  casket;  rubber  tires.  Apply  to  W-  Sjieers,  2926 
Dun  das  Street  West,  Toronto-  "  J 

TRAVELERS  WANTED — We  require  a  good  live  wire  in  every 
Province  in  Canada,  to  sell  the  ])roducts  of  the  Canicula 
Chemical  Comipany..  Liberal  conrmissions-  Travelers  repre- 
senting casket  houses  preferred.  Apply  by  wire,  letter  or  in 
13erson  to  366  Bathurst  Street,  Toronto.  J 
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Money  in  Water ! 

Water  is  cheap.    Chemicals  are  dear. 

Water  from  a  pump  or  faucet,  quenches  thirst, 
cleanses,  puts  out  a  fire,  and  a  hundred  and  one 
other  things  useful;  but  do  you  realize  that  this 
same  water  will  help  your  Bank  Account  to  grow  ? 

Here's  how — 

The  old  reliable  Champion  Embalming  Fluid  is 
compounded  of  Pure  Chemicals,  and  being  Pure 
Will  Permit  More  Dilution. 

Do  you  notice  where  the  "Money  in  Water"  comes  in? 

We  do  not  believe  in  selling  you  water  at  so  much  a  quart 
>qr  gallon.   We  could  make  a  bigger  profit  that  way,  but  we 
feel  that  by  adding  to  your  profits,  you  will  become  a  more 
ardent  admirer  of  Champion  products. 

So  we  say  again,  "There  is  money  in  water"  when  mixed 
with  the  Champion  Embalming  Fluid. 

For  more  than  forty  years  it  has  been  a  reliable  leader.  It 
has  made  reputations  and  sustained  them.  It  will  do  the 
same  for  you. 

Used  and  recommended  by  thousands  of  leading  Under- 
takers, North,  East,  South  and  West. 


THE  CHAMPION  CHEMICAL  COMPANY 

SPRINGFIELD.  OHIO.  U.S.A. 

Dr.  G.  W.  Ferguson,  Canadian  Manager,  52  Leuty  Ave.,  Kew  Beach,  Toronto 
Canadian  Manufacturing  Plant,  Windsor 


ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


1 

1 

BOOKCJi 

5r 

PLKIOO  FLR> 

The  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  tor  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $6.10.     Postage  paid. 

The  Practical  Book  of  ORIENTAL  RUGS 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletone.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $6.10.     Postage  paid. 

The  Practical  Book  of 

EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goldsmithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handblock  printing, 
carving  and  lace.  232  illustrations.  Octavo,  handsome  cloth,  in  a  box. 
$6.10.     Postage  paid. 
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The  Gendron  Mfg.  Co.,  Limited 

I  MAKERS  OF  \ 

I  Invalid  Wheel  and  Rolling  Chairs  I 


Our  line  comprises  chairs 
for  house  and  street  use, 
with  stationary  or  auto- 
matic leg  rests. 

Our  spinal  carriage  is  in 
demand;  it  is  most  use- 
ful for  house  or  street 
use. 

For  further 
information 


I  THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO.  CAN.  | 

fFlMilMIMIMIIIIIilllMIMIIIIIIIIMIIIIIIIIIIIIIIIIHIIIMIMIIMIIMIIIIIlllllllllllllMIIIMiniMIIIIIIIIIIIIIIIMIIMIIMIIIIIIIIIII^ 
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►  MARK 


FIRE  ANNOUNCEMENT 


We  are  pleased  to  say  that  the  fire  which  occurred 
in  our  plant  on  July  28th  will  not  have  very  serious 
results  on  our  output. 

We  are  still  in  a  position  to  take  care  of  your  needs, 
and  our  service  and  quality  are  still  up  to  the  high 
standard   always   maintained   by  us  in  the  past. 

A.  striking  display  of  our  cushions  and  mattresses  in  the  Industrial  Building 
at  the  Canadian  National  Exhibition.    Do  not  neglect  to  see  this. 

Marshall  Ventilated  Mattress  Co.,  Limited 


West  Market  Street 


Toronto 
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KROEHLER  DAVEN-0 

Nationally  Advertised 


No.  480  KROEHLER  DAVENO  SUITE 


We  extend  a  cordial  invitation  to  furniture  dealers 
to  visit  our  displays  of 
"Uhe  KROEHLER  DA  VEN-0  and  LIVINGROOM  SUITES 

at  the 

Canadian  National  Exhibition,  August  23  to  Sept.  6,  1919 
Ottawa  Exhibition,  Sept.  6  to  15,  1919 
London  Exhibition,  Sept.  6  to  13,  1919 


THE  JUilJ^J  BED  CO.,  LIMITED  :  STRATFORD,  ONT. 
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STRATrOliD 


rUftNITURE 


l!l!IIIIIPiiiP'P<!'l'iPil1lli;i!iliWI!llililll 


1687 — 1  Diner 

Leather  Slip  Seat 


Stratford 
Chairs  and 
Furniture 

A  beautiful  and  substantial 
suite  that  will  appeal  in 
many  ways  to  your  custom- 
ers. It  IS  built  from  quar- 
tered oak  only,  and  is  made 
in  three  finishes,  viz: 
Fumed,  Golden  or  Old 
EngHsh. 


676-A  Buffet 

54  in  high.  Top  21  x  50  in. 
P.B.  Mirtoi  10  X  40  in. 
Silver  Drawer  Lined 


V 

r 

1 

417    China  Cabinet 

59  in.  high.  Top  15x39  in. 

372    Extension  Table 

44  in.  Top;  Extends  to  6  and  8  ft. 


Stratford  quality  is  also  built 
into  this  suite,  and  helps 
materially  to  boost  sales. 


Let  us  hear  jrom  you  in 
regard  to  this  suite 


1687—5  Diner 

Leather  Slip  Seat 


The  STRATFORD  CHAIR:  CO.,  Limited    :-:    Stratford,  Ont. 
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For  Your  Best  Trade 


The  McLagan  Phonograph  is  made 
for  those  who  desire  to  possess  an  ex- 
quisite piece  of  furniture  as  well  as  a 
phonograph  with  unsurpassed  beauty  of 
tone.  The  McLagan  Period  cabinets 
are  a  real  departure  from  the  common- 
place— exclusive  among  the  best.  Dealers  who 
want  high-class  patronage  find  that  all  superior 
selling  features  are  found  in  the 


Phonograph 


These  include  the  McLAGAN- 
FLETCHER  Reprod  ucer,  for  which 
we  have  the  sole  rights  in  Canada.  It 
gets  full  details  in  tone  not  obtained 
in  any  ordinary  reproducer.  We  have 
also  many  interesting  new  models  in 
Period  designs. 

jiccept  our  cordial  invitation  to  inspect 
our  exhibit  at  the  Canadian  National 
Exhibition,  August  23rd- September  6th. 
A  large  range  of  McLagan  phonographs 
will  be  on  display  in  the  East  Wing  of 
the  Horticultural  Building.  Dealers, 
make  our  exhibit  your  first  call. 


The  George  McLagan  Phonograph  Division 

(The  George  McLagan  Furniture  Co.,  Limited) 

Stratford.  Canada 
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PUItmTURgI 


ATTRACTIVE  RATTAN  FURNITURE 


IMPERIAL 

lIMIMIIIIIIIINIIIIINIMIIIIIMIIIIIIIIIIIIIMIMIIIIIilllllllllllllllllMIMIIIillllllllMIIMIillM 

In  Name  and  Character 

Imperial  Rattan  designs 
are  original. 

Tapestry  can  be  provided 
to  harmonize  with  any 
furnishing  or  color  scheme 


Write  for  illustrations  of  our 
newest  designs. 


1 


IMPERIAL  RATTAN  CO.,  LIMITED    STRATFORD,  ONT. 

i:IIIMIIIIIIIIIIIIIIMIIIIIMIinilllllllMIIIIIIIIMIIMIMIIIIMIinillll!IIIIIIIIMIMIIIIIIIIIIIIMIMIIIIIIIIIIIIIIIIIIMIIIIII!IMIIIIII^ 

ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRING 
RESULTS 


2  cents  per  word 
per  insertion 


THE 
CANADIAN 
FURNITURE 
WORLD 


JFyou  have  something'  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised at  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  word 
per  insertion 


I  The  Commercial  Press,  Limited,  32  Colborne  St.,  Toronto  | 
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No.  4309 


ADAM  BEDROOM  SUITE 


No.  4308 


MADE  IN  GUM 


An  exceptionally-attractive 
suite  which  depicts  this 
design  truly,  and  which 
has  proven  very  popular 
among  buyers  of  period 
furniture.  Its  wide  range 
of  finishes  includes:  Wal- 
nut, Satin  Walnut  Natural, 
or  Mahogany;  also  White, 
Ivory,  or  Antique  Enamel. 
These  give  your  customers 
an  almost  unlimited  range 
to  choose  from,  and  will  sat- 
isfy even  the  most  fastidious 


IVrite  for  further  particulars 
in  regard  to  this. 


No.  4307 


FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 


CANADA  EiRNITUReMaNUFACTURERS 
^  m  mm-  Limited 

GENERAL  OFFICES  :    WOODSTOCK,  ONT. 
WHOLESALE  SHOWROOMS  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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SOLID  PLAIN  OAK 


Our  new  line  of  Solid  Plain  Oak,  furniture  is  made  in 
modern  designs  and  finishes  which  will  attract  trade  to 
your  store  and  satisfy  the  most  particular  customer. 
Victoriaville  Furniture  will  stand  up  in  the  homes  of 
your  patrons— give  them  long  years  of  service. 

If  you  have  not  received  a  copy  of  our  new  catalog  send 
tor  it  to-day. 

THE  VICTORIAVILLE  FURNITURE  CO.,  Limited 

VICTORIAVILLE        -  QUEBEC 

I  
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JUVENILE  FURNITURE 


No.  551 


'^HIS  Juvenile  Furniture  is  substantially 
built  so  that  it  will  last  and  stand  rough 
usage.  We  strongly  advise  the  trade  to 
place  orders  for  Christmas  trade  at  once 
and  avoid  the  uncertainty  of  that  last- 
minute  rush.  It  will  make  an  ideal  gift 
for  the  children,  and  should  be  on  every 
dealer  s  floor  early.  Its  low  price  makes 
it  a  good  seller,  and  the  sooner  you 
order  the  better. 


THE  CANADIAN  RATTAN  CHAIR  COMPANY,  LIMITED 

VICTORIAVILLE  -  QUEBEC 
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THE 

HEART 

OF  YOUR  EXTENSION 
TABLE  IS  THE 

SLIDE 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 
DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 

INSURE 
SATISFIED  CUSTOMERS 


WABASH  SLIDES  i 


r>iiMiMi:'>liiiiiuiMiiiii,iiiii[|iiiiiiiiii!,iiiiiHiii;iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii[iii;i  rn 


I  tiiininiiiiiiiiiiiiiiiMiiiiiiii[ini!iiii!iiiii'iii)iiiiitiii]iiitli)riiiiiiiiiMiiiiiri(i:i!; 

WE  ARE  1 

SLIDE  SPECIALISTS  | 

Having  manufactured  SLIDES  | 
exclusively — for  30  years  p 

Many  Canadian  Table-makers  use  | 

WABASH  SLIDES-  | 

Because  | 

We  furnish  Better  SLIDES  at  | 

Lower  Cost.  | 

Made  by  = 

B.  WALTER  &  COMPANY  1 

Factory  St.      WABASH,  IND.  | 

Canadian  Repre»entative  :  z 
HELP  SELL  TABLES.  A.  B.Caya,  28  King  St.  E..  Kitchener,  i 

ELIMINATE  SLIDE  TROUBLES     Out.,  successor  to  Frank  A.  Smith  | 

lllllllllllllllli;illMIIIIIIIIMIIIIIIIIIIMIIIIiMIIMIIIIIIIIMIIIIIIIJIIIIIIIIMIIIIinilllllllllllllllllllll:ill<"i;MH  ;Mlil||||Mllr 


OUR  ADVICE  FOR  1919  TRADE  IS  ORDER  EARLY 

from  the  one  plant  whose  facilities  and  capacity  enable  us  to  hold  the  reputation  of 

ALWAYS  DELIVERING  THE  GOODS. 

MATTHEWS   BROS,  limited 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


^MIIIIIIIIlllllMlllirlMIIMIIIIIIIIMIIMIIIIIIIMIIIMMIIIIIIMII'l 


IIIIIMIIIIMIIIIIIIIIIIMIIIIIIIIIMIIIIMIMIIIMIIIIIIIIIIIIIIIMI!lMIIIIMIIIIIinillllMIMIIIIIIi:IIIIIIMIIIIIIIMIIIIIIMIIIIIIMI.I!IMIIIIII^ 


SHAFER 

CEDAR 

CHESTS 


Sl^illed  worl^men  and  best  quality  material  make 
possible  the  execution  of  our  efforts  to  build  onl^ 
chests  of  character.  We  will  be  glad  to  for- 
ward illustrations  and  quotations  on  request. 


D.  L.  Shafer  &  Co. 

St.  Thomas,  Ontario 


^llltllMininillUIIIMIIMIIIIIMIIIIMIIMIMIIMMIIIIIMIIMIMIIIIIIIIIMIIIIMIIIIIMIMIIMIMIIMIMIIIIMIIMIIIIIMIIIIMIIIIIIIIIUMIMIIMIMIIMII^  IIIIIIIIIIIIIIIIIIMIIIIIIMIIIIIIIIIIIIIIIIIIIIMIIMIIIIIIMIIIIIMIIIIIIMIMIIIIIIIIIIIJIIIIIIIIIIi. 


Our  special  gross  lot  proposition  is  worth-while  investigat- 
ing.    Write  now  for  full  jiarticulars. 


IT  TELLS  ITS  OWN  STORY 

The  "Elite"  Folding  Table  tells  its  own  selling  story 
so  simply  and  convincingly  that  it  practically  sells  itself. 

Not  only  that,  but  it  often  sells  a  big  bill  of  other 
goods  as  well. 

At  every  garden  or  card  party — at  every  indoor  or  out- 
door event  the 


fifTELITE 

'    '     FOLDING  TABLE ' 


is  a  voiitalilc  necessity. 

Put  thp  "Elite"  out  where  it  can  speak  for  itself.  Help 
it  with  a  little  demonstration  when  a  customer  shows  in- 
tere.st. 

The  increased  sales  will  more  than  repay  you. 
Better  not  let  your  stock  get  low.     Send  us  your  order 
to-day. 

and     DEPT.  W 
LONDON 


Hourd  &J<Co.,  Limited  't^XcTuV. 


August,  1919 
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The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited  | 

Owen  Sound        Ontario  | 

Manufacturers  of  Medium  and  High-  | 

Grade  Dining  Room,  Bedroom,  Hall,  = 

Living  Room  and  Library  Furniture.  | 

Catalogues  sent  on  application  = 


IIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIMIIIIIIIMllli 


-llllinillllllllMIIMIIIIIIIIIIIIIIIllllllllllfllllllMIN 


lllllllinilllllllillllll'lllllil 


Mllll|1lll'''IIIIIIIIllMi 


ltll[llllllMIIM[lllll|[|lll|il,|IIIIIIIIIIIIIIIIIIIIillllllllIIIIIIIIIIIIIIIIIIIIIIIIIM[llllll!IIMIIIIIItllIIIIIII1lll; 

Upholstery  Springs  | 

Highest  quality  Upholstery  Springs,  i 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the    coiling  operation,   thus  insuring  | 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  = 

Grade  Upholstering  depends  entirely  i 

on  the  quality  of  the  springs  you  are  i 

using.  E 

HELICAL  SPRINGS  | 

for  spring  bed  and  mallress  fabrics.  | 

Get  the  habit  ;   buy  Canadian  springs  | 

James  Steele,  Limited  i 

'nd  26                                Guelph,  Canada  i 

TillllMlllllllllllllinillMIMIIIIIIIIIIIIIIIIIIIIIIIIIIIII  lllll.'IIIIIIIIIIMIIIIIIIIMllMIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIMIIIIMIIIIIIItT 


417  Live  Dealers 
from  Halifax  to  Vancouver 

are  successfully  marketing 


VIOLAPHONE 


PHONOGRAPH  NEEDLES 

EACH  NEEDLE  WILL  PLAY  10  RECORDS 


E.ft.<:H  NEEOL.E  V/IUL  PLA.Y  lO  RECORDS 


Medium,  Loud  and  Extra  Loud  Tones 

60  boxes  packed  in  a  counter  salesman  carton  which  retail  for  $9.00. 
Dealer's  price  $5.85,  F.O.B.  Montreal,  30  days,  2%  discount  for 
cash  with  order.  Just  order  a  counter  salesman  carton  of  each  tone 
to-day,  place  them  on  display  and  watch  them  sell  themselves.  A 
mighty  profitable  addition  to  your  line. 

H.  A.  BEMISTER 

"  The  Mail  Order  Man  " 

Mappin  and  Webb  BIdg.,       Montreal,  Que. 

llllllllllllllllllllllllllllllllll!!llllllllllll!!llll<il|li: 
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Kapok"  100%  Pure 

Sell  your  customers  a  KAPOK 
Mattress  arid  they  will  be  delighted. 

This  Imperial  Kapok,  given  half  a  chance, 
will  be  head  and  shoulders  above  anything 
you  have  on  your  floor—  a  leader  that  is  filled 
with  comfort,  quality  and  the  real  100%  pure 
prime  Japara  Kapok — it  can't  be  beat  for 
finish,  quality,  and  appearance;  the  work- 
manship is  the  best,  and  only  a  high  grade  of 
ticking  used. 

Drop  us  a  few  words  and  let's  get  acquainted. 
The  benefit  will  be  mutual. 


The  lighter  Kapok  Mattress  indicates  the 
best  quality  material  used.  Full  5/4  inch 
border,  imperial  edge,  should  not  weigh 
over  30  lbs.  grc$s,  including  case. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 


TORONTO 


OTTAWA 


%4 


lllllllllirilllllllllllllllllllllllllllllli:illlMIIIIIMIMIIIIIIIIMIIIIII:MIIIIIIIIIIIIIMIIIIIII  UMIIIMMMIIIIMIIMIMIIIIIIIMIIIIIIIIIIIIMI|l|lllli;illllMIIIIIMIIMIIIMMniMIIIMIIIIMnillllM:'IIMMIIIIIIIIIhlllllll!llllllll|IIIMi:il>^ 
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CHAIRS  of  QUALITY 

During  our  many  years  of  manufacturing  experience 
we  have  made  a  careful  study  of  chair  constructions. 
This  long  experience  and  careful  study  are  clearly 
obvious  in  our  product. 

Not  only  do  our  chairs  please  the  user — they  are 
reasonable  in  price. 


W rite  us  for  illustrations  of  our  newest  designs. 

THE  NORTH  AMERICAN  BENT  CHAIR  CO. 

LIMITED 

Owen  Sound       -         -  Ontario 


III  i]iiiiiiiiiiiiiiii:ii;:iiiMiiiiMii'iiiiiiiih]iiiiiiiiiii:ilMiMiiiiiiiiiMiiiiiiiiiiiMiii:i!i  iiiiiiiMiiiiiiiiiiiiiiiii:Mi:iiiiiiiiiiiiiinMiiiiiiiiiiiiiiiii!iiiiiiiiiiiiiiniiiiiiiiiMIM:;:ii:iiii:iiMiiiiM:iiniiiiiiiiiiiuii^ 

You  Will  Easily  Interest  Customers  in  the  I 

*  Hygienic  Mattresses 


The  "HYGIENIC"  Guarantee  that 
all  the  material  in  every  mattress  is 
new,  clean,  and  perfectly  sanitary,  is  a 
valuable  selling  point.  Such  a  guar- 
antee will  interest  your  customers  at 
once,  because  to  the  majority  of  people 
absolute  cleanliness  in  a  mattress  is  essential.  And  coupled  with  this  is  the  added 
assurance  that  Quality  is  considered  just  as  important  as  sanitation  in  manufacture. 

Write  us  to  send  our  new  price  list  TO-DAY 

THE  STANDARD  BEDDING  COMPANY 


27-29  DAVIES  AVENUE 


Mattress  Specialists 


TORONTO,  ONTARIO 


;iinniMiniiniiniinilllllMnilllllllllHliniHIMIIJIIHIIIJIIIIIIIIHIIIIIHIMMJIIIIIIIIIIMMIIIilllMIIIIIMII<IIMIIIIIIIIIIIIIIIIIIIIIIIIIIMIMIM  lllllllllllllllllllllllllllllllllllllllllMIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIMIIIIIIilMIIIMIIIIII? 
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HARTSHORN  CARRIAGES 


COLLAPSIBLES  and 
SULKIES 

are  built  to  give  your  customers  a  maxi- 
mum amount  of  service.  Best  quality 
of  reed  is  used  in  their  construction. 
Canadian  furniture  dealers  will  find  them 
a  profitable  and  quick  selling  line.  We 
recommend  you  to  get  in  touch  with  us  now 
in  regard  to  your  future  requirements. 

No.  34-R  H  Reed  Stroller  (shown 
below).  A  serviceable  turnout  with  rub- 
ber-tired wheels, upholstered  seat,  reclining 
back,  reed  hood,  upholstered  in  "Print- 
zess"  cord,  finished  in  shellac,  and  brown 
and  gray  enamel,  with  gray  gear. 


668-R 

PULLMAN  RUNABOUT,  ReversiblelGear 

No.  668R  is  a  handsome  carriage 
with  swell  sides  made  in  a  fine  grade  of 
round  reed.  It  is  finished  in  four  colors — 
Shellac  with  black  gear.  Ecru  with  black 
gear.  Brown  with  brown  gear,  and  in 
Gray  Enamel  with  gray  gear.  Seat,  back, 
full  length  sides,  wings,  hood,  and  back 
wind  shield  Upholstered  in  corduroy. 
No.  6  reversible  gear. 

Length  of  body,  back  up — 28in. 

"      refined — 57in. 
Width  of  body,  — 1  Sin. 

C.  H.  HARTSHORN 

GARDNER,  MA5S. 


34-RH 
REED  STROLLER 


F.  C.  BRANDT.  Representative 

8  QUEEN  STREET  NORTH,  KITCHENER,  ONTARIO 
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Fabrikoid  for  Fall  Furnishing 


Fall  is  harvest  time  for  the  furniture  dealer.  New  houses 
to  be  furnished — present  homes  needing  additional  furni- 
ture— new  pieces  or  sets  are  in  constant  demand. 


Be  SURE  that 
you  have  plenty 
of  Fabrikoid-cov- 
ered  furniture  in 
stock  to  meet  this 
trade. 

Furniture  covered 
with  Fabrikoid  is 
more  popular  than 
ever — and  justly  so. 


In  the  first  place,  in  appearance  it  is  as  fine  as  first-grade  leather — but 
much  less  in  cost.  Then,  there  is  no  end  to  its  wear.  It  is  stain- 
proof,  and  can  be  washed  with  soap  and  water.  And  the  public  know 
these  good  qualities  of  Fabrikoid  because  we  are  constantly  and  per- 
sistently advertising  Fabrikoid  in  the  public  press. 


You  can  always  sell  Fabril^oid  and  Fabril^oid- 
upholstered  furniture  with  the  assurance  that 
your  customers  will  be  pleased  and  satisfied. 


DUPONT  FABRIKOID  COMPANY 


63  Bay  Street 


TORONTO 


liSraiiiniiDm^^^^  IBM 


Uiiirfi.'iiiii 


'''•'""'umnminniimiiiiiii'i'''"' 
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Making  Them 
"Thirty  Times  Faster" 


That's  what  they  are  actually  doing — weaving  them  "thirty  times  faster" 
and  with  perfect  uniformity  and  beauty  of  design.  Mr.  Lloyd's  "  day 
dream"  of  a  few  years  ago  of  a  Machine  Loom  is  certainly  a  wonderful 
reality  today. 

The  products  of  the  Lloyd  Loom  are  not  sold  as  soon  as  they  are  made.  They  are  sold 
long  before  they  are  made.  "Where  the  most  skillful  man  formerh'  turned  out  one  labori- 
ously woven,  imperfect  baby  carriage  per  day,  thirty  carriages,  of  the  most  beautiful 
design  and  uniformity,  are  produced  per  man  each  day.  And  the  list  of  dealers  is  grow- 
ing longer,  and  the  number  of  orders  is  increasing,  daily.  liloyd  dealers  have  their  ears  to 
the  ground  ;nid  hear  the  tramp  of  the  buying  multitude  coming  in  their  direction.  And 
the  Lloyd  Plant  Ls  pi'eparing  to  the  utmost  for  that  business  which  is  here — and  is  still 
coming. 

Have  you  your  ear  to  the  ground?  Or  have  you  had  your  eye  to  the  line  of  customers 
which  is  all  but  breaking  down  your  competitor's  door.    The  answer  is 

The  Products  of 

The  Lloyd  Loom 

Get  in  line  for  that  business  now. 

THE  LLOYD  MANUFACTURING  COMPANY 


Canadian  Branch  :  ORILLIA 


MENOMINEE,  MICHIGAN 
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Come  and  Inspect  our  Line  of  Cedar  Chests 
at  Toronto  Exhibition 

We  are  showing  our  entire  line  of  Cedar  Chests  at  Toronto  Exhibition,  August 
23rd  to  Sept.  6th,  and  will  be  located  in  the  Industrial  Building,  Booths  52  and 
52a.  There  are  many  new  attractive  features  about  our  line  that  we  want  to 
point  out  so  as  to  enable  you  to  sell  more  H.  E.  Cedar  Chests.  If  you  cannot 
attend  the  Exhibition  write  us  to-day  for  illustrations  and  prices. 


H.  E.  Furniture  Co. 

Limited 

Milverton,  -  Ontario 


Mersereau 

NEW,  EXCLUSIVE  DESIGNS  IN  BRASS 
BEDS  WILL  BE  DISPLAYED  IN  OUR  USUAL 
BOOTH  IN  THE  INDUSTRIAL  BUILDING 
AT  THE  CANADIAN  NATIONAL  EX- 
HIBITION AT  TORONTO,  AUGUST  23  TO 
SEPTEMBER  6.  WE  EXTEND  A  CORDIAL 
INVITATION  TO  FURNITURE  DEALERS  TO 
CALL  AND  INSPECT  OUR  ATTRACTIVE 
RANGE  OF  BRASS  AND  IRON  BEDS,  o  o 


Brass 
Beds 

At  the 
CANADIAN 
NATIONAL 
EXHIBITION 


THE  CANADIAN  MERSEREAU  CO.,  LIMITED   Florence  St.,  TORONTO 
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MEAFORD  FURNITURE 


Here  is  a  suite  that  is  really  out  of  the  ordinary,  and  one  that  we 
are  proud  to  add  to  Meaford  Line.  ^  The  demand  for  medium- 
priced  furniture  has  been  well  above  par,  and  with  a  great  number 
of  our  boys  returning  from  over  there,  and  many  accompanied  by 
brides,  you  ought  to  be  prepared  to  supply  them  with  a  popular- 
priced  and  a  serviceable  line  that  will  be  a  comfort  and  a  satisfac- 
tion to  both  dealer  and  customer.  ^  The  Meaford  Line  is  known 
and  advertised  the  Dominion  over,  and  is  found  in  many  of  the  best 
as  well  as  middle-class  homes.  We  will  give  you  particulars  of  this 
suite  if  you  are  interested. 


No.  5030  No.  5030 


THE  MEAFORD  MANUFACTURING  COMPANY,  LIMITED 

MEAFORD  -  ONTARIO 


The  Meaford  Line 

DININGROOM  SUITES 

WARDROBES 

SEATS  and  MIRRORS 

BOOKCASES 

LIBRARY  TABLES 

Comprises 

MEDICINE  CABINETS 

HALL  RACKS 

JARDINIERE  STANDS 

DESKS 

CENTRE  TABLES 
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"MISSION"  PATTERN 


No.  297— DINING  SUITE 
Plain  Oak,  Fumed  or  Golden  Gloss  Finish 


The  demand  for  dining-room  furniture  of  individuality 
and  merit  combined  with  the  best  of  construction  has  brought 
universal  appreciation  of  our  product. 

You  will  find  exemplified  in  our  furniture  that  rare  com- 
bination of  conservative  thoroughness  in  manufacture,  with 
aggressive  up-to-the  minute  design  that  makes  for  a  fast  selling 
product. 

It  will  be  profitable  to  you  to  put  "  KNECHTEL 
FURNITURE"  on  your  floors. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 


D.  O.  MCKINNON 

GENERAL  MANAGER 


W.  B  HART 

ADVERTISING  MANAGER 


JAMES  O'HAGAN 
Wm.  J.  BRYANS 

EDITORS 
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SUCCESSFUL  AUGUST  FURNITURE  SALES 


Disposing  of   summer   lines — Getting   the    soldier's   trade— The   home   owners   and   home   lovers'  clubs 

IIIMMMIMIIII  Illllllllllllll  IIIMI  IIIIIIIIIMIIIIIMIIIIIIIIIIIIIIIIIIIMIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIMIIIIIIIIMMIIIIIIIIIIMIIIIMMIIIIIMIIIIMMIIMI!^ 

WE  are  gradually  getting  back  to  peace  condi- 
tions, though  it  may  yet  be  many  months  be- 
fore we  are  enjoying  normal  life.  There  is 
one  feature  to  business,  however,  that  has  not  changed 
— in  war  or  peace — and  that  is  the  summer  Furniture 
Sale. 

The  Annual  August  Furniture  Sale  season  is  again 
with  us.  Some  of  the  selling  conditions  have  changed, 
but  in  general  the  features  of  this  sale  are  much  the 
same  as  have  applied  in  the  past. 

Ojie  of  the  big  helps  that  has  made,  and  is  continuing 
to  nmke,  the  August  Furniture  Sale  a  success  is  the 
advertising  and  publicity  that,  is  being  given  to  it. 
There  are  other  features,  too,  that  are    making  the 
August  Sale  strong  with  customers.    Some  Ontario 
dealers  have  started  "home  lovers"  and  "home  own- 
ers" clubs  this  season.   So  m.any  of  our  young  soldiers 
have    come    back  to  us 
again,    married    or  with 
marriage  pi'ospects  in  the 
immediate  future  that  any 
special  catering  given  to 
them  should  be  provoca 
live  of  sales,   hence  the 
"home  lovers  and  owners 
clubs." 

August  has  been  so 
much  of  a  holiday  month 
in  the  past  that  any  in- 
ducement offered  to  stiri' 
up  sales  has  been  looked 
upon  kindly  by  the  trade. 
This  year  of  1919  extra  in- 
ducements can  be  made 
becau.se  of  the  greater 
number  of  prosj)ects. 

A  couple  of  tnonths  ago 
we  told  of  some  20,000 
stove  i)rospeets  in  Can- 
ada. There  surely  must 
be  that  number  of  furni- 
ture prospects  in  the  Do- 
minion right  now,  and 
some  dealers  are  going  to 


THE    CRESCENT'S  AUGUSX 


All  Canafliii 


dealers    are    piishiiiff  strong 
l''nriiitiire  Sales. 


get  the  business;  why  not  look  out  for  your  share? 

The  clearing  out  of  odd  and  old  lines  has  been  a 
strong  point  made  in  the  past,  but  that  point  can 
hardly  be  emphasized  this  year,  when  furniture  is 
scarce  and  prices  high;  but  the  possibilities  of  sales 
were  hardly  ever  before  so  favorable,  and  a  little  think- 
ing and  planning  on  the  dealer's  part  will  show  him 
how  best  biLsiness  can  be  cultivated  and  his  August 
trade  increased. 

New  Credit  Discount  Plan. 
A  New  York  concern  has  inaugurated  a  new  plan  of 
selling  furniture,  which  combines  the  convenience  of 
credit  with  a  discount  proportionate  to  the  size  of  cus- 
tomers'  payments,  and  should  act  as  an  inducement 
during  August  Furniture  Sales.  Realizing  that  there 
are  a  great  many  i^eople  who  would  rather  use  their 
credit  than  pay  in  advance  for  furniture,  rugs  and 

housefurnishings,  but  who 
do  not  need  to  spread  their 
payments  over  the  full 
period  of  a  year  and  a 
half,  this  concern  have  in- 
augurated the  following 
plan,  which  enables  cus- 
tomers to  pay  in  the  way 
that  suits  their  conveni- 
ence and  gives  them  a 
cash  discount  if  their  jriy- 
ments  do  not  extend  over 
a  pei'iod  of  one  year. 

If  the  payments  do  not 
extend  over  12  months,  the 
customer  receives  a  cash 
discount  of  2^/4  per  cent, 
on  the  entire  amount  of 
tlie  bill ;  if  they  do  not  ex- 
tend over  eight  months, 
he  7'eeeives  5  per  cent.;  if 
paid  within  four  months, 
7V>  per  cent.,  and  if  the 
bill  is  settled  in  full  in  30 
days  a  regular  cash  dis- 
count of  10  per  cent,  is 
received. 


on    their  Augu.st 
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FURNITURE  MEN 

CELEBRATE  PEACE 

The  Big  Toronto  and  Hamilton  Picnics 


Percy  Brown   was  utilitj 
mail. 


Georgp    Wilkinson  was 
Umpire. 


All  work  and  no  play 
Makes  Jack  a  dnll  boy. 

SO,  bearing  this  maxim  in  mind,  the  furniture  dealers 
and  travelers  of  Hamilton  and  Toronto  celebrat- 
ed tlie  coming  of  Peace  by  two  picnic  celebrations 
during  the  past  month. 

THE  TORONTO  PICNIC. 

The  Toronto  picnic  was  held  at  Searboro  Beach  on 
Wednesday  afternoon,  July  9.  It  was  the  first  gather- 
ing of  the  Toronto  Furniture  Trades  Association,  and 
it  was  such  an  immense  success  that  it  will  be  an  annual 
fixture. 

The  sports  took  place  in  the  Stadium,  where  an  ex- 
cellent program  of  events  was  run  ot¥.  The  principal 
event  was  the  baseball  game  between  Hamilton  dealers 
and  travelers  and  Toronto  dealers  and  travelers. 

Oh  yes,  the  Hamilton  crowd  wa,s  there  all  right,  led 
by  that  past  master  of  ceremonies,  Frank  Walker  and 
his  chief  assistant  Bill  Nash.  They  came  by  airship, 
daylight  saving  time,  and  were  accompanied  by  the 
band  of  the  "Cokl  Cream  Guards,"  whose  photo  is 
shown  herewith. 

The  band  led  off  the  procession  into  the  grounds, 
followed  by  the  Hamilton  officers,  players,  fans  and 
rooters.  The  Toronto  delegation  was  in  great  strength, 
about  300,  and  were  preceded  by  a  Highland  pipe  band 
led  by  Bob  Coryell  and  Bill  Minsinger,  a  ringer  from 
Owen  Sound.  The  ball  players,  travelers  and  rabble 
followed. 

The  ball  game  was  for  blood,  best  two  in  three  for  a 
silver  cup.  Geo.  Wilkinson  of  Eaton's  umpired,  and 
while  George  did  the  best  he  could,  his  best  was  none 


Bert  Menzie  was  there  with  his  family. 


too  good  for  Eddie  Bagshaw,  whose  players  were  pro- 
perly trounced  by  the  visitors. 

The  Other  Events. 

Next  came  the  races.  The  Avinners  being  as  follows: 
100  yards  sprint — J.  M.  Webster,  Ideal  Bedding  Co.. 

a  pipe;  V.  Snyder,  Adams    Furniture    Co.,  tobacc 

pouch. 

Standing  jump — F.  J.  Sloane,  W.  H.  Pearson. 

Sack  race — G.  M.  Anderson,  Washington  &  John- 
ston ;  0.  Gurney,  Burroughes  Furniture  Co. 

Three-legged  race — Snyder  of  Adams  and  Godfrey 
of  Burroughes;  and  Colling  and  Peel,  both  of  Yolles 
Furniture  Co. 

Blind-folded  prize  fight — First  bout  to  Frank  Wal- 
ker against  Eddie  Bagshaw,  and  .second  to  Geo.  Wil- 
kinson against  Bert  Menzies. 

Boot  race — W.  Waldron  of  Eaton's;  E.  Davis  of  Bur- 
roughes. 

Pressure  of  time  called  ot¥  the  potato  race,  though 
a  number  of  travelers  figured  themselves  out  as  sure 
winners. 

The  pie-eating  contest  was  postponed  till  supper 
time.   It  Avas  a  tie  all  round. 

Tavo  blind-folded  boxing  matches  Avere  screams. 
Frank  Walker  of  Hamilton  handed  Ed.  BagshaAV  of 
Toronto  a  "Jack  Dempsey"  right  off  the  reel,  and 
Eddie  BagshaAV  did  the  "Kamerad"  act.  He  said  Wal- 
ker hit  him  Avhen  he  Avasn't  looking.  George  Wilkinson, 
a  T.  Eaton  biffer,  hadn't  any  great  amount  of  difficulty 
in  beating  Bert  Menzies.  in  tAVO  rounds.  In  fact.  Wilkie 
said  it  Avas  as  easy  to  hit  Menzies  as  to  hit  the  Hamilton 
Mountain. 

Percy  BroAvn,  Bert  Menzies,  Clarence  Coryell  and 
some  of  the  other  travelers  helped  out  the  officers  as 
assistant  judges,  starters,  etc.,  and  the  band  put  on 
the  right  emphasis  in  the  right  spots  in  the  ball  game 
—"Dead  March  in  Saul"  when  Toronto  lo.st.  and  that 
classic  "HoAV  Dry  T  Am,"  AA-hen  BagshaAV  tried  to 
empty  the  pail  of  "lemonade." 

But  there  has  to  be  an  end  sometime,  so  to  the  tune 
of  "Scots  Wha  Hae"  and  its  Canadian  contr'S  tenuis. 
"Lead  Me  to  the  Eats,"  the  assemblage  was  marshaled 
six  a'breast  and  marched  to  Searboro  Inn  for  .supper, 
where  everybody  turned  out  a  Avinner. 

After  dinner  stieeches  Avere  given  by  Frank  Walker, 
Guy  Luke,  Pat  Sommerville.  representing  the  Himil- 
tonian,  and  C.  Smith,  Clarence  Coryell  and  Joe  Dale 
for  .Toronto.  Guy  Luke  distributed  the  prizes  and 
James  Acton  Avas  toastmaster. 

Louis  Yolle.s,  Percy  BroAvn  and  Ed.  BagshaAv  de 
clined  the  calls  for  "speech"  Avith  thanks. 

Joe  Dale,  chairman  of  the  picnic  committee.  Avas  pre- 
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sented  with  a  clock  and  a  bouquet  of  flowers  and  let- 
tuce leaves,  and  Geo.  Wilkinson  was  given  a  bou(iuet 
of  lettuce  leaves  only — Toronto  didn't  win,  you  see. 

The  other  members  of  the  picnic  committee,  Bert 
Borroughes,  Bob  Corj-ell,  C.  B.  Tadman  and  W.  R. 


'I'lio   start    in   tlu'  f:it   men's  race. 

THAT  HAMILTON  AFFAIR. 

JUST  to  show  that  no  jealousy  existed  the  Hamilton 
dealers  and  travelers  recipi'ocated  by  holding  their 
annual  picnic  on  July  16  on  the  Hamilton  Athletic 
grounds,  and  the  Toronto  boys  were  there  too ;  lots  of 
them. 

It  was  a  real  old-time  picnic.  The  Toronto  crowd 
foregathered  at  Sunnj'side,  and  under  the  supervision 
of  Bert  Menzie  motored  to  the  Royal  Connaught  and 
then  "processioned"  to  the  grounds. 

The  "Cold  Ci-eam  Guards"  were  there  and  Bill  Nash 
was  at  the  gate.  Frank  Walker  and  Mayor  Booker 
gave  tlie  freedom  of  the  town.  Guy  Luke,  Jim  David- 
son, Kirlve  Green,  Jim  Dore,  D.  Stout  and  J.  Mont- 
gomery looked  after  their  posts. 

Well,  the  .second  chapter,  or  rather  episode  2,  as  they 
say  at  the  movies,  of  the  baseball  game  was  the  first 
item  on  the  program.  Manager  Eddie  Bagshaw  had  a 
renovated  and  sanitary  team  ready,  the  weak  spots 
were  made  strong  and  secret  signals  were  given  all  the 
players,  but  it  was  of  no  use — Hamilton  licked  us 
again,  and  took  the  cup,  and  kept  Eddie  over  night. 

The  game  was  called  Hamilton  time,  but  as  Joe  Dale, 
who  was  to  umpire,  had  not  changed  his  clock  (he  got 
one  the  previous  week,  if  you  remember)  the  players 
were  satisfied  that  Geo.  Wilkinson  should  do  the  stunt 
again.  George  lived  the  Aveek  between  games  up  in 
Gait,  and  brought  Jimmy  Little  along  to  see  that  he 
was  used  right.  Well  as  beforesaid  we  were  licked,  so 
we  took  up  the  other  games. 

The  tug-o-war  between  Hamilton  and  Toronto  deal- 
ers was  won  by  the  former,  but  the  travelers'  team — 
Shantz,  Parsons,  Dore.  Menzies  and  Bill  Beney — pulled 
the  Ilainilton  dealers  all  over  the  lot,  showing  what 
gi-eat  politicians  they  are. 

The  fat  men's  race  M'inners  were  Goodfellow,  Ab. 
Dnnke  and  Markle,  and  the  prizes  a  silver  cake  plate, 
a  kiddie  ti-ain  to  carry  the  Kindel  beds,  and  a  wire 
door  mat. 

The  tug-o-war  ])i'izes.  which  puts  all  contestants  in 
the  [)i'ofessi()iia]  class  were  a  dollai'  casli  apiece  to  the 
five  ti'avelei's. 

Single  men's  race — Z.  Snyder,  S.  W.  Starr  and  God- 
frey.  Prizes — Rocker,  sewing  tray,  smoker's  stand. 

Mari'ied  men's  race — James  Anderson,  P.  Newton 
and  F.  Buseort.  Prizes — Mahogany  sewing  table, clock, 
cut-glass  sugar  and  cream. 

Guests'  race — William  Pearson,  Tom  Badger  and  Joe 
Dale.  Prizes — Dinner  gong,  waste-paper  basket,  par- 
lor lamp. 


Wilson,  deserve  our  thanks  for  an  exceedingly  pleasant 
day. 

Bert  Menzies  was  last  man  off  the  grounds.  When 
he  got  home  in  the  small  hours  next  morning  he  had 
seen  all  the  other  boys  tucked  safely  in  bed. 


220'-yard  race— H.  Mitchell,  Z.  Snyder  and  S.  W. 
Starr.  Prizes — Old  hickory  rocker,  wood  seat  rocker, 
jardiniere  stand. 

Standing  broad  jump — W.  Pearson,  P.  Badger  and 
S.  Buseort.  Prizes — Midget  refrigerator,  smoker's 
stand,  butter  dish. 

Chicken  race — C.  Harrison.  A.  Wilson  and  H.  Mit- 
chell. 

A  surprise  stunt  was  pulled  ofip  in  the  shape  of  an 
exhibition  bout  between  Bobby  Eber  and  Pete  Scott. 
It  was  great!}-  enjoyed,  despite  the  vast  difference  in 
weights.  Pete  took  matters  easy,  but  Bobby  wanted  to 
show  that  he  had  the  goods,  and  he  sailed  into  his  big- 
ger opponent  several  times  as  though  the  battle  was 
for  blood.  Of  course,  Pete  had  his  weather  eye  open, 
and  neither  one  of  them  kissed  the  canvas,  but  Eber 
won  new  friends  by  his  exhibition.  "Dink"  Nevilles 
refereed,  and  received  a  handsome  clock  for  his  ser- 
vices. "Dink"  earned  that  clock,  as  he  had  to  take  a 
few  biffs  himself. 

Then  came  the  supper — a  buffet  lunch,  from  ten- 
pound  dill  pickles  down  to  ice  cream  cones.  As  at 
Toronto  all  participants  were  winners.  Next  came 
the  presentation  of  prizes  by  Clarence  'Coryell,  in  his 
own  inimitable  style. 

Special  prizes  of  a  litter  of  dogs  from  Tom  Biggar's 
kennels  were  made  to  Geo.  Wilkinson,  Ed.  Bagshaw 
and  Lew  Phippen.  Louis  Yolles,  Bert  Menzie  and  Jim 
Little  were  also  slated,  but  some  persons  unknown  stole 


Bert   Menzie  direetins  tile   ' '  proeesli ' '  iil   Sumiyside.     Diivi'  Si>iitei- 
and    Kddio    )5af;'slia\v    eiiu Hdeiit  iall y    talldiiK    it  over. 
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the  dogs.  That  may  aeeount  for  some  of  the  Toronto 
buncli  leaving  for  home  early. 

Before  the  proceedmgs  closed  Secretary  Miller  of  the 
Ontario  R.M.A.  was  called  on  and  gave  a  splendid  ad- 
dress on  the  activities  of  that  organization.  The  speech 
was  worth  a  verbatim  report,  but  we  will  only  sum- 
marize the  topics  he  touched  upon: — Workmen's  com- 
pensatiou,  Bulk  Sales  Act,  Trausient  Traders  Act,  trad- 
ing stamps,  false  advertising,  the  eo-operative  move- 
ment, trade  troubles,  mail  order  houses,  postal  abuses, 
cartage  charges,  the  KnoAvles  bill  re  resale  price,  Divis- 
ion Court  Act,  Manitoba  small  debts  court,  the  lien 
law,  Bankruptcy  Act,  Inland  Trade  Commission,  R.M. 
A.  collection  department,  and  our  old  friend  the  H.  C. 
of  L. 

"God  Save  the  King,"  sung  by  all,  terminated  the 
proceedings. 


FOUL  TIPS. 

Bill  Pearson  is  some  sport;  we  mean  the  real  kind. 
Has  anybody  seen  that  portrait  of  Louis  Yolles  and 
his  cup? 


Bill  White  was  an  onlooker  only  this  year.  He  says 
wait  till  next  year! 

"Why  don't  you  go  to  work  out  there,"  shouted  F. 
Moss,  at  Bagshaw,  from  the  stand  at  the  bad  showing 
of  Toronto.  "Don't  you  know,"  replied  Eddie,  "that 
a  rolling  stone  gathers  no  Moss?" 

While  the  big  ball  game  was  on  Dave  Souter  took 
on  a  crowd  of  "big"  Toronto  travelers — Menzie.  Ab. 
Dunke,  Bill  Beney,  Alf.  Roberi's,  and  other  has-beens 
— in  an  indoor  ball  game,  and  Hamilton  won  again. 

Bill  Beney  is  quite  a  chauffeur.   Eh,  what ! 

Joe  Robb  was  the  hopeful  battler  for  Toronto,  but 
when  his  umps  called  "one,  two,  three,  you're  out."  Joe 
got  the  merry  from  the  crowd  with  musical  honors 
from  the  band. 

Percy  Brown  was  quiet.  He  seemed  all  tuckered  out 
after  that  fishing  trip  to  Clear  Lake.  Ask  Dave  Soiiter. 

Jim  Dore — Do  you  and  your  wife  ever  think  the 
same?  Ed.  Bagshaw — When  I'm  out  late  at  the  club 
we  do.  She  keeps  thinking  what  she'll  say  when  I  get 
home,  and  so  do  I. — ^Conversation  overheard  at  Ham-1- 
ton. 
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SECOND  GAME  AT  HAMILTON. 


Hamilton 

1 

2 

3 

4 

5 

6  T'l 

Toronto 

1 

2 

3  4 

5 

6  T'l 

Hamilton 

1 

2  3  4  5 

6  T'l 

Toronto 

1 

2 

3 

4 

.5 

6T 

Buscombe,  ss 

1 

0 

X 

1 

1 

Lee,  e   

1 

X 

1 

0 

Buscombe  . 

1 

110 

Lee,  c 

0 

0 

X 

0 

Kellv,  2b  

1 

0 

1 

0 

0 

Snyder,  p  ... 

0 

0 

1 

1 

Kellv   

1 

0  10 

Xewton 

.  .  0 

0 

0 

Caldwell,  3b. 

0 

0 

0 

X 

1 

Sloan e,  ib  .  . 

0 

0  1 

0 

Mitchell   .  .  . 

.  1 

0  0  1 

Dale 

,  X 

1 

0 

Steam,  ef  .  . 

0 

0 

1 

X 

] 

Smith,  If  .  .  . 

X 

0  1 

1 

Caldwell  .  . . 

.  0 

0  0  1 

Pearson    .  . 

. .  0 

1 

1 

Montg'omeiy,lb  0 

0 

0 

X 

1 

Webster,  ef  . 

X 

0  1 

0 

Simpson    .  .  . 

0 

1  X 

Snyder   .  .  . 

1 

X 

0 

SLmpson,  rf. 
Henderson,lf 

1 

1 

0 

D  use  ail,  2:b  . 

0 

1 

0 

Stearn   

1 

1  0 

Yolles    ,  ,  .  . 

1 

0 

1 

1 

1 

1 

Andrews,  rf. 

0 

1 

0 

Green   

X 

1  1  :^ 

Mackie 

0 

0 

0 

Souter,  p  . . 
Reid,  c  .... 

X 

1 

1 

Yolles,  ss  .  .  . 

1 

0 

Reid   

X 

1  1  0 

Robb 

0 

X 

0 

0 

1 

0 

Godfrey,  3b 

0 

1 

0 

Souter   

0 

111 

Smith 

0 

0 

0 

Total 

2 

2 

0 

7 

1 

5  17 

Totial 

1 

1 

8 

1 

1  12 

Total 

4 

0  7  6  1 

X  18 

Total 

0 

0 

0 

0 

2 

0 

Box  ;-;cores  of 

til 

e 

lasel 

all 

games 

between  Toronto 

and 

Hamilton 

Dealers. 

BRANDON  REST  ROOM  PROVES  VERY  POPULAR 

That  the  District  Rest  Room  provided  in  Brandon, 
Man.,  is  appreciated,  is  shown  by  the  fact  that  during 
the  first  four  months  of  this  year,  4,475  visitors  patron- 
ized it  while  on  shopping  tours  in  the  city. 

The  rest  room  is  conducted  by  a  committee  of  farm- 
ers' wives  from  the  surrounding  district,  assisted  by 
an  advisory  committee  of  business  men  and  farmers. 

John  Popkin,  secretary  of  the  Brandon  branch  of  the 
Retail  Merchants'  Association,  in  a  letter  to  the  editor 
of  this  journal  says:  "The  Retail  Merchants'  Associa- 
tion got  right  behind  the  movement  and  gave  gener- 
oiisly  towards  the  fund  that  was  needed  to  get  the  idea 
started,  and  the  place  fitted  up.  Naturally  the  idea, 
from  a  business  point  of  view,  is  to  make  it  more  com- 
fortable, and  convenient  for  the  farmers'  wives  to 
come  to  Brandon  to  trade.  The  committee  appointed  a 
woman  to  look  after  the  rooms,  keep  them  clean,  and 
be  on  hand  as  an  attendant.  This  woman  is  paid  for 
this  work ;  then  the  other  officials  are  honorary,  and 
are  such  as  are  usual  to  similar  organizations.  The 
building  used  is  one  that  was  formerly  occupied  by  the 
Manitoba  Government  Telephone  Commission  until 
they  built  their  own  building,  and  the  District  Rest 
Room  Committee  pay  rent  for  the  place  to  the  owner. 
The  finances  are  raised  by  grants  from  the  different 
municipalities,  women's  societies  and  Brandon  business 
men." 

A  new  screen  has  recently  been  donated,  several  pic- 
tures added  to  the  walls,  and  the  loan  of  a  phonograph 


and  a  handsome  reading  lamp  makes  the  rooms  very 
homelike.  Free  stationery  is  provided  and  books  and 
magazines  are  available. 


FURNITURE  QUOTATIONS  OFF. 

The  scarcity  and  higher  prices  of  raw  materials  en- 
tering into  furniture  manufacturing  has  forced  mo.st 
of  the  manufacturers  to  withdraw  all  prices  and  ac- 
cept no  further  orders  at  a  stated  price  nor  for  stated 
delivery  imtil  September  Ir  All  orders  in  hand  will,  if 
at  all  possible,  be  filled  at  recent  price  advances. '  hut 
no  price  will  be  quoted  on  orders  beyond  September. 

All  the  displays  at  the  Grand  Rapids  midsummer 
furniture  exhibition  Avere  sold  out  three  days  after  the 
opening  of  the  show,  and  United  States  manufacturers 
are  said  to  be  booked  up  to  the  end  of  the  year.  No 
prices  are  being  quoted  across  the  line  for  1920  de- 
livery. 


C.F.M.  EXHIBITION. 

The  Canada  Ftirniture  Manufacturers  conducted 
their  usual  July  exhibition  in  the  Toronto  warerooms 
on  King  Street  East.  The  display  covered  their  com- 
plete lines  made  in  their  various  factories  throughout 
Ontario.  So  numerous  are  their  lines  that  the  four  or 
five  floors  of  the  large  warehouse  were  entirely  taken 
up  with  the  company's  display. 
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KITCHENER  HOLDS  JULY  EXHIBITION 
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Inauguration  ot  midsummer  furniture  show— Baetz  Bros,  make  fine  display — Scarcity  of  workers  and  materials 
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STYLES  in  furniture  are  to  a  great  extent  forecast 
by  the  annual  or  semi-annual  displays  or  exhibi- 
tions held  in  the  various  furniture  manufacturing 
centres. 

Here  in  Canada  we  are  accustomed  to  the  annual 
January  P\irniture  Show.  With  the  conclusion  of  war 
the  Kitchener  furniture  manufacturers  thought  it  well 
to  inaugurate  a  July  exhibition  in  addition  to  the  Janu- 
ai"y  show. 

Baetz  Bros.  &  Co.,  conceived  the  idea  and  helped  on 
the  movement.  The  two  middle  weeks  of  July  were  set 
apart,  and  while  the  visitors  were  not  so  numerous  as 
in  January  there  were  considered  sufficient  out-of-town 
callers  present  to  justify  the  manufacturers  to  put  on 
the  display.  Not  all  the  makers  made  displays,  how- 
ever. Shortage  of  stocks,  scarcity  of  labor  and  want  of 
tapestry  coverings  precluded  some  manufacturers  from 
showing. 

Baetz  Bros,  made  their  display  in  their  Anthes  fac- 
tory showroom.  The  lanips  and  shades  added  greatly 
to  the  beauty  of  the  exhibit.  These  lamps  coming  in 
many  new  designs,  shapes  and  colorings,  show  how  ex- 
tensive such  a  line  can  be  made,  and  the  possibilities 
before  such  goods  in  the  way  of  sales. 

Dining  suites  were  shown  on  one  side  of  the  show- 
room and  bedroom  suites  along  the  other,  the  centre  be- 
ing reserved  for  living-room  stuff,  odd  lines  and  special 
display*.  i 

The  mode  of  exhibiting  the  various  items  could  hard- 
ly be  improved  upon.  Period  designs  were  shown  in 
the  suites  in  enamel,  fumed  and  walnut  finishes.  Some 
upholstered  living-room  suites  were  very  uni(fae.  A 
Chinese  tapestiy  design  on  a  black  background  was 
a  decided  novelty. 

Library  suites,  chesterfields,  tables,  bookstands  and 
rockers — all  harmonizing,  had  a  pleasing  effect.  Par- 
lor suites  and  odd  pieces  in  silk  coverings  of  blue  and 
gold,  cerise  and  many  other  tints  gave  an  idea  of  the 
vast  range  of  coverings  the  company  is  using. 

Dinner  wagons,  table  lamps  to  match  suites,  cane 
panelled  furniture  and  clocks  made  up  an  attractive 
section.  And  cheval  and  dressing  mirrors  were  the  last 
word  in  this  scarce  line  of  furniture  to  be  had  to-day. 

At  the  Auditorium  on  Queen  Street  no  special  July 
exhibition  was  put  on,  but  the  firms  making  their  dis- 
plays there — Lippert  Furniture  Co.,  Crown  Fiirniture 
Co.,  Geo.  H.  Hatchborn  &  Co.,  and  Geo.  Lippert  Table 
Co. — made  no  special  disi)lay  effort  other  than  that  in 
these  permanent  showi'ooms. 

The  Waterloo  Furnitui'e  Co.  had  their  permanent 
showrooms  0!i  the  top  floor  of  the  Kitchener  Furniture 
Co. 's  building.  Mr.  Weber  was  there  to  look  after 
visitors.  They  showed  their  regular  upholstered  par- 
lor and  living-room  suites  in  many  finishes,  the  tapestry 
colorings  ruiming  mostly  to  dark  shades.  Some  ex- 
amples shown  were  covered  in  velours  and  denims,  and 
some  light  colors  were  .shown  in  parlor  stuff. 

While  making  no  special  eff'orts  at  an  exhibition  dis- 
play P.  C.  Brandt  showed  his  representative  lines  at  his 
warerooms  on  Queen  Street.  The  Gem  Crib  and  Cradle 
Co.  of  Canada  is  one  of  his  concerns.  This  company 
are  the  origiiiatoi's  and  mainifacturers  of  the  "Gem" 


wheel  bassinets,  which  surely  did  please  the  ladies' 
eyes.  These  cribs  come  in  many  designs — all  wood, 
basket  sides,  spindle  ends.  All  can  be  used  as  beds, 
having  spring  mattress  base,  and  some  of  them  are  com- 
bined bassinet  and  play-yard.  Some  have  sliding  sides, 
and  all  are  in  Avhite  enamel  finish.  Folding  play-yards, 
rocking  cradles,  bath-room  stools,  baby  walkers,  porch 
gates,  nursery  and  high  chairs,  workstands  and  ward- 
robes, and  fibre  and  reed  doll  carts  are  also  items  in 
this  company's  line. 

Mr.  Brandt  as  well  shov/ed  the  Hartshorn  line  of 
baby  carriages,  collapsible  sulkies  and  strollers.  The 
carriages  are  built  of  reed  with  reversible  gear,  up- 
holstered in  "Printzess''  cord,  rubber  tired  artillery 
wheels,  with  or  without  windshield,  and  in  many  de- 
signs and  colorings.  The  strollers,  too,  are  of  reed  in 
many  designs  and  colorings;  and  the  collapsible  go- 
carts  run  from  simple,  plain  models  to  those  having  a 
variety  of  special  features. 

Another  line  is  that  of  the  Mahogany  Chair  Co.,  a 
line  of  folding,  steamer  and  bath-chairs,  chairs  for 
beach  and  verandah,  portable  and  stationary  opera 
chairs,  morris  chairs,  settees,  folding  stools  and  towel 
racks.  The  chairs  have  duck,  carpet,  wood,  perforated 
and  cane  seats,  with  and  without  back  rests. 

The  Ontario  Woodworking  Co.'s  line  is  made  up  of 
novel  children's  goods,  a  fine-looking  Christmas  line. 
These  goods  include  hobby  horses,  rocking  horses, 
wheel  chairs,  duck  and  dog  wagons,  wheel-'barrows, 
rooster  rockers,  airships,  automobiles,  etc.  The  poss- 
ibilities of  designs  in  this  line  is  limited  only  by  the 
iinagination. 

The  Krug  Furniture  Co.  did  not  show.  Their  display 
samples  were  practically  all  sold.  The  firm  found  it 
difficult  to  fill  orders  promptly,  owing  to  scarcity  of  up- 
holsterers. This  condition  applied  also  to  D.  Hebner 
&  Co. 

The  De  Luxe  Furniture  Co.  made  their  showing  at 
Schreiter's,  but  owing  to  heavy  demands  on  their  pro- 
duction they  had  but  six  or  seven  items  on  the  display 
floor. 

AT  WATERLOO. 

Over  at  Waterloo,  Woeller,  Bolduc  &  Co.  had  set  up 
their  display  in  their  new  showrooms,  opposite  the  rail- 
way station,  where  in  future  permanent  display  rooms 
will  be  estahlished.  Even  here  demand  for  their  lines 
had  taken  from  the  display  some  of  the  more  popular 
items.  The  firm  feels  the  scarcity  of  tapestry  cover- 
ings. While  having  sufficient  for  the  trade  of  some  few 
years  ago,  there  are  not  enough  coverings  coming  along 
now  to  ade(piately  and  promptly  fill  the  orders  in 
hand. 

The  firm  made  a  good  display  of  their  samples,  how- 
ever, the  period  designs  coming  in  for  much  commend- 
ation. Some  of  the  newer  settees,  too,  were  solendid 
exanijiles  of  the  furniture  makers'  skill.  Denims, 
velours  and  leathers  had  a  place  as  well  as  tapestry  in 
the  coverings  shown.  The  library  furniture  made  a 
special  appeal  to  many  visitors. 

Snyder  Bros,  did  not  exhibit.  Their  large  display 
rooms  were  denuded  of  stocks  to  fill  orders.  The  labor 
market  and  tapestiy  situation  was  felt  bv  the  firm. 
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Modern  Store  Fronts  Are  Money 
Savers 


ADYERTISrNG  and  display  are  essentials  at  pres- 
ent for  the  store  whicli  would  have  a  successful 
cai'eer  as  a  retail  institution.  Both  factors  must 
be  given  thoughtful  attention.  In  order  to  have  a  pro- 
per merchandise  display  in  the  windows  of  the  store, 
the  front  must  agree  with  certain  well  defined 
principles. 

Contrast  the  older  style  front,  with  its  small  sash 
and  coT-respondingly  small  window  panes,  with  the 
large,  open  spaces  possible  under  modern  styles  of  store 
architecture.  Is  it  any  wonder  that  the  latter  sell  mer- 
ehpndise  whereas  the  former  fail  to  make  sales? 

With  the  small  glass  scheme  of  construction,  the  most 
accomplished  window  display  man  could  not  make  a 
display  which  would  be  really  attractive.  Everything 
is  against  him  when  Avorking  under  such  conditions. 
Of  two  stores,  side  by  side,  carrying  the  same  lines 
and  class  of  merchandise,  with  a  corresponding  price 
range,  the  one  having  a  modern  front  while  the  other 
was  laboring  along  under  the  handicap  of  the  antiquat- 
ed style,  there  is  no  question  of  the  advantage  which 
would  be  enjoyed  by  the  former  store. 

The  cost  of  installing  up-to-date  fronts  to  the  store  is 
not  large.  Figured  on  the  basis  of  the  increased  dis- 
play facilities,  it  is  so  small  as  to  be  inconsiderable. 

The  most  valuable  space  in  the  store  is  said  by  many 
to  be  in  that  portion  which  is  devoted  to  the  window 
display.  That  being  the  case,  is  it  not  a  case  of  saving 
at  the  spigot  to  worry  along  with  the  handicap  of  poor 
window  facilities,  due  to  antiquated  store  fronts,  when 
a  small  amount  invested  in  a  modern  front,  with  large 
spacious  plate  glass  Avindows,  will  add  very  materially 
to  the  merchandise  sales  of  the  institution. 

Figured  in  any  way  for  any  size  store,  in  the  small 
est  hamlet  or  in  the  town  of  small  city  proportions,  the 
cost  of  remodeling  and  installing  a  front  which  will 
really  accentuate,  rather  than  reduce,  the  pulling  pow- 
er of  the  merchandise  display,  is  not  to  be  considered  as 
an  expense  but  rather  as  an  investment. 

Now,  during  the  summer  months,  when  business  is 
more  or  less  quiet  in  the  smaller  towns  owing  to  the 
activities  of  the  farmer  at  home,  is  the  advantageous 
time  to  make  this  much  needed  change. 


MAKE  STORE  PLEASANT  TO  SHOP  IN. 

During  the  summer  months  if  there  is  one  thing  that 
appeals  to  the  shopper  it  is  a  cool  store.  The 
dealer  should  pvit  forth  every  effort  to  make 
his  store  a  pleasant  place  to  shop.  One  thing 
that  will  be  found  very  helpful  in  this  regard  is 
an  electric  fan.  It  should  not  be  regarded  as  an  ex- 
pense, says  an  exchange.  It's  an  investment.  Haven't 
you  sometimes  heard  one  woman  say  to  another:  "I 
like  going  into  So-and-So's  store.  It's  always  so  cool 
and  fresh?" 

Do  people  say  that  about  your  store?  When  they 
enter  the  door,  do  they  come  into  a  hot,  sultry  atmos- 
phere, where  the  air  is  stale  and  motionless,  or  is  there 
a  constant  current  of  air  circulating  around  the  store 
making  the  interior  cool  and  pleasant? 

It's  worth  considering.  It  makes  a  great  deal  of 
I'^T^'-'-rir-",  somf^timcs.    The  pleasanter  you  can  make 


your  store  for  the  people  who  patronize  it  the  better 
hold  you  Avill  have  upon  their  goodwill  and  support. 
A  Avoman  likes  to  shop  Avhere  it's  a  pleasure  to  shop — 
and  if  your  store  is  invitingly  cool  and  your  competi- 
tor's is  stuffy  and  oppressive  you  Avill  find  it  is  far 
easier  to  persuade  her  to  buy  from  you  than  from  your 
rival. 

Instal  a  fan  or  two  so  as  to  keep  the  air  cool  and  cir- 
culating. Keep  the  interior  of  your  store  shady.  A 
fcAv  plants  or  ferns  here  and  there  add  Avonderfully 
to  the  freshness  of  your  AvindoAv  and  counter  displays, 
especially  during  the  very  hot  Aveather  AA^hen  the  more 
perishable  products  cannot  be  exhibited  for  too  long 
in  a  Avarm  temperature  and  Avhere  bare  spaces  here 
and  there  Avant  filling  in. 

A  little  thought  giA'en  to  this  matter  Avill  giA'e  your 
store  a  refreshing  distinctiA^eness  that  Avill  command 
attention  and  create  favorable  comment.  The  cost  is 
trifling  and  the  outlay  of  a  fcAv  dollars  judiciously 
expended  in  this  way  Avill  enhance  the  inviting  appear- 
ance of  a  store  very  considerably  and  prove  an  excel- 
lent stimulant  +o  good  class  trade. 


Cool  Trade  Breezes  for  the 
Warm  Weather 


Transform  those  notions  into  motion. 

*  *  * 

Isn't  it  difficult  to  work  up  an  interest  in  one's  win- 
ter coal  supply  these  days? 

Listlessness  has  no  place  in  the  dealer's  formula  for 
maintaining  summer  trade. 

Dead  bait  Avon't  catch  many  fish  for  you.  nor  Avill 
lifeless  advertising  catch  many  customers. 

Just  because  these  are  the  dog  days  is  no  reason  for 
letting  business  go  to  the  dogs. 

A  little  motion  m  the  air  has  a  cooling  effect.  Keep 
moAdng  and  create  a  little  stir  for  your  OAvn  benefit. 

*  *  * 

He  Avho  Avould  be  a  successful  business  man  must  be 
diplomatic.  We  heard  of  one  budding  diplomat  recent- 
]y.  He  sent  a  girl  18  roses  on  her  28th  birthday. 

«    *  * 

That  things  are  not  ahvays  just  Avhat  they  seem  is 
demonstrated  by  the  failure  of  some  people  to  reach 
the  top  because  they  hesitate  to  take  the  plunge. 

*  *  * 

The  character  of  a  man  is  sho\Am  largely  by  his  fea- 
tures— the  character  of  a  store  by  its  appearance. 

*  *  * 

A  felt  slipper  is  supposed  to  be  soft,  but  many  a  boy 
can  tell  you  that  a  slipper  can  be  hard  and  still  be 
felt. 
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Arranging 
Window 
Displays 
to  get 
Results 

A  seasonable  touch 
to  a   window  that 
should  help  sales  in 
summer. 


SATISFACTORY  display  is  an  item  that  concerns 
the  welfare  of  every  retail  establishment,  for  not 
to  show  merchandise  is  "hiding  the  light  under  a 
bushel"  and  increasing  the  obstacles  which  stand  in  the 
way  of  its  ready  sale.  These  points  and  others  were 
admirably  touched  upon  in  an  address  on  "Merchan- 
dise and  Its  Proper  Display,"  recently  delivered  by 
George  E.  J.  Cowan,  author  of  several  books  on  win- 
dow trimming.  So  pertinent,  in  fact,  to  the  subject  of 
modern  retailing  were  his  conclusions,  that  we  take 
pleasure  in  reprinting  the  following  excerpts  from  the 
address  for  the  attention  and  consideration  of  our 
readers: 

There  can  be  no  question  now  about  the  advisability 
of  merchandise  display.  The  question  now  of  vital  im- 
portance is,  "How  shall  we  arrange  our  merchandise 
in  order  to  get  best  results?"  Looking  back  thousands 
of  years  and  also  making  a  study  of  merchandising  con- 
ditions in  even  the  most  primitive  countries  of  to-day, 
we  find  that  the  first  essential  in  most  merchandising 
is  to  get  the  goods  out  where  thej^  can  be  seen.  This 
is  what  the  great  mass  of  merchants  are  doing  at  the 
present  day.  Of  course,  the  average  store  in  the  more 
progressive  countries  has  improved  "wonderfully  in  the 
past  few  hundred  years,  this  being  particularl.y  true  of 
the  show  window  in  so  far  as  construction  and  lighting 
is  concerned.  The  introduction  of  plate  glass  about 
seventy-five  years  ago  has  been  the  most  powerful  fac- 
tor in  the  improvement  of  the  show  window. 

No  matter  how  up-to-date  your  show  window  may  be 
it  is  still  vitally  important  that  some  one  in  the  store 
really  knoAvs  something  about  the  more  important  prin- 
ciples governing  the  display  of  the  goods  that  the  store 
has  for  sale.  One  very  important  rule  that  can  be  ap- 
plied to  almost  all  lines  is  to  try  to  shoAv  goods  as  they 
will  appear  when  in  use. 

Applying  this  same  principle  to  the  showing  of  furni- 
ture and  other  house  furnishings,  it  is  best  to  decor- 
ate the  windows  in  imitation  of  the  uses  to  which  they 
will  be  put.  Let  all  articles  for  the  kitchen  be  shown 
in  natural  surroundings,  while  articles  for  the  dining 
room  will  be  shown  in  an  appropriate  setting.  This 
system  of  display  compared  with  the  old  method  of 
showing  a  heterogeneous  collection  of  all  kinds  of 
goods  in  an  open-back  window  means  that  the  same 
items  of  merchandise  will  look  a  hundred  per  cent,  bet- 


ter and  aetuallj^  suggest  how  they  can  be  used  to  ad- 
vantage. 

There  are,  of  course,  an  endless  number  of  sugges- 
tions that  can  be  made  that  will  help  any  one  in  his 
window  work.  First  of  all,  the  window  glass  and  in 
fact  every  part  of  the  window  should  be  kept  abso- 
lutely clean.  Great  care  should  be  given  to  the  smallest 
detail  of  the  window.  As  an  illustration,  let  me  cite 
the  case  of  a  window  I  saw  just  the  other  day  in  a  furni- 
ture store.  The  floor  had  been  covered  with  linoleum  so 
poorly  laid  that  it  was  the  worst  kind  of  an  advertise- 
ment for  the  efficiency  of  the  linoleum  department  of 
the  store. 

The  construction  of  the  window  is  very  important. 
On  account  of  poor  construction,  many  windows  reflect 
more  of  the  outside  surroundings  and  show  very  little 
merchandise.  This  practically  makes  your  Avindow  use- 
less part  of  the  time,  and  this  fault  should  be  overcome 
as  soon  as  possible.  How  to  do  this  is  the  question.  The 
reason  the  plate  glass  shows  reflections  is  that  the  win- 
dow is  darker  inside  than  it  is  outside.  You  Avill  find 
that  by  studying  this  problem  you  should  be  able  to 
make  the  inside  of  your  window  as  light  as  it  is  out  of 
doors  and  thus  overcome  the  reflections  entirely. 

This  can  be  done  by  taking  out  the  false  ceiling  just 
back  of  the  transom  bar  if  you  have  one.  Or  it  may 
be  your  backgrounds  are  too  dark  and  need  a  light 
colored  covering.  Another  very  important  phase  of 
Avindow  work  is  that  of  windoAV  lighting  so  that  the 
goods  AAall  be  seen  to  advantage  at  night  as  Avell  as  in 
the  day  time.  By  taking  this  matter  up  with  your 
local  lighting  company  you  will  be  able  to  procure 
especially  designed  Avindow  reflectors  that  concentrate 
every  bit  of  the  light  on  the  display  itself.  The  ele- 
ment of  color  combination  is  so  important  in  AvindoAV 
work'  that  all  window  trimmers  should  make  a  special 
study  of  the  subject.  As  a  general  rule,  the  fewer 
colors  you  use  in  a  window,  the  more  attractive  it  Avill 
be.  Considering  the  fact  that  the  half-dozen  or  more 
books  that  are  already  published  on  this  subject  do  nol 
in  any  Avay  attempt  to  cover  it  fully,  Ave  can  hardly 
hope  to  do  more  than  touch  on  the  subject,  but  I  be- 
lieve that  Ave  have  at  least  given  you  the  one  big  fuunda- 
mental  principle  that  is  most  important  in  all  Avindow 
Avork,  and  that  is:  "Show  your  goods  as  they  Avill  ap- 
jtoar  in  use." 


26 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


Au^st,  1919 


Specialized  Windows  Pay  Best 


SPECIALIZED  windows  pay  the  best,  and  miscella- 
neous displays  should  be  few  and  far  between.  It 
may  be  well  at  times  to  show  the  large  variety  of 
items  you  carry  in  stock,  but  it  does  not  "get  the  busi- 
ness" like  a  specialty  window,  where  every  effort  has 
been  concentrated  on  one  particular  line. 

Considerable  care  should  be  exercised  in  the  selection 
of  signs,  as  a  v/indow's  success  has  often  been  attained 
by  the  clever  placing  of  attractive,  well  worded  signs. 
These  help  wonderfully  to  liven  up  a  display,  but  must 
not  be  so  conspicuous  as  to  detract  from  the  merchan- 
dise; too  many  signs  are  as  ineffective  as  no  signs  at 
all.  Price  cards  are  in  many  cases  very  beneficial  but 
the  utmost  discretion  must  be  used  in  this  direction,  for 
man}'-  sales  are  iOst  by  acquainting  the  prospective  cus- 
tomer with  the  price  before  the  merits  of  the  article 
have  been  explained.  However,  if  sound  judgment  is  us- 
ed in  j)ricing  those  items  which  look  of  greater  value 
than  their  selling  price,  results  in  this  direction  should 
be  extremely  gratifying. 

Good  movable  signs  and  movable  displays  should  be 
used  whenever  possible  as  there  is  nothing  that  attracts 
attention  as  well  as  a  display  in  which  there  is  action. 

A  demonstration  in  the  store  operated  in  connection 
with  a  fine  display  of  new  furniture  in  the  window, 
is  a  wonderful  aid  in  starting  things  going.  The  demon- 
strator being  thoroughly  posted  enables  the  sales  to  be 
made  more  readily  than  could  otherwise  be  accomplish- 
ed, as  some  clerks  are  slow  in  picking  out  the  selling 
features,  and  run  chances  of  losing  many  sales.  The 
demonstrator  as  a  rule  is  an  excellent  educator  for  the 
salesman,  and  if  he  knows  his  business  thoroughly  he 
will  have  the  clerks  so  well  posted  that  they  ean  handle 
the  proposition  successfully  in  a  day  or  two,  because 
they  are  usually  as  curious  as  customers  and  by  the 
time  the  demonstrator  is  ready  to  leave  they  can  easily 
continue  the  campaign.  Demonstrations  in  the  win- 
dow succeed  in  drawing  a  crowd  but  do  not  accomplish 
the  results  which  are  derived  from  an  inside  demon- 
stration, where  the  demonstrator  comes  in  personal 
contact  with  the  customer. 


Careful  attention  should  be  given  to  making  the 
show  windows  weather  and  dust  proof.  All  joints 
should  be  thoroughly  puttied  and  painted,  as  any  good 
display  will  lose  its  effectiveness  in  a  few  days  if  it 
becomes  dull  from  dust  and  dampness. 


SIMPLE  PLANS  FOR  AUGUST  WINDOW. 

In  addition  to  making  the  interior  of  a  summer  win- 
dow k)ok  like  a  pergola,  a  porch  or  a  garden  gate,  there 
are  simpler  moans  available  of  securing  the  local  color 
considered  desirable  with  wicker  or  painted  furniture. 
This  result  is  attained  by  covering  the  floor  with  light 
colored  rugs  in  cool  tints,  either  fabric  rugs  or  grass 
rugs ;  the  back  and  sides  of  the  windows  may  be  form- 
ed entirely  of  porch  shades  which,  when  neatly  hung, 
will  give  the  appearance  of  a  porch,  thus  giving  the 
setting  for  a  display  of  summer  furniture.  There  must 
not  be  too  many  pieces  nor  any  overcrowding,  but  the 
arrangement  is  best  which  puts  the  various  articles  in 
casual  spots  as  if  some  one  had  just  been  using  them. 
This  suggestion  of  actual  use  is  adroitly  projected  by  a 
few  books,  magazines  and  newspapers  strewn  carele.ss- 
ly  around  and  further  heightened  by  window  boxes  or 
pots  of  artificial  flowers  and  dwarf  bay  trees.  An  odd 
idea,  but  productive  of  a  striking  effect,  is  a  mass  of 
cheese-cloth  or  like  fabric  thrown  loosely  crumpled  up 
on  the  floor,  but  the  peculiarity  is  that  the  color  nuist 
be  a  brilliant  emerald  green.  A  few  artificial  palm 
branches  placed  around  add  to  the  appearance — but 
their  hue  is  to  be  of  the  same  shade  as  the  floor  cloth. 
An  experiment  with  summer  furniture  arranged  with 
this  emerald  hue  was  uncommonly  pleasing,  but  in  the 
course  of  trying  different  tints  of  green  it  was  found 
that  the  most  striking  results  were  attained  only  with 
the  i^alest,  most  vivid  green  procurable,  and  that  with 
no  trace  of  yellow  in  it ;  in  fact,  the  color  which  is  call- 
ed "Paris  green." 


Show  Cards  For  Window 
Displays 


FOR  sales  or  other  special  occasions,  the  furniture 
dealer  will  often  find  use  for  a  large  number  of 
cards  all  the  sam.e  in  size  and  appearance,  but 
carrying  different  wording.  If  he  cares  to  make  the 
best  possible  showing — it  is  taken  for  granted  that  by 
this  time  he  does — recourse  is  made  to  the  print-shop, 
where  cards  may  be  printed  in  any  quantity  on  any 
desired  stock  at  nominal  expense.  Of  course  any  color 
may  be  used  and  it  is  possible  to  obtain  very  distinc- 
tive efforts. 

Cards  may  carry  Avhatever  wording  is  needed  set  in 
type.  But  there  is  also  the  opportunity  to  use  a  trade- 
mark or  monogram.  E^'ery  well-established  concern 
should  have  some  distinguishing  mark  Avhich  is  entirely 
individual  to  it.  Stationery,  paper,  store  fronts 
and  delivery  wagons  and  ears,  all  should  be  identified, 
that  whenever  seen  they  will  be  more  readily  recog- 
nized than  is  possible  with  painted  letters.  The  use  of 
such  a  device  is  so  general  in  every  field  that  it  is  un- 
necessary further  to  emphasize  its  utility. 

The  dealer  who  must  patronize  an  engraving  house 
for  his  original  design  naturally  would  hesitate  to 
make  the  investment  because  of  the  cost  of  the  draw- 
ing. But  the  dealer  who  can  letter,  can  make  his  own 
trademark  by  exercising  particular  care  in  the  hand- 
ling of  his  pen  and  ink. 


Miss  Gush — "I  just  adore  caviar,  don't  you?" 
Miss  Green — "I  never  heard  him    except    on  the 
phonograph. ' ' — Houston  Post. 
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GOOD  ADVERTISING  COPY  /or  the  RETAILER 
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By  James  IV.  Fisk 
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ADVERTISING  covers  a  great  multitude  of  things,  time ;  we  need  this  continued  patronage ;  we  need  this 

When  we  think  of  retail  advertising  the  first  great  following  that  comes  to  us  without  the  expense 

([uestion  that  comes  to  our  mind  is  "Why  ad-  of  going  out  and  soliciting  business  every  time.  Just 

vertise?"   Advertising  is  expensive.   If  we  take  space  think  Avhat  it  would  mean  in  your  business  if  you  had 

in  the  newspapers  it  costs  something.  to  send  somebodj^  around  to  your  customers  every  time 

I  believe  we  should  have  an  understanding  as  to  you  wanted  them  to  come  in.   And  so  we  have  adver- 

just  why  we  ought  to  advertise  before  we  do  any  ad-  tising;  and  the  greatest  function  of  advertising  is 

vertising.   There  are  many  who  advertise  in  the  public  bringing  people  to  the  store. 

press  with  nothing  to  say,  and  there  are  many  who  Advertising  doesn't  sell  goods;  it  may  get  the  sale 
when  the  time  comes  to  fill  the  regular  space,  merely  well  under  way ;  it  may  create  the  desire,  but  a  sale 
turn  it  over  to  the  editor  and  say,  "You  know,  Bill,  isn't  made  until  the  merchandise  has  actually  passed 
write  up  something,"  or  "Let  is  stand  like  last  week.''  into  the  customer's  hands,  and,  except  in  mail  order  ad- 
There  are  many  who  have  not  as  yet  a  true  conception  vertising,  printed  copy  can't  do  that.  So  we  decide 
of  the  function  of  advertising,  and  when  I  say  advertis-  that  we  want  advertising,  because,  not  only  do  we 
ing  I  speak  of  retail  advertising.  want  people  to  come  to  the  store  oftener,  but  we  want 
The  immediate  sale  shouldn't  concern  us  a  great  deal  more  people  to  come  to  the  store.  Therefore  let  us  pick 
because  there  is  very  little  profit  in  it.  It  is  the  repeat  out  the  things  that  will  attract  them  and  fill  our  ad- 
sale  which  counts.  It  is  the  good-will  of  those  who  vertisement  with  items  of  that  sort, 
come  and  visit  our  store  to  test  our  goods  and  our  ser-  We  have  two  things  to  advertise,  and  those  things  are 
vice.    Wc  need  to  satisfy  all  these  people  time  after  both  service.   We  are  selling  nothing  but  service.  We 


Cottage  Furniture 

At  "Lowest-in-Oty". Prices 


THESE  are  pieces  that  properl;^  and  ilelij;htfMlli(  bt- 
long  in'Ihe  summer  home.'  The  Mea  of  restrul 
harmony  is  most  effectively  carried  out  in  Ijolh  de- 
sign and  finish'  while  a.light  grace  of  proportion  hap- 
pily mask?  llieir  slurdiness.  Prices  a  revelation — the 
best  evidence  of  how  much  cash  buying  lowers  cost 
of  furniture. 

Colonial  Bedroom  Suites  in  While  W  Crey  Enamel 

Ftuf-Poit  BtditioJ.  4  It  6  in.  wide,  Iti  whlt<^  or  grey 

tojmtl:  )  (t.  J  in.  "ids.  In  grty  only.  11 
DttMU.  three  large  drawers,  at 
Ckit/.f'itt.  bale  Joxia  in  .  at 
r.ilei  r«W..  triplicate  mirrors;  at 

Solid  Oak  Dressers 
and  Chiffoniers 

r„ur.  «olden  llnish.'  il.U 
Chitumtf  to,  match,  »?.24 
^feiwr.  solid  oak.  Frcnch  plate 

bevelled  mirjor, 
ChjrmUr  10  matcll,  »9.24 
.04^    CKlloiiti,.  lUe 


U0.14 
iUJiT 


■  Natural  Oak 
.  Bedroom  Furniture 
In  'sU  different  finisnes — 
grey,  brown,  llgllt  or  dark 
green,  natural  and  golden  oak 
r»,f/.ni<ri.  at  »7.«  and  »l  l.fW 
£>«u.r.  at  »l4.J4and»IS,2< 
BcJ.re.i.  at  »U.2<and»16.2< 
f.Ua  Toll..  »9.7« 
WhiU  £n«m<l  "Dreuer.  eni  CUIf^t: 


7<a<r  TMt  to  match,  at 
CAfWMi'ri.  five  large  drawers,  tpt 
MijMiony  DftMtr,  Frelich  plate  r 

at,  • 
Chiltmt't  mi  Pilnnu  Diea|»i  1() 
Htndtomt  Amcfitan  Walnut  Dretur 
Pmctu  Dituert,  at 


.MaeT'a.  <tflh  D««t. 


ilSi4.  IIS.74  : 

iif.'ll 

lirror.  secret  compartment. 

115.74 

natch, 

CW/cmerj' . 


tm<nt. 
»l»74 
^8.24 


Summer 
Camp 


INEXPENSIVE  FURNITURE 
FOR  SUMMER  HOMES 

Wv  have  in  itock  k  gooA  showlns  of  Rummer  Fu^nllura 
for  th»  rollK<«,  bunra.low  or  lawn.  Tou  will  Ha4  tvtry- 
thlnf  v#ry  Iiaw  In  pri'-e.  bb  follow*; 

Foldtnc  Csnvs^  Chstrv  3Kr.  and  op. 

Foldine  Cantna  Cout   91.00  and  up. 

Lawn  Kriim     ,  tl.OO  and  up. 

Lawn  Swlniiit,  largmt  bIm  IB.ftO  and  up. 

Poldlnc  Camp  TubW,  uprtdal  .  ;  $1.75 

ThlB  la  R'frlx^ator  wealher.  W»  hav«  th«>in  al  th« 
tOWHt  pricM,  luallty  ronflldered- 

H.  CHATILLON  FURNITURE  CO, 

"The  Bone  of  Popular  Prtoed  Fumllaiwi" 
I  I3I-139  RIDEAC  WT. — Oppoalle  Ntehola«  fit.— Phone  R,  I^Zft. 


SUMMER  NECESSITIES 


COSY,  COMFORTABLE 
SEA     GRASS  CHAIRS 

v\  liii  h  may  be  upholstered 
lu  good  (lui'abic  erotpiine  in 
tapestry  patieriis  at  rcasoii- 
ible  cost. 

aOOD  DURABLE  TENTS 

it  exceptionally  low  prices, 
(Vwiiing  diick  for  porches  at 
35c  and  40c  yard. 

FOLDINa  CAMP  CHAIRS 

and  cots  that  can  be  stowed 
away  in  the  tonnenu  of  your 
aiitombbile. 


IDEAL  HAMMOCK 
COUCH— The  eoucli 
that  stands  any  kind 
of  strain  or  weather. 
As  cut,  but  having 
Targe  canopy  cover 
Only  $19,76 


SPANS  ELTTIL 


5/4  T^ble  Oilcloth,  all  colors, 

per  yard   26c 

6/4  Table  Olicloth.  per  yard,  tfic 
CurUjD  Poles,  54  1q.  ,  9  for  SCc 
CoroblnatloQ  Mop,  ceillfg  clean- 
er, wlodow  washer  and  dryer 
and  scrubber,    cornplote  for 

. .  11.60 

Tbe  ahndleat  tblDg  Iq  the 
house. 

Feather  Pillows,  only,  oach.  tiOc 
CiiBhlon  Forma  for  «ach,  4&c 


Fibre  Rugs,  27x54  In.,  for,  each, 
«6c 

LobklDg  Glasses  frou  25c  to 
$7  50.  all  on  sale  at  Ooe-thlrd 
oU. 

Handsome  framed  Pictures, 
good  subjects,  framea  24x30, 
only,  each  Wo 

Stair  Oilcloth,  22^  In.  wide,  tor 
per  yard  . ■ .  S6c 

Floor  Oilcloth,  per  square  yard, 
.  »6« 


CROCKERY  SPECIAL 


One  only,  $50  00  LImogea 
piece  Dinni-r  St'l,  Elllo  make, 
$3^00 

per  doz.,        OOc,  75o 
  95c  op 


for 

Twnblci 
Jardinoi 


Your  .choice  of  5  of  our  <  19.00 
and  120.00  97-plece  Dinner 
Sets  (or 

Flower  Vases,  only,  each,.  26c 
Austrian  Cups  and  Saucers,  gold 
band,  black  edged,  for.  each.  60c 


EXTRA  SPECIALS 

Kroni  now  until  the  end  of  .June,  on  Tuesday,  Thurs- 
day and  Saturday  wo  will  offer  special  bargains  iu 
Livingrooni,  Dining'room  and  Bedroom  Suites..  Wc 
have  some  exceptionally  good  "ones  in  stock  \a  all 
woods,  and  have  about  15  Suites  coining  in. 

tut  8P£1'1AL  KOll  TlimSPAV  Ig  a  beaiilHul  Kyoiiy«  nodtooiu  Suite 
crjnsittllug  Of  nreeser.  CliUfonlor.  Drt-BUlng  Tnblo  and  Bi'<l.  Chaira 
and  Ro(,lior»  emra.    Rcguliir  value  »186,00;  Special    ^^^Q  QQ 

What  we  like  you  to  do  la  to  compare  tticae  wllh  othera  ottered 

for  finality  and  price, 
lluuse  and  Slorr  Aitnlufri  at  rensuuulflc  co,i|. 

J.  J.  IVIoore  &  Son 

Phone  2781,  2  15  North  Railway 


Porch 


Furniture 


'  rnPleail  of  slicking  »  few  .IIr- 
I'snleJ  brokNt'du.lunBlgtilLvt'hsIra 
'^iilou  tlio  fmnt  pilrt^r  ah  <>yo- 
^orc  to  yon  ami  your  noigliVw— 
ina_ke  your  porch  ite  aUtpcfke-ag 
yoiiv  llvintc  room-  • 

Flan  H  with  care.  I*t  us  help 
yoa.  .  Hpaiiriful  nor^fli  lurnitoro  is 
;iot  ft^p€ns)vc.  .You  will  be  w- 
jiai'l  Pvt,Ty  (lay  (tu'lnjr  the  /Wim 
niouilia  tor  your  lhoiij<l\tMije«i. 


R.  SHERIDAN 

TKE  FunfilTUne  lt)AN 


VERANDAH 
SHADES 


The  best  shade 
manufactured  is  the 
VDDOB  SHADE, 
made  of  Linden 
Wood,  simple  to  op- 
erate, can  be  put  up 
in  five  minntes, 

Made  in  all 
widths  .      .  . 

R.  McFAUl'S 

OAKPBT  wutcHocaa. 


How  sonif  Caiiadiun  dfiik'r.s  are  gftting  piililieity  liy  usiiiji  small  space. 
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have  ihe  service  that  the  store  renders,  and  we  have  the 
service  that  the  merchandise  renders.  One  is  probably 
jnst  as  important  as  the  other. 

Advertising  doesn't  mean  cutting  prices  on  every- 
tliing  you  have.  Cut  prices  are  not  the  only  thing  that 
will  attract.  Many  stores  are  not  operated  on  the  basis 
of  cutting  prices.  No  one  would  accuse  any  high-class 
store  of  givmg  money  away.  We  are  not  always  think- 
ing about  price.  There  is  a  general  tendency  away 
from  cutting  prices. 

Estimate  Sales  Exactly. 

We  ought  to  be  able  to  estimate  sales  so  exactlj^  and 
order  our  goods  so  that  we  would  have  no  overstocks, 
no  short  ends,  no  odd  lots,  which  must  be  closed  at  a 
sacrifi'3P,  and  manufacturers  should  put  up  merchandise 
so  scientifically  that  we  never  would  have  the  "jobs" 
passed  on  to  iis.  Let  us  realize  that  merchandising  and 
advertising  is  something  more  than  issuing  a  catalogue 
of  prices. 

1  saw  .some  advertising  recently  put  out  by  a  Western 
store.  It  didn't  pull,  and  the  retailer  couldn't  imagine 
why.  He  had  tried  to  get  into  a  little  two  column 
eight-inch  space  a  little  about  everything  he  had  in  his 
store,  just  like  putting  a  jungle  of  things  in. your  shov.'- 
window  so  that  people  might  know  you  had  a  collec- 
tion of  junk  there,  but  could  not  tell  what  it  was.  Had 
that  man  realized  that  the  function  of  advertising  was 
to  bring  the  people  to  that  store,  and  featured  one  at- 
tractive item  in  that  ad,  he  would  have  gotten  re- 
sults. 

You  may  be  doing  a  lot  of  things  in  your  business 
that  you  think  the  public  understands  very  thoroughly 
and  .yet  even  our  customers  may  not  know  what  is  go- 
ing on  unless  we  tell  them.  If  we  are  willing  to  cash 
checks  on  pay-day  instead  of  having  them  go  to  the 
saloon,  or  if  we  are  installing  a  new  line  of  anything, 
or  if  we  are  going  to  keep  open  on  Sunday  morning, 
let  us  tell  them  about  it. 

If  we  are  running  a  credit  business  scientifically  and 
carefully  so  that  a  credit  business  is  going  to  assist  us, 
and  we  realize  that  it  is  a  good  thing  for  the  business 
and  we  want  to  extend  our  credit  obligations,  let  us 
advertise  for  customers  and  let  us  specify  the  kind  of 
credit  customers  we  want.  If  we  have  rest  rooms  or 
any  other  convenience  about  our  store,  or  if  there  are 
any  reasons  Avhy  a  elastomers  should  come  to  our  store 
instead  of  going  to  the  other  fellow's,  let  us  tell  them. 
Somebody  said,  "There  are  only  two  ways  to  be  suc- 
cessful ;  one  is  to  do  what  everyone  else  does  and  do  it 
better;  and  the  other  is  to  do  the  thing  the  other  felloAV 
does  not  think  about."  Some  of  us  are  so  in  a  rut,  and 
so  are  our  competitors  and  other, business  men.  that  it 
is  not  difficult  to  do  something  that  the  other  fellow 
isn't  doing,  something  that  the  public  would  like  to 
have  us  do. 

What  Do  People  Want? 

XoAV,  service  in  business  may  mean  different  things. 
What  our  service  should  be  depends  on  the  demands  of 
our  customers  just  as  truly  as  our  advertising  depends 
on  what  our  customers  want.  If  you  and  I  could  ad- 
vertise and  talk  to  our  prospective  customers  just  the 
sarne  as  the  manufacturer  probably  sizes  us  up  as  deal- 
ers, you  and  I  could  go  into  our  store  and  see  many 
places  for  improvement.  Let  us  find  out  what  these 
people  want. 

A  fellow  in  Omaha  some  years  a<To  was  running  a 
grocery  store  at  a  small  profit.  He  bought  and  install- 
ed new  fixtures  to  make  his  store  look  better  and  ran  a 


Brussels  carpet  down  the  aisle.  In  a  short  time  this 
man  was  out  of  business.  His  trade  did  not  want  the.se 
things,  and  I  believe  you  and  I  can  sometimes  go  to  the 
extent  of  bringing  business  to  ourselves  and  then  kill- 
ing the  business  so  that  a  monument  will  stand  above 
the  last  resting  place  of  what  has  once  been  a  thriving 
business.  Let  us  find  out  what  our  customers  want 
and  then  give  them  that  as  near  as  possible 

We  have  two  kinds  of  service ;  the  service  your  store 
can  render  and  the  service  your  merchandise  can  ren- 
der. I  remember  a  case  in  Duluth  two  years  ago  when 
a  customer  stopped  and  picked  up  an  ornament  of  sil- 
verware and  said,  "What  is  this?"  and  the  clerk,  pre- 
tending not  to  hear,  didn't  answer.  But  the  customer 
was  very  insistent,  and  she  leaned  over  the  counter 
and  said,  "What's  this  used  for?"  The  clerk  looked 
and  said,  "That  i.sn't  used  for  anythmg.  That  is  a 
Christmas  present."  I  believe  that  was  the  truth.  We 
find  some  people  who  do  buy  those  things  that  are  not 
exactly  useful.  Usually,  however,  they  expect  to  do 
something  with  them.  We  have  got  to  get  the  mer- 
chandise and  tell  what  it  is  going  to  do  for  this  and  for 
that  customer.  The  customer  doesn't  care  about  your 
having  an  over-stock  or  that  you  made  a  mistake  in 
buying,  but  she  does  care  how  convenient  this  thing  is 
and  how  well  it  is  going  to  wear.  She  does  care  how 
beautiful  it  is,  and  how  stylish  it  is,  she  does  care  about 
all  those  things  which  are  going  to  administer  to  her 
comfort  and  pleasure. 

Advertise  Seasonable  Lines. 

So  we  want  to  look  at  our  merchandise  through  the 
eye  of  the  customer,  and  when  we  get  ready  to  adver- 
tise anything  pick  out  those  things  which  are  season- 
able and  timely.  I  believe  we  ought  to  get  out  our  mer- 
chandise and  size  it  up  as  the  customer  ought  to  see  it. 
and  reason  out  why  the  customer  ought  to  buy  it.  That 
is  the  big  thing.  People  don't  spend  money  without  a 
struggle,  and  it  is  necessary  sometimes  to  administer 
an  anesthetic  before  we  attempt  it.  and  we  want  to  do 
it  with  just  as  little  pain  as  possible  and  still  get  the 
great'^st  results.  Let  us  not  only  decide  why  customers 
should  buy,  but  decide  why  he  or  she  may  hesitate,  why 
she  may  consider  buying,  why  she  may  not  rush  in 
and  lay  down  the  money  immediately,  and  we  want  to 
advertise  not  only  to  bring  in  people  to  the  store,  but 
to  get  them  to  buy  when  they  get  to  our  store. 

het  us  therefore  get  the  merchandise  out  and  look  it 
over.  Let  us  see  if  there  is  anything  about  this  particu- 
lar thing  that  is  new  or  out  of  the  ordinary.  Let  us 
look  at  this  garment,  and  wonder  whether  a  woman 
will  appear  as  a  queen  when  she  goes  down  the  street 
wearing  it.  Let  us  realize  that  we  must  try  to  side  in 
without  particular  customers  and  have  what  they 
want. 


"MOVIE"  ADVERTISING  PAYS. 

Honest  now,  don't  you  go  to  the  movies?  Don't  your 
wife,  sons  and  daughters?  If  the  whole  family  doesn't 
go  to  the  movies,  yours  is  an  exceptional  family.  Make 
a  canvass  and  you'll  find  that  the  biggest  part  of  the 
people  in  your  vicinity  go  to  the  "movies"  at  least 
once  a  week.  All  classes  are  attracted  by  the  animated 
pictures.  At  night  big  Pierce  and  Packard  cars  will  be 
seen  lined  up  with  the  more  humble  Ford  in  front  of 
the  "movies,"  to  sav  nothing  of  the  great  majority 
who  come  on  foot.  The  moving  picture  show  in  your 
vicinity  is  a  neighborhood  institution ;  it  draws  its 
trade  from  the  same  zone  that  you  draw  yours ;  its  cus- 
tomers are  your  customers,  or  your  possible  customers. 
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CATERING  TO  SUMMER  TOURIST  TRADE 
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Furniture  dealers  might  get  a  large  share  of  trade  if  they  would  but  develop  the  business — Wantable  lines. 


NOW  that  the  Avar  is  over  the  summer  resort  busi- 
ness is  coming  again  into  its  own,  and  for  the 
iiext  several  years  Canadian    summer  resorts 
should  have  an  enhanced  attraction  for  tourists. 

These  tourists  are  generally  good  buyers,  especially 
where  they  locate  in  any  certain  section  for  the  sum- 
mer season.  There  are  merchants  in  many  centres 
who  cater  to  this  line  of  trade,  mostly,  of  course,  in 
food  products;  and  there  are  some  few  furniture  deal- 
ers who  also  see  possibilities,  but  their  number  is  too 
few. 

One  retail  dealer  who  caters  to  this  class  of  trade 
is  James  D.  Smith,  of  Baysville,  Ont.  He  has  general 
merchandise  lines,  and  he  finds  it  pays  in  all  depart- 
ments to  look  after  this  trade.  He  is  one  of  the  lead- 
ing lights  in  his  community,  takes  great  interest  in  the 
local  tourist  organization,  and  does  much  in  a  general 
way  to  promote  the  best  interests  of  his  community. 

Speaking  of  tourist  organizations  this  is  one  of  the 


In  catering  to  tourist  trade,  whether  it  comes  of  its 
own  accord  or  is  brought,  the  dealer  must  study  the 
trade — also  the  locality.  The  style  of  goods  to  push 
depends  to  a  large  extent  upon  the  attractions  offered. 
But  household  necessities  and  kitchen  wares  are 
wanted. 

It  is  a  good  advertisement  to  make  your  place  of 
business  a  sort  of  informal  information  bureau  for  the 
tourist  people.  Advertise  the  fact  that  you  are  in  a 
position  to  furnish  information  as  to  the  best  locali- 
ties to  visit  to  get  good  sport.  Then  make  window  dis- 
plays along  the  particular  lines  you  are  pushing;  espe- 
cially on  public  holidays  or  special  excursion  days,  dur- 
ing Pall  fairs,  and  on  like  occasions. 

There  is  always  a  good  demand  for  souvenirs ;  these 
should  be  prominently  featured  in  window  displays 
while  the  tourist  season  is  on.  One  dealer  who  re- 
serves his  larger  window  for  more  important  goods  has 
in  place  of  the  pillar  at  the  corner  of  his  store,  midway 


Kye.n  in  cities  and  towns  a  summery  atmosphere  in  the  window  M'i)l    attract    attention    to    hclidiiy    goods   and    needs    for   the  summer 

tourist 


best  means  to  develop  the  trade  of  one's  community.  A 
tourist  association,  or  a  development  league  is  a  boost- 
ers' club  and  organizations  like  these  can  do  good 
work.  A  first  step  is  to  canvas  the  possibilities.  Has 
the  town  any  attractions — good  fishing  or  hunting, 
pretty  scenery  close  at  hand,  historic  interest  of  any 
sort,  public  monuments?  Advertise  these  facts,  get  up 
an  attractive  booklet  or  two,  and  you'll  soon  commence 
to  pull  visitors.  Mr.  Smith  and  his  associates  have  tried 
this  for  several  years  with  much  success. 

Often  it  takes  the  appreciative  eye  of  an  outsider  to 
see  the  possibilities  of  a  place  which  its  own  people 
regard  as  humdrum.  One  of  the  finest  summer  resort 
towns  is  a  town  with  a  lake  front,  fine  beaches,  jdeas- 
ant  walks,  picturesque  scenery,  and  healthful  climate 
which  is  fairly  perspiring  in  its  frantic  and  futile  ef- 
forts to  develop  into  a  great  industrial  centre,  and 
doing  not  a  single  thing  to  attract  tourists,  who  would 
be  glad  to  come. 


in  the  entrance,  a  glass  show  case  which,  in  the  season, 
is  used  entirely  for  the  displaj^  of  souvenir  articles. 

There  are  few  camping  parties  who  do  not  discover, 
after  a  few  days  in  the  open,  that  they  have  forgotten 
some  important  item  in  equipment.  There  are  few 
who  do  not  develop  additional  wants  as  the  season  pro- 
gresses. The  nearest  furniture  dealer,  even  if  he  is 
twenty  or  thirty  miles  away,  can  pick  up  this  business 
— provided  he  has  means  of  communication.  In  many 
instances  it  is  merely  a  matter  of  answering  a  long  dis- 
tance telephone  message  and  loading  the  goods  on  a 
trolley  car,  express  car  or  boat.  Where  these  means 
of  communication,  are  unavailable,  the  furniture  deal- 
er who  has  a  motor  car  at  his  disposal  can  take  an 
evening  spin  out  to  the  cottages  one  or  two  nights  a 
week,  and,  by  mixing  with  the  people,  and  making 
known  his  business,  can  often  pick  up  orders,  to  be 
delivered  on  his  next  trip  out. 
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Suggestions  from  the  Methods  of  Other  Dealers 


IN  selling  goods,  said  an  American  dealer  recently,  I 
found  that  the  most  important  thing  was  to  attract 
the  prospect's  attention;  secondly,  to  get  him  into 
the  store,  and  lastly  to  treat  him  well  when  he  had  en- 
tered. Having  gotten  the  physical  appearance  of  the 
store  in  shape  and  the  stock  distributed  and  cared  for, 
I  set  about  to  pull  people  into  the  store.  I  am  a  great 
believer  in  newspaper  advertising  where  the  store  is 
centrally  located  or  in  towns  so  small  that  it  can  easily 
be  reached,  but  neither  of  these  conditions  held  true 
in  my  town,  a  large  city,  so  I  had  to  think  of  some  other 
means.  After  a  number  of  experiments  I  determined 
on  a  series  of  novel  window  displays  with  a  few  posters 
put  up  in  the  neighborhood  at  certain  seasons.  These 
window  displays  advertised  themselves  after  a  while, 
but  at  first  T  had  small  hand  bills  run  off  and  distribut- 
ed by  small  boys  in  return  for  some  article  in  stock 
such  as  a  knife  or  a  ball. 

Boys  Send  Customers. 

At  one  time  f  put  into  operation,  continued  this  deal- 
er, a  plan  which  increased  the  business  50  per  cent 
while  it  lasted.  I  collected  a  number  of  the  boys  in  the 
neighborhood  and  gave  them  each  ten  metal  checks 
with  a  numeral  on  them.  Little  Jake  Schaelfer's  cheeks 
liad  No.  2  on  them  and  Johnnie  Allen's  number  Avas 
6,  and  so  on.  I  told  them  to  give  these  checks  to  their 
friends.  When  one  of  these  friends  made  a  purchase 
they  would  turn  in  one  of  these  checks,  which  Avas 
credited  to  the  boy  Avho  owned  the  number.  The  one 
that  had  his  ten  checks  all  in  first  got  a  prize,  but  they 
all  Avorked  so  hard  and  made  the  plan  such  a  success 
that  I  gave  them  each  a  prize  instead. 

Window  Displays  Chief  Asset. 

I  originated,  said  this  dealer  further,  a  number  of 
special  selling  schemes  Avhen  business  was  dull,  but  in 
the  nmin  I  relied  on  ray  AvindoAV  displays  to  do  the 
work.  In  these  displays  I  endeavored  to  take  one 
article  or  family  of  articles  and  to  feature  it  to  the  best 
advantage.  In  this  Avork  T  was  aided  somewhat  by 
writing  to  the  manufacturers  and  telling  them  that  on 
such  a  date  I  proposed  to  make  a  display  of  their  goods 
and  Avould  appreciate  any  assistance  they  could  give 
me.  Many  of  the  manufacturers  maintain  a  special 
Avindow  trimming  department,  and.  though  their  ideas 
.seldom  were  original,  T  found  the  material  they  send 
valuable  in  Avorking  up  my  OAA^n  ideas. 


COURTESY  TO  CUSTOMERS. 

When  you  first  started  in  business  you  probably 
looked  upon  every  customer's  visit  as  a  personal  honor 
and  favor,  and  you  Avere  ea'rer  to  serve  in  every  v/ay 
possible.  XoAv  that  you  have  so  many  customers  that 
you  regard  their  coming  as  a  matter  of  habit,  perhaps 
even  of  necessitj^,  it  is  Avell  to  still  regard  each  visit  as 
a  personal  honor.  It  is.  They  don't  have  to  come  to 
yon.  Business  by  mail  is  ahvays  ha'^dled  courteously, 
and  most  mail  order  houses  try  to  give  the  customer 
the  impression  that  the  house  keeps  men  aAvake  nights 
just  to  look  after  their  (the  customer's)  interests.  A 


customer  coming  into  your  store,  whether  to  buy  your 
Avares  or  to  ask  your  advice,  is  in  the  same  position  as 
if  coming  into  your  home,  and  is  entitled  to  the  same 
treatment. 


STORE  WELCOME  FOR  RETURNING  MEN 

Can  you  imagine  a  better  feeling  among  the  soldiers 
and  sailors  of  your  town  or  neighborhood  on  their  re- 
turn from  service  to  civilian  life  than  a  printed  wel- 
come from  your  store.  Wouldn't  such  a  Avelcome  be 
an  excellent  "good  will  builder"  for  your  firm  in  your 
neighborhood? 

So  AA^hen  a  number  of  the  boys  are  back  AA'hy  not  run 
in  your  advertising  space  (or  even  in  dodger  form)  a 
welcome  and  mention  each  of  the  returned  boys  by 
name.    Suggested  copy  is: 

Welcome  Back  to  LocalviUe 

We  share  Avith  their  relatiA'Cs  and  the  citizens  of 
Localville  the  feeling  of  pride  that  these  young  men  of 
our  city  have  been  participants  in  the  great  military 
struggle  for  righteoiTsness  and  we  share  in  the  joy  at 
the  safe  return  from  soldier  and  sailor  duty  of  the  fol- 
loAving  men  : 

John  DoAvd  Floyd  Parsons 

Ohas.  A.  Monetti  Samuel  Tara 

(complete  list) 
We  hope  to  see  each  of  these  boys  in  our  store  soon 
and  hear  from  their  lips  the  stories  of  their  experience. 
There  Ave  can  extend  a  personal  Avelcome. 

THE  BEVTER  STORE. 


INCREASING  DAILY  SALES 

William  Richards,  a  merchant  of  YoungstoAvn,  0., 
grcAv  tired  of  "Anything  else  to-day?"  or  the  "Will 
that  be  all?"  of  his  clerks.  So  he  determined  to  fi:nd  a 
specific  remedy. 

Now,  the  first  thing  in  the  morning,  every  clerk  in 
the  Richards  store  gathers  at  a  little  meeting  which 
decides  what  article  is  to  be  pushed  during  the  day. 

Under  this  plan,  when  a  customer  has  purchased 
or  looked  at  the  article  he  had  in  mind  upon  entering 
the  store,  the  clerk  does  not  have  to  ask  a  general 
question,  but  can  say,  "May  I  shoAv  you  these  — ?  T 
think  you  Avould  like  them." 

A  record  is  kept  of  the  different  articles  pushed  dur- 
ing the  week,  and  of  the  total  number  of  sales 
made  by  each  clerk — both  general  sales  and  sales  of  the 
selected  goods.  The  clerk  who  sells  the  largest  num- 
ber of  the  "special  items"  dxiring  any  one  Aveek  re- 
ceives a  small  cash  prize  and  the  nroprietor  is  authority 
for  the  statement  that  this  plan  has  resulted  in  an  ex- 
tremely large  percentage  of  "suggestion  sales."  "In 
fact,"  says  Mr.  Richards,  "it  has  Avorked  so  Avell  in  my 
store  that  I  don't  see  Avhy  it  couldn't  be  tried  in  every 
retail  establishment.  The  very  fact  that  the  clerks 
themselves  select  the  items  to  be  pushed  each  day  gives 
them  an  interest  in  the  plan,  and  the  stimulus  of  com- 
petition is  afforded  by  their  eagerness  to  capture  the 
prize  each  week." 
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Side  elevation  of  store,  warehouse  and  garage 


COMBINED  STORE.  DWELLING  and  GARAGE 
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Saggestions  for  dealer  who  may  be  contemplating  the  erection  of  new  store— From  the  plans  of  a  Toronto  dealer 
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NOW  that  times  of  peace  are  again  with  us  many 
dealers  are  planning  to  erect  new   places  of 
'business.     A  reduction  in  the  price  of  material 
and  the  cost  of  labor  will  mean  the  erection  or  alteration 
of  many  stores  which  dealers  have  been  contemplating 
during  the  past  four  years. 

For  the  dealer  who  wishes  to  erect  a  store  combined 
with  living  apartments  overhead,  the  plans  reproduced 
herewith  of  the  new  building  of  a  Toronto  dealer  will 
offer  man.y  valuable  suggestions.  The  plans  were 
especially  prepared  for  the  needs  of  a  dealer  with  such 
a  combination  in  view.  In  addition,  a  garage  has  been 
included  at  the  rear,  where  a  motor  car    can  be  kept. 

Tlio  building  has  a  frontage  on  one  street  of  18  ft. 
9  in.  and  along  the  other  one  of  58  ft.  Of  this  the  store 
takes  30  ft.  Immediately  at  the  rear  of  the  store  is 
the  warehouse,  18  ft.  9  in.  by  18  ft.  Later  on  this  will 
be  used  for  an  extension  to  the  store. 

The  front  elevation  shows  the  entrance  to  the  living 
rooms  above.  According  to  the  first  plan  these 
stairs  were  located  immediately  at  the  rear  of  the 
store  with  entrance  from  the  side  street,  but  as  this 
would  seriously  interfere  with  future  extensions,  it 
was  decided  to  take  three  feet  from  the  store  front 
and  make  the  entrance  from  the  front,  with  the  result 
that  future  extensions  may  be  made  at  a  minimum  of 
cost. 

In  the  ground  floor  plan  a  window  is  shown  at  the 
east  of  the  store  facing  the  side  street.  At  present  a 
small  display  window  has  been  built  on  the  side  street 
side  of  the  door,  but  the  window  shown  in  the  plan 


(but  not  in  the  east  elevation)  is  a  possibility  for  the 
future  when  extensions  make  more  window  show  space 
a  necessity. 

The  building  throughout  is  substantially  built  of 
brick  with  all  walks  and  approaches  of  concrete.  Some 
of  the  specifications  for  the  buildings  are  as  follows: 

Basement  wall  18  in.  x  6  in.  concrete  footing,  mix: 
1-3-4.   14  in.  brick  wall  laid  in  cement  mortar. 


HI 

DD 


Front  elevation, 


Rear  elevation  showing  sniiroom. 
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Ground  floor  joists  2  in.  x  12  in.  hemlock  at  14  in. 
centres. 

Living  floor  joists,  2  in.  x  10  in.  hemlock  at  16  in. 
centres. 

Bedroom  floor  joists  2  in.  x  10  in.  hemlock  at  16  in. 
centres. 

Roof  joists,  2  in.  X  8  in.  nemlock  at  13  in.  centres. 
All  studding  2  in.  x  4  in.  hemlock  at  16  in.  centres. 
Roof  ys  ill-  decking,  1  ply  No.  14  asbestos,  4  ply  tar 


felt,  swathed  with  pitch,  covered  with  clean  gravel. 
Shingles  laid  4  in.  to  the  weather  with  two  ply  No.  14 
asbestos  under  them. 

The  elevation  of  the  floors  as  shown  in  the  section 
elevation  are  as  follows : 

Basement :  6  ft.  6  ins. 

Store:  9  ft.  3  ins. 

Living  room:  8  ft.  3  ins. 

Bedroom  floor:  8  ft.  3  ins. 


Basement 
Floor 


1° 


□ 
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Store 
Warehouse  and 
Garage  Floor 


Livingroom 
Floor 
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PERCENTAGE  USED  TO  MARK  GOODS 
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Instructive  article  on  figuring  of  profits — How  dealt  rs  can  easily  get  mixed  up  in  figuring  out  correct  selling  price. 
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■Written   for   "Canadian   Furniture  World"   by  Orin  C.  Frood. 


AN  important  factor  in  all  business  enterprises, 
principally  that  of  the  retailer,  is  the  marking 
of  his  goods.  Statistics  prove  that  the  most  fre- 
quent causes  of  insolvency  and  bankruptcy,  especially 
where  knowledge  of  costs  is  vague  and  inaccurate  and 
competition  is  keen,  result  from  haphazard  price  mark- 
ing. The  price  at  which  anj^  commodity  is  sold  must 
cover  the  cost  of  production  when  delivered  to  the  cus- 
tomer, plus  a  fair  profit ;  many  external  factors  enter 
to  complicate  the  problem  of  marking  goods,  such  as 
credit  conditions,  business  customs,  etc.,  and  it  is  es- 
sential that  every  merchant  has  some  basic  principle 
to  work  upon  inasmuch  as  his  average  cost  of  doing 
business  is  concerned. 

Frequently  Misunderstood. 

Even  though  costs  are  accurately  determined,  the 
method  of  arriving  at  the  selling  price  is  most  fre- 
quently misunderstood.  Invariably  it  is  more  advant- 
ageous to  work  in  terms  of  percentages  rather  than 
dollars  and  cents,  but  when  this  is  done  the  merchant 
should  be  sure  that  the  moaning  of  percentage  is  fully 
comprehended.  How  many  merchants  who  engage  in 
the  retail  business  succeed?  The  average  is  so  small 
that  the  lingers  on  one's  hand  could  represent  it.  and 
Avhy?  Without  doubt  this  great  proportion  of  failures 
is  due  to  ignorance  on  the  part  of  the  participants  of 
capital  requirements  and  principally  of  the  correct 
methods  of  calculating  profits  on  their  available 
investment. 

The  average  merchant 
overlooks  the  real  cost  of 
conducting  a  business 
through  failing  to  possess 
more  than  a  vague  com- 
prehension of  the  more  in- 
tangible elements  of  cost, 
such  as  depreciation  and 
so  on.  Ordinary  items  of 
expense,  such  as  light, 
wages,  insurance,  etc.,  are 
accounted  for  in  a  fairly 
accurate  manner,  but  not 
those  of  a  more  indefinite 
character,  such  as  \m- 
avoidable  depreciation  of 
fixtures,  stock,  buildings, 
etc.,  bad  debts,  losses 
caused  by  overbuying  or 
through  the  dishonesty  of 
employees. 

A  large  percentage  of 
merchants  persist  i  n 
adopting  the  erroneous 
policy  of  calculating  pro- 
fits on  cost  instead  of  s-^ll- 
iug  price.  He  understates 
his  cost  of  doing  business. 
A  policy  which  is  in  itself 
wrong  is  aggravated  by 


DIFFERENCE  BETWEEN  PERCENTAGE  ON  COST 
AND  PERCENTAGE  ON  SELLING  PRICE. 

Mr.  T.  A.  Fernley,  in  his  booklet  entitled  "The 
Eifiht  Way  to  Figure  Profits,"  offers  an  illustration 
of  this  point,  which  is  of  considerable  interest-  He 
says: 

"A  large  dejiartmental  store  changed  hands;  the 
goods  in  stock  to  cover  freight  and  other  charges,  were 
marked  up  10  per  cent.  They  were  to  be  sold  at  actual 
cost,  but  for  convenience  sake  were  invoiced  as 
ni.srked.  The  inventory  ha^'ing  been  coimpleted  no- 
thing remained  to  be  done  but  take  off  the  10  per 
cent,  that  had  been  added. 

"The  parties  to  the  sale  accordingly  approached  the 
accountant  having  the  matter  in  charge,  with  a  re- 
quest that  this  be  done.  The  man  of  figures  set  about 
making  an  elaborate  calculation  with  this  object  in 
view,  when  he  was  questioned  by  the  seller  as  to  what 
he  was  doing. 

"Reducing  the  goods  to  cost,"  he  answered. 
"Nonsense,  jus<^  take  off  10  per  cent.,"  said  the 
seller. 

"Do  you  want  it  done  that  way,"  asked  the  ac- 
countant. 

"Why  not,"  asked  the  merchant- 
"Well,  just  add  10  per  cent,  to  a  dollar  and  from 
the  amount  thus  obtained  deduct  10  per  cent,  and  see 
if  your  have  your  original  dollar  left- 

The  merchant  saw  the  point  at  once  and  .said  no 
more  to  the  man  of  figures  and  a  serious  loss  was  thus 
averted,  which  would  have  occurred  owing  to  a  little 
lack  of  knowledge  of  percentages. 


understating  the  costs  upon  which  the  profits  are 
figured.  Merchants  are  inclined  to  neglect  to  add  to 
the  invoice  cost  of  goods  a  proper  amount  to  cover 
delivery,  storage,  expenses,  etc. 

Ordinarily,  having  established  his  cost  at  a  figure  be- 
low that  at  which  a  more  discerning  judgment  would 
have  placed  it  he  proceeds  to  find  the  selling  price 
which  will  give  him  the  desired  percentage  of  profit. 

Figuring  on  Two  Different  Standards. 

Assuming  that  the  true  cost  of  an  article  is  $20, 
and  that  the  merchant  decided  to  sell  it  at  $25,  that  is 
an  increase  of  25  per  cent,  on  the  cost  price,  but  only 
20  per  cent  on  the  selling  price.  If  the  merchant  reck- 
ons his  operating  expenses  as  a  percentage  of  gross 
sales  (which  is  customary)  while  he  figures  his  per- 
centage of  profits  on  the  basis  of  the  cost  of  the  goods, 
he  is  working  from  two  different  standards,  with  fin- 
ancial difficulties  the  probable  result. 

Thus,  if  examination  shows  that  the  expenses  of 
operation  amount  to  20  per  cent,  of  sales  and  the  mer- 
chant concludes  that  a  net  profit  of  5  per  cent  will  be 
satisfactory'^  he  proceeds  to  mark  up  his  goods  25  per 
cent  above  cost  and  eventually  he  will  be  surprised  to 
find  that  his  profits  are  nil.  What  is  the  result?  He 
discovers  that  25  per  cent  of  $1.00  is  only  20  per  cent 
of  $1.25.  the  selling  price,  which  is  barely  sufficient  to 
cover  operating  costs,  or  it  may  be  illustrated  further 
as  follows : 

An  article  costs  $20,  which  he  sells  for  $25.  His  oper- 
ating expenses  are  20  per  cent  of  gross  sales.   His  pro- 
fit therefore  is  nil. 

What  shoiild  the  selling 
price  of  this  commodity 
be  to  make  a  net  profit  of 
10  per  cent.,  operating  ex 
penses  being  20  per  cent. 
Solution. 
100— (20  plus  10)— 70 
20.00    divided    by  70. 
equals      $28.57,  selling 
price. 

Problems  of  a  similar 
character  can  be  solved 
by  the  following  simple 
rule : 

"To  the  operating  ex- 
penses add  the  net  profit 
desired,  both  expressed  in 
percentage  figures,  deduct 
the  same  from  100  per 
cent,  and  divide  the  cost 
of  the  article  by  the  dif- 
ference." 

The  common  error  is 
the  failure  to  distinguish 
the  selling  price  as  the 
nroper  basis  upon  which 
to  figure  all  percentages 
of  expense  or  profit,  or  an 
attempt  is  made  to  work 
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from  the  basis  of  sales  and  of  costs.  What  are  the 
specific  advantages  of  emploj'ing  sales  rather  tlian 
costs  as  a  basis  upon  which  to  figure  the  various  per- 
centages of  expenses,  profits,  etc.  The  importance  of 
the  selling  price  figure  as  a  statistical  basis  in  business 
finance  is  certainly  a  much  neglected  factor.  It  must  be 
admitted  that  no  other  single  item  bears  sucb  a  signi- 
ficant relationship  to  the  various  activities  of  any  en- 
terprise, as  a  basis  for  the  solution  of  so  many  prob- 
lems. All  other  functions  and  activities  depend  upon 
the  amount  of  sales,  should  sales  be  of  a  satisfactory 
volume.  With  a  large  margin  of  income  over  expendi- 
ture the  goal  of  all  activities  is  reached.  Volume  of 
sales  is  the  most  important  factor  of  a  business.  As  a 
consequence  the  amount  of  sales  is  made  the  basis  of 
various  calculations.  Salesmen's  salaries  are  figured 
on  selling  price.  General  expenses  are  figured  on 
selling  price.  Why  then,  should  a  merchant  consider 
profit  as  a  percentage  of  costs  when  expenses  are  con- 
sidered as  a  percentage  of  selling  price.  All  taxes  are 
based  on  sales,  never  on  costs.  Profit  is  realized  on 
that  which  is  sold,  not  on  that  which  has  been  pur- 
chased for  future  sales.  Allowances  to  customers  are 
always  made  on  the  basis  of  the  selling  price. 

If  the  selling  price  is  definitely  fixed  by  the  competi- 
tive character  of  the  open  market  it  cannot  be  varied 
to  suit  the  fancy  of  the  merchant,  except  under  un- 
usual conditions,  as  when  an  attempt  is  made  to  under- 
sell the  market.    However,  this  .does  not  remove  the 


necessity  of  having  a  correct  understanding  of  the  dif- 
ference between  percentage  of  profit  figured  on  cost 
and  one  figured  on  sales. 
To  illustrate : 

An  Educative  Example. 

Assume  that  a  retailer  finds  that  the  cost  of  doing 
business  is  10  per  cent  of  net  sales.  He  wishes  to  learn 
if  he  can  make  a  net  profit  of  10  per  cent,  on  a  given 
commodity  and  sell  at  market  price.  He  reasons  as 
follows:  The  co.st  of  the  article  is  .$2.00.  To  this  he 
must  add  10  per  cent,  plus  10  per  cent,  to  cover  cost 
of  doing  business  and  provide  the  desired  profit.  To 
$2.00  he  adds  25  per  cent,  50  cents,  which  gives  $2.50 
as  the  selling  price.  One  can  easily  see  the  error  into 
which  the  merchaiit  has  fallen.  He  knows  that  the 
cost  of  doing  business  is  15 'per  cent,  of  net  sales,  but 
15  per  cent  of  $2.50.  or  38  cents,  deducted  from  .$2..50 
leaves  only  $2.12  to  cover  the  costs  and  provide  the  net 
profit.  The  excess  of  12  cents  above  cost  by  no  means 
provides  the  merchant  a  profit  of  10  per  cent.,  not  even 
on  cost,  resulting  from,  of  course,  failure  to  ascertain 
the  correct  basis  to  figure  percentages. 

It  follows  that  the  only  mre  path  to  a  safe  and  hon- 
orable existence  is  an  accurate  knowledge  of  costs  and 
what  is  equally  important  the  ability  to  figure  profits 
thereon  in  terms  of  selling  prices.  The  merchant  who 
uses  percentage  figures  carelessly  may  easily  deceive 
himself  as  to  his  profits. 


COMPILING  AND  USING  MAILING  LISTS 


mill 
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Offsetting  competition  of  catalogue  houses  by  adopling  their  methods—  Getting  and  keeping  in  touch  with  customers 
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FROM  time  to  time  inquiries  are  made  by  retailers 
asking  for  suggestions  as  to  ways  and  means  of 
compiling  mailing  lists,  as  well  as  the  best  me- 
thod of  keeping  the  same  in  working  condition  once  it 
is  procured. 

Advertising  men  agree  pretty  well  that  direct  adver- 
tising is  one  of  the  most  remunerative  and  productive 
forms  of  "selling  copy."  The  direct  appeal  which  is 
possible  when  direct  copy  is  used  is  very  strong.  It 
gives  the  touch  of  individualism  which  is  of  necessity 
lacking  in  newspaper  and  other  general  copy.  In 
order  to  use  this  direct  advertising  a  mailing  list  is 
needed.  That  is  obvious.  The  mailing  list  should  have 
certain  (jualities  which  will  be  touched  upon  later. 

The  importance  of  such  a  comprehensive  list  of  both 
present  and  desired  customers  of  a  store  cannot  be  too 
strongly  emphasized.  One  of  the  large  retail  mail 
order  houses  not  many  months  ago  offered  and  paid 
five  cents  a  name  for  all  new  names  furnished  them. 
In  fact,  the  growth  of  this  type  of  merchandising  is 
due  entirely  to  the  use  of  a  complete  mailing  list.  Of 
course,  advertising,  prices,  playing  up  merchandise 
values  and  a  host  of  other  factors  have  entered  in.  Yet, 
fundamentally,  the  mailing  list  is  at  the  bottom  of  their 
success  because  without  the  mailing  list  their  super- 
structure could  not  have  been  built. 

A  few  years  ago  one  of  the  leading  monthly  maga- 
zines wi.shen  to  undertake  an  extensive  direct  sub- 
scription campaign  through  the  use  of  sample  copies 


and  personal  letters.  In  order  to  obtain  the  names  of 
the  persons  to  whom  these  were  to  be  sent,  they  offered 
ten  cents  a  name  to  persons  furnishing  them  with  mail- 
ing lists.  These  two  examples  are  cited  merely  to  show 
the  importance  which  attaches  to  a  complete  mailing 
list  in  the  minds  of  others.  Is  there  any  doubt  of  the 
need  of  each  individual  merchant  having  a  thoroughly 
complete  list  of  the  people  whose  patronage  he  wishes? 

The  first  question  which  naturally  arises  is  that  of 
how  to  obtain  such  a  list.  Many  methods  suggest  them- 
selves. First  may  be  mentioned  the  present  customers 
of  the  store.  From  the  sales  records  it  is  easy  to  make 
up  a  list  of  these.  Unfortunately,  however,  this  list 
when  completed  will  not  contain  the  names  of  many 
residents  in  and  around  your  town  whose  patronage  is 
desired.  To  obtain  these  other  access  may  be  had  to 
the  tax  lists  of  the  country,  to  telephone  directories, 
and  to  rural  route  lists. 

A  study  of  the  first  named  list  will  give  no  small 
amount  of  valuable  information  regarding  the  financial 
standing  of  these  people,  through  the  revelation  of 
their  taxable  property  worth.  The  telephone  directory 
will  give  names,  but  not  addresses.  The  rural  route 
list  furnish  both  names  and  addresses.  Unfortunately 
again  rural  carriers  and  postmasters  are  not  permit^^ed 
to  give  out  these  lists.  This  is  an  easily  surmountable 
difficulty.  Get  in  touch  with  some  person  on  each  route 
which  you  wish  to  cover,  and  who  is  familiar  with  con- 
ditions.  Have  such  a  person  furnish  you  Avith  a  list  of 
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the  resident?  on  his  particular  route.  A  present  of 
cigars  or  a  box  of  candy,  as  the  person  furnishing  the 
list  chances  to  be  either  the  masculine  or  feminine  sex, 
will  repay  him  or  her  for  the  time  and  trouble. 

Having  the  names  of  the  heads  of  families  thus  ob- 
tained, there  are  certain  other  bits  of  information 
which  should  be  incorporated.  Before  giving  this  at- 
t''!ntion  it  may  be  well  to  consider  an  efficient  method  of 
taking  care  of  this  list  that  it  may  be  readily  accessible 
when  needed.  Some  retailers  keep  these  lists,  ditferen- 
tiated  as  no  post  office  addresses,  on  long,  narrow  slips 
of  paper.  This  is  good  so  far  as  it  goes,  but  there  are 
many  disadvantages  to  such  a  method.  The  best  me- 
thod in  my  estimation  is  through  the  use  of  card  in- 
dexes with  individual  cards  for  each  person  whose 
name  appears.  These  are  comparatively  inexpensive, 
a  card  cabinet  holding  600  cards  costing  only  in  the 
neighborhood  of  $1.50  while  the  cards  cost  about  the 
same  amount  per  thcisand. 

This  is  easily  the  most  convenient  method.  It  gives 
each  name  by  itself  with  sufficient  space  for  the  jotting 
down  of  certain  desirable  data  relative  to  the  party.  It 
also  affords  a  simple  and  effectual  way  of  keeping  the 
list  up  to  date,  inasmuch  as,  when  a  certain  resident 
moves  out  of  the  community,  all  that  is  necessary  is  to 
turn  to  the  proper  place  in  the  box,  remove  the  card 
and  tear  it  up,  substituting  therefor  a  new  card  bear- 
ing the  name  of  the  new  owner  or  renter  of  the  pro- 
perty. 

In  general,  I  believe  that  every  store  should  have 
.several  lists,  covering  the  same  names  possibly  but  giv- 
ing entirely  different  kinds  of  information.  These 
are  very  valuable  in  taking  care  of  special  kinds  of 
merchandise  which  it  is  desired  to  feature  or  close  out 
at  any  time.  Also  these  are  easily  used  for  taking  care 
of  prospects  for  future  sales  in  any  special  department 
or  departments. 

Assuming,  however,  that  for  some  reason  it  is  desired 
to  have  merely  one  general  mailing  list,  there  are  cer- 
tain definite  kinds  of  information  which  should  be  re- 
vealed thereby.  In  such  cases  it  would  be  well  to 
have  spar-cs  on  the  cards  for  the  name  of  the  head  of 
the  family,  his  occupation,  his  residence  and  post  office 
address.  Inasmuch  as  his  occupation  will  naturally 
make  a  difference  in  the  lines  of  merchandise  in  which 
he  is  likely  to  be  interested,  and  inasmuch  further  as 
his  residence  may  be  in  a  certain  township  and  his 
postoffice  address,  through  rural  route  line-ups,  be  dif- 
ferent from  the  one  Avhieh  would  be  naturally  presup- 
posofl,  this  information  is  desirable. 

Next  comes  the  matter  of  his  family  with  proper 
spaces  for  the  number  of  sons  and  daughters  with  their 
ages,  either  known  or  approximated.    This  informa- 


tion again  is  valuable  as  occasions  arise  every  little 
while  where  the  possession  of  this  data  will  be  mighty 
convenient  when  there  are  new  arrivals  in  certain  lines 
of  goods,  or  short  lots  to  dispose  of,  and  which,  through 
ihe  use  of  a  personal  letter,  can  be  quickly  and  profit- 
ably moved.  Whether  the  party  in  question  is  an  own- 
er or  a  renter  of  his  farm  or  his  town  property  is  often 
a  matter  of  desirable  knowledge.  Hence  it  should  be 
noted  on  the  card. 

Inasmuch  as  the  majority  of  stores  do  business  on  a 
mixed  cash  and  credit  basis  a  line  on  the  credit  desir- 
abilitj^  of  the  person  in  question  is  desirable.  If  he  is 
one  of  your  regular  customers  you  know  his  credit 
standing.  If,  on  the  contrary,  he  is  one  of  the  pros- 
pective customers  whom  you  are  angling  for,  it  is  poss- 
ible through  jiidicious  inquiry  among  bankers,  neigh- 
bors, and  others  to  obtain  the  necessary  ibit  of  know- 
ledge. 

Lastly  comes  the  matter  of  lines  in  which  he  is  in- 
terested. For  example,  if  he  is  a  farmer  and  you 
handle  paint,  sewing  machines,  cream  separators,  wash- 
ing machines,  binding  twine,  harness,  or  any  one  of 
many  other  commodities,  a  note  on  the  proper  place  on 
this  card  will  advise  you  that  advertising  matter  cov- 
ering some  of  these  various  lines  will  be  well  placed 
when  sent  to  him. 

This  idea  may  be  carried  out  in  numerous  Avays  and 
this  particular  bit  of  information  carried  by  each  card 
in  your  filing  system  will  in  the  aggregate  give  you 
material  which  will  'be  of  great  benefit  to  you  in  the 
mailing  of  your  advertising  matter  and  will,  at  the 
same  time,  save  you  postage  inasmuch  as  you  will  be 
enabled  to  cull  out  at  each  mailing  names  of  those  per- 
sons to  w"hom  this  particular  matter  would  not  ap- 
peal. 

Finally  comes  a  small  space  for  certain  miscellane- 
ous data  which  is  desirable. 

The  cost  of  such  a  system  is  very  slight  while  the 
benefits  to  the  retailer  who  wishes  to  make  his  advertis- 
ing appropriation  register  "bullseye  shots"  are  most 
pronoiuiced.  A  little  care  and  effort  is  all  that  is 
needed  to  compile  the  list  in  the  first  place.  Still  less 
care  and  effort  is  required  to  keep  the  list  thoroughly 
up-to-date. 

Such  a  list  is  a  necessity  for  every  store,  and  it 
should  be  supplemented  with  special  lists.  In  view  of 
the  small  cost  of  installing  a  mailing  list  in  this  card 
index  way,  and  the  many  sales  possibilities  Avhich  open 
to  the  merchant  through  the  possession  and  use  of  sup- 
plementary special  lists,  to  say  nothing  of  the  aid  giv- 
en in  purchasing  of  stocks  for  the  store,  the  average 
retailer  can  hardly  do  better  than  in  gathering  and  com- 
piling such  lists. 


MAKE  SUMMER    SHOPPING  PLEASANT. 

IF  you  Avant  to  build  big  summer  sales — if  you  want  more  customers  to  personally  visit  your  store 
for  the  selection  of  their  wants,  you  must  make  the  store  pleasant  for  them  to  shop  in.   A  cool, 
comfortable  store  not  only  brings  the  customers  in,  and  brings  them  back  again,  but  a  customer 
always  buys  more  in  a  store  of  this  character.   Coming  in  from  a  hot,  depressing  atmosphere  to 
a  store  that  is  cool  in  temperarure  and  appearance,  puts  a  customer  in  a  good  buying  humor,  and 
sales  are  likely  to  be  larger  than  they  otherwise  Avould  be. 

Provide  good  aAvnings  that  Avill  properly  protect  the  store  from  the  glaring  rays  of  the  sun. 
Have  a  cooler  of  Avater  and  a  chair  where  the  tired  customer  may  rest.  Electric  fans  are  desir- 
able to  keep  the  air  cool  and  fresh.  Foliage  and  flowers  will  be  found  helpful  in  giving  the  store 
a  cool  appearance.   Keep  the  store  free  from  flies. 
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Le  Phonographs  Pathe  have  been  registered  at  Mon- 
treal. 

The  Egan  Phonograph  Co.  has  been  registered  at 
Toronto. 

The  Continental  Upholstering  Co.  has  been  register- 
ed at  Montreal. 

The  West  Upholstering  &  Furniture  Co.,  Toronto, 
has  been  registered. 

Bourgette  &  Woods,  phonograph  dealers,  Montreal, 
have  been  registered. 

The  Hoover  Vacuum  Cleaner  Co.,  is  erecting  a  Cana- 
dian plant  at  Hamilton. 

The  National  Home  Furnishers,  Ltd.,  is  a  new  con- 
cern opening  at  Edmonton. 

Palm-O-Phone,  dealers  in  gramophones,  etc.,  Mon- 
treal, have  been  registered. 

The  Brunswick-Balke-Collender  Co.  are  building  a 
98x40  ft.  storage  and  shipping  room. 

Fire  did  .'t;25,000  damage  to  C.  L.  March's  mattress 
factory  at  St.  Johns,  Nfld.,  recently. 

The  Province  Furniture  Mfg.  Co.,  Ltd.,  Vancouver, 
has  been  incorporated  with  a  capital  of  $12,000. 

The  Masterola  Co.,  Ltd.,  Winnipeg,  with  a  capital  of 
$10,000,  has  been  incorporated  to  deal  in  phonographs. 

The  Sewing  Machine  &  Electrical  Supply  Co.,  Ltd., 
with  a  $20,000  capital,  has  been  incorporated  at  Mon- 
treal. 

The  Melotone  Mfg.  Co.,  Ltd.,  Winnipeg,  has  been  in- 
corporated to  deal  in  phonographs,  etc.  Capital, 
$5,000. 

Joseph  C.  Gale,  vice-president  of  the  Adams-Elting 
Co.,  Chicago  and  Toronto,  died  recently  at  his  home  in 
Chicago. 

Eehange  Mont  Royal,  dealers  in  gramophones,  etc., 
Montreal,  have  dissolved  and  reorganized  under  the 
same  name. 

A.  E.  Ball's  upholstering  shop  on  Bloor  Street.  Tor- 
onto, was  damaged  to  the  extent  of  $600  last  month 
through  fire. 

The  Provincial  Machine  Co.,  St.  Thomas,  Ont.,  has 
been  incorporated  to  make  phonographs  and  talking 
machine  accessories. 

W.  H.  Duffy  Sons,  Ltd.,  Hillsboro,  N.B.,  has  been  in- 
corporated with  a  capital  of  $75,000,  to  manufacture 
and  deal  in  furniture  and  house  furnishings. 

Prattephone,  Limitee,  St.  Jerome,  Que.,  with  a  capi- 
tal of  $49,000,  has  been  incorporated  to  make  and  deal 
in  gramophones,  pianos  and  other  musical  instruments. 

The  furniture  store,  residence  and  stables  of  Colin 
McMillan  at  Dromore,  Out.,  were  completely  destroyed 
by  fire  recently.  The  fire  is  supposed  to  have  started 
from  children  playing  with  matches. 

Midland  fOnt.)  Woodworkers,  Ltd.,  have  been 
authorized  by  Ontario  charter  to  do  business  in  the 
Province  with  a  ca])ital  not  exceeding  $366,000.  A.  H. 
Vanderburgh,  Toronto,  has  been  appointed  attorney 
for  the  company. 


THE  LUMBER  SITUATION. 

Canada  is  so  short  of  lumber  that  comparatively 
green  stock  is  coming  on  the  market.  The  mills  are 
advertising  that  thej^  "still  have  some  of  the  1916  cut," 
but  that  the  1919  cut  will  help  out  considerably.  The 
demand  for  lumber  is  greater  than  ever,  and  conse 
quently  stocks  are  smaller  and  prices  still  advancing. 
It  is  repeatedly  said  that  all  stocks  will  be  exhausted 
by  the  end  of  the  year.  On  this  account  preparations 
are  already  under  waj'  to  start  cutting  earlier  than  cus 
tomary.  In  British  Columbia  the  mills,  which  were 
closed  down  owing  to  labor  disturbances,  are  now  in 
full  swing  again  and  making  shipments  to  the  east, 
south  and  overseas.  Stocks  in  British  Columbia,  like 
those  of  Ontario,  are  very  low,  and  the  mills  have  or- 
ders which  will  require  a  long  t-ime  to  fill. — Toronto 
Globe. 


PRESTON  CHAIR  FACTORY  SOLD. 

The  Preston  Chair  Company's  plant  at  Preston,  Ont., 
has  been  sold  to  the  Canada  Last  Co.,  of  Toronto.  The 
chair  company,  which  went  into  liquidation  .some  time 
since,  surrendered  its  factory  to  the  town  and  the 
municipality  has  now  sold  to  the  Last  company  for 
$21,000. 


KITCHEN  CABINETS  IN  ENGLAND. 

"What  looks  like  a  splendid  opportunity  to  develop 
trade  in  kitchen  cabinets  comes  across  from  England 
in  a  consular  report  on  the  hoi;sing  reforms  advocated 
by  the  women's  housing  subcommittee  of  the  Ministry 
of  Reconstruction's  Advisory  Council,"  says  an  ex- 
change. Among  the  findings  in  the  report  of  this  com- 
mittee appears  the  following:  "The  kitchen  cabinet 
used  universally  in  America  has  much  to  recommend 
it."  This  ought  to  furnish  good  working  material  for 
the  boosters  in  the  kitchen  cabinet  trade. 


FURNITURE  WANTED. 

Harrod's  big  department  store  in  London,  Eng..  has 
appealed  to  the  trade  papers  of  Britain  for  a  variety  of 
merchandise  for  their  various  stores.  For  their  Bel- 
gian wholesale  department,  they  want  go-carts  and 
office  furniture,  and  for  their  London,  Buenos  Ayres 
and  South  American  stores  they  want  wooden  beds, 
bedroom  furniture,  sewing  machines,  wicker  furni- 
ture and  some  other  general  lines.  The  company  have 
opened  an  office  at  225  Fifth  Avenue,  New  York. 


NO  REST  FOR  THE  WICKED. 

Afraid  to  breathe,  almost,  B  B  ,  the  returned 

reveller  from  the  Hamilton  picnic,  crept  quietly  into 
his  bedchamber  as  the  gray  dawn  was  breaking,  next 
day.  Sitting  on  the  edge  of  the  bed,  he  cautiously 
undid  his  boots.  But.  with  all  his  care,  his  wife  stirred 
in  bed,  and  he  presently  was  all  too  well  aware  of  a 
pair  of  sleepy  eyes  regarding  him  over  the  edge  of  the 
sheet. 

"Why,  Ed.,"  yawned  the  little  woman,  "how  early 
you  are  this  morning!" 

"Yes,  my  dear,"  replied  Ed.,  stifling  a  groan.  "I've 
got  to  go  to  Hamilton  for  the  firm  to-day." 

And  "replacing  his  footgear  the  wretched  man 
dragged  his  aching  limbs  again  into  the  cold  and  heart- 
less streets. 
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A  THRIFT  REQUEST 
To  Our  Subscribers: 

About  your  subscription  receipt: — Instead  of  send- 
ing you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  will  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 
Thanking  you,  we  are 

Gratefully  yours, 
THE  COMMERCIAL  PRESS,  LIMITED. 

32  Colbome  Street,  Toronto. 


(Setting  Everyone  who  has  occasion  to  sell 

the  Price.  goods  should  recognize  the  fact 

that  he  is  not  a  salesman  until  he 
can  sell  goods  at  a  profit  to  himself  or  his  employer  and 
selling  goods  at  a  profit  does  not  ordinarily  consist  of 
selling  them  at  any  price  above  cost.  Every  merchant 
has  expenses  consisting  of  rent,  light,  heat,  cartage, 
clerk  hire,  postage,  etc.,  etc.,  which  must  be  added  to 
the  cost  of  his  goods  in  order  to  arrive  at  the  real  cost 
at  the  time  of  delivery  to  the  customer  and  the  sale  to 
be  profitable  must  be  at  a  figure  above  the  cost. 

There  is  another  fact  which  should  be  recognized  by 
everyone  who  has  occasion  to  sell  goods,  and  that  is 
that  it  takes  a  high-grade  salesman  to  sell  high-grade 
goods  profitably,  and  it  should  be  every  salesman's  am- 
bition to  be  a  high-grade  salesman.  No  one  has  ex- 
elusive  right  to  the  use  of  any  words  in  the  English 
language.  Therefore,  an  unscrupulous  salesman  can 
paiiit  as  brilliant  a  word  pietiire  of  inferior  goods  as  a 
iiigh-grade  salesman  can  of  high-grade  goods.  But, 
Avhat  is  the  result?  A  customer  finds  they  are  not  as 
represented,  and  if  there  is  not  an  actual  come-back  in 
the  way  of  claims  from  the  merchant,  there  is  a  loss  of 
reputation  which  he  can  ill  att'ord  to  stand,  for  it  m?ans 
loss  of  business  and  loss  of  prestige. 

Mi  ^ 

Spruced  up  by  It  has  been  said  that  competition 
New  Store  is  the  life  of  trade.    It  has  proved 

so  in  a  recent  instance  where  a 
dealer  has  had  a  new  store  open  up  in  his  district.  Pre- 
vious to  its  advent  he  was  doing  a  fair  trade,  but  it 
was  an  old  settled  trade  that  just  drifted  his  way  in  the 
usual  course  of  affairs.  He  made  little  effort  to  extend 
his  range.  In  fact,  he  was  generally  lacking  in  ag- 
gressiveness. He  had  got  into  the  habit  of  travelling 
at  a  certain  gait  and  had  not  had  anything  to  jar  him 
out  of  it. 

The  coming  of  the  new  store  accomplished  this,  how- 
ever. He  began  to  have  fears  of  holding  his  old 
settled  trade.  He  began  to  spruce  things  up,  giving 
more  attention  to  window  and  interior  display  and  a 
little  better  service  to  customers.  His  new  competitor 
began  to  display  marked  aggressiveness  and  he  caught 


something  of  the  same  spirit.  Instead  of  the  smaller 
volume  of  business  he  had  expected,  his  trade  showed 
an  increase.  The  truth  of  the  matter  was,  he  awakened 
customers  who  had  previously  not  dealt  with  him  to 
the  fact  that  he  was  on  the  job  and  able  to  serve  them 
just  as  efficiently  as  the  more  distant  store  they  had 
been  dealing  with.  The  efforts  of  the  two  stores  at- 
tracted more  shoppers  to  the  district  than  ever  before 
and  made  of  it  a  greater  shopping  centre — a  place 
where  people  made  a  practice  of  coming  to  when  they 
wanted  to  buy. 

The  lesson  to  be  learned  is  that  the  dealer  is  fre- 
quently neglecting  his  opportunities.  This  man  had 
the  chance  to  increase  his  trade  easier  and  to  a  greater 
extent  before  this  new  competitor  entered  the  field.  He 
did  not  shoAv  the  necessary  aggressiveness  however — 
probably  did  not  realize  just  what  was  possible. 

Think  over  your  own  situation.  It  is  just  possible 
that  you  can  cultivate  your  own  field  to  better  ad- 
vantage. Do  it  before  competition  comes  along.  That 
is  one  way  to  keep  that  competition  away. 

Winter  Motor  With  the  temperature  mounting 

Delivery,  steadily  upward,  it  hardly  seems 

an  appropriate  time  to  be  talking 
about  winter  delivery.  However,  there  are  not  a  few 
merchants  at  this  time  considering  the  matter  of  pur- 
chasing a  motor  car  for  delivery,  but  who  are  probably 
demurring  because  for  a  portion  of  the  winter  at  least, 
they  are  unable  to  use  a  motor  ear  for  delivery  because 
of  the  snow. 

The  method  of  solving  this  problem  folloAved  by  one 
dealer  may  probably  prove  a  solution  of  it  for  some 
other  dealers  too.  This  merchant  secured  the  services 
of  a  horse  free  during  the  winter  months  in  return  for 
keeping  it.  The  owner  nsed  it  during  the  summer  and 
fall,  but  in  the  winter  it  was  nothing  but  an  expense  to 
him,  and  he  w^as.glad  to  make  such  an  arrangement. 
The  dealer  was  saved  the  investment  in  a  horse,  and 
the  care  and  expense  of  it  during  the  summer  when  he 
used  his  truck,  and  yet  was  enabled  to  keep  up  deliv- 
eries during  the  winter  at  small  cost.  Other  dealers 
may  find  someone  similarly  situated  in  their  own  dis- 
trict with  Avhora  such  arrangements  might  be  made. 

If  there  is  a  delivery  company  in  your  community, 
their  services  may  be  secured  at  times  when  a  motor 
car  cannot  be  used.  If  there  is  not  such  a  company, 
arrangements  may  be  made  with  a  local  livery  man. 
The  livery  business  is  generally  slack  in  the  winter 
and  the  OAvner  will  be  glad  to  get  a  little  revenue  out 
of  his  idle  horses. 

There  may  be  a  dealer  in  another  line  of  business  in 
your  district  who  has  a  horse  for  delivering  but  has 
not  enough  business  to  keep  the  horse  busy.  He  would 
probably  be  glad  to  handle  your  deliveries  at  a  reason- 
able figitre  when  your  ear  is  put  out  of  commission  by 
weather  or  other  conditions. 
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Talking  Machines  in  the 
Furniture  Store 


ADVERTISING  TALKING  MACHINE  BUSINESS 
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Small  and  large  dealers  can  benefit  from  proper  expenditure — Successful  advertising  means  successful  business 
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JOSEPH  H.  MOOREHOUSE  in  an  article  published 
in  Talking-  Machine  World  some  time  ago,  took  up 
the  matter  of  successful  advertising  for  the  retail 
dealer,  and  he  made  many  strong  points.  Among  his 
arguments  were  these : 

There  is  so  much  written  and  spoken  on  the  subject 
of  advertising  that  the  retail  talking  machine  dealer 
who  really  wants  to  go  about  the  advertising  of  his  busi- 
ness in  an  effective  and  result-producing  manner  is 
somewhat  at  a  loss  as  to  how  to  begin  and,  after  be- 
ginning, how  to  stay  within  the  limits  of  safety  in  set- 
ting aside  and  spending,  or  rather,  investing,  his  ad- 
vertising appropriation. 

Some  of  the  advertising  authorities  have  advocated 
the  setting  aside  of  a  sum  representing  as  low  as  2  per 
cent,  of  the  year's  gross  business  for  advertising. 
Others  have  advocated  5,  10  and  even  20  per  cent.,  and 
John  Wanamaker,  the  merchant  prince,  is  credited 
Avith  the  statement  that  if  he  had  $25  to  begin  business 
with  he  would  spend  $20  of  it  in  advertising. 

All  this  naturally  appears  very  confusing  to  the  aver- 
age retail  dealer  who  is  unable  to  retain  and  pay  for 
expert  advertising  advice,  but  if  he  Avants  to  get  the 
real  value  for  his  money  and  at  the  same  time  be  con- 
servative he  will  realize  the  fact  that  much  of  what  is 
written  about  advertising  is  based  upon  generalities, 
and  that  his  advertising  problems  rest  largely  upon  the 
local  conditions  he  is  called  upon  to  meet,  the  promin- 
ence of  the  papers  in  his  locality  and  the  amount  of 
publicity  a  specified  sum  Avill  buy. 

There  is  little  that  is  haphazard  about  present-day 
advertising  in  the  matter  of  selecting  mediums,  decid- 
ing upon  space  and,  in  fact,  mapping  out  an  entire  cam- 
paign though  it  cannot  be  denied  that  there  is  and  al- 
ways will  be  considerable  uncertainty  regarding  the 


effect  of  certain  kinds  of  copy.  The  main  fact  to  be 
considered  is  that  advertising  should  be  a  fixed  factor 
in  the  business — an  investment  that  is  in  every  way 
as  essential  as  rent  and,  in  fact,  a  trifle  more  essential. 

The  dealer  should  first  consider  the  mediums,  in  other 
words  the  daily  and  weekly  newspapers  that  cover 
the  territory  in  which  he  operates,  and  then  secure 
reliable  information  regarding  rates,  circulation  and 
other  factors.  In  this  work  the  honest  solicitor  for  the 
local  newspaper,  if  he  knows  his  business,  should  prove 
of  material  assistance  for  he  can  map  out  a  tentative 
campaign  for  the  dealer,  Avhich,  while  including  his 
own  paper,  will  also  make  use  of  other  mediums  that 
cover  the  same  field  at  different  times,  in  different 
ways,,  or  reach  a  different  class  of  people. 

The  average  dealer  with  only  a  small  appropriation 
for  advertising  is  frequently  discouraged  by  the  fact 
that  some  of  his  larger  competitors  can  use  advertising 
space  that  is  beyond  his  means,  but  he  is  prone  to  for- 
get that  small  space  used  consistently  and  with  the 
proper  kind  of  copy  is  as  effective  in  the  long  run  as 
pages  and  half  pages  used  intermittently.  The  old 
story  to  the  effect  that  the  constant  dropping  of  water 
will  wear  away  the  hardest  stone  was  never  better  illus- 
trated than  in  the  case  of  advertising. 

In  the  great  majority  of  papers  the  advertisers  can 
contract  for  a  substantial  amount  of  space  at  a  sur- 
prising reduction  from  the  one  time  rate  or  can  con- 
tract for  the  appearance  of  a  ten  or  twenty-line  ad- 
vertisement to  appear  daily,  semi-weekly  or  weekly  for 
the  year,  the  rate  of  the  daily  insertion  being,  natur- 
ally, much  lower.  Space  bought  on  this  basis  is  gener- 
ally known  as  a  "rate  maker"  and  gives  the  advertiser 
the  privilege  of  increasing  his  space  for  any  single  issue 
at  the  same  rate  per  line  paid  for  the  regular  advertise- 


One  of  the  best  means  of 
advertising  for  the  man 
■who  feels  he  cannot  afford 
newspaper  publicity  is  the 
window,  consistently  and 
persistently  cultivated,  it 
will  bring  results. 
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meut.  This  method  has  the  advantage  of  giving  the  ad- 
vertiser a  special  long-time  low  rate  for  single  spreadiS 
of  particular  announcements  and  at  the  same  time 
keeps  his  name  before  the  readers  of  the  paper  every 
day  when  he  has  no  special  advertisement  to  run. 

The  dealer  who  really  gives  earnest  attention  to  hi.s 
advertisement  can,  by  the  selection  and  ai'rangement  of 
his  copy  cause  even  a  comparatively  small  announce- 
ment to  stand  out  from  a  page  of  advertisements  and 
attract  attention.  The  ability  to  select  attractive  type 
and  border  and  lay-out  the  display  properly  and  at- 
tractively is  as  great  an  asset  to  the  business  of  the 
dealer  as  his  ability  to  close  a  hard  sale. 

It  is  the  dealer  Avho  has  something  to  say  and  says  it 
who  finds  that  advertising  pays  and  not  the  man  who 
is  content  with  the  time-worn  copy.  "John  Smith,  fine 
talking  machines,  12  Blank  Street,  Jonesville."  The 
latter  almost  throws  his  money  away,  for  the  local 
director.y  will  give  the  same  information  without  cost 
to  those  who  are  looking  for  a  talking  machine.  If 
such  copy  is  run  daily  or  weekly  year  in  and  year  out 
it  may  possibly  impress  some  constant  readers  with  the 
fact  that  Smith  handles  talking  machines,  but  that  is 
about  all. 

Talking  machine  or  piano  advertising,  like  all  other 
kinds  of  i)ub]ieity,  is,  or  .should  be,  simply  a  selling  talk 
and  should  be  developed  on  that  basis.  The  language 
should  be  good,  the  argiiments  forceful  and  convincing 
and  every  effort  made  to  put  in  the  paper  as  attractive- 
ly as  possible  just  Avhat  a  salesman  would  be  expected 
to  say  to  the  prospective  customer  who  made  a  personal 
call  at  the  wareroom.  The  dealer  who  tells  his  reader 
through  his  advertisement  just  what  he  would  expect 
to  tell  the  same  i-eader  were  he  to  meet  him  face  to  face 
in  the  store,  will  find  that  his  advertisements  will  at- 
tract more  j)rofitablc  attention  than  Avhen  any  other 
system  is  used. 

There  are  two  factors  that  make  for  value  in  adver- 
tising and  they  are  price  and  name  with  the  price  keep- 
ing a  trifle  to  the  front.  There  are  some  talking  ma- 
.chines,  the  names  of  which  are  so  well  known  that  the 
mention  of  the  fact  that  the  dealer  is  the  agent  for  the 
line  Avill  interest  the  readers.  Others,  however,  are 
interesting  to  newspaper  readers  only  from  the  view- 
point of  price,  and  in  such  cases  prices  should  be  made 
the  basis  of  the  printed  selling  talk. 

Facts  about  the  tone  and  the  various  structural  fea- 
tures may  be  presented  in  an  untechnical  manner  and 
serve  to  impress  the  reader  with  the  (lualities  of  the 
instruments  offered  even  though  he  may  not  fully  ap- 
pi'eciate  the  significance  of  the  various  features. 

An  advertising  campaign  based  on  the  system  of  sell- 
ing and  with  the  facts  about  the  instruments  told 
frankly  is  bound  to  prove  a  success  if  followed  out  con- 
sistently and  intelligently.  Good  copy,  attractive  but 
dignified  display  and  persistence  are  the  elements  that 
count. 


TALKING  MACHINES  IN  THE  MOVIES. 

It  may  interest  dealers  to  know  that  in  some  cities 
file  managers  of  moving  picture  theatres  which  boast 
of  orchestral  organs  have  pleased  their  audiences  by 
supplementing  this  music  vvith  that  of  a  talking  ma- 
chiin\  By  this  means  i)rominent  singers  are  heard  ac- 
companied by  the  organ,  and  the  combination  has 
aroused  a  great  deal  of  comment  of  a  most  favorable 
nature.  In  faet,  it  has  given  many  of  these  houses  a 
metropolitan  atmosphere,  musically  speaking. 

The  success  attained  by  the  combination  of  the  talk- 
ing machine  record  and  the  pipe  organ  centres  very 


largely,  of  course,  on  the  skill  and  musical  comprehen- 
sion of  the  organist,  but,  judging  from  the  cominenda- 
tory  remarks,  the  scheme  is  one  that  is  bound  to  grow 
throughout  the  country.  Dealers  should  make  it  a 
point  to  visit  their  local  moving  picture  theatres  and 
suggest  to  the  managers  that  they  would  give  this  plan 
of  entertaining  their  audiences  a  tryout.  It  would 
mean  not  only  the  sale  of  a  talking  machine,  but  the 
sale  of  records  once  or  twice  each  week  to  insure 
variety  in  the  musical  program.  Apart  from  this  it 
would  demonstrate  the  musical  and  educational  merits 
of  the  talking  machine  and  help  to  uplift  the  musical 
taste  and  knowledge  of  the  community. 


FIRE  AT  MARSHALL  MATTRESS  PLANT 

Fire  which  broke  out  on  the  top  floor  of  the  Marshall 
Ventilated  Mattress  Co.  s  factory  on  West  Market 
Street,  Toronto,  did  $17,000  damage  on  July  28.  The 
employees  were  preparing  to  leave  after  the  day's  work 
when  fire  was  noticed  near  the  sewing  machines  on  the 
fifth  floor.  An  alarm  was  sounded  and  when  the  fire 
department  responded  smoke  was  pouring  from  the 
building.  Tarpaulins  were  spread  over  the  stock  on 
the  floor  below  to  save  it  from  the  water  falling 
through.  All  the  employees  got  safely  out.  The  build- 
ing was  insured. 

It  is  the  intention  of  the  Marshall  Company  to  im- 
mediately start  another  plant  for  the  manufacture  of 
their  high-grade  felt,  and  devote  the  present  plant  to 
mattresses  and  cushions  exclusively. 

The  present  plant  is  now  being  remodelled  from  top 
to  bottom  and  the  latest  devices,  from  a  sanitary  stand- 
point for  the  manufacture  of  cushions  and  mattresses, 
are  being  installed.  Fortunately  the  imported  machin- 
ery used  in  making  the  springs  was  all  saved,  so  that 
very  little  time  will  be  lost.  The  plant  had  been  work- 
ijig  two  shifts  owing  to  the  rush  of  orders  on  hand. 

Mr.  Gpo.  a.  Conlan  states  that  the  Marshall  A^entilat- 
ed  Mattress  Company  will  be  in  a  position  to  take 
orders  in  one  week's  time  and  will  make  deliveries  as 
early  as  possible. 


R.M.A.'s  WESTERN  RETAILER. 

The  Retailer,  the  organ  of  the  Ri.M.A.  in  Western 
Canada,  has  been  enlarged  and  the  name  changed  to 
The  Western  Retailer.  The  paper  is  issued  from  the 
Saskatchewan-Alberta  branch  offices  at  Saskatoon  and 
Secretary  F.  E.  Ra.ymond  is  responsible  for  most  of  the 
editoi'ial  work.  In  its  enlarged  form  the  paper  should 
do  well,  cireulati]ig  as  it  does  among  the  members  of 
the  Association  and  business  men  in  the  two  jirairie 
provinces,  its  aim  being  to  extend  the  R.M.A.  influence 
in  the  West. 

The  Retailer  is  devoted  to  the  interests  of  the  retail 
trade,  and  is  essentially  an  educational  organ,  seeking 
by  means  of  the  articles  in  its  pages  to  educate  the 
merchant  in  the  best  methods  of  condncting  his  busi- 
ness so  that  he  can  gi\'e  the  best  service  to  his  custom- 
ers and  make  it  a  payi^ig  concern.  It  also  seeks  to 
bring  about  improved  relations  between  the  retailer 
and  the  manufacturer  and  wholesaler,  so  that  their  mu- 
tual interests  may  be  advanced  to  the  benefit  of  both. 


TALKING  MACHINE  TRADE  NOTES. 

The  (Corona  Phonograph  Co..  Montreal,  has  been  in- 
eorpoi-ated  as  a  limited  liability  company. 

The  Egan  Phonograph  Co.  has  been  registered  at 
Toronto. 
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Large  Addition  to  Lloyd 

Manufacturing  Co.  Plant 


The  war  seems  to  have  heen  a  good  thing  for  the  baby 
carriage  business  if  the  results  in  all  factories  of  the 
nation  measure  up  to  those  of  the  Lloyd  Manufacturing 
Company,  of  Menominee,  Michigan,  according  to  re- 
ports from  the  Northern  Michigan  city. 

G-round  has  been  broken  for  an  immense  addition  to 
the  Lloj^d  plant  and  by  November  1  it  is  hoped  that  the 
new  strxTcture  will  house  a  busy  bunch  of  workers.  The 
new  structure  will  measure  400  by  100  feet  with  three 
floors.  This  means  nearly  an  acre  of  manufacturing 
space  on  each  floor  or  120,000  square  feet. 

The  new  building  is  of  reinforced  concrete  with  steel 
window  sills  and  doors.  There  will  be  no  wood  in  the 
structure.  It  will  just  double  the  present  floor  space 
of  the  Lloyd  Company,  but  with  the  new  Lloyd  method 
of  production  and  the  Lloyd  loom,  used  in  weaving  reed 
or  fibre  fabrics,  the  output  of  the  plant  will  be  quad- 
rupled. 

Tbis  is  the  fourth  enlargement  made  by  the  Lloyd 
people  since  their  arrival  in  Menominee,  fourteen  j^ears 
ago. 

"Our  growth  has  been  so  great  that  we  can  hardly 
believe  it  ourselves,"  said  Mr.  Lloyd,  president  of  the 
firm  and  one  of  the  best  known  machine  inventors  of 
the  nation.  "When  Ave  started  operations  in  Menomi- 
nee 50,000  square  feet  of  space  Avas  much  more  than  we 
needed.  •  Now  Ave  have  120,000  square  feet,  and  in  a 
few  Aveeks  Ave  will  have  240,000  square  feet,  or  nearly 
five  times  as  much.    Noav  we  are  turning  out  twenty- 
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i  EFFICIENCY  doorway  to  net  profits.  The  | 

I  — —  Robertson  Socket  Head  Wood  | 

I  IVrile  us  for  free  Screw   assures   efficiency.    Used  | 

I  demonslralion  by   nearly   all    leading  furniture  | 

I  manufacturers,  etc.  | 

I    P.  L.  Robertson  Manufacturing  Co.,  Limited  1 

I  MILTON    -    ONTARIO  | 
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I    High-Grade  CHESTERFIELDS  | 

I  Re-Upholstering  to  the  Trade  | 

I  SPECIAL    ORDER    WORK  | 

I     Life  Long  Furniture  Co.,  -  -  Ingersol],  Ont.  | 
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C.  B.  CHATFIELD 

Designer  of  Furniture 
GRAND 

RAPIDS  -        Michigan,  U.S.A. 


five  times  more  manufactured  articles  than  we  did 
then.  Two  years  ago  our  capital  of  $400,000  Avas  ample. 
Now  we  hit  the  $1,000,000  mark,  and  our  stock  cannot 
be  secured  at  a  high  premium.  We  used  to  employ  75 
people.  Now  we  have  need  for  more  than  800.  I  am 
sure  that  these  figures  indicate. progress,  and  I  am  more 
or  less  proud  of  them." 

This  remarkable  groAvth  is  due  to  the  genius  of  Mar- 
shall B.  Lloyd.  His  wonderful  inventions  for  the  pro- 
duction of  reed  or  fibre  articles  and  his  more  Avonderful 
loom  have,  to  a  great  degree,  revolutionized  the  indus- 
try. They  have,  at  least,  brought  about  a  rcA'olution  in 
the  size  of  Mr.  Lloyd's  business  Avithout  requiring  the 
services  of  an  expert  Bolshevist. 

The  ncAV  building  Avill  be  a  model  factory  structure. 
The  first  floor  rests  on  126  bases  placed  every  ten  feet 
apart.  Each  base  has  8,400  pounds  of  concrete  in  it. 
Piers  Avill  be  placed  betAveen  the  first  and  second  and 
second  and  third  floors,  ten  feet  apart. 

Tt  is  interesting  to  note  that  80.000  barrels  of  cement 
will  be  used  in  construction  Avork.  Each  barrel  Aveighs 
376  pounds,  so  the  total  of  cement  alone  Avill  be  30.080,- 
000  pounds,  or  15,040  tons.  There  Avill  be  80,000  cubic 
yards  of  gravel  needed  for  concrete  mixing.  This  means 
160.000,000  pounds  or  80.000  tons.  Thirty  gallons  of 
water  is  used  for  every  yard  of  concrete  requiring  a 
total  "thirst"  of  more  "than  3,000,000  gallons  of  Avater 
for  the  building. 

There  are  to  be  150  windoAvs  in  the  factory,  each  one 
to  haA'e  65  panes  of  glass,  or  9.750  in  all.  The  panes  are 
12  by  32  inches,  thus  giving  each  AvindoAV  173  1-3  square 
feet  of  glass,  or  a  total  of  26,000  square  feet  in  all.  This 
means  more  than  one-half  an  acre  of  glass  in  the  ncAv 
Lloyd  institution.  If  these  panes  Avere  placed  end  to 
end  they  Avould  stretch  out  for  4.95  miles,  and  if  the 
80,000  barrels  of  cement  were  put  in  the  same  position 
they  would  cover  over  53  miles  of  space. 

There  Avill  be  no  front  entrance  but  nine  others  to 
the  ncAv  building.  The  main  entrance  Avill  remain  in 
one  of  the  older  buildings,  AA'here  the  offices  are  to  be 
found.  They  Avill  be  entirely  revamped  Avith  ucav  equip- 
ment and  more  room  added  in  order  to  meet  the  groAv- 
ing  requirements  of  the  firm. 

Pour  hundred  electric  lights  on  each  floor,  or  1,200  in 
all,  Avill  be  arranged  ten  feet  apart,  with  an  illuminat- 
ing poAver  of  100  Avatts  each.  There  Avill  be  1,200 
sprinkler  heads  for  fire  protection  and  an  overhead 
trolley  system  for  trucking  purposes.  Other  features 
are  to  be  added-  so  that  the  factory  Avill  be  modernized 
in  every  detail.  At  the  same  time  the  old  factory  Avill 
be  overhauled  and  improved. 


ANNUAL  MEETING  OF  HEINEMAN  CO. 

The  annual  meeting  of  the  stockholders  of  the  O^'to 
Heineman  Phonograph  Supply  Co.  Inc..  Avas  recently 
held  in  Ncav  York.  The  stockholders  re-elected  all  of 
the  present  directors  AA''ho  re-elected  the  pre-.ent  officers 
of  the  company.  It  was  decided  to  build  a  ucav  factory 
at  Newark,  N.J.,  for  the  Meisselbach  division  of  the 
company.  The  business  report  submitted  to  the  stock- 
holders indicated  that  1918  Avas  the  greatest  year  in 
the  history  of  the  Otto  Heineman  Co. 


Bobby,  for  once,  expressed  great  interest  in  the  ser- 
mon. "Fancy  flying  machines  being  mentioned  in  the 
Bible!"  he  said. 

"But  are  they?" 

"Why,  didn't  the  vicar  say  Esau  sold  his  heirship 
1o  his  brother  Jacob?"- — Stray  Stories. 
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Every  Season  is 
Phonola  Season 


Model  "Princess"  $200.00 


Phonola  talking  machines  sell  the  year  round.  Every 
furniture  dealer  should  have  a  talking  machine  depart- 
ment with  a  line  of  Dependable  Phonographs  such  as 
the"  PHONOLA'' are. 

Phonola  Retail  Prices 


d 

U 


Slyle— Organola  $375.00 

Prince   250.00 

Princess   200.00 

Grand  Duke  165.00 


Style    Duke  $135.00 

Duchess   105.00 

B  69.00 
G  27.50 


A 


Usual  discount  off  these  prices  to  the  trade 


A 


THE  PHONOLA  CO.  of  CANADA,  Limited       KITCHENER  ONT. 


G  $27.50  B  $69 
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The  Standard  Vault 

THE  MAXWELL 


Manufactured  Exclusively  of  Copper  Bearing  Steel 

This  material  is  now  acknowledged  quite  generally  to  be  the  most  rust- 
resistant  steel  or  iron  available  for  the  manufacture  of  steel  vaults. 

Its  Superiority 

authoritatively  proven  by  recent  comparative  tests,  has  been  acknowledged  • 
by  the  many  manufacturers  who  have  adopted  it. 

We  were  among  the  first.  Many  others  will  follow. 

We  Are  Pleased  to  Announce 

that  all  our  goods  are  now  constructed  exclusively  of  this  material,  and 
that  recent  reductions  in  the  cost  of  same  will  enable  us  to  do  this  with- 
out any  advance  over  our  regular  list.    Write  your  dealer  for  prices. 

As  we  have  been  using  Copper  Bearing  Steel  for  the  past  five  years  in 
our  TDell-knorvn  and  justly  celebrated  Copper  Alloy  Vault,  we  are  now 
in  a  position  to  use  it  exclusively. 

We  are  offering  it  in  our  Regular  Aluminum  and  Gold  Finish  at  our 
regular  list  price.  If  desired  in  the  Copper  Bronze  Finish  with  White 
Enamel  Interior,  there  will  be  an  extra  charge  of  three  dollars  for  the 
adult  sizes.    Carried  in  stock  by  all  leading  jobbers.    Write  for  prices. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 


August,  1919 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


43 


Undertakers'  Department 


Problems  affecting  the  Undertal(ing  Profession  are  here  discussed  and  readers  are  inoited  to  send  letters 
expressing  their  oiews  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


PUTTING  ON  THE  FINISHING  TOUCHES 

IHIMIIIIIIIIIIIMIIIIIrlJIIIIIIIIMIIMIIIIIMIMIMMIIIIIIIMIIIIIIMIMIMIIMIIMIMIMnillliMnillMIIMIIIIIIIMIIMIIIIIIIIIIIIIMIIIH 

The  C.  E.  A.  Convention  Program  is  being  whipped  into  shape — Large  attendance  expected — Notable  addresses 


THE  last  touches  are  being  put  to  the  program  for 
the  C.E.A.  convention  on  September  2,  8  and  4. 
The  school  is  ready  for  opening  now,  and  when 
Prof.  Renouard  comes  on  August  25,  he  will  find  every- 
thing in  shape  for  the  session,  which  opens  on  the  fol- 
lowing day,  August  26th.  In  fact  some  of  this  year's 
class  are  already  in  Toronto  preparing  to  take  the 
course,  and  we  are  rather  under  the  impression  that 
there  should  be  a  larger  number  in  attendance  this 
year  than  ever  before,  as  inspectors  are  covering  the 
province  to  see  that  the  embalming  laws  are  properly 
obeyed. 

The  school  se.ssion  will  last  the  whole  first  week,  and 
while  the  students  will  be  busy  with  their  studies  there 
will  be  sufficient  attractions  to  induce  a  large  number 
to  come  to  Toronto  that  first  week.  The  Prince  of 
Wales  will  spend  three  or  four  days  in  Toronto  early  in 
the  week,  and  the  big  National  Exhibition  will  be  in 
full  swing  the  whole  M'eek. 

Convention  week  will  be  the  first  week  in  September, 
with  the  convention  dates  the  2nd,  3rd  and  4th  of  that 
week.  The  officers  have  planned  an  energetic  program, 
full  of  pej),  and  President  Brandon  will  have  hi.s 
hands  full  directing  the  various  meetings. 

Prof.  Renouard,  who  so  ably  conducted  the  school 
and  convention  lectures  last  year,  will  again  be  in 
charge.  He  will  show  some  of  the  latest  in  embalming 
mothodf.'  in  his  demonstrations,  and  his  lectures  will  be 
in  plain,  understandable  language,  'but  he  will  dig  right 
down  to  rock  bottom  i)rinciples  and  build  up  a  thor- 
ough and  efficient  course,  which  no  one  in  the  profes- 
sion can  afi'ord  to  miss 

Probably  our  readers  know  Cliffoi'd  G.  Askin,  of  In- 
dianapolis, or  at  least  have  heard  of  him.  Well,  he  is 
eojninti-  to  Toronto  to  d'diver  an  address  on  "Better 
Business  Methods  for  the  Undertaker,"  at  the  C.E.A. 
convention  in  September.  Wherever  he  has  delivered 
this  address  he  has  been  enthusiastically  received. 

Mr.  Askin  is.  first  of  all,  an  undertaker  and  funeral 
direelor  of  twenty  years'  experience.  He  conducted  an 
einbalining  school  for  several  years,  and  he  was  also 
instructor  in  embalming  for  the  University  of  Michi- 
gan. Sr.  he  is  a  practical  man  with  plenty  of  experi- 
ence. He  has  discontinued  his  embalming  school  be- 
cause of  the  increasing  pressure  of  his  business. 

In  the  course  of  his  ex])erience  he  has  worked  out  a 
large  number  of  advanced  sales,  office  and  collection 
principles  and  methods.    These  are  the  subjects  on 


which  he  talks.  They  have  a  direct  appeal  to  every 
man  who  has  to  face  sales,  office  and  collection  prob- 
lems from  day  to  day.  Men  who  have  heard  Mr.  Askin 
say  that  he  presents  his  ideas  forcefully  and  vividly. 

Mr.  Askin  will  give  an  hour's  address  on  Wednesday 
morning,  September  8rd,  and  he  will  also  answer  for 
fifteen  minutes  any  practical  ({uestions  the  listeners 
may  put  to  him.   Be  sure  to  hear  him. 

Two  important  discussions  are  on  the  way  this  year. 
It  seems  that  at  the  last  annual  convention  of  the  Na- 
tional Funeral  Directors'  Association  of  the  United 
States  held  in  Grand  Rapids  a  letter  was  read  from 
Prof.  Dhonau,  suggesting  that  the  C.E.A.  be  admitted 
to  that  organization  on  the  same  status  as  a  State  asso- 
ciation. It  had  always  been  Mr.  Mclntyre's  idea  that 
the  National  organization  should  be  an  international 
one,  and  he  was  questioned  on  the  matter  at  the  Con- 
vention, but,  as  he  said,  he  had  no  authorization  from 

f  Contimied  on  page  4g  ) 


VliOV.  ClilKFOKl)  G.  ASKIN 
who  will  toll  the  C.K.A.  membprs  something  on  bnsinoss  niodiods. 


44 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


August,  1919 


SASKATCHEWAN  ASSOCIATION  CONVENTION. 

The  sixth  annual  convention  of  the  Saskatchewan 
Funeral  Directors'  and  Embalmers'  Association  was 
held  ui  the  city  of  :\Ioose  Jaw,  June  24  to  28.  The  at- 
tendance is  believed  to  have  been  the  greatest  at  any 
conventiou  of  undertakers  ever  held  in  the  West — 
about  sixty-one  being  present. 

Professor  R.  U.  Stone,  on  his  third  visit  in  that  cap- 
acit.y  to  Saskatchewan  gatherings,  acted  as  lecturer 
and  demonstrator,  and  in  his  usual  genial  manner  gave 
absolute  satisfaction  to  both  his  class  and  the  other 
members  of  the  Association.  Twenty-five  students 
wrote  the  examination  set  by  the  Provincial  Depart- 
ment of  Public  Health,  and  nineteen  were  successful 
on  the  first  count. 

One  afternoon  was  set  apart  for  recreation,  and  with 
the  financial  assistance  of  the  supply  houses,  the  local 
practitioners  provided  a  most  enjoyable  outing  at  a 
camping  ground  some  twenty  miles  from  the  city,  con- 
cluding with  a  dinner  at  the  C.P.R.  restaurant. 

The  reports  of  the  activities  of  the  Association  show 
very  encouraging  progress;  and  the  members  in  at- 
tendance at  the  convention  were  unanimous  in  their  ex- 
pressions of  satisfaction  and  pleasure  at  the  enjoyable 
and  helpful  meetings. 

The  next  convention  will  be  held  in  the  city  of 
Regina, dates  and  particulars  of  program  to  be  announc- 
ed later. 

The  following  officers  were  elected  for  the  vear 
-1919-20  :  Honorary  President,  G.  H.  McKague,  Saska- 
toon; President,  W.  S.  Yule,  Swift  Current;  1st  Vice- 
President,  Charles  Taylor,  Rosetown ;  2nd  Vice-Presi- 
dent, K.  MeKenzie,  Moose  Jaw ;  Sergeant-at-arms,  T. 
G.  Ross,  Assiniboia ;  Secretary-Treasurer,  James  Mc- 
Guirl,  Moosomin. 


Hi-i  ictary  Janics  McGuirl,  ol  tlic  Haskatcliewan  Association. 


NOTES  FROM  THE  EAST. 

Luis  Brenan,  St.  John,  X.B.,  recently  rebuilt  his 
establishment  and  has  added  a  combination  hearse  and 
delivery  of  the  Reo  type. 

Jos.  C.  Wray  and  brother  are  contemplating  an  addi- 
tion to  their  establishment,  290  Mountahi  Street,  Mon- 
treal, within  the  near  future. 

Snow  and  Company,  Halifax,  X.S.,  have  added  a  new 
com'bination  Reo  motor  and  a  master  six  McLaughlin  to 
their  e(juipment,  which  completes  their  rolling  stock 
for  this  year. 

Miss  Annie.  O'Neil,  St.  John,  N.B.,  who  has  been  ill 
for  the  past  few  weeks  is  now  about  some  and  enjoys 
an  occasional  ride  with  her  friends.  We  all  wish  her 
a  speedy  and  complete  recovery. 

Fred  Wray,  290  Mountain  Street,  Montreal,  has  an- 
other Pierce  Arrow  ambulance,  which  went  into  service 
July  1st.  This  conveyance  is  mentioned  by  critics  as 
being  one  of  the  most  beautiful  ever  built,  and  is  com- 
plete in  every  detail. 

Robt.  J.  Reid,  Kingston,  Ont.,  has  added  a  beautiful 
new  Reo  hearse  to  his  e(|uipment,  and  also  a  seven- 
passenger  master  six  McLaughlin  ;  this  gives  Mr.  Reid  a 
most  eomplete  outfit  all  new,  as  the  old  motors  which 
he  replaced  were  disposed  of  at  the  same  time. 

John  R.  Snow,  Jr.,  wife  and  two  children  are  thor- 
oughly enjoying  their  cottage  this  year  at  Lake  View, 
which  is  located  eighteen  miles  from  Halifax,  overlook- 
the  most  beautiful  country  side,  Halifax  Harbor  and 
Basin.  In  addition  to  being  a  nice  drive  they  are  con- 
venieneed  with  eight  trains  each  day  on  the  Canadian 
National  Railway. 

Patrick  Fitzpatrick,  St.  John.  N.B.,  is  making  every 
arrangement  to  attend  the  Toronto  convention  in  com- 
pany of  Mrs.  Fitzpatrick.  We  hope  that  their  efFoi'ts 
.shall  materialize  and  that  all  their  anticipations  will 
be  gratified,  for  we  know  that  there  is  nothing  Toronto 
people  would  rather  do  than  to  entertain  visitors  at  the 
C.E.A.   We  hope  to  see  jonr  smile,  Pat. 

Phil  Fitzpatrick,  St.  John,  X.R.,  is  so  taken  xip  with 
his  new  car  that  he  forgets  about  Toronto  weather  in 
July.  He  has  been  known  to  get  a  poor  chilled  Toron- 
tonian  into  the  rear  seat  of  this  speedy  little  Gray- 
Dort,  lean  up  against  the  wheel  in  that  old-time  posi- 
tion, put  his  foot  on  the  exhilarator  and  bux  around 
the  sea.shore  for  some  fifty  miles  with  the  temperature 
about  48 — at  this  time  of  year.  But  the  most  satisfac- 
tion seemed  to  come  to  him  after  doing  this,  when  they 
had  to  thaw  old  Dr.  Ferguson  out  after  one  of  those 
arctic  spins,  in  order  that  he  might  catch  the  boat  to 
Dig'by  the  next  morning. 


MANY  VIOLENT  DEATHS  IN  TORONTO  IN  1918. 

The  "tragic"'  deaths  include:  Anthrax.  1;  lockjaw, 
2;  pellogra,  2;  Addison's  disease  (in  which  the  patient 
turns  brown),  6;  chronic  lead  poisoning,  2;  suicide,  20; 
poisoning  by  food,  3 ;  other  acute  poisoning,  12 ;  con- 
fifigrations,  3;  burns  otherwise  received.  25;  absorption 
deleterious  gases,.  52:  accidental  drowning.  20;  from 
firearms,  3;  from  falls,  44;  from  machine  Avounds.  14; 
from  being  crushed.  74:  injury  by  animals.  8;  homicide 
by  firearms,  3 :  homicide,  other  means,  6 ;  fractures  not 
specified.  6;  other  external  violence,  7.  Three  children 
are  reported  as  having  died  from  lack  of  care.  The  74 
deaths  from  crushing  included  16  from  raihvay  acci- 
dents, 10  from  street  car  accidents,  31  fi-om  automobile 
accidents,  and  17  from  other  sources.  The  suicides  in- 
eluded  5  by  poison,  8  by  asphyxia,  3  by  strangulation, 
2  by  drowning  and  2  by  cutting. 
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FUNERAL  VEHICLES 


We  have  the  largest  and  best-equipped  plant  in  Canada  for  turning  out  a  high 
grade  of  Funeral  equipment.  Your  requirements  will  receive  our  prompt  atten- 
tion whether  they  be  for  Hearses,  Ambulances,  Sedans,  or  Service  Wagons. 


Quality  and  beauty  of  design  are  outstanding  features  of  our  product.  You  will  find  that 
WATTMAN-KALBFLEISCH  VEHICLES  will  render  you  long  and  faithful  service. 


Get  in  touch  with  us  to-da^  for  prices. 

THE  WATTMAN-KALBFLEISCH  CAR  BODY  COMPANY 

LIMITED 

140  MILTON  STREET,  STRATFORD,  ONTARIO. 
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Group  of 

convention  dele- 

gates 

at  picnic. 

The  fifteenth  annual  convention  of  the  Western  Can- 
ada Funeral  Directors'  and  Embalmers'  Association 
was  held  at  Manitoba  Medical  College,  July  2,  3  and  4, 
and  was  a  great  success.  A  preliminary  account  of  the 
convention  Avas  published  in  our  last  issue,  and  we 
are  enabled  to  publish  some  views  in  this  number. 

A  most  interesting  and  instructive  meeting  was  held, 
the  lectures  and  extensive  demonstrations  on  the  cad- 
aver under  the  charge  of  Prof.  W.  P.  Hohenschuh,  were 
very  helpful. 

The  officers  elected  for  1919-20  were:  Hon.  President, 
A.  Broadf  oot,  Moose  Jaw ;  President,  A.  S.  Murdal. 
Winnipeg;  1st  Vice-President,  J.  Kerr,  Winnipeg;  2nd 
Vice-President,  B.  Grant,  Boissevain;  Secretary-Trea- 
surer, A.  R.  Gardener,  Winnipeg ;  Sergeant-at-arms,  J. 
R.  Burland,  Rapid  City;  Auditors,  S.  R.  Rott,  Emerson, 
and  W.  R.  Orr,  Portage  La  Prairie. 

On  Friday  a  most  enjoyable  outing  was  given  by  the 
local  supply  houses,  which  was  immensely  enjoyed 
a  large  number  of  delegates  and  friends.  The  dele- 
gates took  the  steamer,  "J.  M.  Smith"  to  Kenora 
Park,  Avhere  sports,  races  and  games,  Avere  indulged 
in,  supper  being  served  on  the  boat  on  the  return  trip. 
Valuable  prizes  Avere  donated  and  the  races  Avere  Avell 
patronized.  A  fast  ball  game  Avas  played  otf  betAveen 
the  Funeral  Directors  and  Supply  Houses,  resulting  in 
a  win  for  the  Funeral  Directors. 


THIS  IS  SOME  TRAVELING. 

Doc.  Ferguson  is  doing  some  tall  hustling  these  daj'.s. 
The  felloAV  AA^ho  had  a  job  shooting  at  the  tin  roof 
proAvlers  Avasn't  one,  two,  three,  in  his  cat  chasing  cap- 
acity, nor  his  quick  qualities  A\'hen  it  comes  to  Doc. 
making  Eastern  Canada  this  year. 

He  left  Toronto  on  July  14th  for  Montreal.  A\'here  he 
worked  a  Aveek,  Mrs.  Ferguson  became  so  overheated 
Avith  the  abominable  .suffocation  there  on  Peace  day 
that  she  Avouldn't  take  a  chance  on  going  the  rest  of 
the  waA'. 

Doc.  made  St.  John  on  the  25th  and  then  took  a 
steamer  to  Digby,  N.S.,  where  he  visited  Fred  Rice ; 
train  to  Windsor  to  see  Mr.  Lohmis  and  arrived  in 
Halifax  about  7  p.m.  Saturday  evening,  25  minutes 
late. 

The  rest  of  his  itinerary  includes  Cape  Breton.  Que- 
bec City,  Sherbrooke,  OttaAva,  Peterboro  and  Lindsay, 
and  Detroit  for  the  big  convention,  August  13,  14  and 
15.   That's  goin'  some. 


The  annual  meeting  and  convention  of  the  Britisli 
Undertakers"  Association  this  year  took  place  at  Jlat- 
lock,  England,  on  July  8,  9,  10  and  11.  Secretary 
James  R.  Hurry  of  the  organization  issued  an  invita- 
tion to  the  C.S.A.  and  to  all  funeral  directors  serving 
Avith  #ie  overseas  forces  to  be  present. 


ill  hllillllMlllllinMIMIIM.;'';illll:IIMil!IMIIIl!llllliMIMi::ilMIIMIi::illlillllllHIIMIIMIIIIIIIIdlMIIIIIIIIIIIIIIMIIIIIIIMI!l^ 
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Funeral  Directors'   b.iseball  team,  Avliicli  beat  the  Supply 
Houses'  nine   at  AVinnipeg  picnic. 


I  AA'inners  in  old  men's  race — 1,  A.  S.  Bardal; 

1         2.  F.  Blankstein;  3,  i\  Davis.    Winnipeg  picnic.  Start  nf  tin  liUl 
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The  Big  Four 


The  Peace  Treaty  Manipulators,  known  as  "  THE  BIG  FOUR,"  having  ceased 
their  labor,  we  now  introduce  to  the  Funeral  Directors  of  Canada 


DOMINION  SERVICE  BIG  FOUR 


((  Q  PI-f¥\T^^^^    Funeral  Directors  have  longed  for  years  for  a  disin- 

fectant  that  completely  does  away  with  all  kinds  of 
odors  in  a  few  minutes,  and  one  that  keeps  such  odor  effectually  suppressed. 
"SPHINX" — the  odorless  deodorizer — is  positively  guaranteed  to  kill  any 
odors.  Simply  apply  "SPHINX"  (which  is  done  up  in  quart  and  gallon 
packages)  with  an  atomizer,  and  if  it  fails,  or  you  are  not  satisfied,  your 
money  back  for  the  asking. 

C/^  /  l/^O  /  ^  ^  ^  discovery,  having  a  TWO-FOLD  effect. 
OKJL^  y  \JLi  "SOLVOL"  is  to  wash  out  the  capillaries, 
cleansing  out  all  the  discolored  blood,  thereby  overcoming  that  objectionable 
putty  color  which  so  many  times  has  tried  your  patience;  and  "SOLVOL" 
also  restores  that  life-like  expression,  making  the  skin  soft  and  a  natural,  peachy 
lustre,  which  has  so  long  been  the  dream  of  the  embalmer.  After  using 
"SOLVOL"  we  suggest  the  use  of  "NUBIAN"  or  "SAGCARA" 
Embalming  Fluids. 

NT  IR 1A  hesitate  in  using  "NUBIAN"  Embalming 

■*  *  \J MJMX^i  ¥  Fluid.  It  is  compounded  from  the  formula  of  an 
expert  chemist,  has  been  tried  and  tested,  and  we  absolutely  guarantee 
"NUBIAN"  to  satisfy  the  best  embalmer's  expectations.  Any  hot-weather 
problem  will  not  worry  you,  for  "NUBIAN"  has  wonderful  preservation  and 
disinfecting  powers.    Use  it — we  guarantee  it. 

^  \  i^i^  \        ^  \it^cxi  on  the  market  for  some  time,  and 

^  ^'**"»^'*'  has  more  than  stood  the  test,  therefore  we 
are  in  a  position  to  guarantee  "SACCARA.''  "SACCARA"  Embalming 
Fluid  always  produces  a  Hfe-like  appearance,  free  from  the  cold  rigidity 
which  betrays  an  inferior  art  and  inferior  materials.  "SACCARA"  contains 
no  mineral  or  poisonous  substances,  is  not  injurious  to  the  embalmer — 
and  is  guaranteed. 

EVERY  ARTICLE  ABSOLUTELY  GUARANTEED  BY 

Dominion  Manufacturers,  Limited    109  Niagara  St.,  Toronto,  Can. 
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NEAT 
DESIGNS 


BEST 
QUALITY 


Our  New  Showroom  at  Toronto 

is  one  of  the  finest  in  America,  and  when  at  the  convention  be  sure  to  see  our  display. 
This  alone  will  be  well  worth  a  trip  to  Toronto  any  time.  We  extend  a  hearty  invitation 
for  you  to  visit  the  convention,  and  while  here  we  invite  you  to  make  our  quarters  your 
headquarters: 

Dominion  Manufacturers,  Limited,  109  Niagara  St.  -  Phones:  Adel.  1681-1682 
National  Casket  Company  Branch,  107  Niagara  St.  -  Phones:  Adel.  454-455 


No.  499— Solid  Mahogany  No.  500— Solid  Quarter-Cut  Oak 

A  beautiful  design  "State"  Casket,  with  Ionic  column  corners.  Liberty  satin  stone  crushed  interior. 

OUR  BRANCHES  ARE  AT  YOUR  SERVICE 

BRANCHES 


National  Casket  Co.,  Toronto,  Ont. 

The  Globe  Casket  Co.,  Limited 
London,  Ont. 

Girard  Sc.  Godin,  Limited 
Three  Rivers,  Que. 


The  Semmens  &  Evel  Casket  Co., 
Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co.,  Limited 
Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co., 
Winnipeg,  Man.  Limited 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin,  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


Our  Motto:  ''The  best  goods  at  fair  prices  ' 

rv        •    •  JkK  Cm  I  •     *!.    J       Head  Office  andShowroom: 

Uominion  JVlanuiacturers,  Limited  109  Niagara  st  ,  Toronto,  can. 
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Smiles  and  Near  Smiles 

By  JACK  McLaughlin 


If  the  country  provided  blind  asylums  for  people 
who  are  blind  to  their  oAA^n  interests,  there  would  be  a. 
lot  of  money  spent  on  them. 

How  It  Looked  to  Wallie. 

Five-year-old  Wallie  had  been  a  bad  boy,  and  when 
mother  tried  to  punish  him  he  crawled  in  under  the 
barn.  Mother  couldn't  follow^  and  so  had  to  give  up 
the  task  until  father  came  home.  The  latter  proceeded 
to  crawl  under  the  barn  to  locate  the  culprit.  Seeing 
him  coming,  Wallie  hailed  him  with  "Is  she  after  you 
too,  dad?" 

No  punishment  was  administered  by  father  that  day. 

The  Calendar  Assured  it. 

She — "Will  you  love  me  as  much  in  December  as  you 
do  in  June,  dear?" 

He — "More,  darling.  There's  one  more  day  in  Dee- 
ember." 

Couldn't  Fool  Him. 

Some  one,  .just  for  a  joke,  asked  for  some  sweet- 
potato  seeds.  The  clerk  hunted  all  through  the  seeds 
but  could  find  no  sweet-potato  seeds,  and  finally  appeal- 
ed to  the  boss. 

The  latter  explained  that  he  was  being  kidded  and 
cautioned  him  about  not  letting  smart  Alecks  put  any- 
thing over  on  him. 

A  few  days  later  a  lady  entered  the  store  and  asked 
for  some  bird-seed. 

"Aw,  go  on,"  grinned  the  clerk,  "you  can't  kid  me. 
Birds  is  hatched  from  eggs." 

The  Law  Must  Be  Obeyed. 

"What  are  they  moving  the  church  for?"  asked  the 
in'iuisitive  visitor. 

"Well,  stranger,"  replied  the  man,  "I'm  mayor  of 
these  diggin's.  an'  I'm  fer  law  enforcement.  We've  got 
an  ordinance  what  says  no  saloon  shall  be  nearer  than 
300  feet  from  a  church.  I  give  'em  three  days  to  move 
the  church." 


PUTTING  ON  THE  FINISHING  TOUCHES. 

( Continued  ffom  page  4j  ) 

the  C.E.A.  to  take  up  the  (piestion,  so  it  was  left  as  a 
notice  of  motion  to  be  taken  up  at  this  year's  Atlantic 
Cily  convention  if  the  C.E.A.  pass  favorably  on  it. 

So  it  is  very  important  that  every  C.E.A.  member  at- 
tend this  year's  convention  to  take  part  in  the  discus- 
ions  and  to  vote  on  the  ((uestion. 

Another  important  matter,  and  one  that  has  been 
brought  to  the  attention  of  the  officers  is  that  regarding 
the  issuance  of  licenses  in  Ontario.  Should  not  one 
license,  and  that  th?  embalmers'  license,  be  sufifieient 
for  and  cover  all  rei|uirera('!its  of  (he  law  and  profes- 
sion in  Ontario?  That  i,s  the  ([uestion  that  has  been 
put  up  to  some  members  and  officers.  If  you  have  views 
on  this  (|uestion  come  and  air  them.  We  want  your 
opinion.  And  then  there  is  the  big  picnic  on  Wednes- 
day, September  This  will  be  our  biggest  effort.  Some 
surprises  are  in  stoi-e.  We  published  a  general  sum- 
mary of  the  sports  last  issue.  l)ut  we  hear  that  tlie  ball 
game  this  year  will  be  foi-  blood — and  the  cigars.  So 


that  everything  will  be  on  the  square.  Charlie  Green- 
wood and  Norman  Craig  will  umpire,  as  both  F.D.'s 
and  travelers  are  suspicious  of  the  other  fellows  and 
are  out  to  win. 

A  great  many  other  events  are  on,  so  that  the  whole 
afternoon  will  be  taken  up,  followed  by  the  banquet 
and  entertainment  by  Jules  Brazil  and  Will  White.  All 
will  be  over  in  time  for  those  who  have  city  engage- 
ments in  the  evening  to  keep  them.  So  come  early  and 
stay  to  the  end. 

We  are  asking  the  manufacturers  to  close  up  shop ; 
we  want  the  travelers  not  to  keep  friends  and  custom- 
ers awaj^  from  the  Island  that  afternoon;  and  we  invite 
all  funeral  directors  who  are  within  gunshot  of  Tor- 
onto to  come  to  the  picnic — "Get  together  in  large 
numbers. ' ' 


WARNING  TO  UNDERTAKERS. 

The  Board  of  Examiners  for  Ontario,  who  are  also  in- 
spectors under  the  Embalmers  Act,  are  covering  vari- 
ous sections  of  the  Province  looking  into  conditions  and 
obtaining  information  relative  to  the  profession  and 
the  carrying  out  of  the  Act.  It  might  be  well  to  remind 
readers  that  any  undertakers  who  are  embalming  or 
partially  doing  so  without  holding  a  certificate  of  quali- 
fication for  embalming  are  liable  to  pay  a  penalty. 


Mr.  Mclntj-re,  of  St.  Catharines,  Out.,  the  dean  of  the 
profession  in  Canada,  is,  we  are  glad  to  report,  on  the 
mend.  He  is  able  to  take  drives  about  outside  when 
the  weather  is  favorable.  Mr.  Fred.  Matthews,  of  Tor- 
onto, made  a  call  on  him  recently  and  was  entertained 
at  dinner. 


CARANAC 

EMBALMING  FLUID 


Those  that  use  this  fluid  do  not  believe 
there  is  a  better  one. 

Our  increase  in  business  each  year 
testifies  as  to  its  merits. 

It  produces  the  best  results  every  lime. 

LET  YOUR  NEXT  ORDER  BE 
CARANAC 

WE  SHIP  PROMPTLY 


Caranac  Laboratory 

Peterborough      -      Ontario     -  Canada 
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1    A  Professional  Round  Table  | 

I  Conducted  by  Prof.  Chas.  O.  Dhonau  | 

=  President  of  the  Cincinnati  College  of  Embalming  | 

I  for  Canadian  Furniture  World  and  The  Undertaker.  | 
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(  Continued  from  last  issue  J 

Sevei-al  cases  •■.vero  reported  of  some  trouble  with 
eases  ot  dead  of  cerebral  heraorrhag'e  or  apoplexy. 
These  cases  are  mvariably  marked  by  circulation  iu- 
eijnalities,  local  congestions — say  of  one  side  of  the 
face — and  of  other  similar  troublesome  happenings. 
When  we  all  understand  that  circulation  inequalities 
are  to  be  expected  in  all  cases  of  cerebral  hemorrhage, 
we  will  learn  to  look  for  them  and  to  give  special 
treatments  to  take  care  of  those  things.  Cerebral 
hemorrhage  or  apoplexy  is  the  rupture  of  certain  cere- 
bral arteries  of  the  brain — most  always  of  the  middle 
cerebral  artery — with  the  flow  of  blood  into  the  third 
ventricle  of  the  brain  and  because  of  the  pressure  re- 
sulting there,  rapid  onset  of  the  final  processes  that 
briug  about  the  death  of  the  patient.  When  we  began 
to  study  cerebral  hemori'hage  we  found  that  it  was  al- 
ways based  on  arteriosclerosis.  You  all  knoAv  that 
arteriosclerosis  is  just  as  formidable  in  handicapping 
the  distribution  of  blood  as  it  is  of  fluid.  In  connection 
with  the  change  in  the  structure  of  the  arteries  by 
which  they  become  thickened  and  follow  a  cork-screw 
coiirse  another  noteworthy  fact  is  that  they  also  lose 
some  of  their  inside  diameter  and  by  so  doing  reduce 
the  amount  of  both  blood  and  fluid  that  can  pass  to  the 
small  capillaries  of  any  part  of  the  body.  Therefore, 


Examination 

— By— 

The  Board  of  Examiners 

—To  be  Held  at— 

Toronto,  Friday,  Sept.  5th,  1919 

The  Government  Board  of  Examiners,  under 
the  Embalraers'  and  Undertakers'  Act,  will 
conduct  an  Examination  in  the  Anatomical 
Section  of  the  Toronto  University  Building,  on 
Friday,  September  5th,  commencing  at  9 
o'clock  in  the  morning. 

Candidates  wishing  to  take  the  Examination 
for  qualification  and  Government  license  as 
embalmers  will  send  in  their  application  and 
foe  of  .'1520.00  to  the  Secretary  not  later  than 
Sej)tember  1st,  1919.  Blank  forms  of  applica- 
tion can  be  had  on  application  to  the  Secretary. 

T.  E.  SIMPSON, 
Secretary-Treasurer, 
Sault  Ste.  Marie,  Out. 


in  cerebral  hemorrhage,  you  seem  to  obtain  less  hard- 
ening with  your  fluid  than  when  the  arteries  are  not 
diseased.  This  should  convince  you  that  you  ought  to 
use  a  greater  quantity  of  fluid  in  these  cases — under 
greater  pressure — than  in  an  ordinary  case.  Do  not 
use  a  stronger  uid  because  it  is  distribution  again 
that  is  more  important  at  this  time  than  excess 
strength. 

Some  of  the  influenza  cases  were  also  commented  on 
and  one  important  instance  was  brought  out  as  hav- 
ing occurred  to  many  of  those  who  were  present.  The 
thickening  of  the  base  of  the  neck  during  the  use  of 
the  drainage  processes  was  mentioned  as  having  occur- 
red in  many  cases.  This  was  explained  as  having  been 
caused  by  ordinary  pressure  within  the  venous  system. 
If  you  will  remember  that  the  neck  at  its  base  is  tra- 
versed from  right  to  left  by  the  following  veins— right 
external  jugular,  right  internal  jugular,  ri<^iht  anterior 
jugular,  right  internal  thyroid,  left  internal  thyroid, 
left  anterior  jugular,  left  internal  jugular  and  left  ex- 
ternal jugular,  with  all  the  tributaries  in  the  same 
regian,  you  Avill  readily  understand  that  a  congestion 
within  the  venous  system  would  easily  show  its  effect 
first  in  the  neck.  To  bring  this  swelling  down  it  is 
necessary  to  remove  the  venous  congestion.  This  in 
the  influenza  cases  Avas  best  done  after  the  operation 
had  been  completed  by  using  the  trocar  in  the  right 
ventricle  of  the  heart  and  aspirating.  The  rapid  thick- 
ening of  the  blood  with  the  use  of  comparatively 
strong  fluid,  instead  of  a  good  capillary  wash,  to  start 
the  injection.,  was  in  our  opinion  the  cause  of  the  con- 
gestion. 

One  important  conclusion  brought  out  in  the  discus- 
sion was  that  embalmers  aim  to  be  masters  of  any  and 
all  bodies  through  one  method.  The  futility  of  such  an 
aim  and  the  impossibility  of  treating  all  kinds  of 
cases  in  one  way  was  clearly  pointed  out  and  it  was 
made  clear  that  progress  in  the  profession  would  only 
be  made  when  every  one  turned  their  attention  to  the 
necessity  for  the  embalmer  to  ti-eat  his  cases  with  flex- 
ible mind  and  method. 


A  GORY  ORDER. 

A  young  wonian  Avho  Avas  not  familiar  with  the 
language  of  the  railroad  men.  happened  to  be  walking 
near  a  depot  Avhere  a  freight  train  was  being  made  up. 
As  the  train  was  being  backed  up,  one  of  the  brakemen 
shouted:  "Jump  on  her  Avhen  she  comes  by,  run  her 
down  beyond  the  elevator  and  cut  her  in  two  and  bring 
the  head  end  up  to  the  depot." 

Screaming  "Murder!"  the  young  woman  turned  and 
fled  from  the  spot  for  dear  life. 


GETTING  BACK  AT  HIM. 

He  had  to  quote  Kipling  to  hold  his  OAvn  with  this 
bright  young  lady.    So  he  lightly  did  so. 

"As  Kipling  says,  my  dear:  'Woman  is  a  rag.  a 
bone  and  a  hank  of  hair!'  " 

"And  man."  she  smiled  sweetly,  "is  a  jag.  a  drone 
and  a  tank  of  air." 

Which  served  very  nicely  to  change  the  subject. 


PECULIAR,  ISN'T  IT. 

A  blackberry  is  red  when  it  is  green. 
Also,  a  red  cow  with  black  spots  gi^^es  white  milk 
that  makes  yellow  butter. 
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The  first  and  last  word  in  Embalming  Fluids' 

CANICULA 


a  strong  preservative  that  will  produce  a 
beautiful  lifelike  complexion  so  natural  in 
appearance  that  the  subject  will  appear 
as  if  only  asleep. 

Canicula  has  that  rich,  velvety  flow  so 
essential  to  the  requirements  of  the  best 
trade. 

Members  of  the  profession  from  coast  to 
coast  speak  very  highly  of  this  ideal  fluid. 
We  have  letters  of  congratulation  on  file 
from  some  of  the  largest  undertakers  m 
Canada  and  the  States. 

Have  you  tried  it  yet?  Send  in  a  trial 
order  to-day.  We  are  more  than  satisfied 
that  you  will  be  pleased  with  results. 


CANICULA  CHEMICAL  COMPANY 

Phone  College  3097  366  Bathurst  Street,  TORONTO 
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THE  CAROTID  ARTERY. 

f  Continued ) 

THE  use  of  the  carotid  artery  towards  the  body  is 
beneficial  to  the  general  circulation  because 
while  using  it  to  inject  fluid  towards  the  heart, 
you  have  the  advantage  of  using  a  large  artery.  An- 
other advantage  is  in  its  being  close  to  the  beginning  of 
the  circulation  (the  aorta,  the  artery  beginning  at  the 
heart.)  The  advantages  of  these  are  obvious,  and  may 
be  likened  unto  the  hitching  of  a  horse  close  to  a  heavy 
load,  instead  of  a  long  distance  from  it. 

The  use  of  these  carotid  arteries  towards  the  face 
applies  in  many  cases  where  death  has  occurred  by 
hemorrhage  and  where  ruptured  circulation  is  the 
re.sult  in  any  part  of  the  body,  in  which  event  I  would 
suggest  to  the  practical  embalmer  the  use  of  the  caro- 
tid arteries  for  the  preservation  of  the  face,  and  to  se- 
cure by  this  an  even  circulation  throughout  the  tissue, 
thus  obtaijiing  the  best  appearance  of  such  exposed 
parts.  There  are  many  other  important  conditions 
which  are  relieved  best  and  perhaps  only  by  the  use 
of  the  carotid  arteries. 

In  some  cases  where  the  injection  has  been  made 
through  the  exiliary  artery,  it  often  occurs  that  after 
the  injection  of  tAVO  or  three  quarts  of  fluid  and  after 
the  face  has  been  cleared  satisfactorily  from  blood  dis- 
colorations,  on  the  further  injection  of  fluid  flushing 
takes  place  at  the  time  of  the  injection,  or  between  that 
injection  and  the  next  visit  of  the  embalmer.  The 
flushing  or  regurgitation  of  the  blood  occurs  from  the 
contraction  of  the  extremity  veins  forcing  the  mixed 
fluid  and  blood  that  has  gone  through  the  capillaries 
into  those  veins  back  towards  the  heart. 

The  vena  cava  and  the  right  auricle  of  the  heart,  be- 
coming surcharged  with  blood,  forces  it  up  into  the 
face  through  the  jugular  veins,  which  have  but  few 
valves,  and  these  are  usually  inoperative  under  the 
pressure  thus  created.  As  a  result  the  blood  penetrates 
the  tissues  of  the  face  and  discolors  it. 

Under  such  conditions  the  only  method  possible  to 
obtain  good  results  would  be  by  hastily  injecting  the 
fluid  upward  through  the  carotid  arteries. 

By  this  direct  pressure  through  these  arteries,  the 
discolored  blood  and  fluid  may  be  forced  out  of  the 
capillaries  into  the  veins.  If  this  operation  is  done 
before  too  long  a  time  has  elapsed,  the  blood  will  not 
have  stained  the  tissue  and  the  washing  of  it  away  by 
this  means  will  be  very  gratifying  to  the  embalmer. 


OTHER  ARTERIES. 

THE  femoral  artery  is  a  large  artery  and  extends 
from  the  thigh  to  the  under  side  of  the  knee. 
It  is  selected  by  some  embalmers  on  account  of 
its  being  large  and  comparatively  easy  to  distinguish 
from  the  vein.  The  body  may  be  injected  from  this  ar- 
tery, but  the  appearance  of  the  body  is  not  always  sat- 


isfactory, for  the  reason  that  the  blood  which  may  lay 
in  the  deep-seated  arteries  between  this  point  and  the 
heart  is  apt  to  be  driven  with  the  fluid  towards  the 
heart  and  this  stained  fluid  is  likely  to  be  forced 
through  the  carotid  arteries  into  the  face.  During  the 
injection  of  the  fluid  for  a  while  thereafter  it  may  not 
show  discoloration.  It  is,  neverthele.s.s,  present  in  the 
surface  tissues  to  a  greater  or  less  extent,  and  is  apt  T'j 
produce  a  putty  or  steel-gray  complexion  as  the  body 
grows  older,  a  condition  which  is  not  likely  to  result 
from  perfectly  clear  fluid  were  it  alone  present  in  this 
tissue. 

The  radial  arterj'  is  on  the  thumb  side  of  the  wrist, 
where  the  pulse  is  to  be  felt.  Its  principal  advantage 
lies  in  the  fact  that  it  is  close  to  the  surface  and  that 
deep  incisions  seldom  are  necessary.  When  properly 
separated  from  the  surrounding  tissue  it  is  more  easy 
to  view  in  its  natural  location  than  any  of  the  other 
arteries.  It  is  a  point  which  offers  the  slightest  mutila- 
tion for  the  purpose  of  raising  the  artery,  and  thus  is 
favored  by  some.  This  artery  is  frequently  small  in 
women  and  children  and  therefore  delicate  and  easily 
ruptured.  A  small  arterial  tube  is  necessary  for  the 
injection  here,  and  therefore  embalming  is  more  tedi- 
ous than  when  some  other  artery  is  selected. 

From  general  observation  I  find  that  lack  of  con- 
fidence in  ojie's  self  is  the  greatest  personal  obstacle 
to  overcome.  So  that  the  successful  raising  of  an  ar- 
tery is  ascribed  to  "luck" — "I  had  a  very  bad  case,  but 
I  was  lucky  in  getting  the  artery."  or  "I  was  unlucky 
in  not  getting  it,"  is  a  remark  that  has  grated  pain- 
fully on  my  professional  pride.  Until  we  eliminate  this 
fancied  element  of  "luck"  in  our  work  we  cannot  hope 
for  scientific  success.  This  principle  holds  good  in  all 
branches  of  our  work. 

Distribution  of  the  embalming  fluid  is  the  most  im- 
portant consideration  after  the  raising  of  the  artery 
and  vein.  In  fact,  the  embalmer,  in  order  to  accomplish 
perfect  distribution  must  forget  the  arteries  and  only 
have  in  mind  the  capillary  circulation  or  the  red  flesh 
tissue  and  the  organs. 

This  includes  the  muscle,  the  visceral  structure, 
which  is  all  more  or  less  muscular,  the  skin  and  mem- 
branes and  is  the  portion  of  the  body  which  putrefies 
first.  The  fat,  fascia,  tendons  and  ligaments,  having  a 
very  limited  blood  supply,  become  putrid  last. 

Fat  does  not  become  putrid,  but  rancid.  This  is  due 
to  oxidation  and  the  formation  of  an  acid  giving  it  a 
characteristic  odor,  the  rupture  of  the  covering  of  the 
fat  globules  occurs  and  the  liquid  fat  drains  away  from 
the  body.  Areola  tissues,  being  of  sieve  or  net-like 
structure  holding  the  fat  globules  in  position,  has 
blood  circulation  to  itself  only;  the  blood  vessels  suo- 
plying  the  papillary  layer  of  the  skin  must  necessarily 
pass  through  this  adipose  tissue,  and  in  that  way  the 
skin  is  nourished  and  the  waste  is  excreted. 

So  much  depends  on  the  proper  conception  of  the 
work  to  be  done  by  the  man  who  denominates  himself 
an  embalmer.  From  observation  T  have  concluded 
that  many  have  the  wrong  idea  entirely.  From  a  pro- 
fessional standpoint  he  must  look  on  the  serious  side 
of  the  question  and  have  confidence  in  his  ability.  He 
must  be  able  to  tell  when  the  exterior  of  the  body  is 
disinfected,  and  that  is  best  done  by  the  sense  of 
touch  ;  train  your  finger  tips  to  give  you  this  informa- 
tion by  a  delicate  touch  over  the  surface  of  the  body, 
especially  the  face,  noting  the  consistence  of  the  tissue. 
(  To  be  continued. ) 
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ONTARIO 

Bobcaygeon — 

Byng,  G.  C. 
Bowmanville,  Ont. — 

iMorris  &  Son,  L.  'Phoue  10. 
Brantford — 

Thoijie  Bros. 

Funeral  Directors. 

Successors  to  H.  S.  Peirce. 

Both  phones,  200. 
Burks  Falls — 

Hilliar,  Joseph.    Box  213. 
C'Thoconk — 

Greenley,  A. 
Dorchester,  Ont — 

Lo«an,  R.  A-  'E'hone  2107- 
Dungannon  — 

Sproul,  William 
Drnnville — 

D.  P.  Fry.    'Phoue  68. 
Elmira — 

Dreiyinger,  Chris. 
Huntsville — 

Hilliar,  Joseph 
Hsm^'lton — 

Bl.achford  &  Sons. 
•t"  King  Street  West 


Dodsworth,  A.  H. 
59  King  St.  W. 
Robinsou,  J-  H-  &  Co., 
19-21  John  St.  N. 
Ingersoll — 
Melntyres. 

F.  W.  Keeler  and  R.  A. 
Skinner,  pjrops. 
Kemptville — 

McCaughey,   Geo.  A. 
Kingston — 
Corbett,  S.  S- 

Reid,  .Jas-,  254  PrineesiS  St. 
London — 

Ferguson 's  Sons,  John 
174  to  180  King  St. 
Orillia — 

W.  A.  Strachan, 
Successor  to 

H.  A.  Bingham. 

Phone  543. 
D.  Clark,  Tel.  159- 
Mundell,  J.  A.      Phone  126- 
150  Misisissaga  St 
Oshawa — 

Luke  Burial  Co. 
Schomberg — 
F.  Skinner. 


St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 
St.  Thomas — 

William,  P.  R.,  &  Sons,  519 

Talbot  St. 
Stirling — 

Ralph,  Jas.  Phone  102. 
Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  iSt. 
Toronto — 

Geo-  J.  Chapman, 

742  Broadview  Ave. 

Phone  G.  3885. 

Ambulance  service. 
Coibbledick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  73. 
J.  A-  Humphrey  &  Son, 

463  Church  St. 
W.  N.  Knechtel, 
1202  Yonge  St. 

Motor  equipment  for  all 
branches  of  service. 

Motor  ambulance. 

Phone  North  4400. 
Washington,  Fleury  Burial 

Co.,  685  Queen  St.  E. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Washington  &  Johnston, 

707  Queen  St.  E. 

Corner  of  Broadview. 


Thedford — 

Woodhall,  J.  B- 
WaUaceburg — 

Cousins,  Burlington  &  Saint 
Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W. 
Woodstock — 

Mack,  Paul. 
Whitby— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 
St.  John — 

Fitzpatriek  Bros. 
100  Waterloo  St- 

MANITOBA 

Brandon — 

Campbell    &  Ciampbell. 
Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Clark-Leatherdiale  Co.,  Ltd. 
232  Kennedy  St- 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 

Saskatoon — 
Young,  A.  E. 


SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 
CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  ot  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 


It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN, 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 
portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 
balming Fluid. 


We  believe  in  the  professional  world — whether 
it  be  casketSj  or  hardware  or  linings  or  em- 
balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 
tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 
which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 
sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 


Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 


H.  S.  ECKELS  &  COMPANY    TORONTO,  ONTARIO,  CANADA 
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I    Comments  on  Passing  Events  I 
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Make  Summer  There  is  no  better  time  than  dur- 

Ads  Bright  ing  the  summer  months  to  make 

and  Breezy.  suggestions  of  an  appropriate  na- 

ture in  your  advertising  space.  To 
have  them  catch  the  attention  of  the  public  at  this  time, 
however,  it  is  essential  that  they  be  properly  presented. 
Copy  for  summer  time  ads  must  be  bright  and  breezy 
and  easilj^  read. 

An  advertisement  that  might  be  carefully  read  on  a 
cold  night  in  mid-winter  is  likely  to  get  scant  atten- 
tion in  mid-summer.  Brief,  bright  and  breezy  copy  is 
the  kind  that  will  be  read  and  prove  productive  of  best 
results  at  this  time. 


Paying. for  The  manufacturer  or  dealer  who 

Advertising".  pays  for  advertising  is  the  one  who 

does  not  hny  advertising  space. 
Every  advertisement  published  by  a  competitor  of  the 
man  who  does  not  advertise  draws  away  customers  of 
the  non-advertiser — who  pays  for  his  competitor's  rise 
in  importance  and  profits  by  his  own  loss  of  position 
and  business.  Advertising  is  the  motive  power  Avhich 
increases  the  per  cent,  of  profit  by  producing  a  greater 
volume  of  trade  at  less  proportionate  expense. 


Keep  Windows 
Clean. 


During  the  summer  months  the 
windoAvs  should  be  kept  clean  and 
fresh  looking.  Dust  and  summer 
showers  make  it  difficult  to  keep  the  glass  clean,  but 
it  is  a  simple  matter  to  throw  a  pail  of  clean  water  over 


the  front  of  the  window  each  morning.  This  washes 
down  the  accumulation  of  dust  and  gives  a  fresh  ap- 
pearance. 


Cheap  Clerks 
Are  Expensive. 


In  conversation  with  the  writer 
the  other  day,  a  merchant  stated 
that  he  would  much  rather  pay  a 
clerk  good  money  and  have  him  take  a  real  genuine 
interest  in  the  business  than  have  a  man  at  a  low  figure 
who  was  lacking  in  interest  and  ambition. 

He  has  found  that  cheap  clerks  are  expensive.  They 
miss  so  many  sales,  require  so  much  watching  and 
directing,  that  they  really  cost  the  dealer  more  than  a 
clerk  who  makes  maximum  sales  and  has  initiative  to 
go  about  his  Avork  without  constant  direction. 

Such  a  man,  who  takes  a  real  interest  in  the  business, 
returns  a  larger  profit  on  the  amount  invested  in  him 
than  a  cheaper  clerk  who  is  merely  an  order  taker,  and 
who  does  not  put  thought  and  ambition  into  his  work. 


SUMMER  ADVERTISING. 

The  "Mail  Order  Journal"  hits  this  interesting  sub- 
ject right  in  the  bull's-eye.  We  are  all  familiar,  it 
says,  with  the  reasons  which  many  advertisers  advance 
for  not  advertising  during  the  summer  months.  Here 
are  some  good  arguments  on  the  other  side : 

If  your  competitors  stop  their  advertising  during 
this  period,  you  can  have  the  field  all  to  yourself. 

You  can  get  much  of  the  business  that  otherwise  they 
would  get — and  hold  it,  provided  you  "deliver  the 
goods." 

If  you  are  the  only  one  in  your  line  represented  in 
the  August  issues  of  a  publication,  where  ordinarily 
there  would  be  ten,  the  circulation  of  that  medium  for 
that  issue  is  worth  to  you  ten  times  what  it  otherwise 
""I'oiild  De. 


Aug.  23 


Canada's  Victory  Celebration 

TO  BE  OPENED  BY  H.  R.  H.  THE  PRINCE  OF  WALES 

EXHIBITION 

TORONTO 


Sept.  6 


FORTY-FIRST  SUCCESSIVE  YEAR 


INCOMPARABLE  PROGEAMME  ECLIPSING 
rORMER  TRIUMPHS. 


AN  EXPOSITION  OF  CANADA'S  RESOURCES 
AND  NATIONAL  ENTERPRISE. 


CANADA'S  WAR  TROPHIES. 
Official  collection  of  big  guns,  aero- 
planes and  other  relics. 


CANADIAN  WAR  MEMORIALS. 

Recording  every  phase  of  operations 
Overseas  during  the  war  The 
world's    greatest  collection 
of  war  paintings. 


GRENADIER  GUARDS  BAND. 
Best  and  most  popular  military  organi- 
zation in  the  Empire. 


GORGEOUS  SPECTACLE-FESTIVAL  OF  TRIUMPH 

SURRENDER  OF  THE  GERMAN  ALLENBY'S  ENTRY  INTO  VICTORY  ARCH  VERSAILLES 

FLEET.  JERUSALEM.  CASTLE. 

THE  APEX  OF  ALL  PATRIOTIC  PAGEANTRY- 


German  submarine — Mile-a-minxite-motor-boats — Four  days  of  speed  trials — Trap  shooting  tournament — Government  exhibits  and 
demonstrations — Cadet  shooting  and  drilling  competitions  for  King's  Prize — Giant  live  stock  show — Acres  of  manufactures — AND  A  SCOEE 
OF  0TH5R  EXTRAORDINARY  ATTRACTIONS,       THE  PICKED  PRODUCT  OF  AN  ENTIRE  NATION  ON  DISPLAY. 


JOHN  O  KENT,  General  Manager. 


T.  A.  RUSSELL,  President. 
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"Get  together  in  large  numbers" 
is  the  Slogan  for  the  1919 

CONVENTION 

of  the 

CANADIAN  EMBALMERS  ASSOCIATION 

which  meets  at  TORONTO 

September  2y  3y  4. 

We  want  every  Embalmer  and  Undertaker 
in  Ontario  to  be  present,  and  we  want  all 
our  members  and  friends  outside  the  province 
to  come. 

Hear  Prof.  Renouard  of  New  York  in  his 
plain  practical  talks  on  the  latest  methods  of 
Embalming. 

Hear  Prof.  C.  G.  Askin  of  Indianapolis  on 
"Better  Business  Methods  for  the  Undertaker." 

Hear  the  discussion  on  Federation  and  on 
Embalmers'  Licenses. 

Come  to  the  Big  Picnic,  Snack,  Baseball 
Match,  Races  and  Banquet. 

Attend  the  school  if  you  intend  taking  the 
Ontario  Examinations.      Sessions,  August 

26,  27,  28,  29. 

Remember  the  Convention  Dates 

SEPTEMBER  2,  3,  and  4. 

Come  and  Meet  Your  Friends 
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For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  inscition  up  to 
twenty-five  words.  Each  additions  1 
word  twocents.  If  Scxis  required 
Scentsextra  to  cov^r  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  book-r  d. 


~iiniiiiiiiiiiMiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiliiiiiiilii,ii'iiiiiiii:iiiiiiiiiiiii  :i:iiiii:iiiii'<iNiiiiiidiiiMiii':iiiii;>iiiiii!:iiii:iiiiii  ~ 

FOR  SALE — A  Eubber  Tired  Hearse,  complete,  with  sleighs; 
Al  condition;  cost  $1,800;  $700  takes  it.  Light  winter  hearse 
and  sleighs,  .$250-  Hearse  harness,  solid  nickel,  breeching, 
etc.,  .l!65,  cost  $12.5.  Lowering  device,  $50.  Embalming  in- 
struments, cooling  board  and  couch,  pedestals,  drapes,  church 
truck,  for  sale  separately  or  en  block.  Apply  Box  74,  Can- 
adian Furniture  World,  Toronto. 

WANTED— Partner,  with  at  least  $.3,000,  to  take  half  interest 
in  an  I'ndertaking  business.  Best  opening  and  opportunity  in 
Ontario.  Afiph-  to  Box  73,  Canadian  Furniture  World,  Tor- 
onto. 

FOR  SALE — Combination  Hearse  and  Casket  Wagon  on  ex- 
tended Ford  Chassis,  in  exeollent  condition.  For  further 
particulars  address  McCabe  &  Co.,  222  Bast  Queen  St.,  Tor- 
onto. 

FOE  SALE — Good  chance  to  secure  first-class  undertaking  busi- 
ness, with  side  line.  Good  town,  ])opulation  1,300.  No  op- 
l^osition.  Good  reason  for  gelling.  Box  75,  Canadian  Furni- 
ture World,  Toronto.  J 

FOR  SALE — Single  Deck  Casket  Wagon,  rubber  tires;  made  by 
Matthew  Guy;  in  good  condition;  also  white  Hearse,  will 
take  5  foot  casket;  ruHiber  tires.  Apply  to  W-  Speers,  2926 
Dundas  Street  West,  Toronto-  J 

TRAVELERS  WANTED — We  require  a  good  live  wire  in  every 
Pro\incf'  in  Canada,  to  sell  the  j)roducts  of  the  Canicula 
Chemical  C'om.jiaiiy. .  Liberal  commissions.  Travelers  repre- 
senting casket  houses  preferred.  Apply  by  wire,  letter  or  in 
person  to  366  Bathurst  Street,  Toronto.  J 


The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Qne. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amherst,  N.S. 


Larger  Bottles  filled  op  with  water  g 


Egyptian  Chemical  Co.  Boston,  U.S.A 
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Seasons  Come  and  Go 


Children  Grow  into  old  men  and  women. 

Generation  follows  generation  to  the 
grave. 

Time  Flies.  Most  things  wear  out  and 
quickly  fall  into  decay. 

But  the  Baker,  Champion  and  Boyd 

Vaults,  at  the  mercy  of  water,  ver- 
min and  earth  remain  the  same  as 
the  day  they  were  lowered  into 
the  grave. 

Write  for  the  Champion  Catalog  and 
learn  the  hundreds  of  articles  man- 
ufactured for  the  Undertaker. 

THE  CHAMPION  CHEMICAL  CO. 
SPRINGFIELD,  OHIO 
U.  S.  A. 


pilifllllOilillHfliiMillBl^^ 


Floor  Lamps  and  Silk 

Shades 

Oar  line  is  exclusive  and  prices  range  from  $15.00  to  $30.00 

Pansian  Marble  and 

Alabastine  Statuary 

Oar  $  1  00.00  sample  line  is  worthy  of  attention. 

Fine  Assortment  of  Oval 
and  Square  Serving  Trays 

Priced  from  $1.50  to  $3.00,  with  beautiful  medalion  bottoms. 

Extensive  Lines  of  Framed  and  Unframed 
Pictures,  Mouldings,  Convex  Ovals,  Etc. 

Oar  $100.00  sample  line  of  Framed  Pictures  is  a  wonder. 


WE  ENLARGE  PORTRAITS 


G.L.  IRISH 


499  Queen  Street  W. 
TORONTO,  ONTARIO 


CANADIAN 
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The  Gendron  Mfg.  Co.,  Limited 

Approved  Rolling  Chair 


The  Soldier's  Friend 


Our  years  of  experience 
and  the  knowledge  we 
have  lately  gained  places 
us  in  a  position  to  give 
you  an  article  most  suit- 
able to  the  patient. 

Catalogue 
upon  request 


\  THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO,  CAN.  \ 
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LOOK  FOR  THE  LABEL 
ON  EVERY  CUSHION  !  ! 


EVERY  time  you  place  a  chesterfield  or  easy  chair  on  your  floor,  look  over 
the  cushions  for  the  "MARSHALL"  Trade  Mark.  Don't  accept 
the  imitation— DEMAND  THE  LABEL,  and  you  will  protect  yourself. 
We  guarantee  every  cushion  that  leaves  our  factory,  and  will  replace  them 
free  if  they  don't  stand  up. 


Your  customers  are  demanding 
"MARSHALL"  Cushions. 


Marshall  Ventilated  Mattress 

Company,  Limited 
WEST  MARKET  STREET,  TORONTO 
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PtlRfilTURC 


Kodav  and  Daveno  Publicity 

We  illustrate  display  of  Kroehler  Davenos.Iong  and  short  bed.and  Living  Room  Suites 
at  the  Canadian  National  Exhibition  which  was  attended  by  close  to  a  million-and- 
a-quarter  people.  Publicity  of  this  nature  paves  the  way  to  enormous  sales  for  the 
furniture  stores  of  Canada,  as  thousands  of  prospective  customers  visited  this  booth 
and  saw  how  easily  the  Kodav  and  Daveno  could  be  operated.  Cash  in  on  this 
Dominion-wide  publicity  of  the  Kindel  Bed  Co.,  by  showing  Kroehler  Davenos, 
and  Living  Room  suites  in  your  window. 

The  Ktt^^t  Bed  Company,  Limited 


STRATFORD 


ONTARIO 
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McLagan  Built 

Here  is  a  Louis  XVI  Motif  in  all  its  beauty.  The 
quaint,  quiet  dignity  of  this  design  appeals  very  much 
to  that  particular  customer  who  wants  the  best  obtain- 
able, and  whom  you  want  to  please. 


STRATFORD 
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5090 


5099A 


Quality  Unsurpassed 


The  beautiful,  rich  finish  creates  an  immediate  and 
favorable  impression  on  your  customers.  Made  in 
American  Black  Walnut  and  Mahogany,  this  suite 
conforms  to  the  high  standard  of  McLagan  products. 


FURNITURE  CO.,  Limited 


CANADA 
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PUItNITUItK 


rntckc  SEC 


"BUILT  T 


"  The  Dlobg-^^rwiekc  agency 
possesses  a  genuine  trade- 
building  asset. 


"A  sale  of  ^loVcAVerwieka 
goods  means  more  sales 
later. " 


The  educated  public — people  of  substantial  standing — 
people  who  want  the  best  and  are  willing  to  pay  for  it 
— are  drawn  to  the  store  with  the  ^lo^c^^\^r»!ckc 
Agency. 

Because  9tol>eA>^rwicki  Bookcases  are  attractive — 
they  are  dust-proof— they  are  substantially  built— they 
lend  themselves  advantageously  to  attractive  arrange- 
ments of  furniture  in  large  or  small  rooms — and  they  are 
nationally  advertised.  Slol>c^^r»tck«  Bookcases  "fit 
in"  to  window  and  interior  displays  and  add  to  their 


'The  dealer  that  sells  Slotc^Vcrwiekc 

Bookcases  k^ows  that  he  offers  his 
patrons  the  best  that  money  can  buy — 
and  his  patrons  ^non?  it  too.  " 


of  Che  /Autre 


3I)C  9lobc^rDi(jke(?0.£t6.     makers  of  sectional 
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rURfilTURE 


lONAL  BOOKCASES 


ENDURE" 


''SloVc^V^rwiekc  Bool^cases  are  so  in- 
expensive that  there  is  no  one  that  can 
read  but  can  afford  them.  " 


attractiveness — they  harmonize  with  the  most  refined 
surroundings. 

9lol»<^\\^rwickc  national  advertising  will  bring  willing 
customers  to  your  store — customers  that  are  looking  for 
good  furniture. 

Look  over  your  stock  of  SlobcAVcfwicke  Bookcases 
to-day  and  make  sure  you  have  enough  "stacks"  on 
hand  to  supply  the  demand  for  the  Fall  House-cleaning 
and  Christmas  trade. 


"  0\o\>z^\^vmQUi  Bookcases  have 
been  for  years  the  standard  for 
this  line  of  merchandise.  " 


"The  unit  idea  was  originated  and 
brought  to  the  highest  state  of  effi- 
ciency by  The  Olobc^rwiekc  Co. " 


ES  AND  FILING  CABINETS  EXCLUSIVELY 


STRATFORD,  ONTARIO 
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FURNITURB 
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No.  280 >^ -A— Dresser 
Red  Gum 


Bedroom  Suite  DeLuxe 


Here  is  a  bedroom  suite  that  will  appeal 
to  your  customers.  The  quality  is  second  to 
none,  and  it  has  proven  a  very  popular  seller. 
It  is  built  in  red  gum  in  which  the  Stratford 
quality  has  been  incorporated  to  a  very 
marked  degree,  and  on  your  floor  will  be  an 
outstanding  feature  to  the  discerning  buyer- 
You  should  see  us  in  regard  to  this — your 
trade  demands  it. 


No.  283 — Dressing  Table 
Red  Gum 


No.  908-1— Chair 
Red  Gum 


No.  282-A— Chiffonier 
Red  Gum 


The  STRATFORD  CHAIR  CO.,  Limited  -:-  Stratford,  Canada 
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Exceptional  Value 


In  speaking  of  value  it  is  necessary 
that  the  dealer  be  able  to  meet  the 
demands  of  his  customers  with  value. 
In  stocking  Stratford  Chair  goods 
you  are  assured  of  value,  with  appear- 
ance, to  the  greatest  possible  extent. 
It's  value  that  brings  repeat  trade  to 
your  store,  and  assures  you  of  hold- 
ing that  trade. 


No.  285— Bed,  Red  Gum 


No.  908-3— Rocker 
Red  Gum 


No.  908-9    Dre«sing  Chair 
Red  Gum 


No.  280-A— Dresser 
Red  Gum 


The  STRATFORD  CHAIR  CO.,  Limited  -:-  Stratford,  Canada 
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PURNITUR6 
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I  "Imperial"  Rattan  Furniture  | 


■  1 


iiiii 


Sun  Room,  Parlor, 
Porch,  or  Livingroom 
Furniture  that  is  hght, 
strong  and  durable. 

Upholstered  in  tapes- 
tries and  cretonnes  that 
add  beauty  to  any 
room. 

Illustrations  of  new  designs 
on  request. 


IMPERIAL  RATTAN  CO.,  Limiled,  STRATFORD,  ONT. 
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ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRINGS 
RESULTS 


2  cents  per  word 
per  insertion 


THE 
CANADIAN 
FURNITURE 
WORLD 


JFyou  have  something  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised at  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  word 
per  insertion 


I  The  Commercial  Press,  Limited,  32  Colborne  St.,  Toronto  | 
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No.  103A. — Oak  Frame,  Beaver  Board 
Filler,  covered  with  plain  paper  in  imita- 
tion brown  or  green  burlap,  $7.50.  Cov- 
ered with  high-class  fancy  paper  or  imi- 
tation   leather    $8.50 


No.  101. — Oak  Frame  with  Beaver 
Board  Filler  covered  with  brown  or 
green  denim,  price    $5.00 


A  New 
Line  of 
Screens 

IIIIIIIIIIIIMIIrllllMIIIIMIIIIIIIINIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIII 


These  screens  have  never 
before  been  shown  and 
should  make  a  hit  with  the 
progressive  furniture  dealer. 
They  are  strongly  built 
with  oak  frame  and  beaver 
board  filler — covered  with 
many  striking  designs  of 
wall  paper  coverings  or 
with  brown  and  green 
denim,  and  silkoline  fillers. 
A  most  serviceable  screen, 
and  will  prove  a  QUICK 
SELLER,  especially  dur- 
ing the  fall  of  the  year  and 
at  Christmas  time. 


No.  1 03  will  mak,e  an 
effective  background  for 
window  displays,  or  it 
can  be  used  for  making 
partitions  in  your  store. 


SEND  IN  YOUR  ORDER 
TO-DAY 

CAN  SHIP  PROMPT 


No.  103B. — Oak  Frame,  Beaver  Board 
Filler,  covered  with  striking  designs  of 
wall  paper,  price   .  $8.50 


No.  102. — Oak  Frame  with  Silkoline 
filling,  price  $6.25.  Supplied  frame  only 
so  that  dealer  or  customer  can  use  their 
own  filling,  price    $.S.50 


The  Stratford  Manufacturing  Co.,  Limited 


STRATFORD 


ONTARIO 


rlNIIIIIIIIIIIIMIMIIIIIIIIIIIIII  I  nilllllllllllli:ilMIIIIMIIIIIIIIIMIII!IMiniUJIIMIlUIMIMIIIIIIMMIIIM!IMIMIIIIIMIMI'MIIIIMIIMMIHiniMllinhlliniJllinillllirllllllllMIIIII^ 
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GOLD  MEDAL  LINE 


ANNOUNCEMENT 

We  have  secured  the  manufacturing  rights 

of  the 

Bell  Patent  Divanette 

This  Divanette  is  known  in  the  United  States  as  The  Bell  Great 
Big  Mattress  Divanette.  It  has  many  new  features  hitherto 
unknown,  summarized  as  follows  : 

1.  Has  a  full  4'  6"  bed  on  which  any  regular  full  size  mattress 
can  be  used. 

2.  Bed  opened  out  is  the  same  height  from  the  floor  as  a  stand- 
ard size  bedstead. 

3.  The  back  is  automatically  folded  away  under  the  seat  instead 
of  hanging  overhead  while  you  sleep. 

4.  Plenty  of  space  to  put  away  the  pillows  and  bed  clothes 
when  closed. 

5.  A  child  can  operate  it. 


SEE  DESCRIPTIVE  CIRCULAR  AND  PRICE  LIST  NOW  BEING 
*  MAILED  TO  OUR  CUSTOMERS 

Send  in  your  order  now  to  secure  early  delivery. 

The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         MONTREAL         WINNIPEG  UXBRIDGE 


September,  1919 
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"FIT  FOR  THE  PRINCE" 

TWINS 

^    ■   —  ^ 

H.  R.  H.  The  Prince  of  Wales,  who  is  now  visiting 
Canada,  will  undoubtedly  on  numerous  occasions  sit  down 
to  a  Chesley  "TILT  TOP"  TWIN  Extension  Table. 

"  TWIN "  Tables  are  popular  because  they  have  both 
style  and  stability.    They  are  correctly  designed,  cor- 
rectlv  finished,  and  alwavs  m  c^ood  taste 

Write  for  helps  which  will  enable  you  to  point  out  the 
merits  of  "  I  WINS    to  orosoective  customers. 

1    r  UKINI 1  UKtL  L^vJ.,  L.11V11 1  iLU 

CHESLEY      -  ONTARIO 
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Distinctive  Diningroom  Furniture 


[DISTINGUISHED  as  are  invariably  the  productions 
of  our  factory  for  their  quality  and  atmosphere,  they 
enable  the  dealer  to  offer  that  which  will  meet  the  require- 
ments of  the  exacting  buyer. 


With  our  increase  in  production  we  expect  to 
be  able  to  fill  orders  more  promptly 
than  We  have  done  during 
the  past  few  months. 

BEAVER  FURNITURE  CO.,  LIMITED 


KITCHENER 


ONTARIO 


^l!MjM>llllllltllllllllllMi:illMIMIIMIMIIMI!IIIIIIMIMIIMIIi:MIIIIIMlMIIIIIIIII!lllll:llllllllllllllliMIIIIIMIMIIIIMIIMIMIIMIMIIIIIIIM 

I  Furniture  of  Dependable  Quality  \ 


We  have  an  extensive 
range  of  Chesterfields 
and  Living  Room  Suites 
designed  to  attract  the 
attention  of  the  discrim- 
inating buyer. 

Woeller,  Bolduc  furni- 
ture is  of  recognized  and 
reliable  character. 


No.  85610-Chesterfielcl 


Chesterfield  No.  85610  carries  the  distinction  of  all  Woeller,  Bolduc  productions 


WOELLER,  BOLDUC  &  CO. 


WATERLOO 
ONTARIO 


~IIIIIIMIMIIMIJMJ/IIIMJininilllMinnMIMIIHIMMIIIIMMIIIIIHIIIIIIIIIIIIIIIIIMi:M:illlllJIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIMIII^   Ill  Illlllllllltl'i'llllllr 
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''GEM" 


WHEEL  BASSINETS  AND 
CHILDREN'S  FURNITURE 


Every  furniture  dealer  in 
Canada  should  have  this 
line  on  display  in  his  chil- 
dren's department.  They 
are  sure  to  sell  and  satisfy 
every  customer. 

Our  new  catalog  showing 
many  varieties  of  designs 
will  be  mailed  on  request. 
Write  for  it  at  once  and 
be  the  first  to  handle  this 
profitable  line  in  your 
community. 


No.  SI 


No.  51 

Wheel  Bassinet 

Wood,  reed  and  fibre, 
White  Enamel  finish.  6 
in.  rubber  tired  wheels. 
Size  36  in.  long,  1 8  in. 
wide,  30  in.  high. 

Packed  two  in  a  bundle ; 
weight  1  65  lbs.  per  dozen. 

No.  49 

Wheel  Bassinet 

All  wood.  White  Enamel 
finish.  6  in.  rubber  tired 
wheels.  Size  36  in.  long, 
18  in.  wide,  30  in  high. 

Packed  two      a  bundle; 


weight 
dozen. 


lbs.  per 


No.49 


GEM  CRIB  &  CRADLE  COMPANY  OF  CANADA 

KITCHENER        -        -  ONTARIO 


^rjiiiiiiii 


iiiiiiiii' 
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WE  ARE  1 

SLIDE  SPECIALISTS  | 

Having  manufactured  SLIDES  | 

exclusively — for  30  year*  1 

-Many  CaDsdiaD  Table- makeri  u«e  | 

WABASH  SLIDES-  i 

Because  | 

We  furnish  Better  SLIDES  at  1 


I  THE 

HEART 

I  OF  YOUR  EXTENSION 
1         TABLE  IS  THE 

SLIDE 


I  YOUR  TABLE  IS 

I  CONDEMNED  IF  THE  SLIDE 
5  DOES  NOT  WORK 

1  PROPERLY 


WABASH  SLIDES 

INSURE 
SATISFIED  CUSTOMERS 


Lower  Cost. 

M>de  by 

B.  WALTER  &  COMPANY 

Factory  St.      WABASH,  IND. 

Canadian  Repreaentative  : 
A.  B.Caya,  28  King  St.  E.,  Kitchener, 


WARA<iH  ^1  inF<l  ^    HELP  SELL  TABLES. 

TT  AD/iiJll  OluVULiO   t     ELIMINATE  SLIDE  TROUBLES     Ont.,  successor  to  Frank  A.  Smith  | 

iiiiiiiiniiiiiiiiiiiiMiiiitiiiiiiiiiiii  iiiiiiiiiii  ui  iiiiiniiiiii  iiiiiiiiiiiii  iiiiiiiiiiiiiinii  iiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiii  iiiiiiii  iiiiiiiiiiii  n:iiiiiiiiiniiiiiiii  iiimiiiiiiiiiiiiiiiihiiii:>i;ii  riiiiiniiiiiiiiiiii? 


OUR  ADVICE  FOR  1919  TRADE  IS  ORDER  EARLY 

from  the  one  plant  whose  faciHties  and  capacity  enable  us  to  hold  the  reputation  of 

ALWAYS  DELIVERING  THE  GOODS. 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


:UIIIMIIIIIMIIMIIMMIMIIIIIMIIIIMIIMIIIIIMIMIIIIMIIIIMIIMIIMIMIIIIIIIMI|IIIMIIIIMIIIIIIIIIIIIIIMinillMMIIMMtllllllllMIMIIMIMilMIMIMIIIIM   Iljllllllljllllllllllllllim 

I  SHAFER  CEDAR  CHESTS  I 


I  Skilled  worl^men  and  best  quality  material  mat^e  | 

I  possible  the  execution  of  our  efforts  to  build  onl))  | 

I  chests  of  character.     We  will  be  glad   to  for-  | 

I  ward  illustrations  and  quotations  on  request.  | 

I    D.  L.  SHAFER  &  COMPANY  :  ST.  THOMAS,  ONT.  | 

T^nllUMIIinilllnlMMMIIMIIIMIIJMIIIIMIIIIIMIIIIIIIIMIMIMIIMIMIIMIIIIIIIIIIIIIIMIIIIIMIIIIMIIIIIMIMIIIIIIIIIIIIMIIIIIIIMIMIIIIIMIIMN   MIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIMIIMIIIIIIIIMIIIII  llllllllllllllllllllll  IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIil!IIIIM:illlllllllllll.~. 


wane  witli  lawn  parties  and  caini)ing  trips.  The  sturdy 
''Peerles.s"    is  an   all-year-round  necessity. 

I'lirtliernKO'e,  it  lias  a  knack  of  making  itself  abso- 
Inli-ly   indispensable  in  the  home  or  club. 

One  table  sold  often  opens  up  a  chain  of  profitable 
s.Tles. 

The  insistent  demand  for  the  "Peerless"   is  keeping 
our  factory  staff  forever  on  the  jump. 
So  send  us  your  order  earlv. 


UnnrA  Sr  Cn  I  imitof)  Sole  Liamees  and  DEPT.  W 
nOUra  &  K.0.,  Limitea         Manu/adurer,  LONDON 


: 
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IMIMIIIIMI  mil  I  Illlllllllllllllllllll  Mil  Illlllllllllllllllllll  1^  ijlllllllllllllllllllllllllllllllllllllllll  mill  I  IIIIIIMIIIIIIIIII  I  IIIIIIIIIIIIMIIIIIIIIIIIII  Illlllllllll  Illllid 


OSMISTEHS     „ 

SEMI  '  PERMANENT  STYli,^   3™"  15 


UIHIHATES  SCHATCH  AHO 


ntrs  tu  stppHiKE 
mo 

UnoLE  niDODDS. 


I  The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

I  Limited  E 

1  Owen  Sound  Ontario 

I  Manufacturers  of  Medium  and  High-  | 

I  Grade  Dining  Room,  Bedroom,  Hall,  | 

1  Living  Room  and  Library  Furniture.  | 

1  Catalogues  s*nt  on  application  | 

VllllllllllllllllMIIIIIIIIMIIIIIIIllllllllllllllllllllllllllllllllllllMMIIMIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIM 

^.'MirilMllllllillllllMll  :"ilMinMIIIIMIIIIIIIIIMIIIIIIIIII|il|IIMIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIiniMIIIIIIIMIIIIMIIIIIIIIIIMniinill^^ 

Upholstery  Springs  j 

Highest  quality  Upholstery  Springs,  i 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the   coiling  operation,  thus  insuring  1 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  | 

Grade  Upholstering  depends  entirely  | 

on  the  quality  of  the  springs  you  are  | 

using.  I 

HELICAL  SPRINGS  1 

for  spring  bed  and  mattress  fabrics.  | 

Get  the  habit  ;   buy  Canadian  springs  | 

James  Steele,  Limited  | 

'tis  2fi  Guelph,  Canada  1 

TIIIIIIIIIMIIIIIIIIIIIIIMIIIMIIIIIIIIIIIIIIIIIIIIIMnillll'illlllllllllllllllllllllllMIIIIIIIIIIMIIIIIIMIIIIIIIIIIIIIM 
zJIMIIIIIIIIIIMIIIIIIIIIIIIIiniMIIIIMIMIIIIMIMIMIIIIIIIIIIIIIIIIIIIIIMI'IIIIIIIIMIIIIIMIII  inillillMlllllllnilllllllllllllMIMIMIMMIIIIMIIIIllllllMIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIlllllMIIIIIIIIIIIIMIMIIIIM 


Plays  All  Records  on  All 
Phonographs  RIGHT 

100  packages  retail  for  $15.00 
100  packages  costs  you  9.00 
Your  profit  is  $6.00 

The  Permanent  Display  carton  in  red  and  gold  is  free  with  your 
first  order. 

MY  GUARANTEE 

If  my  styles  are  not  satisfactory  and  as  represented,  they  can  be 
returned  to  me  with  no  expense  to  you. 

GOOD  PROFIT— GOOD  REPEAT-GUARANTEED  SALE 
Terms  30  days.  2%  discount  for  cash  with  order. 

H.  A.  BEMISTER 


10  Victoria  Street 


Montreal,  Que. 


Sell  Your  Customers  Quality 

and  They're  SURE  to  Come  Back 


We  have  the  come  back,  and  it  sure  is  a  puller. 
This  Imperial  Kapok,  given  half  a  chance, 
will  be  head  and  shoulders  above  anything 
you  have  on  your  floor — a  leader  that  is  filled 
with  comfort,  quality  and  the  real  1 00%  puie 
prime  Japara  Kapok— it  can't  be  beat  for 
finish,  quality,  and  appearance;  the  work- 
manship is  the  best,  and  only  a  high  grade  of 
ticking  used. 

Drop  us  a  few  words  and  let's  get  acquainted. 
The  benefit  will  be  mutual. 


The  lighter  Kapok  Mattress  indicates  the 
best  quality  material  used.  Full  5  /2  inch 
border,  imperial  edge,  should  not  weigh 
over  30  lbs.  gross,  including  case. 

The  Canadian  Feather  &  Mattress  Co. 


TORONTO 


LIMITED 


OTTAWA 


illinilNIIIIII!MlllllHIMIIIMIIIIIIIIIi:MIIMIIIIIIIIMIIMIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIUIIIIIIIIIMIIIIIIIIIIIIIIIIIIIMIIIMIIIIIMI^ 
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ALL  KINDS  OF  CHAIRS 


The  many  furniture  dealers  throughout  the  country  who  are 
handhng  our  chairs  find  that  they  have  a  ready  sale  among 
buyers  who  are  looking  for  nice  furnishings  at  a  moderate  price. 
They  are  well-designed,  and  made  by  expert  workmen. 

Your  trade  will  be  pleased  with  our  chairs ;  they  meet  the  needs 
of  the  average  merchant  because  they  meet  the  needs  of  the 
average  middle-class  home. 


Write  us  jor  illustrations  oj  our  newest  designs. 

THE  NORTH  AMERICAN  BENT  CHAIR  CO. 

LIMITED 

Owen  Sound       -       -  Ontario 


L^MIIMIMiMI|i:illlMIMIIIM!IIIIIMIIMIMIIMIIIIMIIIIi:illlllllllMMIIIIIIMIIIIIIIIIIIIIIMIIIIIMI|i|Mi;illlli:ilMlllllllli:i;;ilMIMIMII^  lllllllll'lllllllllllirilllllMIIMIIMMIIMIIIMIIIIMIIMIIIIIIIIIIIIIIIIIIIIIIJIIIIIIIIIIIIIIIIII!; 

I  CEDAR  CHESTS  | 

i  H.  E.  Cedar  Chests  in  many  styles  and  sizes  were  exhibited  at  the  Canadian  National  Exhibition  | 

I  and  attracted  the  attention  of  thousands  of  your  prospective  customers.    These  chests  are  built  | 

I  of  genuine  Tennessee  Red  Cedar  and  the  designs  are  particularly  attractive.    They  make  a  | 

I  handsome  Christmas  Gift.  | 

I  We  advise  that  you  place  your  order  to-day  for  November  delivery,  | 


I     H.  E.  FURNITURE  COMPANY,  Limited 

I  MILVERTON      -      ONTARIO  | 

^iiiiiiiiMiii.iMinHiiMiihiiiiinuMiiiniMiiinininiiiMiiiMiinji:iMiiiJiiiiniiiinnii^niiniMiiniiMiiMiiiMiiiiMiiiiiiiiiiiiiMiiiiiiiiiMiiiii^ 
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LLOYD 


Marshall  B. 

Lloyd 

Breaking  ground  for 
his  great  addition, 
doubling  the  floor 
space  of  his  present 
immense  factory. 


THE 
LLOYD 
LOOM- 
WOVEN 
BABY 
CARRIAGE 


Thirty 
Times 
More 
Speedy 
Than  Man 


DIGS 


DEEPER 


Marshall  B. 

Lloyd 

Neverquifs  digging. 
He  IS  a  promment 
inventor,  and  his 
baby  carriage  fac- 
tory is  the  largest 
known. 


WORLD'S 
ONLY 

MACHINE- 
WOVEN 
BABY 

CARRIAGE 


Thirty 
Times 
More 
Perfect 
Than  Man 


THE  LLOYD  MANUFACTURING  COMPANY 


MENOMINEE 


MICHIGAN 
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The  Buying  Public 

and  FABRIKOID 


CXPERIENCE  has  taught  the  buying  public 
^  that "  leather  spHts"  cannot  be  depended  on 
for  upholstering  furniture.  They  rub,  crack,  and 
show  bare  spots  in  no  time. 

So,  more  and  more  people  demand  that  their 
furniture  be  upholstered  in  "Craftsman  Quality" 
Fabrikoid.  They  know  that  it  is  more  economical 
— of  better  appearance — than  leather  splits — is 
stain-proof,  and  resists  wear  better  than  any  other 
upholstering  material  made,  and  gives  unqualified 
satisfaction. 

Fabrikoid  is  more 
popular  and  better 
known  than  ever. 

Stock  Fabri  koid  -  cov- 
ered furniture.  Sell 
it  with  absolute  confi- 
dence. It  will  add  to 
the  reputation  of  your 
store. 

Write  for  our  store  helps. 
IV e  will  help  you  to  dis- 
pla\p  and  sell  Fabril^oid. 


DUPONT  FABRIKOID  COMPANY 

63  Bay  Street       -  TORONTO 

„/////f"""'""""""'"""/„„ 
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New  Suite  from  The  ''Meaford"  Line 

INCREASED  demand  for  Meaford 
^  Furniture  has  been  created  by  the 
thousands  of  men  who  have  returned 
to  civilian  Hfe.  The  new  homes  they 
are  building  will  demand  a  popular 
and  serviceable  line  of  furniture.  The 
Meaford  line  is  well  known  through- 
out Canada,  and  dealers  should  get 
some  of  our  new  bedroom  suites  on 
their  floors  at  once  to  meet  the  demand. 

Write  for  complete  illustrations 
and  price  list  to-day. 

THE  MEAFORD  MANUFACTURING  COMPANY,  LIMITED 

MEAFORD  -  ONTARIO 


The  Meaford  Line  DININGROOM  SUITES  WARDROBES  SEATS  and  MIRRORS  BOOKCASES  LIBRARY  TABLES 
Comprises  MEDICINE  CABINETS      HALL  RACKS      JARDINIERE  STANDS    DESKS  CENTRE  TABLES 
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The  LINE  of  QUALITY 


Our  upholstered 
furniture  repre- 
sents the  acme  of 
refinement  as  well 
as  the  last  word 

in  comfort -producing 
Livingroom  Furniture. 
The  Chesterfield  illus- 
trated has  proven  a 
good  seller,  and  should 
be  on  your  floor. 


No.  602 


Write  us  to-day  for  prices  and  full  particulars 
of  our  Lioingroom  Furniture. 


MORLOCK  BROS.,  LIMITED 

Mak 


HANOVER,  ONT. 


\ers  of  Livingroom  Furniture,   Chesterfields,  Parlor   Suites,    and  Steel-Constructed  Couches 


|llllllllliriirMIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIMIIIIIIIIMIIIIIIMIMIMIIIIIIIIIIIIMII'  IIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIII 

I  BALL  CHAIRS  \ 


I  The  popular  demand  for  chairs  of  individuality  and  merit, 

I  combined  with  the  best  of  construction,  has  brought  uni- 

I  versal  appreciation  of  our  product.  Ball  chairs  are  sure  to 

I  sell.    Write  for  prices  to-day. 

I  Ball  Furniture  Company,  Limited  i 

1  HANOVER         .  ONTARIO 

WiiiiiiiiiiiiiiiiriiiiiiliiiiiiiiiiiiiiiiiiiiiiiiiiJiiiiiiiiiiJiiJiiiiiiriiiiiiiiiliiijiillliiiiiiiiiiiiiiiiiiiiii  riiiiMiiiiiiJiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii' 


At  all  times  it  is  essential  for  the  salesman  to  know  his 
goods,  but  when  limes  are  a  little  quiet  it  is  doubly  so, 
and  anyone  desirous  of  making  a  success  as  a  sales- 
man must  first  equip  himself  with  a  thorough 
knowledge  of  the  line  he  is  trying  to  sell. 

Here  is  the  book  which  you  need 
to  give  you  accurate,  concise, 
and  complete  furniture  information. 

THE  PRACTICAL  BOOK  OF 

PERIOD  FURNITURE 

By 

Harold  Donaldson  Eberlein 

and 

Abbot  McClure 

With  250  illustrations  that  illuitrate 
RIGHT  FURNITURE 

A  special  featuie  is  an  illustrative  chronological  key  for  the  iden- 
tification of  Period  Furniture.  Octavo.  Hands-me  decorated 
cloth,  in  a  box — $6.00  net,  postage  extra. 

This  book  will  be  welcomed  by  all  those  who  wish  to  buy  Right 
Furniture  (Antique  or  Reproduced)  for  the  Household,  by  all 
dealers  in  the  same,  and  by  all  makers  of  Correct  Reproductions. 
Whether  you  are  a  Salesman,  Manufacturer,  Dealer,  Designer, 
or  Connoisseur,  you  should  buy  this  Handsome  Pra  tical  Volume. 
PRICE  $6.10,  Postage  Paid 

CANADIAN  FURNITURE  WORLD 

and  THE  UNDERTAKER 
32  COLBORNE  ST..  TORONTO 
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No.  660E  Bedroom  Suite 


am 


Bed 


room 


Suite 


There  is  dignity  and  refinement  about  Knechtel  Furniture 
which  recommends  it  to  those  who  know  good  furniture,  and 
who  appreciate  it  in  part,  because  of  its  artistic  merit. 

The  character  of  our  productions  is  such  that  they  stand 
well  with  people  who  are  furnishing  well-appointed  homes, 
and  who  look  to  their  harmonious  and  artistic  arrangement. 

This  furniture,  while  stylish  and  unusual,  is  not  beyond 
the  ready  reach  of  many  of  your  buyers,  and  they  will  appreciate 
the  good  values  you  are  able  to  show  them  from  our  line. 


THE  KNECHTEL  FURNITURE  CO 


LIMITED 


HANOVER 


ONTARIO 
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No.  2619 


LOUIS  XVI  BEDROOM  SUITE 

In  Mahogany  and  Walnut 


IMIMIIIIIIIIIM  lllttlllllllllMIIIIIIIM 


I 


The  many  furniture  dealers  through- 
out the  country  who  are  handling 
our  bedroom  furniture  find  that  it 
has  a  ready  sale  among  buyers  who 
are  looking  for  nice  furnishings  at  a 
reasonable  price.  Our  products  are 
well  designed  and  made  by  expert 
workmen. 


No.  2615 
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FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 


Panada  Purniture^anufacturers 


Limited 


GENERAL  OFFICES  :   WOODSTOCK.  ONT. 
WHOLESALE  SHOWROOMS  TORONTO  WINNIPEG 


FACTORIES  : 

WINGHAM 

WALKERTON 

WIARTON 
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Wait  till  our  Salesman  Calls! 

Our  salesmen  are  now  on  the  road 
with  1920  lines — showing  many 
new  and  exclusive  features. 


SIDWAY  CARRIAGES  embody  the  very  newest  Amer- 
ican styles  and  designs,  making  it  unnecessary  to  "import." 

ALL  SIDWAY  REED  CARRIAGES  and  sulkies  are 
made  in  Canada. 

No  bother  or  expense  with  Customs. 
No  delayed  or  uncertain  deliveries. 

SIDWAY  Service  means  prompt,  careful  deliveries  at  any 
season  of  the  year. 


The  name,  SIDWAY,  means 
the  last  improvement  in  con- 
struction— the  highest  quality 
of  material  and  workmanship 
—  and  a  service  from  our 
Toronto  factory  which  will 
help  you  to  make  more  sales 
and  profit. 


Sidway  Mercantile  Co. 

TORONTO 


September,  191 


BAETZ  BROTHERS  SPECIALTY  CO. 


LIMITED 


KITCHENER       -  ONTARIO 

ASSOCIATED  WITH 

BAETZ  BROS.  FURNITURE  CO.,  LIMITED,  and  ANTHES  FURNITURE  CO. 


Manufacturers  of 


Portable 

Electric 

Lamps 

and 

Silk  Shades 


CATALOG  WILL  BE  GLADLY 
SENT  ON  APPLICATION 


W.  B.  HART  J^ISDTlBBMMlliVD'B^AVdi  Wm.  J.  BRYANS 
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ALL  READY  FOR  THE  FALL'S  BUSINESS 
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Helpful  hints  and  profitable  suggestions  for  the  furniture  dealer  to  consider  at  this  time  of  year 
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Now  for  fall  business.   The  results  of  your  businesir; 
for  1919  will  depend  on  action  from  now  till 
f'liristmas.    A  few  little  thoug-hts  back  in  your 
I)i'aiii,  galvanized  into  action,  will  bring  up  sales — yes, 
pusli  the  record  over  that  of  last  year. 

Is  the  stock  in  all  departments  right?  The  fine 
ero|)s,  the  growing  railway  earnings  and  advancing  in- 
dustrial activity'  constitute  a  foundation  which  war- 
rants a  furniture  man  in  committing  himself  to  the 
idea  of  im.proving  conditions.  Caution  will  dictate,  not 
handicapping  one's  .self  by  lack  of  stock,  but  making 
sure  that  every  department  of  the  stock  is  propei'ly 
rounded  out,  not  by  overbuying,  but  in  carefully  get- 
ting ready  for  fall  trade. 

Assiime  that  everything  is  ready.  How  can  you  ac- 
(juaint  your  public  with  the  full  details  of  the  arrange- 
ments you  have  maile  for  the  furnishing  of  their 
homes?  The  great  bulk  of  the  constituency  of  any 
dealer  selling  medium  grade  furniture  is  interested  in 
the  character  of  the  design,  workmanship  and  finish 
fully  as  much  as  the  price.  These  people  know  period 
styles.  There  is  a  great  deal  to  tell  them  about  the 
designs,  woods  and  construction  of  stock  in  all  depart- 
ments of  the  store. 

Of  course,  the  advertising  comes  right  in  here — not 
the  constaJit  liammering  on  price  and  use  of  fla.shy  cuts. 
Keep  up  the  advertising  every  day,  using  smaller 
space  if  necessary,  but  telling  a  comiplete  little  story  on 
some  specialty  every  day.  Thus  the  store  is  constantly 
kei)t  in  front  nf  the  people,  ami  the  changing  of  the  cut 
and  subject  is  ])oiuid  to  hit  one  after  another  "just 
where  he  lives."  A)id  when  he  "thinks  furniture"  he 
will  "think  you." 

Then  comes  literatui'e  to  a  selected  list — possibly  vari- 
ous raanufaetni'efs'  litci'ature  with  your  nam(>  on  it, 
at  (liffei'cnt  times,  or  a  little  brcM'hure  of  your  own. 

Meanwhile  *hc  windows  are  working  and  the  stock 
gradually  going  lliiH)ugh  t!ie  windows  once,  or  twice  a 
week  in  regular  jH'ocession — so  the  peoi)le  can  see  as 
much  as  possible  of  wluit 's  inside.    All  of    which  is 


simj^ly  preliminary  to  the  advertising-extraordinary, 
the  introduction  of  the  visitor  to  the  piece  of  furniture 
by  the  salesman.  Does  he  know  stock?  Is  he  a  "price 
namer?"  Can  the  visitor  post  him  on  the  stock?  Does 
he  know  enough  about  the  periods  and  construction 
to  inspire  confidence?  Does  he  read  your  ads?  Let  us 
hope  so. 

At  some  time  during,  an  interview  with  a  customer 
it  is  easy  to  find  the  character  of  the  furnishings  of  a 
room  in  which  the  piece  contemplated  is  to  go.  And  an 
alert  man  can  often  ascertain  what  else  a  customer  is 
interested  in,  although  he  be  not  ([uite  ready  to  buy. 
He  will  keep  tab  on  the  need  in  the  future. 

Reams  have  been  written  on  salesmanship,  for  the 
salesman.  But  this  to  the  chief:  A  few  talks  when 
possible  by  intelligent  manufacturers'  representatives 
to  the  boys  are  worth  v.'hile.  They  post  them  and  put 
ginger  into  them.  These  talks  pay.  The  chief  has  a 
duty  in  posting  the  salesmen. 

A  big  accession  of  business  is  possible  by  keeping 
track  of  things  from  the  outside.  If  the  boys  on  the 
tioor  appreciate  this  and  they  have  their  wives  and 
tlieir  fi'iends  on  the  lookout  and  keep  their  own  eyes 
open,  they  will  secure  many  a  valuable  lead.  This  is  a 
feature  that  should  not  be  overlooked. 


.\  Il.'irvi'st  ."^iilc  or  !i  S]i.'cial  .S;ili'  of  sonic  sort  sliould 

make  11  k'o'hI  Mart  for  tlic  luitiiiiiii  lnisiiie.s.s. 
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MAKE  Display  WINDOWS  SILENT  SALESMEN 
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Dealers  should  put  themselves  in  buyer's  place— Individuality  and  originality  strong  points  in  making  trim. 
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JUST  for  a  moment  put  yourself  in  the  boots  of  the 
buyer  and  take  a  look  at  your  own  place  of  busi- 
ness. See  if  there  is  anything  about  it  of  sufficient 
drawing  power  to  make  you  walk  across  the  street  to 
view  it.  If  there  isn't,  then  you  are  not  doing  all  in 
your  power  to  promote  your  sales. 

One  of  the  most  effective  and  novel  plans  of  business 
promotion  is  to  be  found  in  clever  window  displays.  It 
is  not  always  the  most  expensive  window  that  gets  the 
largest  crowd,  and  it  isn't  always  the  window  that  at- 
tracts the  largest  crowd  that  sells  the  most  goods.  A 
litter  of  nursing  pups  in  the  window  of  any  furniture 
store  will  stop  more  people  than  an  exhibit  of  fine 
chairs,  but  the  pup  window  won"t  sell  chesterfields. 
However,  it  will  be  better  to  have  a  wdndow  of  pups 
than  to  have  trim  that  Avill  not  cause  passers-by  to  stop 
and  look. 

If  you  are  unable  to  judge  the  pulling  power  of  your 
own  windows,  stand  across  the  street  and  see  what  per 
cent,  of  persons  passing  your  place  pay  any  attention 
to  your  window  displays.  If  you  are  getting  the  at- 
tention of  only  a  small  per  cent,  of  them  you  had 
best  rearrange  the  trims.  If  your  window  is  not  stop- 
ping, them  at  this  time  it  is  rusty.  Everybody  is  inter- 
ested at  some  time  or  other  in  furniture,  but  the  win- 
dow that  shows  the  goods  as  though  they  had  been 
shelved  in  won't  have  any  more  pulling  power  than  a 
balky  horse. 

Individuality  is  to  be  commended  in  window  trimis 
—but  the  all-important  part  is  to  get  the  trim.  If  you 
are  lacking  in  originality  and  individuality  take  some 
other  chap's  ideas  and  rebuild  them  to  fit  your  own 
needs.  No  matter  how  good  your  Avindow  trim  may 
be,  don't  permit  it  to  remain  in  more  than  two  weeks. 
In  that  time  everybody  Avill  have  seen  the  trim,  unless 
it  should  be  located  in  a  large  city  where  there  is  an 
immense  transient  business.  After  a  window  has  been 
seen  once  it  ceases  to  draw. 

The  furniture  stores  of  the  country  are  filled  to  over- 
flowing with  good  things.  But  don't  try  to  show  every- 


thing at  once.  Take  your  time.  No  mason  every  built 
a  house  Ijy  laying  all  of  the  bricks  at  once.  A  show 
window  may  be  compared  to  a  newspaper  advertise- 
liient.  Use  the  seasonable  articles  as  the  big  display 
lines  in  your  window,  and  tuck  some  of  the  all-year- 
goods  down  in  the  corners  to  balance  the  picture.  Have 
a  v,'indow  that  is  in  tune  Avith  the  season  and  one  that 
is  in  tune  with  itself. 

It  is  the  unusual  and  the  uni<iue  things  that  com- 
mand attention  both  in  window  advertising  and  news- 
paper advertising.  Advertising  writers  endeavor  to 
attract  the  attention  of  the  reader 'by  unifjue  phrases, 
appealing  illustrations  and  in  the  manner  of  type  com- 
position. The  window  has  +he  advantage  over  the 
newspaper  advertisements  by  reason  of  the  fact  that 
the  goods  themselves  and  not  their  pictures  may  be 
shown.  How  quickly  the  advertising  man  would  jump 
at  the  opportunity  to  show  the  actual  goods  in  a  news- 
paper were  such  a  feat  possible. 


ADVERTISING  VALUE  OF  SHOW  CARDS. 

The  advei'tising  value  in  show  cards  is  having  the 
cards  convey  such  thoughts  as  you  or  your  clerks 
would  express  in  describing  or  selling  goods  to  a  cus- 
tomer. One  often  overhears  a  catchy  remark  which 
he  tries  to  apply  to  his  own  store,  and  sometimes  the  at- 
tempt is  rather  awkward.  Ahvays  think  first  of  your 
own  store,  of  your  own  goods,  of  jouv  oavu  customers ; 
then  -write  your  show  cards  in  accordance  with  these 
circumstances.  If  some  new  catch  phrase  fits  the  goods 
or  the  store,  its  use  may  be  beneficial,  but  don't  adopt 
a  catch  phrase  simply  for  the  sake  of  adopting  it,  as 
that  which  can  be  said  about  the  individual  goods 
comes  first,  and  frequently  the  talking  points  make 
some  V3ry  good  catch  phrases- -mxieh  better  than  those 
which  are  adopted  ot¥hand.  or  which  may  refer  more 
especially  to  goods  in  general. 


JIIMIIMIIIIIIMIIMHIIIIIIIIIIIIIIIIIIIIIIIIItlllllMIIIIIIIIIIIIL 


A  suggestion 
for  displaying  a 
line  of  reed  or 
other  furniture 
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A  TRIP  THROUGH  THE  CANADIAN  WEST 

„„  „||„  mil,  nil  I  I  I  Nil  nil  i  iiiiiiiiiiiiiiii  iiiiiiiiilii  nil  iiiiiiiiiiliiiiliiiiiiiiiiiiiiiiiii  I  mil  iiiliiiiiliiilillilliiiiliiiiiiniiiiiiii  iiiiiiiiiii  mil  iiiimiiiiiii  iiiiiiiiiiiimiiiiiliiiiiii 

Stratford  Furniture  Manufacturers  tour  Western  Canada  to  see  country — Conditions  and  needs 
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if-r^  HE  Six  Wooden  Men  of  Stratford,"  as  we  were 
I  often  introduced  by  our  friend  Strudley,  left 
Stratford  on  July  9th  for  a  trip  through  the 
Canadian  West  to  the  Coast.  The  party  comprised 
D.  M.  Wright,  of  the  Geo.  McLagan  Furniture  Co. ;  W. 
J.  Anderson  of  the  Stratford  Chair  Co. ;  H.  W.  Strud- 
ley, of  the  Imperial  Rattan  Co.;  Chas.  A.  Moore,  of 
the  Stratford  Mfg.  Co.;  F.  W.  Trebell,  of  the  Kindel 
Bed  Co.,  and  F.  M.  Gifford  of  the  Farquharson  &  Gif- 
ford  Co. 

With  the  exception  of  Messrs.  Wright  and  Anderson, 
who  had  been  about  as  far  as  Winnipeg  years  and  years 


The  six  wo<.dei]  men  r  n  the  ''Noronic." 


ago,  none  of  the  party  had  been  West  before,  and 
everything  to  them  was  praetieally  new.  The  trip  was 
taken,  not  to  get  business,  because  there  was  a  fine  of 
$500  on  anyone  who  talked  business,  but  was  a  return 
visit  to  the  trade  who  were  so  good  as  to  come  East, 
and  also  to  meet  the  trade  who  had  never  been  to 
Stratford  before.  In  other  words  it  was  practically  a 
social  call,  not  business,  because  business  was,  the  last 
thing  that  was  thought  of. 

There  was  a  short  time  to  put  in  at  Sarnia  before 
catching  the  "Hamonic."  A  short  vi^it  was  made  to 
Mr.  Lou  Phippen.  Though  it  was  Wednesday  and  the 
stores  were  supposed  to  be  closed,  Lou  had  some  office 
work  to  do  and  the  bunch  took  possession.  Lou  was 
good  enough  to  supply  us  with  a  little  liquid  refresh- 
ments, and  that  put  us  in  shape  for  any  sea  sickness 
that  might  be  anticipated  when  we  got  on  the  boat. 
We  reached  Port  Arthur  on  the  morning  of  the  11th, 
and  were  met  by  Mr.  Ivan  Matthews,  who  took  us  for 
a  trip  aroimd  the  Twin  City.  At  noon  we  entertained 
the  dealers  of  Port  Arthur  and  Fort  William  at  lunch. 
In  the  afternoon  we  were  taken  round  this  busy  city, 
and  out  through  a  very  pretty  stretch  of  country,  to 
the  famous  Kakabeka  Falls. 

Saturday  was  spent  in  Winnipeg,  and  in  the  after- 
noon Mr.  Edgar  Roberts  and  Mr.  Bowey  took  the 
crowd  around  Winnipeg.  We  saw  the  magnificent 
parks  which  Winnipeg  possesses,  and  a^  it  was  feeding 
time  in  one  of  the  parks,  the  animals  had  to  be  fed  by 
Messrs.  Roberts  and  Gifford,  as  photo  shows. 

We  left  Winnipeg  Sunday  afternoon  for  Brandon, 
and  were  here  met  by  Messrs.  Camnbell,  McPherson 
and  Bedford.  Wo  were  entertained  Sunday  afternoon 
at  the  beautiful  hotel  that  Brandon  possesses,  by  our 
good  friends,  and  in  the  evening  we  were  taken  for  an 


auto  ride  around  this  very  beautiful  city,  also  for  a 
drive  out  on  the  prairies.  While  in  Brandon  we  went 
through  the  Agricultural  Grounds,  and  although  our 
friend  Strudley  thinks  he  is  a  pretty  good  gardener,  yet 
he  learned  a  few  new  things  there.  On  Monday  Ave 
visited  the  stores  in  Brandon,  and  were  entertained  at 
lunch  by  the  Kiwanis  Club,  and  the  Daddy  of  the  party, 
D.  M.  Wright,  had  to  respond  to  the  toast  of  the  Brai;- 
don  guests.  Frank  GiflPord  took  his  golf  clubs  along  with 
him,  and  he  had  his  first  chance  in  Brandon  to  try  them 
out,  and  needless  to  say  Frank  won. 

July  15th,  we  spent  in  Regina.  Here  again  Western 
hospitality  prevailed,  and  after  seeing  the  trade  we 
were  taken  for  a  drive  around  the  capital  of  Regina. 
and  through  the  countrj^  to  see  the  grain.  We  were 
very  much  taken  up  with  the  magnificent  Parliament 
Buildings  Regina  boasts  of. 

We  left  that  same  night  for  Moose  Jaw,  and  were 
met  there  by  our  good  friend,  Mr.  Norman  Bellamy. 
That  same  evening  we  had  a  drive  around  the  city,  and 
the  next  day  were  entertained  at  the  Prairie  Club  by 
Messrs.  Bellamy  and  Broadfoot.  In  the  afternoon  we 
were  taken  through  one  of  the  large  Government  ele- 
vators, and  were  given  a  few  pointers  as  to  how  grain 
crop  was  handled  by  the  Government.  We  will  always 
remember  Moose  Jaw  by  one  thing,  and  that  is  the 
"heat."'  It  was  10'6  degrees  when  we  went  out  to  the 
elevator,  and  when  we  got  through  our  good  Sunday 
School  Superintendent,  Anderson,  made  a  remark  on 
the  weather  that  would  not  be  a  credit  to  his  scholars. 

Leaving  Moose  Jaw,  Messrs.  Wright,  Strudley  and 
Anderson  went  to  see  the  trade  at  Swift  Current  and 
Medicine  Hat,  while  the  others  went  on  to  Calgary,  and 


Geo.  Dobsori,  Dave  Wrifjht  ami  Clias.  Mocire,  at  Vancouver, 
listeninfi'  to  llie  xeu  waves. 


were  joined  there  by  tlie  party  on  Friday  afternoon. 
We  were  very  much  impressed  Avitli  Calgary  as  to 
beauty  and  as  a  business  centre.  Friday  we  entertain- 
ed the  furniture  trade  at  a  dinner  in  the  "Palliser. " 
We  left  Calgary  Saturday  morning  for  our  trip 
through  the  mountains.  This  occupied  the  entire  day 
and  was  a  succession  of  delights  and  sui'[)rises.  Anyone 
who  has  not  taken  a  trip  through  the  mountains 
have  missed  the  greatest  thing  that  we  have  on  this 
continent,  and  we  were  so  taken  up  with  them  that  the 
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short  time  we  were  there  was  not  enough,  and  we 
were  all  determined  at  the  first  opportunity  that  we 
get  back  to  the  mountains  we  go  and  see  them  properlj-. 
We  could  fill  pages  with  what  we  saw,  but  will  leave 
this  for  a  later  time. 

We  arrived  in  Vancouver  on  Sunday,  July  20th,  and 
here  we  were  in  the  land  of  roses.  The  homes  there,  as 
well  as  in  Victoria,  are  dreams  of  delight  and  beauty. 
We  saw  Stanley  Park  and  the  wonderful  trees.  Our 
friend  Baldy  Moore,  tried  to  bring  one  home  for  some 
of  his  new  lines  of  children's  furniture  that  he  is 
Ijringing  out,  but  was  stopped  in  the  act.  On  Monday 
and  Tuesday  the  trade  in  Vancouver  was  visited,  and 
we  were  very  much  surprised  that  there  was  so  much 
business  at  the  coast.  We  can  easily  see  that  Vancou- 
ver is  destined  to  be  veiy  shortly,  one  of  the  greatest 
cities  on  the  West.  On  Monday  we  were  entertained 
by  Mr.  H.  T.  Lockyer,  manager  of  the  Hudson  Bay  Co., 
at  the  Terminal  Club. 

On  Wednesday  afternoon  our  good  friend  Mr.  Town- 
send  took  the  bunch  out  to  see  the  famous  Capalino 


(  iniipliell  ■Bedford,  showing  the  Stiatford 
bunch   the    Ijeauties   of  Brandon. 


CauA'on.  This  Canyon  boasts  of  a  swinging  bridge,  but 
there  was  one  or  two  of  the  party  wTio  thought  more  of 
home  and  children,  and  did  not  venture  on  it.  It  is  a 
good  thing  that  Frank  Trebell,  who  happened  to  be  one 
of  the  .safe  ones,  is  not  in  the  swing  business  because  he 
would  not  be  a  very  good  advertisement.  On  the  22nd 
we  visited  Victoria  and  in  the  evening  we  entertained 
the  trade  at  the  "Empress,"  and  afterwards  they  were 
good  enough  to  take  us  for  a  drive  and  show  us  some  of 
the  beauties  of  that  wonderful  island.  On  the  25th, 
26th  and  27th  we  had  a  little  rest  and  spent  these  days 
at  Lake  Louise  and  Banff.  It  is  impossible  to  describe 
these  two  wonderful  ])laces  in  a  few  words.  At  Lake 
Louise  we  climbed  our  fii-st  mountain,  and  were  for- 
tunate enough  to  get  high  enough  up  to  have  a  snow- 
ball fight,  and  coming  down  the  mountain  we  picked 
wild  strawben"ie.s — the  two  extremes  almost  within  a 
stone's  throw.  Our  stay  at  these  two  places  was  far 
too  short. 

The  28th  was  spent  again  at  Calgary,  and  we  left 


that  night  for  Edmonton.  We  were  very  much  taken 
up  Avith  Edmonton  in  evei-y  respect,  and  the  beautiful 
buildings  that  they  have  there  were  an  eye  opener  to 
us.  We  arrived  at  Saskatoon  next  day.  Then  we  left 
Thursday  for  Winnipeg.  We  were  greatly  pleased 
with  the  country  between  Saskatoon  and  Yorkton.  This 
country  looks  more  like  Ontario,  especially  the  county 
of  Perth,  than  any  of  the  country  that  we  had  seen.  It 
is  a  rolling  country  and  crops  there  were  fairly  good. 
We  arrived  at  Winnipeg  Friday,  August  1st,  and  the 
same  afternoon  gave  a  dinner  to  the  trade  at  Winnipeg 
with  some  chorus  singing  and  speeches,  which  was  a  fit- 
ting climax  to  the  wonderful  trip  that  we  had.  Mr. 
Wright  acted  as  chairman  and  in  a  few  words  told  the 
trade  how  our  eyes  had  been  opened  as  to  the  West, 
and  the  wonderful  country  that  is  there,  and  the  future 
that  is  in  store. 

Speeches  were  made  by  a  number  of  the  Winnipeg 
dealers,  and  also  by  the  other  five  manufacturers. 
Leaving  Winnipeg  Sundaj'  afternoon  we  got  to  Port 
Arthur  next  morning,  and  were  met  there  by  our  wives 


Roberts  and  GifFord  feeding  a  bear  at 
Winnipeg. 


and  children,  and  the  rest  of  the  trip  was  taken  by 
boat,  bringing  us  home  on  August  8th. 

We  have  been  able  through  this  trip  to  see  just 
exaetl.y  what  the  Western  dealer  is  up  against.  His 
trade  is  different  from  the  East,  and  he  has  many 
things  to  contend  with  that  are  unknown  to  the  East- 
ern manufacturer.  The  demand  for  furniture  in  the 
West  is  much  the  same  as  in  the  East.  Western  dealers 
cannot  get  much  goods.  In  sections  where  crops 
were  not  just  as  good,  perhaps,  as  previous  years, 
everyone  was  optimistic.  We  found  no  pessimi.sm  in 
the  West.  Everyone  was  a  booster  and  boosted  his  ow". 
town. 

Conditions  as  to  housing  are  just  as  serious  there  as 
here.  We  did  not  see  an  empty  house  from  the  timf 
we  left  home  until  we  got  back  again,  and  in  Saska- 
toon we  were  siirprised  to  learn  that  the  large  ofiice 
buildings  that  they  have  there  were  being  used  by 
roomers.  The  demand  for  furniture  in  the  West,  not 
only  from  factories  here  in  Stratford,  but  from  the 


Chas.  Moore,  the  financier,  in 
front  of  a  glacier  at  Lake  L<ouise. 
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whole  of  Eastern  Canada  is  most  promising.  Thous- 
ands of  houses  have  got  to  be  built  in  the  West,  and 
they  all  have  to  be  furnished.  There  is  very  little  build- 
ing going  on  now  owing  to  labor  diffleulties,  and  in 
another  year  when  these  ditfieulties  are  settled,  we 
hope  building  will  go  forward  with  a  start,  and  the 
first  thing  that  they  will  need  there,  of  course,  will  be 
houses. 

We  were  very  much  struck  with  the  wonderful  pub- 
lie  and  office  buildings  that  every  town  in  the  West 
has.  Towns  are  laid  out  in  the  retail  section  with  wide 
streets,  and  of  course  every  town  is  sub-divided  and 
walks  laid  for  thousands  of  people.  All  the  West  needs 
now  are  houses  for  the  people.  They  have  the  towns 
and  they  have  the  streets  laid  but  the  land  needs  to  be 
built  up.  The  retail  stores  in  the  West  are  well  built 
and  stocks  well  arranged.  In  some  of  the  towns  we 
found  some  of  the  trade  getting  ready  to  move  into 
larger  stores,  or  building  new  stores. 

There  is  another  point  which  is  of  vital  importance  to 
the  eastern  manufacturer,  and  that  is  that  the  Western 
dealers  have  got  to  have  their  orders  shipped  more 
promptly.  Sometimes  Western  business  is  overlooked 
in  a  hurry  to  get  our  Eastern  order  looked  after,  but 
this  is  Avhere  there  will  have  to  be  some  change  made. 
We  have  no  idea  of  the  distances  in  the  West  and  the 
Eastern  manufacturers  should  always  remember  this, 
and  alw^ays  take  into  consideration  what  the  Western 
dealers  are  up  against  at  all  times. 

We  were  very  much  struck  by  the  Western  hospital- 
ity extended  *o  us,  by  not  only  the  dealers  that  we  were 
acquainted  with,  but  others  that  we  came  in  contact 
with.  The  dealers  could  not  do  enough  for  us,  and  the 
only  thing  that  we  were  sorry  for  was  that  we  could 
not  see  every  Western  dealer,  but  of  course  that  was 
impossible,  owing  to  the  limited  time  that  we  had  at 
our  disposal.  However,  we  hope  that  we  can  make  the 
trip  again,  and  we  will  so  ari'ange  it  that  dealers  from 
points  near  large  centres,  will  be  able  to  come  in  and 
see  us. 

There  is  also  another  point  that  is  very  important 
and  that  is,  bringing  the  West  eloser  to  the  East,  and 
in  this  Avonderfid  eoiintry  of  ours  there  should  not  be 
any  East  or  West.  Our  observation  on  this  point  led 
us  to  believe  that  there  is  too  much  talk  of  East  and 
West,  but  it  is  just  a  case  of  get  together  same  as  we 
have  done  to  overcome  this. 


We  would  by  all  means  recommend  to  every  Eastern 
manufacturer  (it  does  not  make  any  dit¥erence  what 
line  of  business  he  is  engaged  in)  in  the  interest  of  his 
own  business  to  see  the  wonderful  country  that  there  is 
beyond  the  Creat  Lakes,  to  make  a  trip  there,  and  see 
what  we  have  seen.  THE  SCRIBE. 


WOMEN  BETTER  THAN  MEN. 

Believing  women  could  sell  more  furniture  and 
house  furnishings  than  could  men,  a  dealer  in  the  east 
divides  his  sales  force  into  two  teams,  one  of  women 
and  the  other  of  men.  He  didn't  tell  them  that  he  was 
going  to  see  who  could  sell  the  most,  but  let  things  take 
the  usual  course.  At  the  end  of  two  months  he  found 
that  the  women  were  selling  far  more  than  the  men  and 
were  taking  more  of  an  interest  in  the  class  of  goods 
sold  to  each  customer. 

The  women  investigated  and  foimd  out  what  other 
pieces  the  customer  had  in  the  room — they  tried  to 
match  up  with  the  color  schemes  and  other  forms  of 
decoration.  It  w^as  a  service  that  the  customers  appre- 
ciated. Women  came  in  to  get  ideas  for  completely 
fui'nishing  their  homes.  It  got  to  be  such  a  big  thing 
that  the  saleswomen  were  sent  out  to  the  big  centres  to 
get  ideas.  Men  customers  who  formerly  came  in  and 
hemmed  and  hawed  and  went  out  with  the  feeling  that 
maybe  they  didn't  get  Avhat  would  suit,  were  content 
to  let  the  saleswoman  make  a  selection  or  at  least  give 
advice. 

Women  have  everything  to  do  with  the  homes.  They 
understand  what  is  needed  to  fit  each  particular  case. 
Men  unthinkingly  bu.y  what  they  think  is  needed  and 
in  many  instances  make  mistakes. 

From  the  dealer's  standpoint  this  change  was  a  good 
one  for  the  saleswomen  made  suggestions  for  other  pur- 
chases. They  soon  got  the  reputation  of  knowing  the 
needs  of  the  customers — knowing  also  what  the  cus- 
tomers had  in  their  homes  and  when  they  Avould  have 
to  make  replacements.  They  made  mental  records  of 
these  things  and  were  able  to  make  many  extra  sales 
during  the  months. 

Another  thing  the  dealer  found  was  that  the  stock 
took  on  a  more  "homey"  atmosphere.  The  displays 
were  more  natural  and  everything  was  kept  spotless- 
ly clean.— The  Marshall  Bed  Post.' 
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Twc  pieces  from  a  Loui.s 
XVI.  bedroom  suite,  in 
mahogany  and  walnut,  madn 
by  Canada  Furniture  Manu- 
facturers. 
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Address  delivered  by  E.  M.  Trowern,  Secretary  Dominion  Board  Retail  Merchants  Association  of  Canada. 


ALTHOUGH  the  question  of  the  increased  cost  of 
morehandise  and  the  cost  of  distribution  at  re- 
tail may  not  be  considered  by  your  committee  to 
properly  come  under  the  public  enquiry  that  has  been 
allotted  to  you  to  report  upon,  yet  we  feel  that  it  is  so 
closely  related  to  the  subject  you  have  under  consid- 
eration that  we  are  taking  the  liberty  of  presenting  to 
you  a  few  facts  on  the  subject  of  retail  distribution  as 
we  see  them,  standing,  as  we  do,  between  the  producer, 
the  ma)nifacturer  and  the  workman  on  the  one  hand 
and  the  consumer  on  the  other. 

It  is  not  generally  known  that  there  are  many  more 
millions  of  dollars  invested  in  distribution  than  there 
are  in  either  manufacture  or  production.  It  could  not 
be  other^vise ;  merchandise  must  always  be  manufac- 
tured ahead  of  the  immediate  demand.  Goods  pro- 
duced or  manufactured  in  Vancouver  are  of  no  value 
to  people  residing  in  Halifax  imless  tbey  are  trans- 
ported to  the  latter  point.  To  do  this,  it  requires  nego- 
tiation, purchase,  transportation,  warehouse  facilities, 
retail  facilities,  etc.,  and  final  delivery  to  the  ultimate 
purchaser  in  single  items.  A  host  of  transactions  take 
place  before  the  goods  are  finally  delivered.  All  these 
separate  transactions  cost  money,  and  take  time  and 
intelligence"  in  addition  to  "capital,"  which  cannot  be 
regarded  in  any  other  light  than  "accumulated  in- 
dustry. ' ' 

We  are  quite  aware  that  arguments  have  been  put 
forth  for  centuries,  striving  to  discover  some  plan 
whereby  goods  produced  or  manufactured  can  be 
handed  direct  to  the  consumer,  and  to  have  the  middle- 
man— which  means  either  the  wholesaler  or  the  retailer 
— removed.  All  efforts  in  this  direction  have  been  fail- 
ures, and  they  always  will  be  failures,  because  the  pre- 
sent system  has  been  a  natural  development  that  has 
grown  out  of  actual  necessity. 

Prunes  or  rai^sins  grown  in  South  America  or  in 
Egypt  are  of  no  value  to  consumers  in  Ottawa  unless 
they  are  brought  directly  to  their  tables  here.  No  con- 
sumer would  think  of  ordering  such  things  direct,  or 
having  them  shipped  in  small  quantities,  they  must 
come  in  bulk.  VVhen  they  arrive  they  must  be  cared 
for,  protected  aeainst  weather  and  other  conditions, 
sold  to  the  retail  trade,  and  distributed  by  them  to 
,  their  customers. 

The  value  of  the  land  and  buildings  upon  which  re- 
tail stores  are  situated,  together  with  the  value  of  the 
vvbolesale  properties,  exceeds  in  value  and  is  more 
highly  assessed  than  any  other  property  in  any  muni- 
cipality. Add  the  value  of  all  the  retail  property  in 
C'anada  together,  couple  with  it  the  value  of  the  stocks 
which  are  held  waitings  ready  and  near  at  hand  for 
the  convenience  of  those  who  want  the  goods,  and  then 
add  the  value  of  all  the  wholesale  property  and  mer- 
chandise to  the  retail  propei-ty,  and  you  have  a  volume 
of  wealth  that  far  exceeds  the  value  of  all  our  farming 
and  maiuifacturing  industries.  This  costly  and  expen- 
sive system  exists  because  it  is  required  and  because 
there  is  no  other  legitimate  system  that  can  take  the 
place  of  it.  It  has  been  found  to  be  the  most  economic, 
convenienr  and  elastic  system  that  can  be  provided, 


and  it  has  developed  through  necessity  and  experience. 
There  is  no  practical  proposal  or  scheme  in  sight  that 
can  take  the  place  of  our  present  system  of  distribu- 
tion. Jt  requires  adjusting  here  and  trimming  there 
but  the  underlying  principles  cannot  be  abolished.  We 
are  anxious  to  go  on  and  develop  it  and  make  it  more 
complete  and  convenient.  This  can  only  be  attempted 
by  those  who  practically  understand  .the  principles 
which  guide  and  direct  it.  No  improvement  can  come 
from  any  other  source. 

All  attempts  that  have  been  made  by  those  who  oper- 
ate "co-operative  societies"  in  any  part  of  the  world 
have  proved  to  be  nothing  more  than  the  old  scheme 
of  one  merchant  endeavoring  to  outwit  his  competitor 
by  trying  to  tell  the  public  that  his  goods  and  his  sys- 
tem are  far  superior  to  those  of  his  neighbor,  whereas 
the  so-called  co-operative  society  system  is  clumsy  in 
its  operations,  inferior  in  its  service,  and  its  methods 
of  handing  back  so-called  dividends  or  bribes  to  its 
customers  have  all  the  deceptive  elements  of  the  trad- 
ing stamp  scheme. 

To  those  who  are  not  acquainted  with  the  problem  of 
retail  merchandising,  and  from  the  manner  in  which 
some  of  these  co-operative  societies  advertise  them- 
selves and  their  supposed  superior  methods,  it  is  not 
surprising  that  those  who  are  unfamiliar  with  the 
"tricks  of  trade"  see  some  virtue  in  their  proposals, 
but  those  who  are  thoroughly  familiar  with  trade,  and 
who  are  anxious  to  have  all  trade  transactions  based 
upon  a  sound,  healthy,  moral  basis,  know  full  well 
that  any  system  of  merchandising  that  is  based  upon 
the  placing  of  a  higher  price  on  any  article  to  a  eus- 
tojner,  and  then  handing  the  increased  price  back  as  a 
bonus,  or  a  divideud,  or  a  bribe,  to  secure  and  hold  the 
trade,  by  or  through  any  pretext  whatsoever,  is  wrong 
in  principle  and  commercially  unsound,  and  it  is  for 
this  reason  that  reputable  and  honorable  retail  mer- 
cbants  will  have  nothing  to  do  with  business  methods 
of  that  character. 

If  the  claims  put  forth  by  these  so-called  co-opera- 
tive soeieties  were  true,  and  the  principles  upon  which 
they  are  founded  were  correct,  every  one  conducting  a 
retail  store  would  adopt  the  same  system,  but  the  co- 
operative system  is  not  adopted  because  the  principles 
upon  which  they  are  founded  are  commercially  un- 
sound, and  their  methods  can  never  appeal  to  those  re- 
tail merchants  who  want  to  see  the  retail  trade  of  Can- 
ada placed  upon  a  higher  plane. 

Believing,  therefore,  that  we,  as  retail  distributors, 
are  an  absolute  necessity,  and  that  our  services  can- 
not be  dispensed  with,  Ave  feel  that  we  have  an  im- 
])ortant  duty  to  perform  in  every  community  through- 
out Canada,  and  we  further  believe  that  owing  to  our 
financial  position,  our  absolute  necessity,  and  our  nu- 
merical strength  in  every  city,  town  and  village 
Ihroughout  Canada,  tliat  no  question  affecting  what  is 
termed  the  "working  classes"  or  the  "manufacturers" 
or  "producers"  can  be  intelligently  considered  without 
taking  the  great  problem  of  distribution  into  consider- 
ation as  well. 
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DISPLAYS   AT   TORONTO  EXHIBITION 
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Splendid  showing  of  large  range  of  furniture  items — New  lines  and  unique  displays— Good  business 
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ONE  of  the  best  means  of  putting  the  merits  of  a 
line  of  goods  before  customers  is  through  the 
medium  of  our  fall  exhibitions,  and  that  furni- 
ture manufacturers  are  aware  of  this  fact  was  evidenc- 
ed at  the  recent  Canadian  National  Exhibition  at 
Toronto. 

A  section  of  the  Industrial  Building  had  been  reserv- 
ed for  furniture  displays  and  it  was  pleasing  to  see  that 
(juite  a  number  of  manufacturers  availed  themselves 
of  the  opportunity  of  displaying  their  lines. 

Gendron  Manufactviring  Co. 

The  Gendron  Mfg.  Co.,  Toronto,  made  a  triple  dis- 
play in  their  booth — furniture,  baby  carriages,  and 
children's  goods.  Of  the  former  a  five-piece  suite  of 
reed,  in  old  ivory  finish  was  the  chief  line.  This  suite 
consisted  of  a  gentlemen's  rocker,  arm  chair,  settee, 
table  and  lami),  all  very  beautiful.  An  extra  pair  of 
chairs,  finished  in  ebony  and  gold,  was  also  an  attrac- 
tion. These  pieces  wei'e  much  admired  by  the  visiting 
public. 

A  nice  linr  of  children's  reed  rockers  and  conibina- 
tion  high  chairs  was  a  feature  of  the  other  part  of  the 
display;  and  children's  autos,  doll  carriages,  roller 
coaster  wagons,  velocipedes,  sleighs,  etc.,  drew  atten 
tion  from  parents  and  children.  The  young  folks,  too, 
were  much  interested  in  the  children's  line  of  furniture 
made  in  wood  and  combination  reed  and  wood,  the 
colorings  of  which  looked  very  clean  and  neat. 

All  the  newest  designs  in  baby  carriages  made  by  this 
firm  were  displayed.  The  entire  exhibit  was  purchas 
ed  by  the  F.  C.  Burroughes  Furniture  Co..  Toronto.  The 
display  was  in  charge  of  J.  J.  Smith,  J.  E.  Roy,  W.  A. 
Bateman  and  Thos.  Chadwiek. 


No.  480  suite 
from  the 
Kindel  Bed  Go's  line. 


Kindel  Bed  Company. 

A  decidedly  new  feature  was  exhi'bited  by  the  Kin- 
del Bed  Co.,  Stratford,  for  the  first  time  in  an  actual 
full-fledged  Chesterfield  standard  folding  bed.  This 
design  was  also  shown  in  a  divanette  Chesterfield  for 
small  rooms. 

A  central  feature  of  the  display  was  a  three-piece 
suite — kodav,  chair  and  rocker  in  soft  covers;  the 
colorings,  too,  were  attractive.  All  the  items  in  the 
display — in  fact  in  the  Avhole  range  made  by  the  com- 
pany'— contain  soft  seat  spriiig  cushions.  The  whole 
display,  which  was  a  specially  made  exhibit,  was  sold 
early  in  the  exhibition.  The  exhibit  was  in  charge  of 
Messrs.  Clarke  and  Dunke,  who  will  also  take  charge  of 
identical  displays  at  Ottawa  and  London.  Both  these 
representatives  of  this  nationalized  furniture  line  re- 
port an  extensive  demand  for  the  better  grades  of  fur- 
niture. 

Canadian  Mersereau  Co. 

"Beds  of  Quality"  is  the  slogan  of  this  company,  and 
the  beds  on  display  certaiiily  bore  out  the  cpiality  of 
this  motto.  The  exhibit  consisted  of  brass  and  enamel 
beds,  the  latter  a  new  line  only  a  couple  of  months  old. 
The  company  is  making  at  present  about  four  models 
in  enamel  beds,  and  intend  adding  two  or  three  more 
designs  shortly. 

As  with  the. brass  line  the  company  is  having  some 
difficulty  in  getting  raw  materials  sufficiently  (piick 
and  in  large  enough  volume  to  meet  the  demands  for 
orders.  As  an  evidence  of  this,  Mr.  Newton,  the  man- 
ager, who  was  in  charge  of  the  exhibit,  said  the  exhibit 
had  been  sold  eight  times  over. 
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The  enamel  beds  shown  had  large  rails  and  were  con- 
structed much  along  similar  lines  to  the  brass  beds. 
These  latter  were  seen  in  many  new  effects.  The  satin 
ribbon  finish  set  of¥  the  various  models  to  splendid  ad- 
vantage, and  a  new  ornament  on  some  of  the  beds  was 
a  little  walnut  trimming,  let  into  the  brass  head  and 
foot  railing. 

Marshall  Sanitary  Mattress  Co. 

This  company  made  an  effective  exhibition  in  the. 
shape  of  two  rooms — a  living  room  and  a  bedroom.  The 
latter  had  a  unique  facing.  The  outside  of  this  room 
was  boarded  in  and  on  the  white  facing  of  the  wood 
was  painted  "The  interior  of  this  room  will  show  you 
how  you  can  make  most  comfortable  about  one-third  of 
your  life." 


from  place  to  place.  The  utility  boxes  were  likewise  in 
various  sizes,  mostly  enamelled  finishes  with  different 
patterns  and  colorings  of  damask  coverings. 

The  kitchen  line  of  tab'es,  cabinets,  kitchenettes,  etc., 
were  displayed  in  a  number  of  models  to  .suit  the  size 
of  room  and  size  of  purse  of  the  purchaser.  Some  of  the 
cabinets  were  finished  in  enamel,  maple,  oak.  French 
grey  and  natural. 

Other  displays  in  the  furniture  section  were  the  Lea- 
Trimble  "Kiddie  Koops,"  Sims  and  Till  Mfg.  Co.'s  S.- 
T.  divanettes,  Kilgour  Davenport  Co.,  the  Kyle  Komfy 
Kot,  Natural  Mattress,  Felt  &  Batting  Co..  De  Luxe 
Upholstering  Co.,  Ideal  Bedding  Co.,  and  Hoosier  Kit- 
chen Cabinet  Co.  The  stove  display  in  an  anjoining 
building  was  also  a  pleasing  exhibit. 


The  unique  display  made  at  the  Toronto  Exhibition  by  the  Marsliall  Sanitary  Mattress  Co. 


Curiosity,  of  course  makes  the  passerby  stop,  and  a 
slit  let  into  the  facing  allows  the  observer  to  see  into 
the  room.  This  room  is  furnished  with  a  Louis  XVI 
suite  of  old  ivory,  but  the  important  item  is  that  .shown 
close  to  the  observer — a  Marshall  ventilated  mattress 
with  cover  raised  showing  the  construction.  Messrs. 
("onlin  and  CTraham  were  in  charge  of  the  display,  and 
they  report  splendid  results. 

H.  E.  Furniture  Co. 

The  II.  E.  Furniture  Co.,  Milverton,  devoted  their 
booth  to  a  showing  of  their  cedar  chests,  bedroom 
boxes,  kitchen  cabinets  and  kitchenettes. 

The  value  of  cedar  chests  in  the  home  need  not  be  em- 
I)hasized,  as  most  housewives  to-day  recognize  and 
realize  their  utility  for  storing  their  blankets,  furs  and 
winter  clothing.  The  bedroom  boxes,  too,  are  a  great 
utility  and  their  usefulness  can  be  greatly  extended. 

The  cedar  chests  are  made  in  various  sizes  and  finish- 
ed in  different  designs.  One  of  those  shown  was 
mounted  on  wheels,  which  allowed  of    easy  moving 


PHONOGRAPHS  AND  GRAMOPHONES. 

In  a  wing  of  the  Horticultural  Building  a  special 
section  was  set  apart  for  displays  and  exhibits  of 
gramophones,  phonographs  and  talking  machines. 
The  exhibitors  had  themselves  decorated  the  building, 
and  it  was  one  of  the  most  attractive  settings  on  the 
grounds. 

McLagan  Phonographs. 

The  George  McLagan  Furniture  Co.,  Stratford,  made 
a  splendid  exhibit  of  their  extensive  line  of  phono- 
graphs, emphasizing  particularly  the  new  features  of 
their  line.  Among  these  are  the  McLagan  patented 
tone-arm  and  weight  adjuster  and  the  McLagan  repro- 
ducer. These  new  appliances  are  so  simple  to  operate 
that  any  child  can  handle,  and  yet  are  so  strong  that 
thev  cannot  be  put  out  of  order.  The  new  tone-arm 
and  reproducer  also  helps  in  reducing  the  scraping 
sound,  so  detracting  from  some  machines. 

A  new  auxiliary  to  the  record  cabinet  is  the  "Flexi- 
file"  patenfpd  record  holder.  The  records  fit  into  a 
holder  and  there  is  a  paper  leaf  between  each  record. 
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A  numerical  tab  index,  similar  to  a  business  filing  sys- 
tem, is  also  part  of  the  "Flexifile." 

All  the  machines  shoAvn  were  in  period  designs,  simi- 
lar to  and  harmonizing  with  the  period  styles  in  the 
McLagan  furniture  lines.  Messrs.  Cook  and  Stearne 
were  in  charge  of  the  display. 

Pathe  Pathephones. 

Various  designs  and  finishes  were  shown  in  the 
Pathe  Pathephone  Co.'s  display  of  their  machines.  The 
company  is  strong  on  period  linei^  and  their  exhibit  fol- 
lowed period  designs  very  extensively.  Specially  note- 
worthy were  three  handsome  art  models  in  Gothic  do- 
sign. 

On  all  the  Pathephones  shown  the  company  display- 
ed their  improvements.  This  year  the  machines  are 
e(|uipped  with  the  latest  universal  tone-arm  and  re- 
producer, which  gives  a  neater  appearance  to  the  ma- 
chine -and  makes  it  more  sensitive  in  reproduction, 
bringing  out  fuller  and  richer  tones.  This  new  tone- 
arm  has  also  a  new  weight  adjuster,  a  simple  turn  ren- 
dering it  capable  of  giving  the  exact  weight  on  any 
make  of  record  played. 

The  new  full  tapered  arm  gives  the  pathephone  a 
nicei-  finish.  George  Monsberger  was  in  charge  of  the 
display. 

Latest  Models  in  Phonolas. 

The  Pbonola  Co.  of  Canada,  Kitchener,  made  a  splen- 
did showing  of  their  phonolas,  and  in  addition  ga\'e 
demonstratioi'.s  with  all  makes  of  records  on  their 
machines. 

The  new  rej)roducer  was  a  strong  feature.  This  lal- 
est  attachment  has  been  pronounced  by  experts  in  Can- 
ada and  the  United  States  as  about  the  best  they  have 
ever  seen.  The  opinions  and  remarks  of  the  auditors 
overheard  were  to  the  elfeet  that  the  tones  emanating 
from  the  Phonola  machine  were  the  most  distinct  heard 
in  the  building. 

The  cases  were  in  popular  designs  and  in  many  fin- 
ishes, and  the  Phonola  records  showed  what  advances 
have  been  made  in  such  a  short  time  since  they  were 
put  on  the  market.  The  range  of  selections  is  now  ex- 
tensive and  j)layed  with  the  Phonola  sapphire  needle 
there  was  a  notable  absence  of  scratching  and  a  distinct 
elenr  tone. 

The  exhibit  Avas  in  charge  of  R.  C.  "Willis,  superin- 
tendent of  agencies,  who  reported  business  exceptional- 
ly good,  surpassing  any  previous  orders  at  any  other 
exhibition. 

Other  displays  in  the  building  included  the  Columbia, 
Edison,  Sonora  and  Starr  machines.    By  an  arrange- 


ment among  the  exhibitors  fifteen  minutes  in  rotations 
were  allowed  the  manufacturers  to  demonstrate  their 
machines  without  other  exhibitors  infringing,  bo  there 
was  music  all  day  long.  Another  feature  was  a  sing- 
]ng  eompetition  every  day  of  the  Fair,  which  brought 
many  auditors  to  the  building. 


CANADA  FURNITURE  MANUFACTURERS. 

The  Canada  Furniture  Manufacturers  held  open 
house  at  their  Toronto  sample  rooms  during  Exhibition. 
John  Gillbard,  Toronto  manager,  was  host  to  all  fur- 
niture dealers  who  called,  and  his  eflficient  staff  show- 
ed the  visitors  all  that  was  new  in  furniture.  The  com- 
plete line  of  this  concern  from  their  various  factories 
was  shown  on  the  five  floors  of  the  big  warehouse. 


WINDOW  DISPLAYS  HALF  SELL  GOODS. 

In  speaking  of  window  trims,"  says  Southern  Fur- 
niture Journal,  goods  that  are  Avell  displayed  are  half 
sold.  This  is  a  very  old  but  true  maxim.  Hov/  many 
retail  furniture  dealers  recognize  its  truth  and  value? 
I  have  traveled  around  quite  a  bit,  visited  many  stores 
in  both  large  and  small  toAvns,  and  have  noticed  that 
the  retailers  in  the  smaller  communities  are  the  ones 
who  more  frequently  violate  the  law.  Successful  mei- 
chants  in  large  cities  have  learned  tbat  it  pays  them  to 
give  careful  attention  to  the  manner  in  which  they  dis- 
play goods.   You  make  yours  tempting. 


BOX  OF  CHOCOLATES  FREE. 

A  Carolina  retailer,  whenever  he  advertises  a  bar- 
gain sale,  announces  that  he  will  conduct  a  "Popular 
Shopper's  Contest."  His  plan  is  to  give  away  free  on 
every  advertised  bargain  day,  a  box  of  chocolates  to 
the  shopper  receiving  the  largest  number  of  votes  given 
to  customers  of  the  house  furnishing  department.  One 
vote  is  given  with  every  10-eent  purchase;;  3  votes 
with  every  25-cent  purchase  ;  7  votes  with  every  50-cent 
purchase,  and  15  votes  with  every  dollar  purchase. 

The  proprietor  of  this  store  has  discovered  that  by 
using  this  contest  he  can  interest  all  the  shoppers  in  the 
town,  and  get  them  to  induce  their  friends  to  cuy  some- 
thing in  the  house  furnishing  department,  and  thu.s  se- 
cure votes  for  them.  The  votes  given  out  have  to  be 
cast  in  the  ballot  box  in  the  department  as  fast  as  they 
are  issued.  Interest  was  maintained  by  advertising  a 
contest  every  week,  thus  giving  customers  something  to 
which  they  could  look  forward. 
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A  couple  of 
library  tables  from 
The  George  McLagan 
Co'i  line. 
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1  How  Toronto  Street  Pedler  I 
I  Won  Fame  I 

.^IIIIIIIMIIIIIIIIMIIMIMIIIIMIIMIIMIIIIIIIMIIMIIIIMIIIIIIIIi;ilMIIMIIIIIIIIIIIIIIIIIIMIIMIIIIIMIIIIIIIIMIIIIIIIIIIIIIIIIII^ 

FORTY-FOUR  years  ago  a  lacl  just  growing  into 
inanliood  stood  on  the  street-corners  of  ToroTito 
and  sold  jewelry  to  all  persons  who  would  listen 
to  his  chatter  and  be  convineed.  He  did  this  because  he 
had  to  live,  and  because  it  oflfered  him  the  best  induce- 
ments at  that  time  to  use  his  strong  personality  in  con- 
vincing persons  that  what  he  had  was  worth  while. 

When  the  jewelry  business  began  to  wane  he  peddled 
soap  from  door  to  door.  Later  he  accepted  a  job  as  a 
clerk  in  the  store  of  John  L.  Meikle,  now  of  Port 
Arthur,  but  then  of  Toronto.  This  failed  to  be  entirely 
pleasant  for  this  young,  undersized,  industrious  chap, 
and  he  went  on  to  Port  Arthur,  where  he  was  given 
work  by  the  late  James  Conmee,  for  forty  years  prom- 
inent in  Canadian  politics.  From  there  he  journeyed 
to  Winnipeg,  and  thence  to  the  States,  where  he  has 
continued  to  m.ove  until  to-day  he  is  head  of  a  million 
dollar  corporation,  and  one  of  the  most  famous  inven- 
tors in  America. 

That  man  is  Marshall  B.  Lloyd.  He  spent  his  early 
boyhood  at  Walter's  Falls  and  then  moved  to  Meaford, 
on  Nottawasaga  Bay,  Avhere  he  began  his  business 
career  by  sj^earing  fish  and  selling  them  from  a  wheel- 
barrow in  a  house  to  house  campaign.  Then  he  moved 
onward  until  to-day  he  has  the  record  of  revolutioniz- 
ing three  great  lines  of  industry. 

Marshall  B.  Lloyd  began  his  inventive  career  when  a 
boy,  but  it  was  not  until  he  put  out  a  new  method  and 
machinery  for  weaving  wire  'bed  springs  and  other  wire 
goods  that  he  was  given  any  recognition  in  the  indus- 
trial world. 

Fourteen  years  ago  he  moved  to  Menominee,  Mich. 
He  went  there  from  Minneapolis,  where  he  is  conduct 


M.\R.SH.\I>I.  B.  Ll-OYD 
I'ri'sident  LIcyd  Manufacturing  Company. 


ing  a  baby  carriage  factory.  Financial  stress  kept  his 
factory  from  growing  as  he  hoped.  In  order  to  relieve 
this  situation  he  again  turned  his  brain  to  inventing.  A 
few  months  transpired  and  he  brought  forth  a  new 
process  and  machinery  for  making  steel  tubing  from 
ilat  steel.  When  he  told  of  his  plans  to  officers  of  the 
Steel  Corporation  they  called  him  "crazy."  Later  they 
paid  him  many  thousands  of  dollars  for  using  his  in- 
ventions. 

With  this  money  Mr.  Lloyd  again  plunged  into  his 
baby  carriage  work.  In  this  trade,  as  in  woven  furni- 
ture and  baskets  where  reed  or  fibre  are  used,  all  of 
the  weaving  had  been  done  by  hand.  This  is  true  since 
the  very  earliest  days.  No  man  had  been  able  to  change 
the  method  or  build  machinery  which  would  correct  the 
costly,  slow  and  imperfect  hand-v:eaving  system. 

Marshall  B.  Lloyd  put  his  brain  to  work  and  some 
time  ago  he  brought  forth  a  new  method  and  loom 
whei^eby  reed  or  fibre  weaving  is  now  done  thirt}'^  times 
faster  than  by  hand.  The  work  is  more  smooth,  is 
cheaper  and  more  perfect,  and  the  plant  is  said  to  be 
the  greatest  producer  of  carriages  in  the  Avorld.. 

Not  long  ago  the  Hon.  G.  M.  S.  Manifold  of  the  Aus- 
tralian legislature  saw  a  one-armed  man  operate  the 
Lloyd  loom.  He  convinced  the  government  of  Aus- 
tralia that  it  Avas  needed  there,  so  they  paid  $250,000 
for  the  Australian  rights.  It  is  to  be  used  in  giving 
employment  to  returned  crippled  warriors. 

Mr.  Lloyd  was  mayor  of  Menominee,  Mich.,  for  two 
terras,  during  v.'hich  he  improved  political  governmoit 
to  such  an  extent  that  he  was  nicknamed  "Efficiency'" 
Lloyd.  The  name  clung  to  him  and  he  is  uoav  generally 
known  by  that  name. — The  Family  Herald  and  Weekly 
Star,  Montreal. 


TIME  IS  THE  SAME  AS  MONEY. 

Time  is  the  same  as  money  in  any  business  establish- 
ment to-day,  and  study  of  the  conservation  of  time 
should  be  made  by  every  merchant.  In  an  article  on 
this  subject,  the  International  Business  Machines  Co., 
Ltd.,  makes  some  interesting  observations.  The  article 
said  in  part : 

"What  Avould  have  happened  at  the  first  and  second 
battles  of  the  Marne  had  Ave  depended  on  mule  driven 
lorries"''  Was  it  not  the  swift  and  powerful  auto 
truck  that  annihilated  time  and  space  that  saved  the 
day? 

"What  saved  the  city  of  London  and  destroyed  the 
cumbersome  and  unwieldy  Zeppelins  but  the  lightning 
speed  and  control  of  aeroplanes'?  Was  it  not  again  a 
matter  of  time? 

"What  conquered  the  armored  sharks  of  our  enemies 
but  the  fleetness  of  our  destroyers?  Again  time  saved 
us? 

"What  saved  our  own  vessels  in  our  OAvn  home 
waters  but  the  flash  of  the  wireless?  Another  time 
saver ! 

"What  saved  the  destruction  of  our  men  and  vessels, 
onr  own  guns  and  fortifications,  but  the  delicately  de- 
veloped timing  mechanism  controlling  the  explosion  of 
deadly  shells?  Time! 

"So  you  see.  Time  has  entered  into  the  Avarp  and 
Avoof  of  the  whole  fabric  of  our  existence.  It  must  en- 
ter your  business  and  never  Icra'c  it.  Abuse  it.  you 
may — avoid  it  you  cannot !  It  is  a  reckoning  as  immut- 
able as  the  sun.  and  a  feeder  or  sapper  of  the  very  life 
blood  of  your  business." 
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"I  Saw  It  In 
Your  Window 


»  9 


Experience  of  dealer  who  asked 
himself  what  determines  the 
question  where  people 
will  buy. 


(By  J.  McH.) 
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WHEN  a  man  wants  to  buy  something  at  retail,what 
determines  where  he  shall  buy  it?"  was  the 
question  put  by  a  retail  dealer  to  himself 
when  the  writer  asked  his  opinion  on  the  value  of  win- 
dow dressing. 

' '  Some  hard  thinking  about  that  simple  question  had 
a  great  deal  to  do  with  what  success  I  have  had,''  was 
the  way  he  commenced  his  answer.  This  particular 
dealer  within  the  last  ten  years  has  jumped  his  busi- 
ness from  fourteen  to  thirty-five  thousand  dollars  per 
annum,  and  this  increase  on  practically  the  same 
amount  of  investment  as  ten  years  ago. 

"I  thought  of  numerous  answers,  such  as  timely  ad- 
vertising, convenient  location  of  the  store,  the  friend- 
liness and  the  good  Avill  toward  the  merchant,  reputa- 
tion for  low  prices,  for  quality  merchandise,  the  size 
of  the  stock  to  choose  from,  in  short,  I  thought  of  no 
less  that  thirty  or  forty  definite  points,  any  one  of 
which  might  determine  where  a  man  shall  make  his 
purchase. 

"This  thinking  did  me  a  great  deal  of  good.  I  con- 
cluded that  usually  a  combination  of  conditions  and 
circumstances  enters  into  the  customer's  choice  of 
stores.  Then  I  began  to  make  up  combinations  for 
definite  men  and  women,  but  soon  I  commenced  to  get 
first-hand  answers. 

"Every  time  I  got  a  good  chance  I  tactfully  but 
frankly  put  the  question,  'Why  did  you  buy  it  at  my 
store?'  to  a  customer,  explaining  that  my  object  was 
to  improve  the  service,  and  that  the  thing  that  impelled 
one  to  come  in  would  likely  get  others  to  patronize  me. 

Compliments  and  Criticisms. 

"A  great  many  customers,  especialUy  old  ones,  gave 
me  flattering  answers,  but  I  did  not  let  that  bother  me. 
Some  had  no  special  reason,  but  others — the  nuntber  of 
them  surprised  me — said,  'I  saw  it  in  your  window.' 

"Up  to  that  time  I  had  not  considered  the  full  value 
of  my  show  windows.  But  I  then  began  to  pay  more  at- 
tention to  them,  to  change  the  displays  more  fre- 
quently, and  fre(|uently  to  put  in  some  real  bargains. 

"After  that  even  a  much  greater  percentage  of  those 
to  whom  I  put  my  question,  said  they  saw  it  in  the  win- 
dow, and  it  was  not  necessarily  in  the  window  at  the 
time  they  l)ought  it  either,  although  that  was  fre- 
(juently  the  case. 

"But  the  great  importance  of  my  windows  came  to 
me  suddenly.  I  was  fairly  dazed,  especially  at  the  re- 


sult of  my  special  effort  to  make  my  windows  effective. 
I  spent  three  hundred  dollars  improving  the  front  of 
the  building  I  am  now  in — and  it  does  not  belong  to  me 
— just  to  get  more  and  better  window  display  space. 

"  Then  I  began  a  series  of  special  sales,  using  only  my 
windows  for  advertising." 


SELLING  POWER  OF  GOOD  DISPLAY. 

Good  display  does  not  make  merchandise  more  valu- 
able— ^but  it  does  make  it  much  more  salable.  And  this 
is  particularly  true  of  merchandise  in  the  interior  fur- 
nishing field.  It  is  the  appearance  that  counts.  A  cus- 
tomer going  into  a  well-arranged  department  is  at  once 
impressed  with  the  beauty  of  the  goods — ^^with  their 
charm — and  immediately  thinks  of  them  as  more  meri- 
torious and  on  a  higher  plane  than  just  "merchan- 
dise." 

'Some  department  managers  have  a  keen  sense  of  the 
fitness  of  things,  and  know  just  how  to  give  their  dis- 
plays the  greatest  selling  value.  They  have  a  knack 
for  bringing  strong  colors  into  contrast — of  playing  one 
article  against  another — of  seizing  the  vital  part  of  an 
article  and  making  the  ensemble  stand  forth  promin- 
ently with  an  irresistible  charm.  They  create  an  atmos- 
phere, as  it  were,  that  works  a  wonderful  influence  on 
the  customer.  It  is  all  impression — all  appearance — of 
course,  but  its  effect  is  quite  apparent  on  the  mind. 
And,  after  all,  this  is  the  very  desideratum  wanted,  for 
unless  one  is  in  the  proper  mind,  one  does  not  buy. 
Some  merchants  are  so  alive  to  the  possibilities  and 
merits  of  proper  display  that  they  actually  make  a 
study  of  it.  They  examine  and  criticize  their  own  de- 
partment, and  they  journey  through  other  stores  in 
their  town  just  to  pick  up  pointers  for  their  own  dis- 
plays. The  result  of  this  study  is  obvious.  They  get 
new  angles  for  their  own  arrangements  which  con- 
stantly keeps  them  alive  and  up-to-the-minute. 

A  well-dressed,  clean-cut,  vigorous^looking  salesman 
is  never  at  a  loss  for  an  audience.  And  a  well-arrang- 
ed, carefully  thought-out,  "snappy"  display  always  at- 
tracts the  attention  of  the  actual  customer  and  the 
passer-by.  On  the  other  hand,  the  poorly  thought  out 
displav  detracts  not  alone  fi'om  the  surroundings,  but 
from  the  superficial  value  of  the  goods  themselves,  for 
it  takes  away  that  vigor  impression  which  is  so  essen- 
tial to  the  sale  of  all  merchandise. 
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Successful  Window  Displays 
Must  Sell  Goods 


THE  success  of  window  advertising  is  easily  noticed 
by  the  effect  the  different  store  windows  have, 
their  attractiveness,  and  their  selling  power. 
The  store  that  gets  steady  patronage  to-day  has  a  win- 
doAv  display  and  front  reflecting  prosperity,  progress 
and  success. 

Within  the  past  twenty  years  there  has  been  a  notice- 
able improvement  in  store  fronts  in  all  large  cities.  In 
old  times  the  style,  if  such  it  might  be  called,,  was  to  lay 
the  goods  in  the  window  on  the  floor.  The  goods  all 
formed  a  heterogeneous  mass.  To-day,  the  most  prac- 
tical demonstration  possible  is  given  the  lines  to  be  ad- 
vertised, and  window  advertising  and  newspaper  ad- 
vertising are  so  elos.ely  connected  that  usually  the  two 
fields  are  used  simviltaneously. 

The  punch  in  window  advertising,  the  same  as  in 
newspaper  advertising,  is  nothing  less  than  the  best, 
most  attractive,  and  interesting  impression,  striking 
hard  and  sinking  deep,  caused  by  the  advertising 
method.  Window  advertising  to-day  is  but  an  evolu- 
tion of  the  old  time  peddler's  way  of  getting  business. 
The  days  are  not  so  remote  when  the  tin  peddler  drove 
to  the  gate,  and,  letting  down  the  different  doors  of 
his  wagon,  displayed  his  wares;  still  earlier  customs 
were  for  the  peddler  to  first  gain  admission  to  the 


A  suggestive  window  for  a  bedroom  suite  display. 


castle  or  cottage  and  create  desire  of  ownership  as  he 
arranged  his  merchandise  before  the  members  of  the 
house,  often  on  the  floor. 

Successful  window  advertising  cannot  be  expected  if 
the  campaign  is  carried  on  by  any  other  than  the  most 
modern  and  up-to-date  methods.  Old-fashioned  win- 
dows and  narrow  ledges  and  bottoms  will  not  do. 

In  advertising,  there  are  just  two  classes,  leaders 
and  trailers.  The  leaders  get  the  profits  and  the  trail- 
ers have  hard  work  to  keep  square.  The  modern  store 
has  a  fresh  and  neat  appearance  on  approach;  and 
large,  one-pane  windows  have  taken  the  place  of  the 
five  and  six  paned  ones  of  twenty  years  ago.  This 
form  of  advertising  requires  time  for  execution.  A 
day  is  not  too  much  to  spend  on  some  complicated  lines 
in  securing  the  public's  admitted  punch  in  window  ad- 
vertising. 

The  window  itself  should  be  of  good  depth,  six  feet  ■ 
or  a  little  more,  and  dust  proof  and  well  lighted.  Win- 
dow fixtures  are  a  prime  necessity;  good  work  cannot 
be  done  without  fixtures.  These  fixtures  are  not  an 
expensive  investment  if  properly  cared  for,  and  a  suit- 
able room  should  be  set  apart  for  their  keeping,  and 


the  working  out  of  the  decorator's  idea.  More  than 
anything  else  and  quite  indispensable  are  the  stands 
and  price  card  holders. 

Every  commodity  has  its  particular  style  of  exhi- 
bition for  advertising.  The  same  rules  apply  to  all 
lines.  Don't  overcrowd,  and  observe  the  rules  of  bal- 
ance and  symmetry,  massing  and  color  harmony. 

Window  advertising  must  be  original  or  in  spite  of 
the  best  copyist  it  will  have  a  flat  characteristic.  The 
highest  selling  power  of  the  window  is  achieved  along 
the  lines  of  originality,  and  when  decorated  by  this 
method,  the  attaching  of  price  tickets  complete  the 
scheme. 

In  these  days  of  modern  store  keeping,  the  dealer 
has  everything  to  encourage  him.  He  is  not  dealing 
with  a  multitude  of  unappreciative  beings,  but  people 
Avho  know  good  service  and  good  values,  and  are  cer- 
tainly patrons  when  thej^  get  the  real  punch  in  win- 
dow advertising. 


SHOW  WINDOW  BACKGROUNDS. 

The  "American  Architect"  has  printed  the  follow- 
ing as  to  the  amount  of  light  given  by  different  color- 
ed show  window  backgrounds : 

Dai-k  blue  reflects  per  cent,  of  the  light  falling 
upon  it ;  dark  green,  about  10  per  cent. ;  pale  red,  a 
little  more  than  6  per  cent. ;  dark  yellow,  20  per  cent. ; 
pale  blue,  30  per  cent.;  pale  yellow,  40  per  cent.;  pale 
green,  46-, •>  j^er  cent. ;  pale  orange,  nearly  55  per  cent. ; 
and  pale  white,  70  per  cent. 

A  window  finished  in  light  oak  can  be  lighted  with 
much  less  wastage  than  a  window  finished  in  dark  ma- 
hogany; likewise,  a  window  in  which  white  goods  are 
displayed  can  be  lighted  much  more  economically  than 
a  window  for  a  display  of  dark  clothing,  furniture  or 
hardware,  such  as  stoves,  tools  and  goods  of  a  like  na- 
ture. 


MAKE  WINDOW  FRONTS  EFFECTIVE. 

The  progressive  store-keeper  is  alive  to  the  possibil- 
ities of  drawing  trade  by  effective  show  windows.  Not 
only  are  new  buildings  being  designed  with  the  most 
approved  Avindows  but  old  fronts  are  being  recon- 
structed with  modern  features  that  greatly  increase  the 
amount  of  space  available  for  displays.  Plans  have 
been  worked  out  for  showing  the  displays  under  the 
most  favorable  circumstances  so  that  the  public  may 
view  the  goods  under  cover.  Out  of  the  current  of 
hurrying  street  crowds,  in  a  quiet  arcade  entrance  or 
in  the  space  around  a  circular  "island"  case  or  fol- 
lowing the  detour  of  a  serpentine  Avindow  the  shopper 
can  take  her  time  to  examine  ncAv  goods,  compare 
prices,  and  make  her  calculations  before  entering  the 
store.  Not  only  do  such  AvindoAA^s  afford  an  opportun- 
ity for  the  prospective  customer  to  examine  the  dis- 
plays but  they  frequently  catch  the  eye  of  the  casual 
passersby  and  induct  them  to  enter  the  store. 


A  store  that  lacks  its  OAvn  individual  personality  can- 
not be  expected  to  become  a  leader.  And  the  person- 
ality is  not  all  found  in  the  proprietor  or  in  his  sales- 
men. Some  of  it  lies  in  the  store  itself.  The  Avindows 
and  their  arrangement,  the  methods  of  display  on  the 
floor,  the  lighting  of  the  several  rooms — all  these  play 
their  part  in  making  up  the  personality  of  the  store.  If 
the  personality  of  your  store  is  not  distinctive,  better 
make  some  changes. 
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GOOD  ADVERTISING  INCREASES  SALES 
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What  authorities  think  of  advertising — Great  factor  in  commercial  progress— Keeping  at  it 
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DOES  my  business,  as  it,  is  now  being  conducted, 
show  progress,  or  is  it  just  moving  along  with- 
out making  my  competitors  '"sit  up  and  take  no- 
tice"? Am  I  accomplishing  anything  or  getting  any- 
where ?  Will  my  business  at  the  close  of  the  year  show 
any  gi-owth?  These  are  questions  which  are  certain 
to  arise  in  the  mind  of  every  business  man.  The 
answers  to  them  will  measure  the  differemee  between 
the  progressive  business  man  and  the  unprogressive — 
thf  man  who  advertises  constantly  and  the  man  who 
does  not.  This  is  no  haphazard  statement.  It  is  back- 
ed up  by  the  most  eminent  authorities. 

The  great  Macaulay  realized  the  tremendous  value 
of  advertising  when  he  said,  "Advertising  is  to  busi- 
ness what  steam  is  to  machinery."  William  Ewart 
Gladstone,  the  great  British  statesman,  held  the  same 
opinion  in  a  statement  which  he  made  shortly  before 
his  death.  ''Publicity,"  he  said,  "is  an  enormous  pow- 
er in-  business,  and  nothing  can  make  money  without 
it,  save  a  mint."  Lord  Roseberry,  when  premier  of 
England,  stated  to  his  cabinet  on  one  occasion  that  ad- 
vertising was  the  advance  agent  of  prosperity,  and  that 
it  was  unquestionably  the  most  wonderful  modern  com- 
mercial agency.  Horace  Greeley  once  remarked  that 
to  neglect  to  advei-tise  was  like  resolving  never  to 
travel  by  steam  or  to  communicate  by  telegraph.  John 
Wanamaker,  one  of  the  greatest  advertisers  in  the 
world,  says.  "It  is  impossible  to  build  a  large  business 
to-day  without  publicity."  These  are  the  opinions  of 
men  who  knew  and  know  Avhereof  they  spoke  and 
speak,  who  have  proved  their  assertions  to  be  abso- 
lutely correct  and  who  did  not  and  do  not  fear  contra- 
diction. 

Advertising  is  the  greatest  factor  in  commercial  pro- 
gress.   It  tells  things  that  even  the  best  salesman  for- 


gets to  mention.  It  introduces  the  goods  as  well  as  the 
salesman.  It  insures  for  the  salesman  a  hearing  when 
he  reaches  the  prospective  customer.  It  brings  orders 
when  the  salesman  is  not  on  the  ground.  It  supports 
the  salesman  in  his  statements  to  the  customer.  It  ce- 
ments the  friendship  between  the  seller  and  the  buyer. 
It  creates  respect  for  the  firm  as  well  as  for  the  firm's 
representative.  In  short,  it  does  everything  that  the 
salesman  can  do  and  a  great  deal  more. 

The  successful  advertiser,  however,  is  the  one  who 
sticks,  Avho  does  not  expect  great  things  at  the  start, 
who  keeps  everlastingly  at  it  and  who  does  not  curtail 
his  advertising  when  business  is  good  nor  cut  it  down 
when  business  is  bad.  The  hximan  mind  is  like  a  fer- 
tile field.  Sow  the  seed,  keep  watering  it  and  it  will 
take  root  and  grow.  In  due  time  the  harvest  comes, 
but  it  cannot  be  expected  a  fcAV  days  or  weeks  after  the 
seed  has  been  sown.  With  advertising  as  with  every- 
thing else,  the  sticker  is  the  winner. 

Is  it  any  wonder  that  the  public  likes  to  purchase 
goods  that  are  advertised  and  bear  a  trade-mark?  The 
trade-mark  is  not  simply  a  device  of  the  manufacturer 
to  help  the  purchaser  buy  his  goods ;  it  is  also  the 
manufacturer's  guarantee  of  the  qualitj^  of  his  goods. 
When  you  buj'  trade-marked  merchandise  you  know 
with  whom  you  are  doing  business.  You  can  be  rea- 
sonably sure  that  you  are  getting  goods  of  merit.  Ad- 
vertising is  the  twin  of  the  trade-mark.  It  exploits  its 
virtues  and  puts  a  knowledge  of  the  trade-mark  where 
the  goods  themselves  have  never  been  seen.  There 
may  be  nothing  in  a  name  until  it  is  advertised,  then  it 
may  become  a  household  word  and  be  worth  millions 
of  dollars.  The  value  of  advertising  cannot  be  esti- 
mated. It  is  indispensable  to  every  successful  busi- 
ness. 


Of  The  Late  Drapery  Fabrics 


The  Latest  Home  Furnishing  Fashions  are  Displayed  in  Our  Fall  Stock 


fMH  aisfmblagc  o(  Furni-uro  and  Hot 
Sfal  fir  yovir  FjU  huylng.    Whell.cr  y 
you  witJ  l.n'J  juit  ihe  right  thinss 


■«fully  selected  from  ihi;  br--. 


e  Furrnshings  of  all  kinds. 

u  are  (u'-nishing  your  honn;  lompletc,  or  wish  t 
t  the  prices  yoj  had  ei-pecie'J. 
In  thn  Furniture  Depirtmrnt  plinstaking  rff-jrii  ha.e  secured  Fire  FurnJiure  in  de^i, 
turers.    It  ri  all  wlerte-l  with  the  i-iei  e>l  the  very  best  quahiy  vc  can  find,  at  prices  riot 
(jr  the  sake  ol  a  low  price,  nor  is  the  prii-e  so  high  that  you  cannot  afford  it  Si 
Spa'ie  permits  mentioning  just  four  items  of  unuiual  in'ereil  here— 


i  that  tepresent  the  bcs'  efforts  o!  many  manufac.* 
3  be  beyon-J  your  rrrans.  The  quality  m  nijt  bacrifive'J 
les  and  pieces  for  every  room  il\  the  home  are  sho-->m. 


CHESTERFIELD— OVERSTUFFED 
STYLE 


S 103  00 


WILLIAM  AND>IARY  DINING 
ROOM  SUITE 

tisht  p;c«  suit.-  in  tl.oicc  <i>.3rl-r  Mwn 
OlV.  A  truo  Tfpr'.rluclion  of  lit  Willnni 
ar-.I  M.-.ry  ^Vrlo<l     Hulfct  las  ample  draw 

jnd  eupSi-rd  ■p.i'c     Tabl-  ha  nl.l4'^i^C 
(-■'Jcii.'l  "iih  pilhr  corner;    Top  i-,  4S  m*. 
vxVnd.jo  8  f,r»    'Cliair,  nny  be  had  v  ith 
filhrr  IfJilicr  or  ^npc^1ry  slip  »c.itv 
Pt,<,.  conploc  .  .•.     .        . .  SlTZ.TS 


LOUIS  XV.  LIVING  BOOM  SUITE 

A  ^cry  prcMy  disign  in  the  gracet<ij 
plti'irg  cor.ci  01  tli^  Trench  ui^sicfs  of 
Lo.ni  XV  ■>  reign  Irom  whence  it  IJlcl  n; 
njmc  Tic  "00.1  is  solij  mihogflnv.  villi 
l,c,iii'i(iil  han.l  cirvirg.  The  Ufliol  Icr'n - 
is  in  pti:n  5rccn  ilcnim,  th^t  you  lnl^■  ct  oo-c 
your  oi.n'coverin;    P/icci  at  $189.00 


NEILSON'S-The  Store  for  Better  Carpets 

fill  bi'jing  at  opportune  lin"--.,  pi 


Xarly  and 
to  niaV"  p'oi  ipl  deti 

"Pcriorjl  seleC'on  of  pifrrrit  iliit 

"Having  in  mind  (hit  a  jood  st-jfj)- 
of  co'Tmg." 

Att«n'i')n  to  »hc»c  dCliU  gi- e»  tjj  (lie  n'OJ*  atli 
itock  i'l  Ciliary, 

To  get  real  c%'pct  •  alnr  in  rft«'i'  ttr  niO"''y  inv 
Er'j»?els  Cirpelsq'JJfc. 


,10*  on'y  desir.ili'c,  but 
pet  never  di>appoi;)ts '!» 


Jciiof  sutfioc-il  slit  to 
viccablc  and  ' 


.  bc»t  atiibrtcd  AnJ  Ic-t  tallies  of  any 
buy  a  good  Wiliou  or  ,t  gooj 


OUR  PRICES  ON  WILTON  SQUARES 

«;J0.«0  ^' 1 '.p  »  .  11*  d7Z.OO  •'^'1  09 
»>  » »    «3«.W>  lu  »  r  S81.00  ""1  "0 

•  «  »    .»47.70"i      I  nui}*  800.00 't 


OUR  PRICES  ON  BRUSSELS  SQUARES 
«».90"'i  »33.75»"i-'f 
»l2.«0-'-i'^3h»i:  »3Sa5'-J"i' 
»I8.00  •"■»  up    »  »  ui  849.00  ■na"!' 

«•        832. ;S0  u)  I  i:  850.70 ''''1  "0 

»«»      820.23 -'X^P  I 


The  Neilson  Furniture  Company,  Ltd, 

118-120  8th  Avtnut  E.  Calgary,  Alberta 


How  a  Cuuitdian  furniture  dealer  advertises  lii.s  fall  stock. 
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I  Write  Your  Ads.  to  the  Women  I 
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Now,  people  buy  according'  to  fairly  well  predeter- 
mined notions.  I  mean  women  when  I  say  people.  Of 
course  men  buy  sometimes,  but  women  do  about  80  per 
cent,  of  ail  the  buying-  that  is  done.  The  average  cus- 
tomer is  the  feminine  beeause  thej^  exert  the  greatest 
influence.  Someone  told  ine  the  other  day  that  he 
found  out  that  86  per  cent,  of  the  sales  in  a  depart- 
ment store  had  been  made  on  reference  by  women ;  that 
is,  women  had  been  there  to  help  make  the  sales. 

Therefore,  let  us  write  our  ads  to  the  women.  After 
all  she  controls  the  world.  I  came  down  to  my  office 
one  morning  when  I  was  writing  ads  for  a  department 
store.   Someone  had  opened  the  desk  and  put  a  plaster- 


A  U.S.  e.\ampl('  of  fall  advertising. 

of-paris  figure  of  a  woman  on  my  desk.  I  didn't  exact- 
ly fall  in  love  with  the  woman  like  the  fellow  that  fell 
in  love  with  the  girl  on  the  calendar,  but  it  did  give  me 
an  object  on  which  to  visualize  my  ad,  and  I  believe  if 
we  can  visualize  the  need  and  want  of  our  average  cus- 
tomer and  write  our  ads  to  that  particular  individual, 
we  are  going  to  be  better  of¥. 

First  of  all  then  get  out  the  merchandise  and  look  at 
it.  Let  us  go  to  the  manufacturers  and  ask  them  re- 
garding this  merchandise  because  they  ovight  to  know 
more  about  the  goods  than  anybody  else.  Let  us  go  to 
the  sale.speopie  and  find  out  what  they  have  to  say.  We 
may  be  able  to  make  up  a  phrase  or  idea  from  this  in- 
vestigation that  will  help.   Let  us  go  to  our  public  li- 


braries. You  will  be  surprised  to  find  what  a  vast 
amount  of  information  is  there. 

Why  it  it  that  the  same  article  shown  in  three  differ- 
ent stores  brings  three  different  prices  and  the  store 
that  asks  the  highest  price  sells  the  mo.st  of  it?  It  isn't 
the  intrinsic  value  of  the  merchandise  itself.  There  was 
something  more  than  that;  it  was  the  store  service,  and 
there  Avas  a  little  more  value. 

Value  is  only  a  relative  term  anyway.  It  depends 
on  how  badly  the  customer  wants  the  goods,  whether 
he  or  she  will  buy  or  not.  Take  water,  for  instance ! 
You  can  go  down  the  river  and  get  all  the  water  you 
want  without  cost,  but  have  it  delivered  at  your  home 
as  spring  water  and  it  costs  15c  a  bottle,  or  5c  a  bottle, 
or  lOe  a  bottle.  You  know  it  all  depends  on  how  badly 
you  want  it.  Isn't  that  just  as  true  of  other  things? 
Isn't  it  true  that  if  we  can  make  things  more  attractive 
by  their  display  and  dwell  upon  the  service  that  goes 
with  them,  that  we  are  entitled  to  a  little  bit  more  rev- 
enue, and  isn't  that  what  you  and  I  are  in  bu.sine.ss  for? 
So  let  us  realize  that  there  is  something  in  the  way  in 
which  we  do  our  advertising. 

I  believe  we  can  learn  from  the  mail  order  houses, 
and  got  a  lesson  from  those  that  do  these  things.  We 
can  find  out  how  they  describe  and  illustrate.  We  will 
notice  one  thing  in  particular,  and  that  is  there  is  very 
little  left  for  the  customer  to  imagine.  They  give  as 
complete  details  as  it  is  possible  to  give  beeause.  thej^ 
believe  that  anybody  who  is  going  to  purchase  any- 
thing ought  to  know  as  much  about  it  as  they  can. 
There  is  always  a  reason  for  anything,  and  if  we  can 
only  get  at  those  reasons  and  give  time  and  ef¥ort  to 
the  study  of  advertising  it  will  be  a  wonderful  assist- 
ance. 


WHAT  ADVERTISING  WILL  DO. 

Many  are  the  claims  that  have  been  made  for  ad- 
vertising, and  some  of  these  claims  are  wildly  extra- 
vagant. Advertising — rightly  done — Avill  increase  a 
man's  business,  provided  +he  other  conditions  are  right. 
But  the  man  who  expects  his  advertising  to  compen- 
sate for  his  own  deficiencies  or  those  of  his  clerks  is 
doomed  to  disappointment,  beeause  advertising  is  not 
intended  for  this. 

,  Retail  advertising  is  intended  to  accomplish  one 
thing — to  increase  the  merchant's  sales  and  profits. 

In  doing  this  it  must  have  a  fair  shoAv.  First,  the 
medium  must  be  of  such  a  character  that  it  will  meet 
with  a  good  reception  by  the  prospect,  and  the  local 
newspaper  is  therefore  the  logical  medium,  provided 
it  covers  the  territory  properly.  Where  this  is  not  the 
case,  newspaper  advertising  will  cost  the  merchant  too 
much  money,  but  this,  of  course,  is  a  condition  which 
is  not  always  within  the  merchant's  power  to  improve. 


Advertising  is  advertising.  If  a  man  spends  monev 
to  give  his  customers  concrete  illustrations  of  his  store's 
power  to  give  bargains,  he  is  advertising  just  as  legiti- 
mately— and  perhaps  more  effectively — than  the  man 
who  spends  his  money  entirely  for  printer's  ink. 

"It  takes  salesmanship."  remarks  Frederic  W.  Al- 
dred  "to  key  up  and  keep  up  sales  at  a  profit  to- 
day, salesmanship  in  print,  person,  display,  ideas,  plans 
and  management.  Therefore  the  retail  advertising 
manager  has  become  a  sales  manager.  Practical  mer- 
chants do  not  care  what  problems  are  siolved  by  ad- 
vertising.   What  they  want  is  results. 
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FURNITURE  TRADE  ENJOYS  ACTIVITY 
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From  The  Toronto  Globe 


A phenomenal  activitj^  is  being  experienced  by  the 
Canadian  furniture  trade,  yet  still  greater  busi- 
ness is  anticipated  for  the  near  future.  In  the 
United  States  the  furniture  factories  have  sufificient 
orders  booked  to  keep  the  plants  working  at  capacity 
until  the  end  of  the  year.  Canada  also  has  orders  for 
many  months'  output.  This  business  is  practically  all 
for  home  refpiireraents,  and  now  the  export  possibilities 
are  opening  up  in  an  unheard-of  way.  Resulting  from 
these  and  various  other  conditions,  the  value  of  furni- 
ture is  soaring,  and,  according  to  both  manufacturers 
and  retailers,  the  advances  will  continue  for  an  indefi- 
nite period. 

It  is  estimated  by  the  manufacturers  that  furniture 
prices  have  increased  about  50  per  cent,  in  the  past 
eighteen  months,  and  about  100  per  cent,  since  1914. 
There  are,  of  course,  certain  items  which  have  not  ad- 
vanced so  much,  but  other  lines  have  a  great  deal  more 
than  doubled  in  price  during  this  period.  Common 
kitchen  chairs  were  manufactured  at  a  cost  of  about  39 
cents  prior  to  the  war,  as  compared  with  approximately 
•tl.lO  to-day.  This,  however,  is  not  the  class  of  furniture 
wanted  at  present.  The  cheap  lines  are  unsalable. 
When  chairs  were  made  at  39  cents  there  was  a  great 
demand  for  them.  Arenas,  for  instance,  ordered  them 
by  the  thousands,  but  to-day  these  places  use  other 
kinds  of  seats.  The  householders  have  also  discarded 
these  cheap  chairs,  just  as  they  have  turned  away  from 
other  lines  of  furniture  that  were  sold  at  low  figures. 
The  demand  is  now  for  expensive  dining-room  chairs, 
better  class  tables,  costly  couches  and  odd  pieces  of 
furniture  which  in  yjre-war  days  were  considered  far 
beyond  the  artisans'  reach. 

"It  has  become  next  to  impossible  to  sell  cheap  fur- 
niture," said  a  representative  of  both  wholesalers  and 
retailers.  "The  furniture  factory  failures  of  the  past 
three  or  four  years  have  been  confined  to  those  turning 
out  the  lower  grades.  The  public  has  turned  from 
bii-ch  and  maple  to  oak  and  from  cheap  imitation  wood 
to  the  very  best  (juality.  A  suite  costing  $400  is  easier 
to  sell  to-day  than  one  costing  half  or  quarter  that 
amount.  The  people  want  qiiality  and  the  price  does 
not  seem  to  enter  into  the  question."  As  in  the  case  of 
other  lines  of  merchandise  the  big  problem  the  retail 
store  manager  is  faced  with  is  securing  the  goods.  Sales 
are  easy  to  make,  but  buying  is  an  entirely  different 
matter.  In  more  than  one  or  two  instances  the  manu- 
facturers have  so  many  orders  on  hand  that  they  are 
refusing  to  book  more.  This  is  partly  in  order  that 
they  may  not  disappoint  their  customers  through  late 
deliveries,  but  the  main  reason  i.s  that  future  prices 
cannot  be  determined  exactly.  In  fact  few  whole- 
salers are  trying  to  anticipate  future  values  and  any 
orders  aceef)t(Ml  are  subject  to  prices  prevailing  at 
time  of  delivery.  This  is  far  from  a  satisfactory  sys- 
tem from  the  manufacturers',  the  wholesalers'  or  the 
retailers'  point  of  view,  yet  it  is  the  only  solution,  ac- 
cording to  some  of  the  factories  that  have  withdrawn 
their  price  lists. 

There  are,  however,  a  few  manufacturers  who  prefer 
to  discount  material  and  factory  costs  and  average  the 


total  increase  over  a  period  of  three  or  six  months. 
This  system  permits  the  retailer  to  determine  the  value- 
of  his  stock  on  hand  and  know  that  when  he  makes  a 
sale  he  will  not  have  to  pay  a  still  greater  sum  to  re- 
place the  article.  Present  prices  are  not  worrying 
either  the  manufacturer  or  retailer  half  as  much  as  the 
problem  of  future  levels. 

The  export  possibilities  have  not  been  thoroughly  ex- 
plored by  the  Canadian  furniture  manufacturers.  Can- 
ada's furniture  output  is  probably  about  $15,000,000 
per  year,  according  to  present  prices.  This  amount  of 
furniture  is  expected  to  be  requii'ed  by  the  returned 
soldiers  alone.  The  furniture  orders  for  soldiers  in  the 
next  fifteen  months  or  so  are  estimated  at  $30,000,000, 
or  approximately  tivo  years'  output.  Added  to  these 
orders  Avill  be  the  requirements  for  the  balance  of  the 
population.  In  view  of  this  business  the  Canadian  fur- 
niture manufacturers  are  not  going  after  export  trade 
in  the  manner  they  would  do  if  home  consumption  was 
below  the  supply. 

One  of  the  chief  items  to  be  taken  into  account  by  the 
furniture  manufacturers  is  the  cost  of  glass  and  mirror 
plate.  Since  1914  it  has  been  impossible  to  import  Brit- 
ish plate.  Consequently  all  the  imported  glass  has  been 
the  product  of  Americans,  and  has  not  been  equal  in 
quality  nor  quantity  to  the  shipments  made  from  Eng- 
land prior  to  the  outbreak  of  hostilities.  A  still  greater 
handicap  has  arisen.  New  style  automobiles  are  calling 
for  large  quantities  of  glass.   Motor  ear  glass  is  not  so 


Drj-sser  from  an  Adam  bedrcjoni  suite,  made 
by  Canada  Purnifui-p  Manufacturers,  in  gum- 
wood.  It  come.s  in  various  finishes — -walnut, 
satin  walnut,  natural  or  mahogany,  'also 
white,  ivory,  or  antique  ivory  enamel. 
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difficult  to  make  as  mirror  plate,  and  as  a  result  the 
manufacturers  prefer  to  devote  their  attention  to  it 
rather  than  continue  in  the  mirror  plate  class.  By  rea- 
son of  these  conditions  mirror  plate  has  advanced  40 
per  cent.  The  new  prices  are  now  in  effect  and  add  8 
or  10  per  cent,  to  the  value  of  dressers  and  some  other 
lines  of  furniture. 

Another  big  item  in  the  cost  of  furniture  is  the  value 
of  oak.  Lumber  in  general  has  advanced  about  20  per 
cent,  recently,  but  quarter-cut  oak  has  added  an  even 
greater  percentage  to  its  value.  Present  figures  for 
first  and  second-grade,  quartei--cut  oak  are  around 
$210,  while  the  same  grades  in  plain  oak  sell  around 
$118  and  $120  per  thousand  feet.  These  figures  are 
more  than  double  those  of  pre-war  dates,  but  it  is  said 
that  still  higher  quotations  will  be  brought  about  short- 
ly. Furniture  dealers  say  that  this  commodity  is  so 
scarce  that  they  quite  expect  to  pay  $250  per  thousand 
feet  next  spring.  Last  year  the  supply  of  oak  was  only 
about  25  per  cent,  of  the  normal  amount,  and  this 
year's  stocks  are  said  to  be  even  smaller.  So  high  have 
the  quarter-cut  oak  figures  risen  that  the  manufactur- 
ers claim  they  can  turn  out  a  five-ply  oak  veneer,  using 
the  plain  oak  as  the  centre  wood,  cheaper  than  they 
can  make  a  solid  quarter-cut  article,  which  is  not  as 
good  owing  to  its  tendency  to  warp. 

Furniture  manufacturers  point  to  the  upward  trend 
of  Avages  as  a  eireumstance  which  has,  and  will  add, 
greatly  to  the  cost  of  furnishing  a  home.  Upholsterers' 
and  cabinet-makers'  wages  have  increased  about  twenty 
per  cent,  since  the  first  of  the  year.  In  some  cases  the 
increase  has  partly  taken  the  form  of  shorter  hours. 
Ten  hours  was  the  general  day  in  furniture  factories. 
Now  it  is  nine  hours,  and  the  eight-hour  day  is  a  mere 
matter  'f  time,  probably  four  or  six  months.  But  even 
though  the  hours  are  to  be  shortened  again,  the  manu- 
facturers state  that  they  are  going  to  increase  the  ac- 
tual dollars  per  week.  "The  furniture  trade  has  paid 
very  small  wages  in  the  past,"  thej^  say,  "but  in  the 
future  it  must  pay  equal  to  other  trades  in  order  to 
keep  the  men.  Since  the  advent  of  motor  cars,  it  has 
been  next  to  impossible  to  keep  good  cabinet-makers  or 
first-class  upholsterers.  The  automobile  trade  requires 
the  same  artisans  that  the  furniture  manufacturer 
needs  and  as  theirs  is  a  better-paying  business,  they 
are  able  to  steal  our  men,  by  offering  them  more  money. 
Even  though  the  motor  trade  has  thousands  and  thous- 
ands of  upholsterers,  it  has  trained  scarcely  a  single 
man.  So  that  it  is  quite  apparent  that  higher  wages 
must  be  paid  by  the  furniture  factories  in  order  to  keep 
the  men  we  have  trained,  and  to  attract  others.]" 

The  furniture  industry  is  emerging  from  a  "low-ebb 
state,"  and  is  placing  itself  on  a  paying  business.  It  is 
said  that  figures  tabulated  by  fifty-five  factories  show 
that  from  1914  to  1917  the  profits  were  less  than  two 
per  cent,  on  the  turnover.  In  the  case  of  some  other 
firms  the  cost  of  production  was  in  excess  of  sale  prices. 
"The  demand  for  furniture  is  so  great  just  now  that 
the  factories  are  getting  on  their  feet  and  are  begin- 
ning to  acquire  improved  machinery,  which  will  en- 
able the  manufacturers  to  cut  down  the  eost  and  place 
the  whole  industry  on  a  proper  paying  basis." 


WEST  WANTS  A  TRADE  COMMISSION. 

The  demand  for  a  foreign  trade  commission  to  repre- 
sent the  Western  provinces  of  'Canada,  exclusively,  ori- 
ginated by  the  Alberta  Industrial  Development  Asso- 
ciation and  urged  by  the  president  of  that  organization 
in  many  special  addresses  before  public  bodies,  accord- 


ing to  report  from  Calgary,  seems  to  be  certain  of  ful- 
fillment, if  one  may  judge  by  advices  received  at  the 
headquarters  of  the  Canadian  Industrial  Congress  from 
many  sources.  Advices  to  this  effect  have  been  re- 
ceived from  Winnipeg,  from  Vancouver  and  even  from 
Ottawa,  and  it  is  believed  that  many  of  the  members  of 
the  Dominion  Government  look  with  favor  on  the  idea. 

The  proposal  for  a  foreign  trade  commission  for 
the  West  was  originated  by  Major  M.  A.  Brown  of 
Medicine  Hat,  president  of  the  Alberta  Industrial  As- 
sociation. It  is  based  on  the  belief  that  only  by  a  proper 
investigation  of  the  foreign  markets  for  Western  Cana- 
dian products  can  the  West  build  up  industry  to  its 
maximum.  Such  an  investigation,  it  is  explained, 
would  deal  specifically  with  those  possible  markets  for 
Canadian  products  lying  on  and  adjacent  to  Pacific 
Ocean  routes  of  traffic  and  the  vast  undeveloped  Orien- 
tal marts. 

Mayor  Brown  holds  to  the  belief  that  eventually 
Western  Canada  will  some  day  be  manufacturing  on  a 
larger  scale  than  Eastern  Canada  because  of  the  great 
potentialities  in  this  connection  in  China  and  Japan  as 
well  as  along  the  western  coast  of  South  America  and 
in  Australia.  '  '  The  world  does  not  realize, ' '  Mr.  Brown 
points  out,  "that  one-seventh  of  the  population  of  the 
globe  is  living  and  striving  and  working  along  the 
banks  of  one  river  alone  in  China.  The  possibility  of 
the  development  of  this  wonderful  market  is  just  one 
aspect  of  the  great  trade  which  Western  Canada  and 
the  western  portion  of  the  United  States  will  have  the 
great  opportunity  to  deal  with.  Great  economists  of 
the  day,  men  with  vision,  see  the  development  of  the 
Pacific  regions  as  the  most  striking  aspect  of  the  future 
of  our  continent.  I  may  add  that  by  Pacific  regions 
I  include  those  inland  empires  such  as  our  own,  Al- 
berta." 

Strong  support  is  being  given  the  project  for  a  West- 
ern foreign  trade  commission  especially  in  Vancouver, 
Victoria,  Seattle,  Portland  and  other  Western  cities, 
as  well  as  Winnipeg,  Regina  and  Saskatoon. 


ALBERTA  INDUSTRIAL  CONGRESS. 

The  Alberta-Canadian  Industrial  Congress,  held  at 
Calgary,  last  week,  assumed  a  phase  of  international 
importance  as  a  number  of  the  chambers  of  commerce 
of  the  United  States  sent  delegations.  A  special  repre- 
sentation from  Japan  was  accompanied  by  delegates 
from  the  Japanese  Club  of  Seattle  and  a  corresponding 
organization  from  San  Francisco.  A  Japanese  speaker 
was  on  the  program  for  a  brief  address  bearing  on  the 
relation  between  Japan  and  the  United  States  and 
Canada. 


LEATHER  FOR  GERMANY. 

The  American  leather  interests  are  preparing  to  re- 
sume trade  with  Germany  in  the  near  future  according 
to  information  available  in  leather  circles,  although  no- 
thing appears  to  have  been  done  by  any  of  the  big  ex- 
port houses  that  could  be  regarded  as  a  definite  step 
in  the  resumption  of  trade  relations.  Several  large 
firms  will  probably  send  some  of  their  European  repre- 
sentatives to  Germany  to  look  into  the  situation  and 
report  to  their  houses  here. 


The  surest  way  to  qualify  for  the  job  just  ahead  is 
to  work  a  little  harder  than  anyone  else  on  the  job  one 
is  holding  down. 
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HOW  WE  KEEP  BUSINESS  IN  OUR  TOWN 
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By  H.  G.  Prior,  Portage  la  Prairie,  Man. 


IN  the  first  place  we  advertise.  Truthful  advertis- 
ments,  intelligently  written  and  attractively  dis- 
played, backed  up  by  merchandise  that  is  depen- 
dable, and  as  described  in  the  advertisement,  is  to  us 
one  of  the  most  effective  ways  of  getting  and  keeping 
business  at  home. 

People  to-day,  and  especially  the  ladies,  take  great 
interest  in  the  diflfereut  news  items  submitted  by  the 
merchants,  learning  therefrom  what  is  the  pi*evailing 
style,  where  it  can  be  procured,  and  wbat  it  will  cost. 
As  a  firm  we  make  ourselves  known  to  more  people, 
and  more  people  become  acquainted  with  our  store 
through  advertising  in  our  local  paper,  than  in  any 
other  waj'.  To  be  well  and  favorably  known  means 
an  increase  of  business  for  us. 

An  efifieient  stafiF  of  employees  is  a  very  strong  fac- 
tor in  the  getting  of  business  and  of  keeping  it  at 
home.  Service  is  the  keynote  of  this  store.  Many 
of  our  customers  consider  the  service  rendered  by  our 
staff  more  than  our  prices,  though  we  give  careful  at- 
tention to  both. 

The  appearance  of  our  store  has  been  a  big  drawing 
card.  A  stock  well  kept  shows  that  life  exists  in  the 
store.  Goods  arranged  for  display  in  wondows,  on 
ledges  and  in  show-eases  attract  many  people  to  the 
store  who  eventually  become  regular  customers. 

A  feeling  of  good-will  and  patriotism  toward  other 
merchants  in  our  citj'  has  been  of  great  value  in  the 
building  up  of  our  home  trade.  If  we,  as  merchants, 
do  not  loyally  support  our  fellow  merchants  when  re- 
quiring lines  such  as  they  sell,  we  cannot  in  return 
expect  to  receive  the  patronage  of  them,  nor  will  we 
receive  tiie  support  from  the  people  of  the  community 
that  we  Avould  otherwise  receive.  "We  advocate,  buy 
at  home,  and  we  must  practice  it. 

Co-operation  between  customer  and  merchant  is 
most  necessary.  If  each  day  we  show  a  spirit  of 
brotherhood  toward  our  customers,  show  them  that 
we  are  interested  in  the  welfare  of  men  generally,  in- 
terested also  in  the  development  of  the  city  in  which 
we  live,  and  not  live  to  ourselves  alone,  we  in  this  way 
gain  the  confidence  of  the  people  and  receive  the  sup- 
port of  many  who  otherwise  might  be  inclined  to  send 
their  money  and  business  out  of  the  city. 

Eliminating  the  credit  sj'stem  is  helping  our  busi- 
ness at  home.  The  credit  system  has  too  many  leak 
holes.  The  cash  system  has  many  advantages.  By 
adopting  the  cash  system  we  reduce  overhead  charges, 
dispose  of  bad  debts,  avoid  mistakes  in  connection 
with  accounts,  remove  the  temptation  of  the  fraudu- 
lent customer  who  procures  goods  under  false  pre- 
tencf's.  governs  the  buyer  who  has  a  limited  income, 
enables  the  merchant  to  pay  cash  for  his  stock  of 
merchandise,  which  means  lower  prices  to  merchant 
and  customer,  and  closer  {)rices  means  a  bigger  volume 
o-f  business  in  our  home  store  and  city. 


A  COMMUNITY  PLEDGE. 

Here's  a  city  building  idea  from  a  town  in  Alberta 
that  might  be  applied  elscAvhere.  Down  in  that  once 
inactive  town  whicli  is  now  growing    by    leaps  and 


bounds  what  is  known  as  a  "community  pledge"  has 
been  issued.    The  pledge  is  as  follows : 

I  hereby  solemnly  pledge  myself  to  do  my  part  in 
supporting  (  ),  her  industries  and  enterprises. 

I  pledge  myself  not  to  send  away  from  (  ) 

for  anything  that  T  can  buy  here  (all  things  being 
equal).  Furthermore,  I  will  do  all  I  can  to  persuade 
my  friends,  relatives  and  acquaintance  to  do  likewise. 

I  will  co-operate  with  my  fellow  citizens  in  every 
move  made  for  our  common  betterment.  I  will  think 
and  express  only  good  thoughts  about  the  city  which 
is  good  enough  for  me  to  live  in. 

I  will  talk  prosperity  and  think  prosperity  about  my 
city  and  its  future. 

Signed   

The  pledge  embodies  a  spirit  that  makes  cities  grow 
and  people  more  united  and  prosperous.  The  big 
happy  family  idea  is  the  best  tonic  ever  prescribed 
for  a  city. 


DEALERS  SHOULD  REMEMBER  THAT 

It  is  safe  to  say  the  man  who  saves  will  have  an  vim- 
brella  for  the  rainy  day. 

Opportunities  are  made,  not  bought.  We  envy  the 
man  Avho  has  capital :  Ave  should  envy  the  man  who  has 
ideas. 

The  best  bosses  don't  boss. 

It's  "some  man"  who  can  come  in  the  morning 
wearing  a  smile,  and  go  home  at  night  still  using  it. 

When  you  look  upon  your  job  as  work,  instead  of  an 
occupation  that  you  Avoiild  rather  be  in  than  anything 
else  in  the  world,  it  is  time  to  get  another  job  or  change 
your  attitude. 


WHY  I  BUY  AT  HOME. 

Because  my  interests  are  here. 

Because  the  community  that  is  good  enough  for  me 
to  live  in  is  good  enough  for  me  to  buy  in. 

Because  I  want  to  see  the  goods  I  am  buying. 

Because  I  want  to  get  what  I  buy  when  I  pay  for  it. 

Because  if  ill-luck,  misfortune  or  bereavement  comes, 
the  merchant  I  buy  from  is  here  with  his  kindly  ex- 
pression of  greeting,  his  words  of  cheer,  and  if  needed, 
his  pocketbook. — B. 


WHAT  ADVERTISING  SHOULD  DO. 

What  should  advertising  do?  According  to  Prof. 
Perry  F.  Nichols  of  the  University  of  Wisconsin  the 
merchant  who  woiild  successfully  advertise  should  do 
three  things : 

First :  He  must  analyze  his  merchandise  to  find  out 
its  selling  points;  and  must  tben  analyze  his  prospec- 
tive customers  in  order  to  know  which  selling  i)oints 
will  appeal  most  strongly  to  them. 

Second  :  He  must  tell  the  story  of  his  merchandise 
in  an  intelligent  and  appealing  manner  in  order  to 
arouse  the  buying  desire  of  his  audience. 

Third:  He  must  select  an  effective  medium  to  take 
his  message  to  the  public. 
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R.  N.  Tonibj^Il,  upholsterer,  Montreal,  has  been  regis- 
tered. 

Arthur  Sequin,  furniture  dealer,  Montreal,  has  been 
registered. 

The  Provincial  Maehineiy  Co.,  plan  to  manufacture 
talking  machines  at  St.  Thomas,  Ont. 

J.  C.  Webster  has  moved  his  furniture  business  into  a 
new  and  larger  store  at  Smith's  Palls,  Ont. 

The  Wettelings  Co.,  musical  instrument  dealers,  Wel- 
land,  Ont.,  are  succeeded  by  Wm.  Wettelings. 

Layton  Bros.,  Montreal,  employeies  recently  held 
their  first  annual  picnic,  going  by  steamer  to  Lavaltrie. 

Prattephone,  Ltd.,  St.  Jerome,  Que.,  has  been  incor- 
porated to  bu3",  sell  and  manufacture  talking  machines 
with  a  capital  of  $49,000. 

Albert  Bienjouetti  has  been  appointed  manager  of 
the  talking  machine  and  music  departments  of  N.  G. 
Valiquette,  Ltd.,  Montreal. 

The  talking  machine  men  of  New  York,  New  Jersey 
and  Connecticut  have  formed  a  service  bureau  which 
it  is  hoped  Avill  be  of  use  to  its  members. 

H.  B.  Foreman,  has  bought  the  business  of  the  Os- 
borne Phonograph  Co.,  opened  over  two  years  ago  by' 
F.  H.  Osborne,  on  Broadview  Avenue,  Toronto. 

J.  B.  O'Brien  has  resumed  the  management  of  the 
talking  machine  department  of  C.  W.  Lindsay,  Ltd., 
OttaAva,  after  doing  "his  bit"  for  a  number  of  years  in 
France. 

McNiven  &  York,  125  Wyndham  Street,  Guelph,  are 
preparing  to  submit  to  the  public  in  the  near  future 
an  appliance  to  fit  on  baby  carriages  in  the  winter. 
They  tried  this  appliance  out  last  winter  with  great 
success  and  are  preparing  to  manufacture  same  on  a 
large  scale  this  fall.  They  already  have  salesmen  on 
the  road. 

Mr.  Gofine,  of  Gofine  &  Co.,  Winnipeg,  is  at  present 
visiting  Ontario  points  on  a  toiar  of  the  different  fac- 
tories, looking  for  stock  for  his  firm.  He  reports  busi- 
ness conditions  in  the  West  as  splendid,  little  effect  be- 
ing felt  from  the  late  big  strike.  Most  of  the  furniture 
business  comes  from  returned  men  starting  housekeep- 
ing again. 


SHIP  RECORDS  BY  AIRPLANE. 

At  the  inauguration  of  the  first  aerial  transportation 
service  in  Boston  one  of  the  talking  machine  com- 
panies sent  a  shipment  of  records  from  Franklin  Field 
to  Swampscott  in  one  of  the  planes  operated  by  the 
Xor'^^j  Shore  Aerial  Transportation  Co. 


ANTICIPATE  BIG  FURNITURE  BUYING  IN  WEST 

An  important  consideration  for  the  trade,  according 
to  Mr.  Chas.  A.  Moore,  who  recently  made  a  trip 
through  the  West,  is  that  there  is  a  lack  of  houses  in 
all  sections  v/est  of  the  Great  Lakes.  As  soon  as  the 
building  trades  get  settled  as  to  what  they  want  in 


the  wage  line,  Mr.  Moore  believes  there  will  be  a  big 
boom  in  house  building,  and  of  course  these  neAV 
houses  will  need  new  furniture.  This  means  that  the 
demand  for  furniture  will  be  enormous. 


RESALE  PRICE  IN  LEGISLATION. 

A  bill  has  been  introduced  into  the  U.S.  House  of 
Representatives  which  treats  in  a  broad  Avay  the  much- 
discussed  question  of  price  maintenance  and  resale 
prices  in  a  way  which  is  expected  to  meet  with  the  ap- 
proval of  manufacturers.  This  new  bill  differs  from 
the  former  Stephens  bill  in  that  it  provides  for  the  en- 
forcement of  its  provisions  regarding  resale  price  main- 
tenance. 


SPLENDIDLY  CONCEIVED  MEMORIAL. 

One  of  the  outstanding  features  of  the  Peace  Cele- 
bration at  Truro,  N.S.  was  an  immense  cenotaph  or 
temporary  memorial,  which  was  erected  on  the  Esplan- 
ade. This  was  surmounted  with  a  gigantic  casket, 
draped  with  the  original  flag  that  was  carried  overseas 
by  the  17th  Nova  Scotia  Battalion.  Avith  the  First  Can- 
adian Contingent.  The  G.W.V.A.  furnished  a  guard  of 
honor,  and  the  whole  parade  saluted  on  passing  this 
point,  after  AA'hich  the  Last  Post  Avas  sounded.    On  the 


Cenotaph  erected  by  furnitviro  dealers  at  Truro. 


four  sides  of  the  monument  ran  the  inscription  "To 
Our  Heroes  Who  Died  That  We  Might  Live  In  Peace," 
and  it  was  decorated  Avith  four  large  laurel  Avreaths 
and  Avith  many  floral  tributes  from  relatives  of  the 
fallen.  The  memorial  Avas  designed  by  Mr.  E.  D.  Ver- 
non, of  Vernon  &  Co.,  furniture  dealers,  and  the  casket 
and  drapery  Avork  were  artistically  carried  out  by  Mr. 
J.  C.  B.  Olive,  funeral  director. 


HE  CAUGHT  THEM  ALL  RIGHT. 

Louie  YoUes  says  that  Dave  Souter,  in  taking  his  pic- 
ture with  cup  in  hand  should  not  have  sent  it  broad- 
cast. Dave,  said  Louis,  had  experienced  bad  luck  fish- 
ing on  the  Clear,  and  on  his  Avay  home  he  called  at  a 
fish  store  and  said  to  the  proprietor: 

"Just  stand  over  there  and  throAv  me  five  of  the  big- 
gest of  those  trout!" 

' '  ThroAv  'em  ?  What  f or  ? "  asked  the  man  in  amaze- 
ment. 

"So  I  can  tell  the  family  I  caught  'em.  I  may  be  a 
poor  fisherman,  but  I'm  no  liar."  That  explains  Dave's 
big  catch. 


September,  1919  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  45 

THE  IMPORTANCE  OF  GOOD  BUYING 
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What  it  involves  and  what  it  means  to  a  business— Good  judgment  necessary— Relation  of  buying  to  contracting  debt. 


One  of  the  most  interesting  problems  in  commercial 
affairs  is  why  so  small  a  percentage  of  retail  merchants 
succeed  even  to  the  extent  of  remaining  in  business 
and  meeting  in  full  their  obligations,  though  they  go 
into  business  presumably  expecting  to  do  better  than 
make  both  ends  meet. 

The  answer  to  this  problem  is  that  men  rush  into 
business  ventures  with  an  idea  that  it  is  a  very  simple 
matter  to  run  a  business,  and  that  the  only  elements 
that  really  enter  into  it  are  buying  and  selling. 

We  would  not  entrust  a  machine  for  motive  or  pro- 
ductive power  to  an  unskilled  laborer  if  safety  and 
success  are  to  be  assured,  and  so  it  is  that  the  business 
machine  breaks  down  and  brings  disappointment  to 
the  unskilled  and  unfitted  operator. 

In  this  country  there  is  too  much  reliance  upon 
native  shrewdness.  Men  confuse  shrewdness  with 
skill,  thinking  they  are  identical,  but  they  are  not,  for 
while  shrewdness  may  be  a  source  of  reliance  in  time 
of  emergency,  it  is  skill — or  honest,  energetic  applica- 
tion of  common  sense,  knowledge,  and  experience  to 
the  task  in  hand — that  builds  substantially  and  makes 
for  successful  operation. 

Buying  is  the  fuel  of  the  business  machine,  and 
should  be  the  first  subject  for  the  exercise  of  skill  upon 
the  part  of  the  retail  merchant.  If  good  judgment  is 
not  used  as  to  quality  or  quantity  the  business  machine 
will  be  deficient  in  profit-producing  power.  There  is 
a  homely  but  pertinent  maxim,  "Goods  well  bought 
are  half  sold."  It  takes  skill,  with  all  that  that  word 
implies,  to  compass  this  first  requisite  of  profitable 
business.  Present-day  competition  calls  for  such  skill 
as  men  never  had  to  exercise  before  to  satisfy  rapidly 
changing  tastes  and  needs  of  the  consumer,  and  create 
new  demands  which  the  merchants  must  arrange  to 
satisfy. 

This  leads  us  to  consider  the  relation  of  buying  to 
the  important  feature  of  creating  a  debt,  for  the  meet- 
ing of  which  provision  must  be  constantly  made.  A 
debt  contracted,  known  commercially  as  a  credit, 
has  two  terminals — that  when  the  debt  is  contracted 
or  the  credit  extended,  and  that  when  the  credit  is 
redeemed  or  the  debt  extinguished — and  there  can  be 
no  safe  and  successful  start  from  the  first  terminal 
without  having  the  second  distinctly  in  view. 

Dopoiulonce  cannot  be  placed  upon  Provi- 
dence or  chance  to  extinguish  the  debt.  Retail 
merchants  fail  and  are  unsuccessful  because 
they  overbuy  or  lack  the  skill  properly  to  ad- 
just purchases  to  the  selling  power  of  their 
business  or  to  their  available  capital,  which 
eyentui-illy  br'inp's  about  embarrassment  due  to 
disproporlion  of  matured  obligations  to  likely 
or  available  assets.  Overbuying  or  inflation  of 
slock  is  the  danger  against  which  every  mer- 
chant must  constantly  struggle. 

Therefore  the  merchant  must  first  deter- 
mine the  safe  i)urehasing  power  of  his  capital 
— must  k'low  how  often  it  is  necessnry  for  the 
stock  or  capital  to  be  turned  over  each  year, 
so  that  his  credit  obligations    may    be  pro- 


perly provided  for,  the  largest  discounts  availed 
of,  and  the  expense  of  depreciation  for  undesirable 
and  out-of-date  goods  kept  at  a  minimum. 

As  a  final  word,  for  it  cannot  be  too  frequently 
dwelt  upon,  success  in  retail  merchandising  is  in  pro- 
portion to  good  buying,  for  upon  it  depends  the  rapid 
turn-over  of  capital,  the  securing  of  best  discounts, 
and  a  reasonable  net  profit. 


ANOTHER  MAN  WITH  THE  WRONG  IDEA. 

A  cutter  in  a  tailoring  department  of  a  clothier,  be- 
ing paid  -t^O.OO  per  week,  decided  he  would  give  up 
working  for  others  and  open  up  a  tailoring  establish- 
ment of  his  own.  The  first  week  he  sold  three  siaite  at 
$30.00  each,  cut  and  made  them  and  collected  the 
money.  He  was  more  than  gratified  at  the  result  of 
his  first  week  in  business  on  his  own  account. 

"I  have  been  working  for  years,"  he  said,  "for 
$20.00  a  week,  and  the  first  week  I  am  working  for  my- 
self I  make  $90.00." 

He  immediately  started  to  have  a  good  time  on  his 
first  week's  "earnings." 

A  few  weeks  afterwards  he  was  back  cutting  in  his 
old  department  at  $18.00  a  week. 

These  cases  are  extreme,  but  it  shows  the  kind  of 
opposition  some  merchants  have  in  their  towns. 


THE  STICKER. 

It's  easy  to  cry  that  you're  beaten,  and  die, 

It's  easy  to  crawfish  and  crawl, 
But  to  fight  and  to  fight  when  hope 's  out  of  sight, 

Why,  that's  the  best  game  of  them  all. 

And  though  _you  come  out  of  eaeh  gruelling  bout 
All  broken  and  beaten  and  scarred — 

Just  have  one  more  try.    It's  dead  easy  to  die, 
rt's  keeping  on  living  that's  hard. 


Every  dealer  should  keep  up  the  campaign  for 
music  in  his  localitv. 


Expert  salesmanship  means  realizing  an  opportunity 
— those  possessing  it  win. 

TABLE  FOR  FINDING  THE  SELLING'  PRICE  OF  ANY  ARTICLE 
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HOW  A  U.S.  FURNITURE  FACTORY  DOES  THINGS 

Over  at  Fayctteville,  just  outside  of  Syracuse,  New 
York,  is  located  the  plant  of  L.  &  J.  G.  Stickley,  Inc., 
niaiuifacturei's  of  fine  mission  furniture. 

\\\  tlie.se  days  of  sharp  i-onipetitiou,  this  company 
rigidly  adhered  to  the  policy  of  <|uality  before  price 
and  it  is  (|uito  ntttieeable  tluit  this  concern  pays  par- 
ticular attention  to  the  small  as  well  as  the  large  things 


prospects,  their  attitude  Avhen  interviewed,  as  Avell  as 
sales  made  to  them.  If  possible,  further  classify  those 
on  your  lists  according  to  your  understanding  of  their 
needs.  Then  work  your  prospect  H.st.  Its  value  is  in 
the  iise  you  make  of  profits.  Your  campaigning  for 
business  supplies  the  key  that  opens  the  door  to  those 
profits. 


ini.  shciwin:;   li-  w  furiiilui'e  is  pvit         befiire  .sending  out 
ill  shipment. 

—not  a  single  thing  is  overlooked,  even  to  the  details 
of  finishing  ai'd  construction  of  cushions,  chair  seats, 
etc. 

In  the  shipping  of  their  product,  considerable  quan- 
tities of  twine  are  used,  in  order  to  make  sure  that  the 
furniture  will  reach  its  destination  in  perfect  condition. 


DEVELOP  YOUR  PROSPECT  LIST. 

Your  prospect  list  maps  the  i)OSsibilities  of  your  busi- 
ness. Prepai-ation  of  such  a  list  is  the  first  step  in  cani- 
l)aigning  for  more  business.  It's  the  basis  of  all  sales 
campaigns,  foundation  of  all  advertishig  and  selling 
plans.   Also  it's  a  business  asset  of  real  ledger  value. 

Begin  by  dividing  your  community  into  section.?, 
fjet  down  in  each  instance  the  name,  address  and  phone 
number  and  person  to  be  seen.  Keep  your  list  of  cus- 
tomers and  ])ro.speetive  customers  sei)arated.  Provide 
facilities  for  recording  all  advertising  sent    to  such 


SELLING  DAVENPORTS. 

A  manufacturer  of  davenports  in  addressing  dealers 
and  their  salesmen,  gave  this  advice : 

"Certain  manufacturers  of  kitchen  cabinets,  refriger- 
ators and  stoves,  have  proven  that  the  prospective  pur- 
chaser— 'lookers,'  as  you  call  them — who  walks  out 
with  the  excuse,  '1  want  to  look  around  a  little,'  has 
become  practically  extinct  wliere  the  salesman  knew 
his  line ! 

"When  a  man  or  a  woman  enters  your  store  and  asks 
to  see  a  bed  davenport  he  or  she  is  looking  for  informa- 
tion. If  you  have  it  to  give — if  your  talk  is  informa- 
tive, in  addition  to  being  intelligent  and  convincing, 
you  are  going  to  close  a  sale  ninety-seven  times  out  ot 
every  hundred.   There  is  no  question  about  that  at  all. 

"It  is  practically  impossible  for  any  man  to  be  thor- 
oughly informed  on  every  article  to  be  found  in  the 
modern  furniture  store,  but  such  lines  as  the  ones  men- 
tioned, and  bed  davenports — all  lines  that  must  be 
demonstrated  to  the  customer — a  salesman  simply  must 
be  thoroughly  posted  on  if  he  is  not  going  to  have  his 
looker  walk  out  on  him." — Southern  Furniture  Jour- 
nal. 


PERSONAL  SERVICE  EFFECTIVE. 

One  particularly  popular  funritui'e  dealer  irr  Massa- 
chusetts, says  C.T.H.  in  Grand  Rapids  Furniture  Re- 
cord, makes  it  a  point  to  follow  up  sales  with  a  sincere 
personal  service,  a  feature  he  finds  ef¥ective  in  retain- 
ing the  customer's  good-will.  Moreover,  it  tends  to  in- 
crease his  future  business  fr-nn  customers  already  satis- 
tied;  the  biryer  is  so  impressed  with  the  dealer's  desire 
to  give  satisfaction  that  he  is  prompted  to  place  all  his 
orders  Avith  that  store.  The  sales  are  followed  uj)  both 
by  letter  and  by  personal  call.  If  a  young  couple  had 
purchased,  say,  a  complete  outfit  for  home  furnishing, 
the  dealer  in  two  or  three  months'  time  visits  their 
home,  to  ask  if  the  furniture  is  giving  thorough  satis- 
faction and  to  make  any  adjustment  that  may  be  neces- 
sary. Such  interest  is  more  than  appreciated,  resulting 
in  a  most  pleasant  business  relation  between  customer 
and  merchants.  Even  direct  sales  have  been  traced  to 
these  visits.  The  same  plan  is  carried  out  with  his 
stove  department.  Two  months  after  the  purchase  of 
a  stove  the  dealer  sends  the  customer  a  letter  with  a 
return  card  attached  for  the  recipient  to  use  if  the 
stove  is  not  giving  full  satisfaction.  Many  times  the 
complaint  results  from  ignorance  on  the  part  of  the 
customer  in  running  the  stove,  which  is  diplomatically 
adjusted.  These  personal  visits,  account  for  much  of 
his  profitable  popularity. 


Visitor — What  lovely  furniture  ! 

Jolmny — Yes,  I  think  the  man  we  bought  it  from  is 
sorry  now  he  sold  it:  anyway,  he's  ahvays  calling. 


Milwaukee  furniture  dealers  took  advantage  of  a 
"Style  Week"  in  that  city  to  foi-ward  styles  of  fnrni- 
tui-e  and  so  add  to  sales. 
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Eight  Good  Rules  for  Furniture 
Clerks 


By  ONE  OF  THEM 


First :  Yon  must  be  a  live  clerk. 

Second :  You  must  be  honest  and  upright  in  every 
respect.  Do  not  be  mixing  in  all  kinds  of  games  or 
tricks  or  unbecoming  sports:  and  always  tell  your  cus- 
tomers the  truth  even  if  you  do  not  make  a  sale.  They 
will  learn  in  a  short  time  that  you  are  honest  and  that 
is  the  kind  that  wins  in  the  long  run. 

Third :  Never  be  above  doing  any  kind  of  work  that 
might  fall  to  you  in  the  business.  I  have  been  on  tbe 
delivery  wagon,  set  up  stoves,  collected,  marked  up 
goods — in  fact,  worked  all  around  the  board. 

Fourth :  Inside  the  store — keep  up  stock.  Do  not 
buy  in  large  ciuantities  but  keep  it  coming  in  all  the 
time. 

Fifth  :  Trim  the  windows  once  a  week  and  make  them 
just  as  attractive  as  possible;  a  good  window  is  half 
the  battle. 

Sixth :  After  showing  a  piece  of  furniture  to  a  cus- 
tomer always  put  it  back  in  its  proper  place. 

Seventh :  I  think  the  manager  ought  to  be  just  as  live 
as  the  clerks  or  a  little  more  so.  and  should  encourage 
his  clerks  as  much  as  possible,  for  every  little  bit  helps. 

Eighth :  Always  be  prompt  in  tilling  orders  and  do 
not  tell  your  customer  that  you  can  deliver  an  article 
in  a  certain  time  and  then  never  think  about  it  until 
he  calls  up  on  the  phone  and  gives  you  a  war  story 
about  a  yard  long.  That  kind  of  business  gets  old 
and  will  lose  you  money. 

Now  I  always  lived  on  a  farm  until  a  little  over  a 
year  ago  when  I  came  to  Weston  and  became  a  re- 
tail clerk.  I  like  it  very  much,  but  T  certainly  had  a 
trial  of  it  when  I  began;  but  T  hope  to  reach  the  top 
of  the  ladder  bve  and  bve. 


S  is 
A  is 
L  is 
E  to 
S  is 
M  is 
A  is 
N  is 
S  is 
H  is 
I  is 
P  is 


SALESMAN'S  ALPHABET 

for  Service — give  and  you'll  grow; 
for  Ability — it's  yours  when  you  know; 
for  Loyalty — be  loyal  and  true  ; 
Enthusiasm  all  things  are  due; 
to  Studj^  each  customer  bard ; 
your  Manhood — be  ever  on  guard ; 
for  Altruism,  the  father  of  Love ; 
for  Nature,  your  gift  from  above ; 
for  Strengtli  with  which  to  be  blest ; 
for  Ho];iesty,  the  policy  best ; 
Initiative  strong — you  need  it  to  begin  ; 
Persevei'anee,  stick  and  you'll  win. 

— Business  Success. 


STUDY  MEN 

Some  men  have  within  them  that  which  always  spurs 
them  on,  some  need  artificial  initiative,  outside  en- 
couragement. 

Some  men  extend  themselves  under  stern  discipline ; 
some  respond  only  to  a  gentle  rein. 

Some  men  need  driving:  some  coaxing.  Some  need 
the  spur;  some  the  sugar  lump. 

Some  rrien  do  their  best  with  work  piled  shoulder 
high;  some  must  have  it  given  them  a  piece  at  a  time. 

Some  men  thrive  on  discouragement ;  some  cannot 
work  without  cheerfulness. 

Study  men — the  men  over  you.  under  you,  around 
you. 

Study  them  and  learn  how  to  get  from  each  the  most 
that  is  in  him. 


A  NATURAL  VERDICT 

Jake  Jackson,  a  native  of  Georgia,  was  summoned  to 
court  on  an  assault  charge.  The  state  brought  into 
court  the  Aveapons  used — a  huge  pole,  a  dagger,  a  pair 
of  shears,  a  saw  and  a  gun.  Jackson's  couns?l  pro- 
duced as  the  complainant's  weapons  an  axe,  a  shovel,  a 
scythe,  a  hoe  and  a  pair  of  tongs.  The  jury  was  out 
but  a  short  while  and  returned  with  this  verdict:  "Re- 
solved, that  we,  the  jury,  would  have  given  five  dollars 
to  see  the  fight." 
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Illustrated  are  two  screens 
from  the  line  of  the  Strat- 
ford Manufacturing  Com- 
pany, Limited,  of  Stratford, 
Ont.  These  are  a  new  line 
on  the  market  and  will 
prove  ready  sellers.  No. 
102  is  made  with  oak  fraTne 
and  silkoline  filler  and  No. 
103A  with  oak  frame  and 
beaver  hoard  filler,  covered 
with  attractive  wall  papers. 


g  No.  103A 
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No.  102. 
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I         Letters  to  the  Editor  I 
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LUMBER  GONE  CRAZY. 

Up  to  April  and  May  oak  and  guniwood  could  be 
bought  by  the  ear  around  $120  and  $60  per  thousand 
feet  board  measure,  plus  7V2  per  cent,  war  duty  (which 
buyers  considered  a  ridiculous  price).  In  June  they 
increased  |10  or  more,  but  about  the  first  of  Julj^  they 
increased  fast  on  a  sky-rocket  course,  till  they  finally 
went  to  over  $200  and  $110  respectively,  this  for  1st 
and  2nd  ((uartered  Avhite  oak,  and  1st  and  2nd  plain  red 
gum,  with  all  other  lumber  more  or  less  following  (and 
principally  more).  The  situation  is  at  a  very  acute 
stage  right  now,  with  very  little  to  be  got  even  at  these 
very  high  figures.  The  retailer  should  know,  if  he  does 
not,  that  nearly  all  of  the  oak,  and  all  of  the  gumwood 
comes  from  the  Southern  States,  Mississippi,  Arkausa.s, 
and  thereabouts.  The  mills  are  just  starting  to  cut 
gum  now,  and  it  will  be  some  time  before  any  is  on  the 
market,  as  it  rakes  moiiths  to  get  it  in  usable  condi- 
tion. 

An  astounding,  extraordinary  and  almost  unbeliev- 
able condition  now  exists.  The  output  of  most  lumber 
was  greatly  curtailed  during  the  war,  continuous  rainy 
weather  in  the  south,  during  the  early  part  of  1919  has 
prevented  the  cutting  of  gumwood ;  European  buyers 
have  appeared  and  bought  for  export  everything  in 
good  gum  and  oak  in  sight,  paying  unheard  of  prices 
on  account  of  the  absolute  dearth  of  lumber  at  home, 
and  prices  will  never  drop  to  anj^  extent,  till  Europe 
has  some  stock  ahead,  which  will  not  be  for  many 
months.  Europe  is  not  only  buying  lumber,  but  also 
buying  at  almost  any  price  asked,  the  finished  articles 
made  of  lumber,  such  as  furniture,  picture  frames, 
moulding,  etc.,  etc.  This,  along  with  the  high  wages 
being  paid,  and  scarcity  of  skilled  labor,  which  is  as 
great  as  during  the  war,  on  account  of  the  larger  vol- 
ume of  orders  and  shorter  hours,  must  make  for  very 
much  higher  prices  even  of  those  sky  high  ones  of  the 
last  few  months. 

The  word  to  the  retailer  is  this:  Do  not  take  high 
prices  seriously,  in  spite  of  the  high  cost  of  living,  the 
working  man  and  others  are  getting  more  money  than 
ever  before  and  spending  it  freely ;  people  are  buying 
things  they  never  before  dreamt  of,  and  as  long  as 
these  conditions  last  business  will  be  good  and  you  will 
be  able  to  get  vour  price  and  keep  on  increasing  your 
business.         "  A.  CORRESPONDENT. 


SITUATION  IN  FURNITURE  WORLD. 

By  A.  K.  KARPEN,  Chicago. 

A  situation  unparalleled  in  the  history  of  the  furni- 
ture industry  seems  to  confront  both  dealers  and  mami- 
facturers  at  the  present  time.  What  appears  to  be  a 
veritable  furviiture  hunger,  if  we  may  apply  the  term 
figuratively,  looms  up  before  the  men  who  make  and 
the  men  who  sell  furniture.  For  six  months  or  more 
every  wheel  in  the  furniture-making  industry  has  been 
tui-ning  ceaselessly;  every  workman  willing  to  work 
has  been  employed  to  the  limit  of  his  capacity,  and  the 
normal  facilities  of  factories  everywhere  have  been 
strained  to  the  utmost  to  produce — to  meet  in  some 
measure  the  demands  of  the  public  expressed  through 
the  orders  of  dealers.  It  is  not  a  theory  that  the  mak- 
ers of  furniture  have  to  grapple  with;  it  is  a  condition 
■riv.']  H  serious  one. 


Ordinarily  the  price  factor  is  a  potent  influence  in 
determining  the  demand  for  an  article.  Raise  the  price 
even  a  little  and  there  is  some  cessation  of  demand; 
raise  it  still  more,  and  the  demand  will  decrea.se  or 
cease  altogether,  for  the  public  will  either  get  .substi- 
tutes or  get  along  without  the  article.  But  normal  con- 
ditions of  supply  and  demand  have  had  no  perceptible 
effect  on  the  furniture  market  of  this  year.  The  de- 
mand has  been  incessant,  and  this  despite  price  in- 
creases. 

Dealers  of  many  years  experience  in  the  trade  con- 
fess themselves  unable  to  solve  the  problem.  It  was 
naturally  to  be  expected  that  with  the  ending  of  the 
war,  or  the  signing  of  the  armistice,  there  would  be  a 
big  demand  for  furniture.  Curtailed  buying,  the  ten- 
dency to  save  or  hoard  money  during  the  actual  period 
of  the  war  and  wartime  restrictions  on  dealers  and 
manufacturers  had  a  restraining  effect,  and  when  +ho 
situation  is  cleared  big  business  was  naturally  expect- 
ed. But  not  the  volume  which  has  since  developed  and 
which  continues. 

As  was  inevitahly  to  be  foreseen  this  unprecedented 
era  of  buying  has  had  the  effect  of  boosting  prices  ev- 
erywhere. This  is  in  plain  harmony  with  the  laws  of 
supply  and  demand.  Vastly  increased  demands  on 
factories,  whose  production  facilities  are  unpreparerl, 
meant  partial  distribution,  for  furniture  plants  cannot 
double  themselves  over  night  or  spring  up  like  mush- 
rooms. The  situation  is  analagous  to  the  breaking  of 
a  dam  behind  which  great  bodies  of  water  have  been 
accumulating  for  years.  An  inundation  is  the  result. 
Ordinary  facilities  are  inadetjuate  to  cope  with  an  ex- 
traordinary condition. 


FURNITURE  TRADE  NOTES. 

Mile  End  Furnitiire  has  been  registered  at  Montreal. 
The  Toronto  Feather  &  Bedding  Supply  Co.  has  been  ^ 
registered. 

The  Gei'rard  Furniture  &  Stove  Co.,  Toronto,  has 
been  registered. 

S.  Boiirassa  &  Fils,  furniture  dealers.  Grand  Mere. 
Que.,  have  been  registered. 

A.  M.  Edelstein  is  discontinuing  his  statuary  and  pic- 
ture framing  business  at  Ottawa. 

Etheridge  Bros.,  manufacturers  of  toys,  furniture, 
etc.,  have  been  registered  at  Montreal. 

The  Ottawa  Typewriter  Co.,  Ltd.,  su.stained  a  fire 
loss  recently.    Their  building  was  insured. 

In  the  window  dressing  contest  held  in  Brandon  dur- 
ing the  convention  of  the  Manitoba  Retail  Merchants' 
Association,  McPherson  &  Bedford  won  fourth  nvize 
with  a  display  of  bedroom  furniture,  securing  an  80  per 
cent,  award. 


CHURCH  FURNITURE  FOR  SOUTH  AFRICA. 

South  Africa  is  beginning  to  develop  as  a  market  for 
church  furniture.  The  shipment  of  complete  pews  and 
furniture  for  a  large  church  in  the  town  of  Potchef- 
stroom.  Transvaal  colony,  marks  the  beginning  of  busi- 
ness with  South  Africa  in  products  of  this  type.  This 
work  was  built  entirely  of  solid  straight-grained  oak. 
and  in  the  selection  which  was  made  it  was  apparent 
that  the  South  African  people  are  not  lacking  in  their 
appreciation  of  correct  design.  Although  freight  rates 
are  still  verv  high,  officers  of  the  Valley  City  Seating 
Company,  who  secured  this  initird  order,  intend  to  open 
up  an  export  trade  with  this  other  Dominion. 
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PROPER  ACCOUNTING  BUILDS  for  SUCCESS 
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Relation  between  records  and  results— Does  your  salary  figure  in  overhead?— A  proper  bookkeeping  system 
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UPON  investigation  many  stores  are  proven  to  be 
run  at  a  loss,  because  the  bookkeeping  systems 
employed  are  inadequate  and  collection  methods 
are  faulty. 

Harvard  University's  Bureau  of  Research  gives  some 
very  interesting  and  profitable  points,  showing  how 
merchants  usually  make  mistakes.  Many  mistakes 
are  made  not  because  of  unwillingness  to  learn,  but 
rather  to  unreliable  sources  of  information  or  lack  of 
experience.  No  one  wants  to  lose — it  is  simply  be- 
cause they  are  not  equipped  to  win. 

If  you  want  to  succeed  as  a  retailer  you  must  have  a 
thorough  and  practical  knowledge  of  operating  costs. 
This  is  particularly  true  at  a  time  like  this  when  costs 
are  continually  changing,  and  the  war  has  rendered 
successful  retailing  even  more  difficult  than  in  the 
normal  times  of  a  few  years  ago. 

The  figures  of  those  who  have  made  exhaustive  re-, 
searches  show  that  many  a  store  is  running  at  a  loss, 
and  yet  strange  to  say,  the  proprietor  does  not  know 
it.  All  that  they  do  know  is  that  they  are  able  to  get 
a  living,  but  no  one  wants  to  simply  mark  time — Ave 
are  all  anxious  to  move  forward. 

Some  retailers  do  not  realize  that  if  they  would  in- 
vest the  money  which  they  have  tied  up  in  stock,  in 
some  other  way  and  would  go  to  work  as  a  clerk  for 
someone  else  at  $25.00  a  week,  they  would  be  making 
money,  and  the  reason  for  this  is  that  no  accurate 
records  hold  the  facts  up  to  them  for  inspection  and 
correction. 

How  About  Your  Salary? 

There  is  one  expense  that  many  retailers  fail  to  in- 
clude— their  own  salary.  One's  salary  should 
represent  the  amount  paid  the  manager  or  proprietor 
and  should  be  equal  to  what  the  retailer  would  be 
willing  to  pay  anyone  else  for  doing  the  same  kind  of 
work,  or  the  salary  which  he  would  expect  to  receive 
if  he  were  employed  elsewhere.  If  you  figure  that  for 
a  business  the  size  of  yours,  a  man  should  be  getting 
at  least  $2,000  a  year,  then  you  should  charge  vour 
business  with  this  '$2,000. 

One  retailer  I  have  in  mind  made  the  statement  that 
it  did  not  co.st  him  anything  to  do  business.  Owning 
his  own  building,  he  had  no  rent  to  pay,  and  as  his 
wife  was  a  great  help  in  the  store  he  claimed  he  had 
no  selling  expense,  and  his  deliveries  cost  him  nothing 
because  he  had  a  horse  and  wagon  of  his  own,  which 
his  son  used  for  the  firm's  benefit. 

Now  this  is  not  an  exceptional  view,  for  there  are 
many  retailers  who  do  not  charge  their  business  with 
either  rent,  wages,  deliveries,  or  selling  expenses,  be- 
cause their  families  are  on  the  job. 

With  too  many,  bookkeeping  comes  last.  Often- 
times one  is  tired  after  a  busy  day  and  tries  to  find  out 
from  an  inaccurate  spindle  file  and  check  book  stubs, 
where  he  stands.  Perhaps  he  knows  little  about  book- 
keeping; his  accounts  fail  to  balance,  and  he  goes  on 
with  "Oh  well.  I'll  fix  that  all  up  to-morrow."  but  to- 
morrow finds  the  hours  just  as  crowded  as  yesterday. 
Bookkeeping  is  neglected  again  while  he  waits  on 
trade,  sweeps,  keeps  the  store  in  order,  etc. 


There  is  another  type,  however,  who  are  alive  to  the 
importance  of  proper  bookkeeping,  realizing  the  ne- 
cessity of  straightening  out  their  business  before  they 
can  hope  to  make  the  straight  road  to  profits.  Every 
retailer  should  know  exactly  where  he  stands ;  he 
should  keep  some  sort  of  a  systematic  and  accurate 
record  of  his  receipts  and  expenditures,  balancing  his 
accounts  at  the  end  of  each  month.  You  may  have 
to  face  an  unpleasant  truth,  but  keep  track  of  all  your 
expenses,  stop  the  leaks,  install  efficient  methods  in 
every  line,  and  your  balance  will  be  very  encouraging 
on  the  right  side.  You  will  find  what  you  started  out 
to  create — a  profit. 

Many  most  excellent  systems  are  being  used  by  in- 
dividual stores — methods  which  show  the  store  keeper 
facts  about  their  business — what  their  delivery  ex- 
penses are — what  should  be  charged  up  to  rent,  service, 
insurance,  interest  on  money  invested,  etc. 

Influence  the  Customer 

Do  not  be  too  strongly  influenced  by  the  customer 
who  comes  in  to  make  occasional  demand  for  an 
article  that  you  have  proven  is  a  poor  seller.  Try  and 
influence  him  in  the  direction  of  those  which  sell 
readily,  for  it  never  pays  to  put  in  a  stock  for  one  man, 
for  in  taking  care  of  this  particular  man  would  mean 
the  carrying  of  otherwise  dead  stock,  which  sooner  or 
later  must  result  in  the  old  and  poor  practice  of  cut 
prices,  if  you  want  to  get  rid  of  it. 

Keep  your  stock  down  and  your  turn-overs  frequent. 
You  want  to  sell  everything  out  before  your  jobber's 
bills  are  due.  In  this  way,  too,  your  stock  is  always 
kept  new  and  fresh,  you  need  less  stock  room  and  your 
men  behind  the  counter  are  far  more  familiar  with  each 
article  that  you  carry  because  there  are  fewer  items  to 
memorize  and  upon  which  to  develop  selling  talk, 
therefore,  sales  are  made  more  readily  and  all  this 
cannot  be  accomplished  without  proper  records. 

In  order  to  discover  what  your  stock  turn-over  has 
been,  say  in  comparison  to  what  it  will  become  if  this 
simple  system  of  stock  records  is  maintained,  you  can 
determine  it  by  taking  your  inventory  for  the  last  year 
or  two.  For  instance,  should  your  inventory  for  the 
past  six  months  shoAv  stock  on  hand  $6,000,  and  for 
the  previous  six  months  the  inventory  showed  $4,000 
in  stock  on  hand,  your  average  inventory  is  therefore 
$5,000.  Then  following  this,  if  the  cost  of  the  mer- 
chandise sold  for  the  year,  cost,  not  selling  price,  is 
$50,000,  you  turn  over  your  stock  ten  times. 

You  Avill  note  that  the  cost  of  goods  for  figuring 
stock  turnover  is  used  because,  of  course,  you  figure 
inventory  at  cost,  and  should  you  have  occasion  to  sell 
out  what  you  have  bought,  you  have  turned  over  your 
stock  regardless  of  the  price  at  which  it  was  sold. 

Keep  careful  accounts,  keep  everlastingly  at  it, 
know  your  business  from  the  inside  out,  and  from  the 
outside  in,  and  you  will  be  more  than  satisfied  with 
results. 


The  ti-ade  paper  can  introduce  you  to  a  lot  of  people 
who  are  looking  around  for  new  places  to  buy. 
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I  C.  S.  Coryell  Passes  | 
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The  death  oceniTed  on  August  30  of  Mr.  C.  S.  Cor- 
yell. Sr.,  president  of  the  Adams  Furniture  Co.,  Tor- 
onto, at  his  late  residence,  26  High  Park  Gardens,  that 
city.  He  had  been  in  indifferent  health  for  some  little 
time,  and  although  he  had  been  unable  to  attend  to 
business  for  a  conple  of  weeks  his  death  came  somewhat 
unexpectedly.   The  late  Mr.  Coryell  was  well  known  in 


THE  TjATE  C.  S.  CORYELL. 

the  Toronto  business  world,  having  been  president  of 
the  Adams'  Furniture  Company  since  its  formation,  24 
years  ago. 

Charles  Seymour  Coryell,  Sen.,  Avas  born  December 
20,  1858,  at  Ypsilanti,  Micli.,  being  the  son  of  Addison 
an.d  Janet  Coryell.  He  commenced  business  as  a  clerk 
ill  the  drug  store  of  Frank  Smith,  Ypsilanti,  and  in 
1879  entered  the  employ  of  the  C.  F.  Adams  Co.,  at 
Toledo,  Ohio.  One  year  later  he  opened  a  branch  for 
this  company  at  Cincinnati,  and  in  1881  was  sent  to 
Toronto  to  open  the  first  Canadian  branch  at  15  Ade- 
laide Street  East. 

In  October  of  that  A^ear  he  married  Nellie  M.  Smith, 
daughter  of  his  first  employer.  Under  his  management 
the  business  grew  to  increasingly  large  proportions  un- 
til in  1896  an  opportunity  ofiPering  for  the  purchase  of 
tlic  business,  he  formed  the  Adams  Furniture  Co.,  Dtd.. 
and  with  two  or  three  others  took  over  the  Toronto 
business  frora  the  parent  company. 

He  is  survived  by  his  widow,  four  sons,  Robert  S  , 
Fr:mk  A.,  Charles  F.,  Warren  R.,  and  one  daughter, 
Mrs.  Talbot  Edward  Toirance,  and  one  brother,  Clpr- 
fuce  A.  Coryell. 

He  was  hon.  commodore  sevoral  years  of  Parkdale 
Canoe  Club,  member  of  Ihe  National  Club,  Mississangi 
Golf  €lnb  and  the  Parkdale  Lawn  Bowling  Club.  He 
was  also  an  ardent  fislierman,  a  Presbyterian  and  a  con- 
servative. The  funeral,  one  of  the  largest  in  recent 
years  in  Toronto,  took  n'ace  on  Monday.  Sent.  1,  frorn 
the  residence  to  ^Monnt  Pleasant  Cpinotc-rv.  Very  ma^n- 
furniture  men  wore  present,  and  tlio  floral  tributes  were 
Ijoth  costly  and  numerous. 


PHONOGRAPH  AS  MUSICAL  EDUCATOR 

Much  has  been  said  about  the  educational  value  of 
moving  pictures  and,  unfortunately,  much  of  the 
latter 's  talked  of  value  has  proved  illusory.  Little 
has  been  said  of  the  phonograph  as  a  factor  in  musical 
education  and  at  the  present  time  it  seems  to  lie  Avith 
the  manufacturer  of  records  AA^hether  the  phonograph 
remains  a  toy  and  a  luxury  or  becomes  a  real  means 
of  musical  development.  There  is  not  noAv,  and  there 
has  never  been  such  a  means  of  teaching  music  to  the 
general  public — and  yet  it  seems  that  the  record  makers 
do  not  ahvays  remember  that  they  have  a  duty  to  per- 
form to  the  public,  as  well  as  money  to  earn. 

Whj'  are  there  not  more  records  of  neAver  and  less 
known  works  on  the  market?  Why  are  not  some  of 
the  ancient  miracles  made  available  throiigh  the  phono-, 
graphic  medium?  Must  we  always  confine  ourselves  to 
the  cheap  banal?  Must  eminent  violinist,  for  in.stanee. 
seAvn  up  in  an  exclusiA'c  contract,  give  us  his  art  \'ia  a 
popular  sentimental  song  that  will  become  stale  in  a 
month,  Avhen  there  are  so  many  beautiful  Avorks,  old 
and  ncAV,  clamoring  for  permanence  through  his  art. 


TALKING  MACHINE  NOTES. 

E.  A.  Widmann,  president  of  the  Pathe  Freres  Phono- 
graph Go.  of  the  United  States,  has  returned  to  Ncav 
York  from  Europe  with  contracts  for  $100,000,000. 

The  high  price  received  for  fish  has  created  an  epi- 
demic of  extraA'agance  among  the  fisherfolk  of  NoA'a 
Scotia.  In  Lunenberg  alone  Avith  a  population  of  three 
thousand  there  are  nearly  tAvo  hundred  automobiles 
and  four  shops  specializing  in  talking  machines  and 
pianos. 

Grand  Rapids,  Mich.,  is  making  a  bid  for  recognition 
as  the  talking  machine  centre  of  the  United  Statpp. 
There  Avas  held  in  that  city  last  month  the  first  talking 
machine  or  phonograph  exhibition,  with  close  to  tAVO 
.score  manufacturers  of  machines,  records  and  acces- 
sories represented. 


Business  is  something  like  aeroplaning.  To  stop  is 
to  drop,  and  to  drop  is  generally  to  bust. 
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5  N(i.   130. — Fire   Sitih'ii   with  oak  frcme  and  = 

=  l)en\er   liiinrd    filh-r.    cciveri'd   with    handsome  = 

=  d'.'sisns  iif  wall   iiapi'i'.      A    new     line     that  = 

=  shcnlil  ]iriiv'.'  profitalile  to  the  fmnitnre  deal-  = 

S  or  i.dw  l.'einK  sh.)A\'n  by  the  Stratford  manu-  = 

=  faclurins  Conipanv,    Limited,     of    Stratford.  | 

=  ~                    Ont  I 
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POINTS  on  FIGURING  PROFITS  and  EXPENSES 
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Every  dealer  should  thoroughly  understand  the  correct  figuring  of  profits  and  expenses— An  essential  to  success. 
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By   F.   W.   STEWART,  Montreal. 


KNOWING  your  business  means  more  thau  know- 
ing the  amount  oL'  uumey  you  take  in  every 
day,  week  or  month;  it  means  knowing  what  it 
costs  you  to  do  business;  the  correict  method  to  figure 
your  profits  and  expenses;  which  goods  are  making 
and  Avhich  losing  money  for  you  (by  departmentaliz- 
ing your  store)  ;  the  quantities  of  goods  you  should 
buy,  based  on  previous  sales;  which  clerks  are  making 
the  most  money  for  you;  the  advantages  of  submitting 
statements  to  your  creditors  after  each  inventory, 
certified  by  a  chartered  accountant. 

These  are  the  essential  matters  in  connection  with 
your  business  which  you  should  know,  if  you  are  to  be 
classed  as  a  successful  merchant. 

The  first  point  which  T  wish  to  emphasize  is  that 
credit  in  Canada,  as  dispensed  to  retail  merchants  is 
too  cheap. 

Those  merchants  who  have  always  paid  100  cents  on 
the  dollar,  and  who  are  in  a  position  to  continue  to  do 
so,  do  not  receive  the  protection  from  manufacturers 
and  wholesalers,  in  the  dispensing  of  their  credits,  to 
which  they  are  entitled. 

Almost  any  man  starting  in  business,  no  matter  what 
his  (|ualifications  may  be,  can  secure  enough  goods  at 
any  time  to  fill  his  store  many  times  over,  if  he  Avishes 
to  do  so. 

Need  of  Capital  in  Starting  Business 

I  have  no  objection  to  seeing  young  men  starting  in 
business  for  themselves;  I  am  inclined  to  support  them 
in  their  desire  to  do  so,  but  before  granting  them 
credit,  they  should  be  in  a  position  to  take  charge  and 
operate  a  business  and  that  they  have  sutficient  capital 
to  make  a  .13  1/3  to  50  per  cent,  cash  payment  against 
their  first  purchases. 

The  protection  to  retail  merchants  who  are  well  es- 
tablished and  financially  responsible  for  their  pur- 
chases, must  look  to  the  credit  departments  of  the  firms 
from  whom  they  are  purchasing,  to  see  that  they  re- 
ceive the  protection  they  are  entitled  to  against  the 
placing  of  bankrupt  stocks  on  sale,  purchased  at  40  to 
50  cents  on  the  dollar,  for  the  reason  that  credit  was 
given  to  merchants  who  were  not  qualified  to  receive 
it,  and  who  apparently  from  the  beginning  had  very 
little  prospect  of  succeeding. 

Statistics  show  that  90  per  cent,  of  the  failures  of  re- 
tail merchants  are  due  to  lack  of  knowledge  of  mer- 
chandizing on  the  part  of  the  merchants. 

Merchants  Should  Qualify 

T  believe,  thorofore.  that  it  is  the  duty  of  all  commer- 
cial organizations  throughout  the  country,  such  as 
boards  of  trade,  chambers  of  commerce,  retail  mer- 
chants' as.sociations,  credit  men's  ass/ociations,  and 
others,  to  co-operate  in  the  discussing  of  plans  to  sub- 
mit to  the  Government,  asking  for  legislation  which 
will  necessitate  all  persons  desiring  to  enter  into  busi- 
ness for  themselves,  to  (|ualify  before  being  allowed  to 
do  so,  by  passing  a  simple  examination  before  a  district 


trade  eommissionn,  appointed  by  the  Government,  or 
similar  medium  to  be  decided  upon. 

We  must  adopt  business  methods  which  will  place  re- 
tail merchandising  in  Canada  on  a  sound  financial 
basis,  and  which  will  prepare  merchants  to  withstand 
extreme  trading  conditions,  whenever  they  arise. 
Lawyers,  doctors,  engineers,  and  men  entering  other 
professional  careers,  must  pass  examinations  before 
being  permitted  to  practise.  I  see  no  reason  Avhy 
such  an  examination,  based  upon  sound  business  lines, 
should  not  be  necessary  Avhere  a  man  desires  to  take 
up  retail  merchandising  on  his  own  account,  or  any 
other  branch  of  commercial  life. 

My  experience  of  many  years  in  discussing  expenses 
and  profits  with  retail  merchants,  both  large  and  small, 
has  demonstrated  beyond  question  that  at  least  75  per 
cent,  to  80  per  cent,  are  unable  to  state  what  per  cent, 
it  is  costing  them  to  do  business,  and  that  thoy  are 
figuring  their  own  profits  correctly. 

Almost  invariably  expenses  are  figured  on  sales  and 
profits  on  invoice  price. 

This  is  where  they  fall,  and  it  is  for  this  reason  that 
so  many  cannot  understand  why  it  is  difficult  for  them 
to  pay  their  bills,  when  they  really  believe  they  are 
making  profits,  whereas  in  most  eases  they  are  operat- 
ing their  business  at  a  loss. 

Dealers  Who  Figure  Profits  Wrongly 

Some  months  ago,  while  on  a  train,  I  got  into  con- 
versation Avith  a  stranger,  a  clean-cut,  elderly  man. 
He  Avas  in  Canada  in  the  interests  of  large  United 
States  pulp  industries. 

During  our  talk  Ave  drifted  to  the  subject  of  retail 
merchandising,  and  the  qualifications  of  a  successful 
merchant,  and  finally  he  turned  to  me  and  said : 

"T  Avas  once  in  business  for  myself  as  a  retail  clothier 
and  furnisher.  It  Avas  in  Duluth.  I  Avas  energetic 
and  aggressive,  and  believed  I  had  more  than  average 
intelligence.  I  Avorked  hard,  my  business  grcAv,  but 
at  the  end  of  each  year  T  had  not  made  any  headway 
financially,  but  I  Avould  resolve  to  redouble  my  efforts 
and  make  a  showing  next  year. 

"And  at  the  end'  of  the  fifth  year  my  results  Avere  no 
better,  and  I  decided  I  Avould  close  out  my  business  and 
get  into  something  else. 

"That  was  many  years  ago,  and  it  Avas  only  recently 
that  I  discovered  where  I  was  making  my  mistakes.  I 
Avas  figuring  my  profits  incorrectly. 

"In  a  pamphlet  on  retail  merchandising,  i.ssiied  by 
the  Industrial  Department  at  Washington,  I  found  that 
hats  Avhich  I  had  been  selling  at  $2.50  had  cost  me 
$3.10,  by  the  time  I  had  paid  all  my  expenses.  I 
didn't  knoAv.  I  should  never  have  gone  into  business 
for  myself,  because  I  lacked  the  knoAvledge  necessary 
to  make  me  a  successful  merchant." 

The  experience  of  this  man  is  typical  of  a  large  i)er 
cent,  of  the  merchants  who  are  in  business  to-day. 


A  person  who  is  making  a  sale  should  not  he  ii; 
terruptecl  unless  it  is  for  something  very  impoi'tant. 
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Cutting  Delivery  Costs 


Warfield  Webb,  in  Tho  Furniture  World,  says:  One 
of  the  topics  that  has  its  bearing  on  success  pertains  to 
the  matter  of  cutting  the  cost  of  delivery  by  the  retail 
furniture  man.  It  is  a  source  of  larger  protit  to  him. 
This  is  a  matter  of  moment  with  the  free  delivery  of 
their  merchandise,  or  at  least  to  minimize  it  to  a  degree, 
the  furniture  dealer  finds  this  a  problem.  The  very 
nature  of  his  business  compels  him  to  deliver  most  of 
the  merchandise  sold.     There  is  no  alternative. 

However,  he  has  within  his  power  a  reduction  in  the 
delivery  costs,  and  this  includes  several  factors  that  are 
often  items  that  make  it  harder  for  him  to  realize  as 
much  profit  as  he  would  like  to  make,  and  that  is 
further  reduced  on  account  of  sales  competition.  He 
must  have  a  care  for  the  details  that  are  classed  as 
overhead,  and  of  course  delivery  costs  come  in  this 
category. 

He  must  conserve,  too.  He  must  cut  his  corners, 
and  as  the  matter  of  delivery  is  to  a  great  degree,  a 
dead  loss,  he  has  reason  to  cut  this  cost  wherever  pos- 
sible. If  it  can  be  done  and  still  give  the  same  or  even 
better  service  to  his  customers  he  has  laid  the  founda- 
tion for  larger  profits  and  for  more  satisfied  customers 
too.  The  use  of  the  auto  truck  is  the  most  desirable 
form  of  delivei-y.  It  is  the  quickest,  the  most  satis- 
factory and  Ihe  easiest.  Why  not  the  least  costly? 
Can  he  cut  this  so  that  it  will  be  made  a  source  of 
profit  to  him? 

An  example  of  this  nature  can  be  noted  here  that 
is  a  practical  lesson  in  delivery  cost  reduction  by  one 
fui-niture  dealer.  The  large  truck,  however,  was 
found  to  be  a  rather  expensive  method  of  delivery  by 
this  house.  The  four-ton  truck,  for  instance,  makes 
the  cost  of  gasoline  large,  and  the  added  cost  of  up- 
keep, slower  time  and  injury  to  the  furniture  all  have 
to  be  considered  by  the  dealer.  All  of  these  are  mat- 
ters that  have  to  be  taken  into  consideration.  They 
are  profit  devourers.  Can  the  furniture  man  use  a 
smaller  truck  and  at  the  same  time  give  as  much  sat- 
isfaction to  his  customers,  and  also  save  something  for 
him.self  ? 

This  store  has  tried  the  small  truck  with  most  satis- 
factory results.  The  cost  of  delivery  has  been  greatly 
reduced  by  the  adoption  of  the  lesser  sized  truck.  It 
saves  in  gasoline — about  three-fourths  in  consumption 
— it  saves  in  time  of  delivery,  and  it  saves  in  lessened 
damage  to  furniture  in  making  deliveries.  Surely 
ihis  combination  of  reduction  in  costs  makes  it  worth 
while  to  the  dealer.  This  store  adopted  the  smaller 
truck  with  the  idea  in  mind  of  saving.  The  result? 
As  noted  above  there  has  been  a  saving  that  is  worth 
while.  There  is  now  a  reason  for  fewer  complaints, 
for  much  time-saving  and  for  much  more  rapid  de- 
livery. Gasoline  is  saved  and  the  cost  of  the  latter 
is  an  item  that  has  to  be  reckoned  with  these  days. 

They  have  found  that  more  deliveries  can  be  made 
at  a  reduced  cost.  This  is  an  added  profit.  It  is  an 
item  that  helps  to  make  the  profits  mount.  By  care- 
ful loading  this  store  has  found  that  as  much  furniture 
can  be  loaded  on  a  two-ton  truck  as  on  a  truck  with 
double  the  capacity.  Impossible?  There  is  an  art 
in  the  utilization  of  space  in  the  truck  just  as  there  is 
an  art  in  the  conserving  of  deliveries  to  the  customers. 

Why  not  convince  yourself  and  see? 


There  is  still  another  way  of  heli)ing  reduce  the  cost 
of  deliver.y.  Routing  your  deliveries,  making  a  s.iving 
in  the  number  of  trips,  and  having  a  high  regard  for 
the  value  of  the  time  and  labor  expended.  There  are 
times  when  the  number  of  trips  can  be  reduced,  and 
still  the  proper  service  rendered  to  your  customers. 
The  man  who  has  this  matter  in  charge  .should  be  a 
capable  one.  He  should  have  system  and  method  and 
detail  that  is  M-orked  out  in  .such  a  way  as  to  make 
every  hour  count  for  a  reduced  cost  and  at  the  same 
time  for  satisfaction  in  the  delivery  of  the  merchandise. 

Then  the  (piestion  of  care  in  handling  the  deliveries. 
Damage  to  any  purchase  means  a  loss  that  cannot  be 
charged  to  anything  but  decreased  profits.  Yes.  there 
is  even  another  phase  of  this  matter  that  must  be  taken 
into  consideration.  Your  customers  are  going  to  blame 
you  for  this  damage,  even  though  it  is  made  good,  and 
you  are  likely  to  be  blamed  for  the  method  of  your 
shipping  or  delivery.  Rapidity  in  delivery  is  a  very 
desii'able  (|uality  for  the  furniture  dealer.  This  is  one 
mark  in  his  favor  provided  he  can  prove  to  be  a  leader 
in  this  way.  and  it  should  be  one  that  receives  a  con- 
siderable portion  of  his  attention. 

If  you  are  not  giving  the  delivery  topic  of  your  in- 
dustry all  the  care  that  is  properly  demanded  of  it, 
well  just  look  about  you  and  see  wherein  this  can  be 
bettered.  Cut  down  the  cost  and  improve  the  sy.s- 
tem.  Have  the  highest  regard  for  the  elements  that 
enter  into  this  part  of  your  industry.  If  you  do.  it 
will  soon  be  seen  that  the  efFort  is  a  well-directed  one 
and  that  the  results  of  this  will  be  so  gratifying  to  you 
that  there  will  be  a  most  surprising  increase  in  your 
profits  and  a  more  thoroughly  satisfied  number  of  cus- 
tomers. 

^IIMIIIIMIIIIIIIIIMMIIIIIMIIMIIIIIIIIMIIIIIMIIIIIIIIIMIIMII:IIIIMIIIIIMIIMIIMIIi:ilKI'MIIIMIIIIMIItllllllMlllirMirinrMIIIIIIIIIIMIII^ 

i  EFFICIENCY  doorway  to  net  profits.  The  | 

I    Robertson  Socket  Head  Wood  i 

I  IViile  us  for  free  Screw    assures   efficiency.    Used  1 

I  demomlration  by  nearly   all    leading  furniture  i 

I  manufacturers,  etc.  | 

I     P.  L.  Robertson  Manufacturing  Co.,  Limited  i 

I  MILTON    -    ONTARIO  | 
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I    High-Grade  CHESTERFIELDS  | 

I  Re-Upholstering  to  the  Trade  i 

I  SPECIAL    ORDER   WORK  | 

I     Life  Long  Furniture  Co.,  -   -  Ingersoll,  Ont.  | 
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C.  B.  CHATFIELD 

Designer  of  Furniture 

m 

GRAND 

RAPIDS         -        Michigan,  U.S.A. 
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G  $27.50 


B  $69 


Duke  $135 


Grand  Duke  $165 


PHONOLAS 

—and  why  they  are  big  sellers 


A  party  drops  into  your  store.  He  has  read  many 
phonograph  advertisements — has  the  desire  to  own 
a  phonograph  himself — in  fact  has  money  enough 
in  his  pocket  to  make  a  good  down  payment. 
You  have  phonographs  in  stock. 

Will  you  get  the  sale? 

You  will  almost  every  trip  if  you  demonstrate  the 
Phonola.  Its  tone,  its  clear  reproduction  of  music 
and  diction  at  once  drives  home  a  confirmation  of 
your  claims  and  clinches  the  sale. 

Unusual  value  is  written  all  over  the 
Phonola. 


PHONOLA  RECORDS 

are  also  a  part  of  the  Phonola  dealer's  proposition 
— all  the  hits  when  they  are  in  big  demand 
recorded  by  leading  singers,  instrumentalists  and 
bands — 90  cents  a  record — a  hit  on  both  sides. 


Phonola  Co.  of  Canada^  Ltd. 


Kitchener 


Ontario 
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The  Standard  Vault 

THE  MAXWELL 


Manufactured  Exclusively  of  Copper  Bearing  Steel 

This  material  is  now  acknowledged  quite  generally  to  be  the  most  rust- 
resistant  steel  or  iron  available  for  the  manufacture  of  steel  vaults. 

Its  Superiority 

authoritatively  proven  by  recent  comparative  tests,  has  been  acknowledged 
by  the  many  manufacturers  who  have  adopted  it. 

We  were  among  the  first.  Many  others  will  follow. 

We  Are  Pleased  to  Announce 

that  all  our  goods  are  now  constructed  exclusively  of  this  material,  and 
that  recent  reductions  in  the  cost  of  same  will  enable  Os  to  do  this  with- 
out any  advance  over  our  regular  list.    Write  your  dealer  for  prices. 

As  we  have  been  using  Copper  Bearing  Steel  for  the  past  five  years  in 
our  well-knoion  and  justly  celebrated  Copper  Alloy  Vault,  jue  are  riow 
in  a  position  to  use  it  exclusively. 

We  are  offering  it  in  our  Regular  Aluminum  and  Gold  Finish  at  our 
regular  list  price.  If  desired  in  the  Copper  Bronze  Finish  with  White 
Enamel  Interior,  there  will  be  an  extra  charge  of  three  dollars  for  the 
adult  sizes.    Carried  in  stock  by  all  leading  jobbers.    Write  for  prices. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.Y. 
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Undertakers'  Department 


Problems  affecting  the  UndeTtak.ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


C.E.  A.  CONVENTION  ESTABLISHES  RECORD 

iiiiiiiiiiiNiiiiiiiiiiNiiiiiiiiiiiiiiiiiii.iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin 

Large  attendance— Lots  of  pep — Forward  movement— For  a  Canadian  National  Organization 

iiini:mmiiiiiiiiiiiiiiiimh!Ii;iiiiiimiiiiiiii;,iiiiiiiiiiiiiimiiimiimiiiiimmmimimii:iimihjii!MIIIiimiiiiii!Ii:imiiiiiiimimii^ 

Official  Report  and  Minutes  of  the  Convention 


ANEW  record  was  established  by  the  Canadian 
Embalniers'  Association  at  its  36th  annual  con- 
vention held  in  the  Anatomical  Building  of  Tor- 
onto University  on  September  2,  3  and  4.  Not  since 
the  big  world  Avar  commenced  has  so  much  interest 
been  manifested  in  the  Association  or  in  the  annual 
gatherings  of  that  body. 

The  late  convention  brought  out  the  largest  attend- 
ance, the  greatest  enthusiasm,  and  was  the  most  pro- 
ductive in  results  attained  of  any  convention  since  the 
C.E. A.  was  formed. 

The  return  from  the  front  of  !uany  of  oui'  young  men 
made  the  school  sessions  a  success  from  the  start,  34 
students  taking  this  year's  course,  the  best  attcndar.ce 
in  the  history  of  the  Association,  and  the  impetus  given 
by  this  class  brought  out  a  very  large  gathering  of  dele- 
gates to  the  first  and  all  sessions  of  the  convention. 

The  convention  was  called  to  order  on  Tuesday,  Sept. 
2,  at  10.30,  by  President  Norman  Brandon,  of  St. 
Mary's.  The  officers  were  on  hand  as  early  as  nine  o'- 
clock to  welcome  the  members. 

The  President,  in  a  few  ojicning  romai'ks,  said  hn 
was  pleased  to  see  so  many  iiiiMi)1)er.s  present.    He  coji- 

.jiiii.'iiiiiiiiiiiii'iiiiiiiMiiMiiiiiiiiiiiiiiii.:'iiiiiiiiiiiii:iiiiiiiiiiMiiiiMiiii!i 


Group  photo  of  delegates 
in  attendance  at  Annual 
Convention  of  Canadian 
Embalmeri'  Asiociation. 


□ 
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gratulated  the  students  on  their  large  attendance  and 
believed  it  augured  Avell  for  the  success  of  the  con- 
vention. 

Reading-  the  Minutes. 

Secretary  F.  W.  IMatthcws  presented  the  minutes  of 
last  year's  convention  in  printed  form  as  published  in 
the  September,  1918,  issue  of  Canadian  Furniture 
World  and  The  Underl-aker.  These  being  accepted  as 
read  on  motion  of  Messrs.  F.  F.  Morris  and  Clias.  Smith. 

Before  leaving  the  floor,  Mr.  Matthews  referred  to 
the  jiresenee  of  Chas.  Bolton,  our  veteran  inember.  Mr. 
Bolton  has  been  a  member  of  the  C.E. A.  since  its  in- 
ception, ;i6  years  ago,  and  has  attended  practically 
every  convention  in  that  time.  Mr.  Matthews  said  the 
officers  were  glad  to  see  so  many  present  at  this  inaug- 
ural meeting,  and  for  the  benefit  of  the  students  at  the 
school  gave  some  information  concerning  the  examina- 
tions to  be  conducted  by  the  Board  at  the  close  of  the 
couA^ention. 

Professor  Renoiiard's  First  Address. 

Prof.  C.  A.  Renouard,  of  New  York  City,  Avho  con- 
ducted the  school,  Avas  introduced  to  tlu^  conviMition. 
He  Avas  ghuT  to  come  to  Torotito  again  to  meet  his 
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friends.  Delving  into  his  subject  he  spoke  of  his  early 
training  and  the  conditions  prevailing  then  regarding 
the  manufacture  of  caskets  and  cofiins.  He  remem- 
bered wlien  eotifins  only  were  made  and  used ;  then  the 
coming  of  caskets,  the  covering  of  them  with  cloth,  and 
later  the  introduction  of  metallic  caskets. 

Professor  Renouard's  First  Address. 

The  Professor  referred  to  the  Professor  Clark  Me- 
morial now  under  way,  and  spoke  of  the  great  work  of 
Prof.  Clark  in  his  traveling  school  for  teaching  em- 
balming. The  difficulties  of  the  early  embalming  days 
were  very  great.  Salt  petre  was  used  and  then  we 
came  down  gradually  through  experimentation  to  the 
methods  used  to-day. 

Prof.  Renouard  next  spoke  of  the  transition  from  the 
horse  equipment  to  the  motor  outfit,  and  said  that  at 
present  a  great  host  of  people  are  engaged  in  looking 
after  the  needs  of  the  funeral  directing  profession. 
There  is  the  mechanic  and  the  architect ;  and  we  are 
building  beautiful  places  for  the  repose  of  the  dead. 

Coming  to  the  present  methods  of  embalming,  the 
Professor  gave  some  illustrations  of  good  and  bad  em- 
balming, and  he  spoke,  too,  of  the  question  of  publicity 
and  advertising.  Good  embalming  made  a  good  ap- 
pearing body,  and  this  made  good  advertising  for  the 
funeral  director. 

If  we  looked  well  into  the  laws  of  nature  and  studied 
the  rules  of  chemistry  we  would  understand  better  the 
preservation  of  the  dead.  The  law  of  decay  was  a  good 
law,  otherwise,  we  would  have  a  world  that  would  not 
be  fit  to  live  in. 

There  are  three  necessary  elements  for  life — heat,  air 
and  moisture — and  these  three  also  produce  decay  after 
death.  We  must  take  nature's  law  and  rules  into  con- 
sideration when  embalming,  for  then  we  are  fighting 
nature's  law  and  arresting  decay. 

The  Professor,  by  way  of  illustration,  told  some  inci- 
dents he  had  come  across  in  his  experience  in  embalm- 
ing. He  believed  we  should  get  back  to  some  of  the 
old  methods  and  to  arsenical  treatment.  Some  embalm- 
ers  are  giving  up  formaldehyde  because  they  preferred 
to  have  flexible  bodies  and  bodies  that  looked  more 
natural. 

He  told  of  a  Canadian  undertaker  M'ho  had  been  call- 
ed in  to  attend  a  ease  at  Thousand  Islands.  The  rela- 
tives wanted  the  body  to  look  natural  and  the  embalm- 
er  followed  directions  to  the  satisfaction  of  the  bereav- 
ed ones.  But  the  funeral  director  at  New  York  to 
whom  the  body  Avas  sent,  witbout  instructions  painted 
up  the  face  of  the  deceased  to  make  it  look  like  a  wax 
figure  to  the  dismay  of  the  relatives  who  ordered  it 
restored  to  it^  natural  lines. 

We  want  to  get  back  to  naturalness— flexible  bodies, 
natural  colors,  no  naints.  We  may  be  able  to  fool  the 
livii^sr  sometimes,  but  we  are  never  able  to  fool  the 
dead. 

Another  thing  necessary  for  the  embalmer  is  to  know 
and  use  diplomacy  in  the  home.  If  we  do  this  we  can 
get  our  work  throusrh  more  efficif^ntlv  and  in  quicker 
time,  and  obtain  the  help  and  assistance  of  tbose  in 
the  house. 
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I  NEW  C.E.A.  OFFICERS.  | 

1  Presirlent — F.  F.  Morris,  Bow^vanville.  | 

I  First  V.P. — T.  H.  MeKillop,  Brampton.  | 

1  Second  V.P. — ^Wm.  Britton,  Listowel.  | 

1  Treasurer — A.  E.  Coltart,  Chafham.  | 

I  Secretary — ^F.  W.  Matthew.s,   Toronto.  | 
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Prof.  Reno'iard  concluded  his  address  by  giving  some 
advice  regarding  the  dressing  of  bodies,  disinfecting  of 
the  rooms  and  other  little  helps  and  suggestions  that  if 
practiced  should  benefit  the  funeral  director. 


TUESDAY  AFTERNOON  SESSION. 

Vice-President  Morris  took  the  "Open  Forum" 
meeting,  which  opened  up  the  afternoon  session,  and 
he  asked  if  the  members  had  any  matter  afi^'ecting  the 
welfare  of  the  profession  they  wished  discussed. 

Mr.  Jackson,  of  Sudbuiy,  said  he  had  a  matter  about 
which  he  thought  all  present  were  interested,  and  that 
was  the  matter  of  improved  embalming  legislation.  It 
was  a  good  move  when  the  Ontario  Embalming  Act  of 
1911  was  put  into  force,  and  he  had  nothing  but  the 
highest  compliments  to  pay  the  members  of  the  Ontario 
Government  Board  for  the  way  they  were  handling  the 
Act.  But  there  were  improvements  that  could  b? 
made. 

Mr.  Jackson  said  he  had  no  axe  to  grind;  he  was 
thinking  of  the  best  interests  of  the  profession  in  the 
Province  when  he  proposed  that  some  amendments 
should  be  made  to  the  present  Act.  These  amend- 
ments might  affect  some  undertakers  in  the  Province. 
If  so  he  was  sorry,  as  he  had  some  personal  friends 
among  them,  and  he  did  not  wish  to  see  them  hurt. 

In  the  matter  of  shipping  bodies  we  were  behind  the 
times.  Manitoba  had  more  advanced  legislation  in  this 
regard  than  we  had.  No  undertaker  in  that  Province 
is  allowed  to  ship  a  body  unless  he  holds  an  embalmer 's 
certificate.  Michigan,  also,  our  neighboring  state,  had 
a  system  governing  the  shipping  of  bodies  similar  to 
Manitoba.  Many  of  the  states  in  the  American  Union 
had  that  kind  of  legislation  as  well. 

Mr.  Jackson  had  devoted  much  time  to  getting  his 
information  from  the  officers  of  various  funeral  direct- 
ing associations,  and  he  found  that  wherever  this  bet- 
ter legislation  obtained  there  was  more  co-opei"a- 
tion  between  the  public  health  bodies  and  the  profes- 
sion. 

In  Manitoba  the  railways  and  express  companies  are 
furnished  with  lists  of  embalmers  entitled  to  ship 
bodies.  There'  is  a  uniform  shipping  card  which  is  re- 
cognized, and  the  embalmers  allowed  to  ship  are  Avell 
known. 

T.  H.  MeKillop  said  the  Association  had  been  fight- 
ing this  question,  as  he  remembered  it  since  1903. ,  It 
was  a  matter  of  negotiation  at  the  time  the  old  Domin- 
ion Embalmers'  Association  amalgamated  Avith  the  C. 
E.A.  At  the  time  of  amalgamation  it  Avas  decided  to 
give  a  uniform  Ontario  Embalmers  Act.  He  believed 
that  the  matter  brought  forward  by  Mr.  Jackson  was  a 
vital  one,  but  he  could  not  see  hoAV  legislation  along 
right  lines  could  be  initiated  until  we  had  a  united  o)-- 
ganization  throughout  the  Dominion.  Perhaps  the 
future  had  better  things  in  store  for  us.  There  had  been 
manv  changes  in  the  past  20  years  and  he  felt  there 
Avould  be  a  great  deal  more  in  the  next  ten. 

Mr.  Jackson  thought  it  was  Provincial  legislation  Ave 
Avanted,  and  not  Dominion.  He  Avoidd  like  to  see  the 
C.E.A.  start  the  movement.  Manitoba  had  the  learisla- 
tion  we  want.  At  nresent  here  in  Ontario  he  did  not 
see  any  difference  betAveen  the  undertaker  and  the  em- 
balmer. When  Ave  had  this  legislation  then  Ave  might 
cla«,s  ourselves  «s  a  profession.  He  wanted  to  see  our 
work  Tint  on  a  bieh  plane. 

F.  W.  Ma+thp^-'s  a.s  seeretarv  of  the  C.EA..  Avisbed  to 
flraAV  the  .-it+pntion  of  members  to  the  dis+niction  bp- 
tAveen  his  office  and  that  of  the  Examining  Board.  H^ 
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Hearses  of  Quality 


We  illustrate  one  of  the  many  high-grade  hearses  that 
we  are  building  for  the  undertaking  profession  of  Can- 
ada. This  body  was  built  on  a  Studebaker  chassis 
for  Mr.  T.  G.  Ross,  of  Assiniboia.  A  similar  body 
on  an  Overland  chassis  was  delivered  to  Mr.  Clarke, 
of  Alton. 

We  are  now  in  a  position  to  fill  your  requirements  in 
funeral  equipment  and  can  make  quick  delivery  to  any 
part  of  Canada. 

Wattman-Kalbfleisch  funeral  equipment  is  built  of  the 
best  materials  available  and  will  give  you  complete 
satisfaction.    Prices  are  right.    Write  us  to-day. 


The  Wattman-Kalbfleisch  Car  Body  Co.,  Limited 


140  Milton  Street,  Stratford,  Ont. 
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had  noted  in  one  of  the  papers,  "The  Casket,"  a  eom- 
meut  on  the  Manitoba  Act,  as  follows : 

"In  Manitoba  the  Provincial  Board  of  Health  has 
caused  the  names  of  licensed  enibahnei's  to  be  conspicu- 
ously posted  in  railway  stations,  and  baggagemen  are 
not  permitted  to  receive  for  transportation  the  bodies 
of  persons  dying  from  communicable  diseases  except 
from  embalmers  whose  names  appear  on  the  published 
lists.  No  one  is  permitted  to  practice  embalming  un- 
less he  has  first  obtained  a  license,  and  in  communities 
where  there  is  a  licensed  embalmer  available,  no  other 
person  may  conduct  a  funeral  or  remove  a  dead  body 
from  one  place  to  another." 

The  C.E.A.  has  done  good  work,  the  Ontario  Euibalin- 
ing  Board  is  doing  a  great  deal.  If  we  could  get  the 
Manitoba  clause  in  our  Act  we  would  be  satisfied.  Mr. 
Jackson  is  right.  He  had  taken  the  matter  up  with 
himself  and  Mr.  O'Hagan  before  the  convention.  He 
thought  a  Legislation  committee  should  be  appointed 
to  look  into  the  matter,  and  tliat  Mr.  Jackson  should 
be  appointed  chairman  of  that  committee,  and  moved  a 
I'esolution  to  that  effect. 


Ontario  no  one  be  permitted  to  .ship  a  dead  human 
body  or  conduct  a  funeral,  embalm  a  body  or  remove 
a  dead  body  unless  he  have  a  license  and  qualification 
to  do  so.  This  clause  shall  not  apply  in  time  of  war, 
nor  be  applicable  to  the  police  or  medical  prof e.s.sion. " 

C.  N.  Greenwood, as  a  member  of  the  Examining  Board 
said  the  Board  carries  out  the  law.  It  does  not  initiate 
legislation.  If  a  deputation  of  200  or  300  from  the  C. 
E.A.  was  to  go  up  to  the  Government  and  lay  before 
them  their  needs  the  Government  would  sit  up." 

Since  the  Ontario  Board  of  Health  had  pa.ssed  over 
the  i.ssuing  of  undertakers'  licenses  to  the  Embalming 
Board  they  had  got  99  per  cent,  of  the  death  returns 
of  the  Province  as  against  35  per  cent,  under  the  old 
system. 

In  answer  to  questions  Mr.  Greenwood  gave  the  gist 
of  the  Embalming  Act.  The  Board  had  nothing  to  do 
with  funerar charges  or  the  fimincial  end  of  the  busi- 
ness ;  the  Act  only  stated  what  embalming  is. 

At  this  point  the  convention  business  was  resumed, 
President  Brandon  reading  his  address. 
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Prof.  Chas.  A.  Renouard,  and  the 
students  at  this  year's  school.  It 
was  the  largest  class  in  the  history 
of  the  Association. 


□ 


N.  B.  Cobbledick,  in  seconding  the  resolution,  be- 
lieved it  to  be  in  the  best  interests  of  the  profession  and 
of  the  public  of  Ontario  that  no  person  be  permitted  to 
ship  a  dead  human  body  except  one  duly  authorized  to 
do  so. 

(Jhas.  Smitli  (Barrie),  also  spoke  in  favor  of  the  res- 
olution. 

Mr.  Cobbledick  said  at  present  insurance  agents,  real 
estate  men,  and  others  had  since  1911  been  engaged  in 
undertaking  work.  They  got  an  embalmer  to  do  the 
embalming.  He  wished  the  Ontario  Board  Avould  take 
cognizance  of  this. 

A  question  came  from  the  body  of  the  hall,  asking 
if  a  funeral  director  who  had  a  number  of  funerals  in 
one  day  could  ask  his  brother,  not  in  the  business,  to 
look  after  one  of  these  for  him. 

The  answer  was  that  if  the  brother  was  acting  un- 
der direction  of  the  funeral  director  he  could  do  so, 
the  latter  would  be  the  responsible  party. 

Mr.  Jackson  thought  that  the  resolution  should  read 
"That  this  Association  go  on  record  that  in  the  best 
interests  of  the  funeral  directors  and  of  the  public  of 
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PRESIDENT'S  ADDRESS. 

To  the  Officers  and  Members  of  (Canadian  Embalmers' 
Association  : 

Gentlemen, — It  is  with  pleasure  that  I  have  the  honor 
to  greet  you,  as  your  President,  to  this,  the  36th  anmiat 
session  of  our  Association  which  I  believe  to  be,  if  not 
the  largest,  one  of  the  largest  attended  conventions  in 
our  history. 

During  my  term  of  office  three  executive  meetings 
were  held,  one  immediately  at  the  close  of  our  last  con- 
vention, one  in  March  and  one  just  preceding  the  pres- 
ent meeting. 

The  matters  principally  dealt  with  were: 
1st. — Arrangin,g  for  the  school  of  instruction  the 
Aveek  preceding  the  convention.  "We  believe  it  would 
be  a  mistake  to  not  continue  this  school  as  there  are 
always  a  number  coming  up  for  examination  and  we 
believe  this  to  be  the  orily  Avay  to  do  .iu.stice  to  can- 
didates. 

2nd. — Arranging  for  a  lecturer  and  demonstrator  to 
be  in  attendance  at  both  the  school  and  convention. 
The  executive  has  again  been  fortunate  in  securing  the 
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services  of  Prof,  Renouard  who  so  successfully  con- 
ducted  the  work  a  year  ago.  I  am  sure  you  will  all 
receive  a  great  benefit  from  these  demonstations  as 
Prof.  Renouard  is  always  looking  for  something  new  in 
the  art,  and 

;^rd. — Prof.  C.  G.  Askin,  of  Indianapolis,  comes  to  us 
most  highly  recommended.  Prof.  Askin  will  address 
oui-  convention  on  "Better  Business  Methods  for  the 
Undertaker."  This  alone,  we  believe,  will  be  well 
worth  tlie  time  spent  in  attending  our  meetings. 

Then  there  are  two  important  questions  which  will 
be  put  before  you  for  discussion,  namely: — 1st.  Shall 
we  appi}'  for  admission  to  the  National  Funeral  Direc- 
tors' Association,  and  2nd.  Is  the  Embalmers'  License 
all  that  is  necessary  and  sufficient  to  cover  all  require- 
ments of  the  law  and  profession.  Now  think  these 
<luestions  over  and  when  the  opportunity  is  given,  give 
3'our  opinion. 

We  as  an  executive  have  been  keeping  more  or  less 
in  close  touch  with  the  Examining  Board,  and  we  be- 
lieve they  are  looking  after  their  work  in  a  most  credit- 
able manner  and  besides  conducting  examinations  are 
endeavoring  as  far  as  possible  to  have  all  in  the  profes- 
sion keep  within  the  provisions  of  the  Act  and  ,some 
time  during  convention  I  am  going  to  ask  them  for  a 
definite  statement  of  their  work  during  the  year. 

It  is  our  desire  to  see  every  undertaker  thoroughly 
familiar  with  the  higher  standards  of  our  calling,  and 
we  contend  that  these  are  more  easily  attained  through 
membership  in  our  Association  and  attendance  at  our 
annual  conventions  than  by  any  other  means  and  while 
our  official  organ  namely  "The  Canadian  Furniture 
World  and  The  Undertaker,"  of  which  I  cannot  speak 
too  highly,  and  strongh'  recommend  all  who  have  not 
done  so,  to  subscribe  at  once,  does  all  that  is  possible 
for  our  association  and  its  membei'S  by  inserting  in  its 
columns  helpful  and  instructive  reading  yet,  it  is  bur 
duty  to  become  members  of  one  big  body  for  the  ad- 
vancement of  our  profession. 

Since  our  last  meeting  here  in  addition  to  the  rav- 
ages of  war  our  country  has  been  visited  by  a  great 
plague  and  many  homes  have  been  bereft  of  loved  ones 
and  made  sad.  Our  association  likewise  has  suffered 
lo.ss.  We  shall  miss  many  who  have  been  valued  mem- 
bers with  us  and  first  let  me  make  mention  of  Past 
I'resident  Ro!)ert  Nugent,  whose  timely  advice  and 
companionship  we  regret  very  much  to  lose-  Others 
are  Will  Palmer,  Aylmer;  J.  H.  Yaughan,  Scotland:  G. 


E.  Gruetyner,  Hanover;  W.  G.  Stoddart,  Cornwall,  W. 
H.  Harmer,  (.'ochrane;  Hugh  Mills  and  son  Kenneth, 
Beachburg;  Ray  Am.  Norwich;  William  McArthur, 
Hamilton;  J.  M.  Crawford,  Brampton;  R.  E.  Miller, 
Bruce  Mines;  F.  W.  Harris,  Ottawa,  killed  in  action, 
and  Mr.  Wray  of  Montreal,  a  former  secretary  of  this 
Association.  And  while  we  mo  am  the  loss  of  those 
members  of  our  profession,  we  also  rejoice  in  the  fact 
that  many  have  been  spared  to  come  back  and  meet 
with  us  again,  and  amongst  the  number  are  a  few  of 
the  boys  who  have  been  serving  for  our  country  and 
flag. 

We  bid  you  a  hearty  welcome  and  trust  you  may 
long  be  spared  to  service  in  our  profession. 

I  cannot  close  my  address  without  referring  to  the 
work  and  efforts  of  our  worthy  Secretary  Mr.  F.  W. 
Matthews.  He  has  always  been  on  the  job  and  has  been 
a  great  help  to  your  President  and  Executive.  Credit 
must  be  given  him  for  the  splendid  program  in  your 
possession.  I  know  you  Avill  agree  with  me  when  I  say- 
he  is  the  right  man  in  the  right  place  and  I  am  sure  you 
will  want  to  keep  him  there.  I  have  not  only  been 
blessed  with  a  good  secretary,  but  have  had  the  sup- 
port and  assistance  of  the  most  active  and  efficient  com- 
mittee who  have  been  faithful  to  their  duties. 

Gentlemen,  let  us  all  be  as  faithful  to  our  Association 
as  these  men  have  been  to  the  work  of  the  Association. 

I  must  also  take  this  opportunity  to  express  my  ap- 
preciation of  the  support  given  by  the  manufacturers. 
You  Avill  notice  in  the  program  how  generous  they  have 
been  in  donating  prizes  for  our  "outing  and  sports," 
and  I  hope  it  will  be  duly  recognized  by  the  convention. 
I  would  urge  upon  all  to  be  punctual  in  your  attend- 
ance at  all  sessions,  so  that  the  order  of  the  program 
may  be  carried  out  effectually,  and  I  trust  our  con- 
vention may  be  both  pleasant  and  profitable,  and  that 
we  may  go  to  our  homes  after  this  meeting,  feeling  that 
it  is  good  for  "brethren  to  dwell  together  in  unity." 

One  year  ago  you  honored  me  by  placing  me  at  the 
head  of  your  association.  This  to  me  was  an  ambition 
attained  and  to  you  all  I  express  my  appreciation,  and 
I  hope  when  the  convention  closes  that  you  have  not 
been  disappointed  in  the  manner  in  which  the  business 
has  been  carried  on  and  I  'bespeak  for  my  successor 
your  most  hearty  suj^port  in  his  endeavors  to  carry  on 
the  good  work. 

I  have  the  honor,  gentlemen,  to  be  yours  in  the  work, 

N.  L.  BRANDON. 


Saskatchewan  Funeral 
Directors  and  Embalm- 
ers Association  Con- 
vention, held  at  Moose 
Jaw,  June  24-27. 
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F.  W.  Matthews  moved,  seconded  by  Fred  Skinner, 
Sehomberg,  that  the  report  be  received  and  transmitted 
to  the  proi^er  committee. 

Convention  Committees  Appointed. 

The  President  named  these  committees  to  take  up  the 
duties  assigned  them. 

President's  address. — Messrs.  Greenwood  (chair- 
man), Boyd,  Rogers  (Atwood). 

Secretary's  Report. — J.  J.  Marsh  (chairman),  C.  A. 
Smith,  A.  A.  Jackson. 

Treasurer's  Report. — N.  J^.  Cobbledick  (chairman), 
A.  A.  Jackson,  J.  Barlett. 

Membership. — F.  H.  McKillop  (chairman),  M.  C. 
Haslvett,  J.  James  (Montreal). 

Resolutions. — F.  F.  Morris  and  Wm.  Britton. 

Finance  (auditors). — Ed.  Henry  f  chairman).  I. 
Paul,  F.  Skinner. 

Professor  Renouard  here  took  up  his  afternoon  lec- 
ture, speaking  of  the  chemical  changes  which  take 
place  in  the  human  body  after  death.  He  gave  an  in- 
teresting resume  of  early  embalming,  dwelling  par- 
ticularly on  Egyptian  embalming,  bringing  out  many 
new  points,  which  from  an  historical  point  of  view  gave 
a  different  complexion  to  some  theories. 

The  Professor  spoke  of  decomposition,  its  whys  and 


President-elect  Moi-ris  comes  to  town  with  his  family. 


wherefores,  and  wound  up  his  address  Math  the  dictum 
that  embalmers  should  be  as  exacting  in  their  work  as 
nature  is  in  hers. 


WEDNESDAY  MORNING  SESSION. 

President  Bi'andon  called  the  convention  to  order  nt 
9.30,  intimating  that  a  heavy  morning's  session  was 
ahead. 

Reading  of  the  Secretary's  Report  w^as  the  first 
order  of  business.   It  was  as  follows : 


SECRETARY'S  REPORT. 

To  the  Officers  and  Members  of  the  Canadian  Em- 
balmers'Association: 
As  your  secretary,  I  respectfully  submit  for  your 
consideration  my  report  for  the  year  1918-1919, 
and.  as  last  year,  T  would  like  to  say  that  the  year  has 
been  one  of  progress,  considering  the  conditions  under 
which  we  are,  and  have  been  laboring  for  the  past 
four  or  five  years.  If  our  shortcomings  are  not  very 
serious  a.s  an  Association,  we  should  be  well  satisfied 
now  that  we  are  working  imder  peace  conditions,  and 
that  the  world's  strife  has  been  brought  to  a  success- 
ful issue. 

Again  the  thanks  of  the  Association  are  due  to  the 
manufacturers  and  travelers  for  their  assistance,  as 


everything  has  been  and  is  being  done  by  them  to  for- 
ward the  best  interests  of  our  Association. 

Of  our  members  I  would  ask  what  does  our  Associa- 
tion stand  for;  and  what  is  the  Association  doing  for 
j'^ou  and  for  me?  Are  we  progressing  in  our  endeavors 
to  render  service  to  the  public? 

Many  of  our  members  v\-ill  say  there  is  Jio  use  of  me 
belonging  to  the  C.E.A. — it  gives  nothing.  Let  me  ,\sk 
you  what  is  an  association?  An  association  is  a  number 
of  people  who  join  together  for  some  particular  object. 
What  is  the  object  in  our  case  ?  It  is  the  betterment  '^•f 
our  conditions.  Therefore,  if  you  are  not  doing  some- 
thing individually  you  are  a  hanger-on,  and  the  Asso- 
ciation is  not  being  enhanced  by  your  membership. 

Bnt  you  can  help  make  this  body  a  power  Avhioli 
would  have  its  weight  behind  any  movement  that 
would  help  us  as  professional  and  business  men.  As  an 
illustration,  many  towns  and  cities  have  their  petty 
grievances.  Undertaker  Smith  reports  that  Under- 
taker Jones  is  cutting  prices.  Jones  says  that  it  is 
Smith  who  is  doing  so.  And  after  all  when  you  get  the 
competitors  to  shake  hands  you  find  there  is  nothing 
left  but  the  talk. 

The  public  v/ill  get  better  service  and  the  under- 
taker will  be  paid  what  he  is  entitled  to  if  he  gives  that 
service,  as  the  public  want  service,  and  are  willing  to 
pay  a  legitimate  fee  for  propei-  service.  We,  as  an 
association,  can  help  our  members  to  render  that  ser- 
vice if  we  enter  wholeheartedly  into  the  bettennent  of 
conditions  in  the  profession. 

I  would  suggest  that  the  Association  have  a  paid 
secretary  whose  business  it  would  be  to  straighten  oxit 
the  little  and  large  troubles  that  seem  to  crop  iip  in  the 
profession.  Would  it  be  worth  a  fee  of  ten  dollars  a 
,vear  to  have  such  a  man?  Then  you  would  be  paying 
something  and  getting  something;  instead  of.  as  it  is 
now — nothing  for  nothing,  as  two  dollars  will  not  go 
very  far. 

Some  few  weeks  ago  there  was  a  circular  poster  sent 
bi  oadeast  to  our  members,  and  most  of  you  will  remem- 
ber its  contents.  Some  references  were  made  in  it  as  to 
how  to  kill  an  association.  Let  us  peruse  these  points 
and  objections : 

1.  — Don't  come  to  the  meetings. 

2.  — But  if  .you  do  come,  come  late. 

3.  — If  the  weather  doesn't  suit  you  don't  think  of 
coming. 

4.  — If  you  do  attend  a  meeting  find  fault  with  the 
work  of  the  officers  and  other  members. 

5.  — Never  accept  an  office,  as  i+  is  easier  to  criticize 
than  to  do  things. 

6.  — Nevertheless,  get  sore  if  you  are  not  appointed 
on  a  committee;  but  if  .vou  are  appointed  don't  attend 
the  committee  meetings. 

7.  — If  as'ked  by  the  Chairman  to  give  your  opini'^n. 
regarding  some  important  matter  tell  him  you  have 
nothing  to  say.  After  the  meeting  tell  everybody  how 
things  ought  to  have  been  done. 

8.  — Do  nothing  more -than  is  absolutely  necessary, 
but  when  other  members  roll  up  their  sleeves  and  will- 
ingly and  unselfishly  use  their  ability  to  helo  matters 
along  hoAvl  that  the  association  is  run  by  a  clique. 

9.  — Hold  back  your  dues  as  long  as  possible,  or  don't 
pay  at  all.  Better,  however,  pay  ten  dollars  a  year  and 
get  something,  than  a  small  fee  and  get  very  little. 

10.  — Don't  bother  about  getting  new  members — Let 
Norman  do  it. 

At  present  we  have  625  names  on  our  lederer.  includ- 
ing 38  new  membf^rs.  Of  these  221  have  paid  their  dues 
to  the  end  of  1918.    The  amount  owing  us  in  unpaid 
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Burial 


Robes 


An  important  feature  is  that 
"DOMINION  SERVICE"  ROBES 
are  adjustable  to  any  size  figure. 


No  Funeral  Director  can  afford 
to  have  his  work  discredited  by 
an  appearance  of  inelegance. 
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Our  line  is  complete  and  our  organization  is  at  ijour  service 


Dominion  Manufacturers,  Limited 


Head  Office  and  Showroom: 
109  Niagara  St.,  Toronto,  Can. 
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BRANCHES 


National  Casket  Co.,  Toronto,  Ont. 

The  l^lobe  Casket  Co.,  Limited 
London,  Ont. 

Girard  &  Godin,  Lintited 
Three  Rivers,  Que. 


The  Semniens  &  Evel  Casket  Co., 
Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co.,  Limited 
Amherst,  N.S. 
The  Semmens  &  Evel  Casket  Co., 
Winnipeg,  Man.  Limited 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin,  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


No.  519— Couch 


WORKMANSHIP— AN— ELEMENT— IN— SERVICE 

Back  of  all  success  in  manufacturing;  back  of  the  sales  campaign,  the  financing,  the 
purchasing,  etc.,  the  big  fundamental  remains;  the  quality  of  product  is  a  determining 
factor  in  the  future  of  any  business.  Dominion  Manufacturers,  Limited,  safely  claim 
the  right  of  patronage  of  the  Funeral  Directors,  on  the  point  of  workmanship  alone. 


''Original  Designs,  Superior  Workmanship  and  Materials" 


T\        •    •  mm  e      .  I  •     'j.    J       Head  Office  and  Showroom : 

Uominion  ManuiacturerSy  umited  109  Niagara  sr.,  to  onto,  can 
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dues  up  to  the  end  of  1918  is  $3,256.  Something  should 
be  done  to  clear  up  this  deadwood  from  the  ledger  very 
soon. 

Your  Executive  met  at  the  office  of  the  Secretary  on 
March  18  last,  to  arrange  the  details  for  this  conven- 
tion, and  it  was  unanimously  decided  that  we  again  ask 
Prof.  Renouard  to  lecture  to  us  this  year,  and  1  have 
every  reason  to  believe  he  will  be  well  received  by  our 
members. 

It  was  also  decided,  as  you  will  note  by  the  program, 
that  was  ask  l\Ir.  Cliflt'ord  G.  Askiu,  )L-  '  idianapolis,  to 
give  us  a  talk  on  the  office  end  of  our  business.  His 
lecture  is  entitled  "Better  Business  Methods  for  the 
Undertaker,"  and  will  be  delivered  here  this  morning. 
Mr.  Askin  is  a  man  of  worldwide  repvatation  and  what 
he  has  to  say  will  be  Avorth  the  while  of  every  member 
to  hear,  so  be  sure  that  every  member  is  in  his  place 
for  this  addi'ess. 

Most  of  our  members  seem  to  appreciate  the  little 
outings  Ave  have  every  year  during  our  convention,  and 
for  that  reason  we  have  arranged  for  a  repetition  of 
what  took  place  last  ,year.  The  matter  has  been  left  in 
the  hands  of  your  Secretary  and  I  have  asked  Mr. 
James  O'Hagan,  the  editor  of  the  Furniture  World 
and  The  Undertaker,  to  take  charge  of  the  games.  I 
am  quite  sure  there  will  be  no  Tack  of  interest  on  his 
part  as  chairman  on  the  games  committee  to-  see  that 
there  will  be  something  doing  all  the  time,  as  everybody 
knows  Jim  O'Hagan.  So  this  (Wednesday)  afternoon 
the  convention  will  adjourn  for  the  day  to  meet  at  l.?>0 
at  Bay  Street  dock  to  go  to  Centre  Island — same  place 
as  last  year. 

We  want  to  call  the  attention  of  our  members  to  the 
fact  that  we  have  here  a  ([uestion  box,  and  Ave  Avant 
every  member  to  ask  at  least  one  question.  Write  out 
your  (luestions,  deposit  them  in  the  box,  and  some  time 
during  the  convention  Ave  will  have  an  hour  in  which 
these  (jueries  will  be  answered.  This  is  one  of  our 
strong  points,  and  one  of  the  reasons  for  our  annual 
convention — the  exchange  of  ideas.  Mr.  Askin  Avill 
also  be  glad  to  ansAver  (ju.estions  at  the  close  of  his  ad- 
dress on  any  matter  mentioned  in  his  talk,  and  also 
try  to  settle  any  difficulty  that  members  may  put  to 
him. 

A  very  important  matter  that  will  come  before  the 
convention  is  that  of  affiliation  with  the  National  Fu- 
neral Directors'  Association  of  the  United  States.  T 
Avill  make  no  comment  on  this  matter,  leaving  it  wholly 
to  the  convention  itself  to  settle. 

If  there  are  any  matters  not  fully  understood  by  the 
members  I  would  be  pleased  to  answer  any  (juestions. 
that  may  be  put  to  me. 

Again  thanking  the  nuiinifacturers  and  travelers  and 
trade  papers  for  theii-  support  during  the  past  year,  1 
respectfully  submit  my  report  foj  your  approval. 

F.  W.  MATTHEWS,  Secretary 

Toronto,  Wednesday,  Sept  3,  1919. 

In  presenting  his  report,  Secretary  Matthews  said  lie 
Avas  sorry  that  not  more  were  present  to  hear  what  he 
had  to  say  of  the  Avork  of  the  Executive  during  the 
year  and  in  his  reading  lie  interiected  many  comments 
and  elucidatirnis  of  various  matters  raised. 

On  the  Avorth  of  the  C.E.A.  he  said  he  wished  the 
members  Avould  take  liome  and  think  over  the  proposi- 
tions set  forth.  lie  also  elaborated  on  the  point  of 
nettv  jealousy  and  commented  on  the  various  Avays  of 
killinsr  an  association. 

Tf  tliose  in  arrears,  as  shoAvn  bv  the  ledger,  Avould  nav 
up,  the  Association  Avould  be  richer  by  $3,256.  There  had 


been,  hoAvever,  about  15  old  members  Avho  had  come 
forward  this  year  and  paid  up  all  back  dues. 

It  would  be  well  if  the  ledger  was  cleaned  right  up, 
but  the  members  should  not  expect  any  one  member  +o 
do  it  all.  It  had  been  decided  at  a  previous  meeting  to 
do  certain  things^  but  the  secretary  neglected  to  carr,y 
out  the  orders  because  it  was  a  hard  problem  to  handle. 

Secretary  Matthews  spoke  of  the  matter  of  affiliatioji 
Avith  the  N.F.D.A.  It  meant  a  per  capita  tax  of  75  cen+s 
a  member,  and  Avould  cost  the  Association  about  $500. 
We  could  join  for  one  year,  then  Ave  Avould  go  in  the 
hole. 

The  secretary  also  mentioned  the  matter  of  exchange 
on  cheques  sent  in  to  pay  fees.  The  loss  to  the  C.E.A.  in 
consequence  of  this  Avas  quite  a  heavy  item.  The  cash 
books  shoAved  for  1919  a  total  of  $1,216  as  against  $919 
last  year;  the  sundry  expenses  Avere  $66.90,  as  against 
$44.82  last  year. 


^IIIIMIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIi: 


AV.  S.  YULE,  Swift  Cur- 
rent, elected  president  of 
the  Saskatchewan  Funeral 
Directors'  Assn.  for  this 
year  at  the  recent  annual 
convention  held  at  Moose 
Jaw. 


IIIIIIIIIIIIIIIIIMIIIIIIIIIIIIillMIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIll^ 


Reading-  of  Correspondence. 

Secretary  MatthcAvs  next  read  the  following  corres- 
pondence : 

From  Nova  Scotia  Association. 

Thanks  very  much  for  your  invitation  to  attend  the 
C.E.A.  convention.  I  regret  to  say  that  I  will  be  unable 
to  attend" this  year,  but  am  looking  forward  to  meeting 
your  members  next  year. 

Our  Association  have  taken  up  the  matter  of  forming 
a  National  As,soeiation  and  have  appointed  a  committee 
to  take  it  up  with  the  other  associations. 

We  have  appointed  Mr.  AndrcAvs  our  representative 
at  your  convention,  and  knoAV  that  he  Avill  do  all  hi 
his  poAver  to  bring  the  formation  of  it  about. — 
Yours  truly,  CECIL  E.  ZINK. 

Secretary,  N.S.F.D.A. 

From  Irish  and  British  Associations. 

I  Avas  re(piested  by  the  president  of  the  North  of  Ire- 
land Undertakers'  Association  to  convey  their  best 
Avishes  and  fraternal  greelinsrs  to  you  assembled, 
I  enclose  congratulations  from  the  English  associations 
also.  I  regret  being  unable  to  be  Avith  you  this  year 
and  still  bear  pleasant  remembrance  of  niA'  former 
visits  in  1913  and  1916.  I  am  clad  to  report  progress 
all  round  in  our  profession  in  the  Old  'Country,  and  al- 
though embalminff  has  jiot  advanced  as  I  Avould  have 
Avi.shed,  the  sanitary  care  of  ^he  dead  has  noAV  be- 
come a  fixed  principle  in  our  cdlings. 

We  as  associations  will  ever  bear  in  our  memorA'  tlie 
snlendid  resnonse  of  your  sons  to  the  call  of  our  Moth'^r 
Countrv  in  her  hour  of  need,  durino'  the  sti'ess  of  llie 
Avar.  The  sacrifice  that  tliese  brave  boys  made,  as  thcA' 
stood  shoulder  to  shoulder  ani]  heart  to  heart  in  the 
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awful  contest  for  right  with  our  own  sons,  links  them 
for  ever  together. 

You  will  be  pleased  to  learn  that  Ireland  at  the  pres- 
ent is  in  a  very  prosperous  condition.  P^armers  have 
made  money  on  all  hands.  Crops  have  been  good  all 
round,  prices  outranging  the  memory  of  man.  Condi- 
tions of  living,  on  the  whole,  have  never  stood  as  high. 
While  there  has  been  a  great  inconvenience  b)'  trouble 
and  unrest,  this  spirit  seems  to  have  reached  its  climax, 
and  men  are  getting  settled  down  into  their  normal 
way  of  life. 

I  could  not  but  admire,  while  in  your  Exhibition 
grounds,  the  vast  difference  in  now  and  three  years 
ago,  as  T  looked  on  on  Children's  Day.  I  saw  those 
happy  childr'^n  playing  round  the  German  guns  which 
your  brave  boys  wrested  from  the  enemy  on  the  fields 
of  France  and  Belgium.  It  made  a  grand  picture, 
Avhen  one's  thoughts  went  over  the  war  scenes  and  the 
carnage  these  same  guns  made  and  now  silenced  for 
ever.  It  was  just  grand.       R.  R.  LOUDAN,  F.L.C.E. 

Armagh,  Ireland. 

From  British  Undertakers'  Journal. 

Please  give  the  Journal's  congratulations  to  the  Can- 
adian Undertakers,  especially  those  who  took  part  in 
the  "Big  Fight,"  together  with  our  best  wishes  for 
their  happiness  and  prosperity.  A  week  from  to-day 
the  annual  conference  of  the  B.U.A.  opens  at  Matlock 
and  continues  four  days.  T  will  endeavor  to  get  some- 
one to  move  that  a  letter  of  congratulation  and  good 
wishes  be  sent  from  the  conference  to  the  Canadian 
Undertakers  and  Embalmers.  A.  T.  STORY. 

From  the  N.F.D.A. 

We  enclose  copy  of  the  program  for  our  next  annual 
convention  and  hope  that  we  may  have  the  pleasure  of 
meeting  you  and  others  from  your  country  at  Atlantic 
City  next  month. 

A  most  cordial  invitation  is  extended  to  all  across  the 
border  to  be  in  attendance  and  even  though  your  Asso- 


PROK.  CLIFFORD  G.  ASKIN. 
Whose  lalk  on  Better  Business  Methods  was  one  of  the  hits 
of  the  convention, 


elation  does  not  become  a  member  of  our  National  body 
please  bear  in  mind  that  all  your  members  will  be  cor- 
dially welcomed  at  any  of  our  sessions. 

H.  M.  KILPATRICK,  Secretary. 
The  National  Funeral  Directors'  Ass'n. 
N.  B.  Cobbiediek  moved,  seconded  by  Harry  Ellis 
that  the  secretary's  report  be  received  and  forwarded 
to  the  property  committee,  and  that  votes  of  thanks  be 
tendered  our  sister  association  for  their  evidences  of 
good  will. 

Notices  of  Motion. 

A  motion  was  introduced  "That  the  trustees  holding 
in  trust  the  stock  donated  to  this  Assoeiation  by  Mr.  A. 
J.  H.  Eckardt  have  their  powers  enlarged  giving  them 
freedom  to  sell  if  they  chose  this  stock  and  deposit  the 
funds  in  patriotic  or  municipal  bonds  or  in  whatever 
way  they  see  fit  that  will  be  in  the  best  interests  of  the 
Association."  It  was  moved  by  F.  F.  Morris  and  secon- 
ded by  C.  L.  Smith. 

Mr.  Matthews  explained  the  fluctuating  nature  of 
stocks  generally,  and  he  thought  the  trustees  should  be 
allowed  to  sell  any  stock  if  it  reached  a  figure  that 
would  prove  profitable  to  the  Association. 

Newton  Boyd  believed  if  the  personnel  of  +he 
present  committee  was  enlarged  by  having  the  secre- 
tary act  in  conjunction  with  the  present  trustees  they 
could  then  be  in  a  position  to  be  close  to  the  market. 

The  motion  was  carried  and  sent  on  to  the  Resolution 
Committee. 

Mr.  Cobbiediek  brought  up  the  matter  of  a  trip  to 
the  Atlantic  City  convention.  If  any  members  con- 
templated making  a  trip  he  would  be  glad  to  get  into 
touch  with  him. 


TREASURER'S  REPORT. 

A.  R.  Coltart  made  his  report  verbally.  He  was 
pleased  to  say  he  was  in  better  health  than  last  year.  A 
short  time  ago  he  thought  it  would  be  necessary  to  in- 
crease the  yearly  fees  to  meet  the  expenditures,  but 
looking  over  his  cash  vouchers  on  second  consideration 
he  believed  we  were  doing  pretty  well.  For  himself  he 
was  in  a  tight  fix — the  secretarv  would  not  give  him 
finy  monev  without  signing  his  book,  and  the  auditors 
have  a  halter  on  him  on  the  other  side. 

The  report,  vouchers,  etc.,  were  forwarded  to  the 
Finance  Committee  on  motion  of  Messrs.  MattheAvs  and 
Morris. 

"Better  Business  Methods." 

Prof.  Clifford  G.  Askin  was  introduced  to  the  Con- 
vention, and  he  delivered  one  of  the  best  business  talks 
the  members  had  ever  heard.  A  full  house  was  in  at- 
tendance, and  it  speaks  well  for  +he  soe^iker  that  dur- 
ing the  hour  and  a  half  he  held  the  floor  not  a  person 
left  the  room. 

By  way  of  introduction,  Mr.  Askin  touched  on  some 
of  the  matters  that  had  come  before  the  morning  ses- 
sion. He  honed  a  large  crowd  from  Canada  would  at- 
tend the  N.F.D.A.  convention  at  Atlantic  Citv.  In  con- 
junction Avith  that  convention  there  would  be  a  con- 
ference of  embalmers:  there  was  a  splendid  program. 
aiKl  the  exhibition  display  was  to  be  the  greatest  ever 
as«pmbled  together. 

In  the  Secretary's  report  he  noted  that  there  was 
made  a  plea  for  more  co-operation,  and  a  .suegestion 
that  a  paid  secretary  be  appointed  and  the  fees  be  rais- 
ed to  $10'  a  year.  The  same  proposition  had  b*^en  vxi^ 
UP  to  his  state  association  ("Indiana Thev  had  now  a 
paid  secretary  and  next  year  the  fees  would  be  raised. 
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This  'had  been  brought  about  mainly  because  of  an 
amendment  that  was  proposed  to  be  made  to  the  Em- 
balmers'  Act,  whereby  all  the  merits  of  the  act  would 
be  wiped  out.  But  the  legislation  committee  got  busy 
and  through  the  aid  of  their  machinery  the  Indiana 
association  had  been  able  to  combat  the  proposal.  In 
his  State  the  profession  help  the  health  officers  and 
through  the  co-operation  of  the  health  officials  they 
were  able  to  kill  the  amendment. 

The  result  of  appointing  a  paid  secretary  showed  it- 
.self  in  67  new  members  being  added  to  the  Association 
in  three  weeks  time.  If  the  secretary  has  kept  up  the 
good  work  he  should  by  now  have  added  150  names  to 
the  register.  The  Association  at  present  embraces  50 
per  cent,  of  the  funeral  directors  of  Indiana. 

A  summary  of  Mr.  Askin's  address,  crowded  out  of 
this  issue,  as  well  as  report  of  picnic,  games  and  ban- 
(|uet,  will  appear  in  next  month's  number  of  Canadian 
Furniture  World  and  The  Undertaker. 


THURSDAY  MORNING  SESSION. 

The  committee  meetings  took  up  the  first  hour  of  the 
morning.  At  the  opening  of  the  general  session  Presi- 
dent Brandon  called  for  the  nomination  of  officers  for 
the  ensuing  j^ear.   The  result  was  as  follows : 

President — F.  F.  Morris,  Bowmanville,  nominated  by 
Messrs.  Edwards  and  Letcher. 

First  Vice-President — T.  H.  McKillop,  Brampton,  by 
Messrs.  Morris  and  Bickley. 

Second  Vice-President — W.  G.  Britton,  Listowel,  by 
Messrs.  Burrowes  and  Bolton. 

Secretary — F.  W.  Matthews,  Toronto,  by  Messrs. 
Morris  and  Love. 

Treasurer — A.  R.  Coltart,  Chatham,  by  Messrs.  Bur- 
rowes and  Bolton. 

Trustees — C.  N.  Greenwood,  N.  Boyd  and  R.  U. 
Stone,  reai)pointed. 

All  the  offices  being  filled  unanimously.  Pres.  Bran- 
don declared  the  officers  as  named  elected  for  the 
year. 

President  Brandon  named  the  committee  who  Avill 
work  on  the  National  Association  plan  during  the  year 
— Messrs.  Morris,  Greenwood,  Matthews  and  Brandon. 
So  it  is  up  to  these  men  to  boost  for  a  Dominion-wide 
association  ])efore  next  convention. 

C.  N.  Greenwood,  as  a  member  of  the  Ontario  Em- 
balming Board,  explained  some  of  the  regulations  re- 
garding the  examinations  and  the  law  of  the  Province 
as  affecting  the  profession. 

Up  to  now  the  Board  had  been  very  careful  and  very 
lenient.  The  members  had  been  keeping  away  from 
prosecutions,  but  it  had  come  up  to  the  point  wh^re 
now  is  the  time  the  line  must  be  drawn  and  from  now 
on  the  law  will  be  enforced.  The  members  had  gone 
around  visiting  various  places,  and  thev  found  some 
men  not  living  up  to  the  law.  Undertakers  of  Ontario 
need  not  be  surprised  if  a  member  of  the  Board  dvoji.s 
in  some  time  and  brings  a  charge  in  the  court  against 
such  as  are  not  living  up  to  the  regulations.  The  Gov- 
ernment api)ointed  the  Board  to  enforce  the  law  anrl 
the  members  intended  to  do  this.  There  are  a  number 
of  undertakers  in  Ontario  who  are  doing  embalming, 
having  no  certificate  to  do  so. 

There  is  another  point.  The  Aet  says  the  license  of 
an  undertaker  must  be  exposed  to  view,  not  folfled 
away  in  a  desk.  If  you  have  two  licenses  they  must  br- 
exnosed  to  the  view  of  the  public. 

Mr.  Greenwood  instanced  one  place  where  he  called 
and  the  undertaker  said  he  was  making  no  charge  foi- 


embalming,  giving  that  as  a  reason  for  getting  by  the 
Act.  Such  men  are  defying  the  Board  and  the  law. 
The  Act  states : 

"13.  Every  person  who,  not  being  a  holder  of  a  cer- 
tificate of  qualifieation  issued  by  the  Board  or  of  a  re- 
newal thereof,  holds  himself  out  as  an  embalmer  or  uses 
any  sign  or  letters  or  words  or  abbreviations  importing 
that  he  is  an  embalmer,  shall  incur  a  penalty  not  ex- 
ceeding $25. " 

Asked  as  to  qualification  for  an  undertaker's  license, 
Mr.  Greenwood  read  the  Act.  The  Provincial  Board  of 
Health  had  turned  over  to  the  Embalmers'  Board  the 
issuing  of  undertakers'  licenses,  which  was  a  commer- 
cial matter  entirely.  Any  person,  ordinarily,  wbo  pays 
the  fee  may  have  an  undertaker's  license;  but  an  em- 
balmer's  license  is  a  diflPerent  matter. 

Mr.  Greenwood  explained  the  clause  regarding  assist- 
ants having  two  years  experience.  This  had  been  cut 
down  to  one  year. 

Prof.  Renouard  rounded  out  the  morning  session, 
and  took  on  the  early  part  of  the  afternoon  with  the 
conclusion  of  his  leetiires  and  demonstration. 

The  concluding  business  of  the  convention  will  be 
recorded  in  the  otfieial  minutes  of  the  Association,  and 
published  in  the  next  issue  of  Canadian  Furniture 
World  and  The  Undertaker. 


VISITORS  TO  CONVENTION. 

We  had  visitors  from  both  Atlantic  and  Pacific  coast 
points  this  year — Mr.  and  Mrs.  P.  J.  Fitzpatrick,  of  St. 
John,  N.B.,  came  from  the  Bast ;  Secretary  A.  B.  Gar- 
diner, Winnipeg,  of  the  Manitoba  F.D.  Association,  and 
Norman  J.  Bellamy,  Moose  Jaw,  Sask.,  represented  the 
two  Western  associations ;  and  T.  J.  Kearney,  Van- 
couver, was  here  from  the  Far  West. 


OFF  TO  ATLANTIC  CITY. 

A  number  of  conventionites  went  down  to  Atlantic 
City  to  hear  the  big  guns  go  off  at  the  N.F.D.A.  conven- 
tion. Among  these  were  Mr.  and  Mrs.  F.  W.  Matthev,'s, 
Mr.  and  Mrs.  N.  B.  Cobbledick,  R.  U.  Stone,  Toronto, 
S.  N.  Greenwood,  Stratford,  and  Dr.  Ferguson.  A  num- 
ber of  others  expressed  themselves  as  likely  to  go  if 
their  plans  could  be  arranged  to  allow  of  a  week's 
absence. 

A.  B.  Gardiner,  of  the  Manitoba  Association,  and  N. 
J.  Bellamy,  of  the  Saskatchewan  Association  went 
down  to  Atlantic  City,  the  latter  to  see  about  affiliation 
of  his  organization  with  the  N.F.D.A. 


CANICUU  Tff" 


That  velvety-flow  fluid  that  is  different; 
does  not  burn  or  shrivel  the  arteries, 
allowing  the  operator  to  inject  as  often 
as  he  likes  and  obtain  that  desired  effect. 

CANICULA  CHEMICAL  COMPANY 

366  Bathurst  Street       ■       TORONTO,  CANADA 
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WORLD'S  FIRST  FUNERAL  BY  AIRPLANE 
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Toroato  Funeral  Director  holds  first  aerial  funeral  ever  held — Robt.  U.Stone,  Toronto,  holds  honor 
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A CANADIAN  funeral  director  has  the  honor  of 
eonduetiug  the  first  aerial  funeral  in  the  world. 
This  funeral  was  held  on  Wednesday,  September 
3,  at  Toronto,  from  the  foot  of  Bathurst  Street  to 
Mount  Pleasant  Cemetery.  It  was  thus  necessary  for 
the  aerial  cortege  to  cross  the  city  from  south  to  north. 

The  funeral  was  that  of  Leonard  Allan,  a  five-month- 
old  baby  boy,  whose  home  was  at  105  Trinity  Street. 
The  child  died  in  the  Hospital  for  Sick  Children  on  the 
1st  of  September. 

The  funeral  service  was  held  at  the  residence  on 
Trinity  Street.  The  family  and  friends  were  taken  to 
the  Mount  Pleasant  Cemetery  by  motor,  while  a  motor 
hearse  took  the  body  to  the  foot  of  Bathurst  Street, 
where  two  Curtiss  machines  were  in  waiting.   The  tiny 


side.  However,  for  transportation  of  bodies  in  emer- 
gency cases,  there  is  a  future.  A  body  could  be  brousrht 
from  a  remote  district  or  from  city  to  city. 

"From  a  military  standpoint,  it  may  appeal  to  flying 
men.  Military  honors  are  conceded  to  those  who  die 
in  the  service,  and  aeroplane  funerals  are  a  possibility 
as  a  tribute  to  men  who  have  given  their  lives  in  that 
service." 

The  funeral  plans  were  certainly  well  made  and  well 
carried  opt.  The  first  plane,  carrying  the  foffin,  took 
off  from  the  sand  fields  at  11.15  a.m.  It  was  piloted  by 
Mr.  Harold  Smith,  late  of  the  R.A.F.  The  second 
plane,  piloted  by  Flight  Lieut.  McCarthy,  followed  im- 
mediately. In  this  plane  was  Mr.  P.  H.  Houghton,  a 
returned  soldier,  who  is  a  member  of  Mr.  Stone's  regu- 
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The  landing  at  Mount 
Pleasant  Cemetery.  From 
left  to  right:  R.  U.  Stone, 
who  conducted  this  first  air- 
plane funeral:  W.  H.  Ford, 
superintendent  of  Ceme- 
tery; Mr.  Stone's  assistant; 
and  Art.  McCabe.  Toronto 
funeral  director,  who  was 
present  at  the  funeral. 
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coffin  was  strapped  into  the  plane  in  front  of  the  pilot 
and  at  11.15  the  two  planes  commenced  their  flight, 
crossing  the  city  and  making  a  perfect  landing  to  the 
east  of  the  cemetery,  where  motors  were  in  waiting,  and 
the  remains  taken  to  the  graveside,  where  the  ceremony 
was  completed. 

Robert  U.  Stone,  the  funeral  director,  who  conceived 
and  carried  out  this  first  funeral  by  aeroplane,  when  in- 
tervicAved,  said : 

"I  am  (|uitc  satisfied.  Everything  went  absolutely  as 
planned.  I  am  quite  aware  that  I  am  leaving  myself 
open  to  criticism,  but  people  threw  up  their  hands  Avhen 
the  first  funeral  was  arranged  by  motor.  The  funeral 
by  aeroplane  was  bound  to  come  in  time,  and  I  have 
j)roved  that  it  is  feasible.  Until  the  use  of  aeroplanes 
for  commercial  purposes  is  more  advanced  I  see  no  im- 
mediate future  for  funerals  by  aeroplane.  The  expense 
has  to  be  considered.  There  must  be  a  proper  place  to 
'take  of?'  and  a  proper  landing  place  at  the  grave- 


lar  staff.  Approaching  the  cemetery  the  planes  flevr 
as  one,  circled  Moimt  Pleasant  at  about  4.000  feet.  The 
first  plane  gradually  decreased  its  height  and  landed 
lightly  while  the  second  dropped  in  a  sensational  spiral 
nose  dive  and  quickly  ran  alongside  its  leader. 

The  permit  was  carried  by  airplane  and  handed  by 
Mr.  Stone  to  W.  H.  Ford,  the  superintendent  of  the 
cemetery.  Capt.  James  P.  Beatj',  president  of  the 
Aero  Club,  was  a+  the  foot  of  Bathurst  Street,  and  wit- 
nessed the  start. 

News  of  the  funeral  Avas  kept  very  (piiet.  and  only 
the  friends  and  a  few  people  Avho  happened  to  be  in  the 
vicinity  of  the  cemetery  witnessed  the  proceedings.  The 
twentieth  century  is  a  fast-moving  one,  but  a  funeral 
combining  as  this  one  did,  motors,  airplanes  and  moA-- 
ing  picture  men,  was  hardly  conceivable.  However, 
the  inconceivable  has  become  an  actuality,  Toronto, 
and  the  world,  has  had  its  first  airplane  funeral. 
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I  New  Show  Rooms  I 
I  at  Dominion  Mfg.  Co.  | 

^IIIIIIIIIIIIMMIIIIIMIMIIMIIIIMIIMIIMIIMIIIIIMIIMIMIIMIIIIIMIMIMIIMIMIMIMIMIMIMIIIIMIMIIIIIIIIIMIMIIIilllllllllMIIJilMIIIMIM 

NEW  showrooms  were  opened  at  the  Dominion  Man- 
ufacturing Co.'s  head  office  at  Niagara  and 
Teeumseh  Streets,  Toronto,  during  the  recent 
C.E.A.  convention,  giving  them  the  finest  showroom  in 
their  line  in  the  country. 

An  artistic  stairway  leads  from  the  general  offices  to 
the  showroom  on  the  floor  above.  To  the  front  are  a 
couple  of  rooms — one  a  rest  room  for  visitors,  the  other 
the  board  room  for  meetings  of  directors  and  officers. 
Both  these  rooms  are  splendidly  decorated  and  fur- 
nished. The  furniture  of  the  rest  has  mahogany  frames 
upholstered  in  blue  plush,  the  curtains  and  wall 
hangings  harmonizing.  The  board  room  is  furnished  in 
oak. 

The  showroom  is  a  commodious  room  with  two  aisles 
through  the  stock.  One  great  advantage  is  that  every 
item  on  the  floor  can  be  conveniently  examined ;  there 
is  no  crowding. 

At  the  far  end  of  the  showroom,  in  opposite  corners, 
are  two  small  rooms  in  which  funeral  directors  may 
bring  customers  to  see  how  any  particular  casket  would 
look  in  home  surroundings.  Between  these  two  rooms 
is  a  large  wayy  display  case,  in  which  are  dressed  Avax 
figures  to  give  an  idea  of  what  is  latest  in  the  way  of 
funeral  costumes. 

On  the  west  side  of  the  building  are  also  two  large 
glass  wall  cases  to  show  ofl'  the  ^^l^ish-covered  and 
couch  caskets.  The  adult  sizes  in  these  cases  are  inter- 
spersed with  children's  cases.  On  the  opposite  wall  are 
a  toilet  room  and  the  display  of  hardware.  New  silent 
salesmen  of  up-to-date  construction  are  being  put  in 
for  this  department.  There  is  also  a  wall  ease  display- 
ing boxed  costumes,  door  drapes,  etc. 

Among  the  caskets  shown  were  metal  caskets  in 
Spartan  silver,  bronze  and  copper.  A  pair  of  cases  in 
solid  mahogany  and  (juartered  oak,  highly  ornamented, 
were  much  admired ;  and  a  Circassian  walnut  case  in 
Colonial  design  was  a  very  attractive  centre  piece.  Be- 
sides these  there  were  many  figured  gums  and  walnut 
cases  in  new  panel  effects. 

Tn  cloth  cases  there  were  some  splendid  colored 
])lushes  ill  Royal  purple,  French  grey,  white  and  black 
broadcloth.  Among  the  lisplaj's  was  a  very  fine  cool- 
ing board  and  catafalque  outfit  in  brown  plush,  said  to 
be  one  of  the  finest  ever  seen  in  Canada. 

The  hardware  line  displayed  showed  that  Spartan 
finisli  still  holds  its  popularity.  Besides  there  werc 
many  new  handles  shown  for  the  first  time  in  ebony, 
oxidized,  gunmetal  and  antique  silver. 

The  lighting  oflfects  of  the  showroom  are  well  nigh 
l)erf('ct.  rndireet  electric  chandeliers  throw  a  soft 
color,  and  the  stained  glass  windows  give  a  nice  effect. 

The  official  opening  took  place  on  Wednesday  even 
ing.  Se!)tenil)er  3,  when  all  visitors  to  the  convention 
attended.  Musgrave's  orchestra  provided  music,  Dun- 
can 'Cowan  sang.  Coles  catered,  and  the  wives  and 
daughters  of  the  Dominion  officers  saw  that  all  pres- 
ent were  attended  to. 

A  souvenir  was  given  the  funeral  directors  in  the 
shape  of  an  order  book,  bound  in  leather.  The  book's 
form  provided  for  almost  everything  an  undertaker 
w.Tnts  to  know — funeral  register,  sales  record — every- 
thing from  the  first  call  to  the  end  of  the  funeral. 


CHAMPION  EMBALMING  FLUID. 

The  Champion  Chemical  Co.  made  a  splendid  show- 
ing of  their  embalming  fluid,  instruments,  church 
trucks,  couches,  etc.,  during  convention  week  at  114 
King  Street  West.  Both  Dr.  Ferguson  and  Mr.  John- 
ston were  in  charge  and  one  or  both  of  them  were  there 
all  the  time.  Besides  the  Champion  Fluid  the  twin 
line,  "Kosmoleum, "  was  shown. 

Both  the  Doctor  and  Mr.  Johnston  were  assiduous  in 
looking  after  Ihe  interests  of  those  who  called,  and  they 
were  congratulated  on  their  efforts  towards  making 
the  C.E.A.  convention  such  a  success. 


SOMETHING  NEW  IN  DOOR  DRAPES. 

Combined  Vvith  the  Champion  Chemical  exhibit,  or 
rather  in  the  same  building,  the  National  Wreath  and 
Spray  Co.  of  Cleveland,  Ohio,  made  a  display  of  their 
products,  and  it  was  a  splendid  line,  too.  Before  the 
close  of  the  week  the  whole  display  was  sold. 

The  line  is  a  new  one  in  Canada.  Instead  of  clotli 
door  drapes,  the  designs  ran  to  floral  boquets,  sprays, 
laurel  wreathes,  hanging  baskets.  The  first  day  only 
pictures  were  shown,  but  it  is  right  to  say  that  the 
photos  hardly  did  justice  to  the  line.  Max  E:  Gottlieb 
and  his  assistant,  J.  Walr.h,  looked  after  the  exhibit. 


H.  S.  ECKELS  &  Co. 

This  company  had  their  quarters  in  the  Prince 
George  Hotel,  as  in  the  past.  They  did  not  make  any 
elaborate  display  of  their  line,  preferring  to  have  their 
representative  cater  to  the  comfort  of  their  customers 
and  friends.  Bob  Flint  was  in  charge  and  everybody 
who  called  was  well  looked  after. 


CARANAC 

EMBALMING  FLUID 


Those  that  use  this  fluid  do  not  believe 
there  is  a  better  one. 

Our  increase  in  business  each  year 
testifies  as  to  its  merits. 

It  produces  the  best  results  every  time. 

LET  YOUR  NEXT  ORDER  BE 
CARANAC 

WE  SHIP  PROMPTLY 


Caranac  Laboratory 

Peterborough      -      Ontario     -  Canada 
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I   Nova  Scotia  F.  D's  Convention  | 

I  Reported  for  The  Canadian  Furniture  World  and  The  Undertaker  | 
I  by  G.  E.  Nichols,  Halifax  | 

^lUIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIMIinllllllllllllMIIIIIHIIIIIIIilllllllillll  lllilllllllMIIIIIIIIIIIIIIIIMIillllll^? 

THE  Nova  Scotia  Funeral  Directors  and  Embalm- 
ers'  Association  held  their  annual  convention  at 
Snow  k  Co.  's  premises,  Argyle  Street,  Halifax, 
on  August  19,  20  and  21,  with  all  officers  present  and  a 
lai'ge  attendance  of  members. 

President  A.  W.  Murray  was  in  the  chair,  and  assist- 
ing him  were  Vice-President  J.  C.  B.  Olive,  Sec-Treas- 
urer Cecil  E.  Zink,  Sergt-at-Arms  J.  A.  Logan,  and 
Chaplain  C.  D.  Wright. 

The  program  as  mapped  out  in  advance  was  pretty 
well  adhered  to,  as  follows: 

Tuesday,  August  19th,  1919 

10.00  a.m. — Call  to  order.  Opening  prayer  by  City 
ClergA^nen.  Address  of  welcome  by  Mayor  Parker. 
Response  to  address  of  welcome,  J.  C.  B.  Olive,  Truro. 
President's  Address.  Report  of  Secretary-Treasurer. 
Appointment  of  Committees. 

11.00  a.m. — Lecture  by  Prof.  C.  F.  Moadinger. 

2.00  p.m. — Business  session. 

2.80  p.m. — Receiving  new  members. 

3.00  p.m. — Lecture  by  Prof.  C.  F.  Moadinger. 

4.00  p.m. — Business  session. 

7.30  p.m. — Lecture  by  Prof  C.  F.  Moadinger. 

Wednesday  20tli,  1919 

9.30  a.m.— -Lecture  and  demonstration  by  Prof.  C.  F. 
Moadinger. 

11.00  a.m. — Election  of  officers  and  other  business. 
2.00  p.m. — NcAv  business  and  lecture  by  Prof.  C.  F. 
Moadinger. 

7.30  p.m. — Business  session. 
9.00  p.m.— Banquet  at  Tally  Ho. 

Thursday,  August  21st,  1919 

9.30  a.m. — Lecture  of  Prof.  C.  F.  Moadinger. 
10.30  a.m. — Reports  of  Committees. 
11.00  a.m. — Business  and  appointing  place  of  next 
meeting. 

Prof.  C.  F.  Moadinger,  President  of  New  York  State 
Undertakers'  Association,  delivered  a  course  of  lec- 
tures and  demonstrations  which  very  fully  cover  such 
topics  as:  Blood  discolorations,  circulation  and  respira- 


tion, anatomy  of  organs  of  circulation,  cavity  of  pre- 
servation, arterial  embalming,  bacteriology  for  em- 
balmers,  decomposition,  communicable  diseases  and 
disinfectants,  post  mortem  cases,  cosmetics  and  demi- 
surgery. 

The  professor  also  gave  instructions  for  those  pre- 
paring for  examinations  for  licenses. 


PROFESSIONAL  NOTES. 

R.  R.  Loudan,  Armagh,  Ireland,  was  a  caller  at  Cana- 
dian Furniture  World  office  during  the  month. 

S.  E.  Hayward,  who  started  undertaking  at  Sussex 
about  two  and  a  half  years  ago,  has  sold  his  stock  and 
equipment  to  F.  W.  Wallace,  Sussex.  N.B. 

At  the  home  of  Mr.  and  Mrs.  F.  W.  Wallace,  Sussex. 
N.B.,  on  Thursday  evening,  August  30,  their  son.  Wil- 
liam H.  Wallace,  was  united  in  marriage  to  Mi.ss  Mary 
Knight  of  Shef=field.  England,  by  Rev.  M.  Shewen.  The 
groom  went  overseas  in  the  104th  Battalion.  The 
happy  coui)lo  left  by  auto  on  Friday  morning  for  Plea.s- 
ant  Lake,  where  they  spent  their  honej^moon. 


WHO  SAID  THIS? 

Prof.  Renoiiard,  according  to  Tom  Simpson,  was 
giving  his  puj)ils  a  lesson  regarding  the  circulation  of 
the  blood,  during  the  recent  school  session,  and  among 
other  things  said:  "If  I  stand  on  my  head,  by  way  of 
illustration,  the  blood  rushes  to  my  head,  doesn't  it  ?" 
"when  I  stand  on  my  feet,  why  doesn't  the  blood  rush 
to  my  feet ?' ' 

"Because,"  answered  one  daring  youth,  "your  feet 
ain't  empty. " 


WATCH  YOUR  STEP. 

Pat  Fitzpatriek  says  you  never  can  tell  when  your 
simplest  words  are  going  to  be  twisted  out  of  their 
meaning.  He  exemplifies  Avith  the  incident  of  an 
austere-looking  woman  who  walked  into  Eaton's  store 
while  he  and  'his  wife  were  looking  about,  and  said  to 
the  clerk : 

"I  should  like  to  purchase  a  muflf." 

"What  fnr?"  inquired  the  clerk. 

"To  keep  m.y  hands  warm,  you  idiot?"  exclaimed 
the  woman. 


:lUMIMMIIIII::illlMIIIIIIIIIIIIIIIIIIIIIMIMIIIIIMIIMIIIIMIMIIIIIIIIIIIMIMIIMIIIIIIIMIIIIItllinlMIIMIMIIIIIIIIMIMIIIIIIIMIIMIIIIIMIMIII^ 


Motor  hearse  delivered  to 
T.  G.  Ross,  of  Assinal>oia, 
Sask..  on  August  30.  by 
Wattman  &  Kalbfleisch, 
Stratford.  It  is  built  on  a 
Studebaker  chassis.  A  simi- 
lar body  on  an  Overland 
chassis  was  delivered  to 
R.  Clark,  of  Alton.  Ont.. 
on  September  6th. 
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ONTARIO 

Bobcaygeon — 
Byng,  G.  C. 
Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 
Brantford — 

Thorpe  Bros. 

Funeral  Directors. 

Successors  to  H.  S.  Peirce. 

Both  phones,  200. 
Burks  Falls — 

miliar,  Joseph.    Box  213. 

Cotooconk — 

Grcenley,  A. 
Dorchester,  Ont — 

Lo.iran,  E.  A-  'Phone  2107 
Dungannon  — 

Sproul,  William 
Dunnville — 

D.  P.  Fiy.    'Phone  68. 
Elmira^ — 

Dreisinger,  Chris. 
Huntsville — 

'HiHiar,  Joseph 
Hamilton — 

Blachforrl  &  Sons. 
57  King  Street  West 


Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J-  H-  &  Co., 
19-21  John  St.  N. 

Ingersoll — 

Mc'Intyres. 

F.  W.  Keeler  and  R.  A. 
Skinner,  props. 
Kemptville — 

McCaughey,   Geo.  A. 
Kingston — 
Corbett,  S.  S- 

Eeid,  Jas-,  254  Princess  St. 
London — 

Ferguson 's  Sons,  John 
174  to  180  King  St. 
Orillia — 

W.  A.  Stracban, 
Succes'Sior  to 

H.  A.  Bingham. 

Phone  54.3. 
T).  Clark,  Tel.  159- 
Mundell,  J.  A.      Phone  126- 
150  Mississaga  St 
Oshawa — 

Luke  Burial  Co. 
Schomberg — 
F.  Skinner. 


St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 

St.  Thomas — 

William,  P.  R.,  &  Sons,  519 
Talbot  St. 
St-rling — 

Ralph,  Jas.        Phone  102. 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 
Toronto — 

Geo-  J.  iChapman, 

742  Broadview  Ave. 

Phone  G.  3885. 

Ambulance  service. 
Oobbledick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  lall 

branches  of  service. 
Phone  Beach  73. 
J.  A-  Humphrey  &  Son, 

463  Church  St. 
W.  N.  Knechtel, 
1202  Yonge  St. 

Motor  equipment  for  all 
branches  of  service. 

Motor  aimbnlianc'p. 

Phone  North  4400. 
Washington,  Fleury  Burial 

Co.,  685  Queen  ist.  E. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Wiashdngton  &  Johnston, 

707  Queen  St.  E. 

Corner  of  Broadview. 


Thedford — 

Woodhall,  J.  B. 
WaUaceburg — 

Cousins,  Burlington  &  Saint 

Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W. 
Woodstock — 

Mack,  Paul. 

Whitby— 

Nicholson   &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

St.  John — 

Fitz]iatrick  Bros. 
100  Waterloo  St- 

MANITOBA 

Brandon — 

Campbell   &  Ciampibell. 
Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Clark-Leiatherdale  Co.,  Ltd. 

232  Kennedy  St- 
Thonrpson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 

Saskatoon — 

Young,  A.  E. 


MY  REPUTA  TION  is  under  the  Cork  of  Every  Bottle  of 

RE-CONCENTRATED  DIOXIN  VsZ^^I'^^U''"'^'' 


THE  FIRST  THOUGHT 

Is  that  I  stake  the  reputation  which  I  have 
heen  struggling  to  ohtain  during  the  past 
twenty-six  years  on  the  perfection  and  sat- 
isfaction-giving qualities  of  my  latest  pro- 
duct, RE-Concentrated  Dioxin,  the  Per- 
oxide of  Hydrogen  Fluid. 


THE  SECOND  THOUGHT 

that  I.  being  one  of  the  inventors  nnd 
the  oatentee  of  the  Eckels-Genung  .Axilisry 
Method,  used  by  more  th'n  12,000  em 
baliters  in  the  United  State-  and  Canada, 
would  not  do  this  did  I  not  know  it  to  be 
the  be't  and  most  modern  fluid  m2de. 


THE  THIRD  THOUGHT 

Is  that  I  would  not  dare  to  offer  to  Pay 
Freight  Both  Ways  and  to  make  no  charge 
for  fluid  used  in  tests  if  I  was  not  sure 
that  Dioxin  would  give  satisfaction  far 
beyond  that  possible  with  any  other  fluid 
known  to  science. 


These  are  Broad  Statements,  but  they  are  borne  out  by  the  experience  of  thousands  of  high-class  embalmers  who  have 
compared  the  Cosmetic  Effects  and  Preserving  Properties  of  DIOXIN—  the  Peroxide  Fluid—  with  those  of  other  fluids. 


One  sixteen-ounce  bottle  EE-Concentrated  Dioxin  will  make 
a  gsllon  of  Peroxide  of  Hydrogen  Embalming  Fluid  of  standard 
strength  for  arterial  embalming,  or  it  will  make  one-half  gallon 
of  extra  strength  Formaldehyde  Fluid  for  bad  cases  or  for  cavity 
work 

The  quantity  of  water  yon  add  determines  whether  it  shall 
be  a  Formaldehyde  Fluid  or  whether  Peroxide  of  Hydrogen  shall 
predominate. 

RE-Concentrated  Dioxin,  therefore,  aside  from  being  the  only 
"pint-to-the-gallon"  fluid  ever  manufactured  and  the  most  econo- 
mical fluid  ever  placed  on  the  market  by  a  responsible  chemist,  is 
razUy  two  fluids  in  one. 

DOUBLE  DISINFECTING  BASE. 

This  is  because  RE-Concentrated  Dioxin  has  a  double  disin- 
fecting base.  One  of  these  bases  of  Formochloral,  a  purified  form 
of  FormPldehyde  in  which  the  Formaldehyde  is  robbed  of  its 
gratest  disadvantages  while  retaining  pU  of  its  virtues.  The 
other  base  is  a  substance  which  combines  with  the  water  you  add 
in  the  right  proportion  which  makes  it  a  Peroxide  of  Hydrogen 
Fluid, 

Peroxide  of  Hydrogen  is  composed  of  two  parts  of  Hydrogen 
and  two  parts  of  Oxygen.  Its  chemical  symbol  is  H2  02.  Water 
is  two  parts  of  Hydrogen  and  one  part  of  Oxygen.  Its  symbol  is 
H20.    The  chemicals  in  RE-Concentrated  Dioxin  combine  with  the 


water  you  add  and  supTly  to  the  water  the  extra  atom  of  Oxygen 
needed  to  transform  it  all  into  the  kind  of  Peroxide  of  Hydrogen 
which  makes  the  Best  Embalming  Fluid  ever  discovered, 

RE-Concentrated  Dioxin,  containing  as  it  does  and  in  an  ex- 
tremely concentrated  form  enoueh  dirinfecting  and  preserving  chem- 
icals to  make  one  gallon  of  fluid,  is  the  strongest  and  most  Dower- 
ful  fluid  in  the  world  to-day,  yet  it  combines  with  its  Titanic 
strength  the  marvello'js  poftnefs  and  delicacy  which  it  is  so  de- 
sirable to  use  on  delicrte  comnlexions  or  those  in  which  the  very 
highest  deeree  of  cosmetic  eilect  is  desired.  It  is  two  fluids  in  one 
bottle.  This  leave"?  you  in  a  position  to  make  the  choice  at  the 
moment  of  embalming. 

There  are  times  when  you  want  a  strong  fluid.  In  RE-Con- 
centrated Dioxin  you  have  it. 

There  are  times  when  you  de-ire  "  soft,  mild  and  delicate  fluid. 
In  EE-Concentrated  Dioxin  you  have  it. 

By  its  use  a  large  proportion  of  blood  can  be  withdrawn  and 
esnecially  in  dropsy  and  jaundice  cases  its  effects  are  magical. 
Dioxin  is  good  in  all  ca^es,  but  it  is  marvellous  on  the  very  class  of 
bodie.s  where  other  fliiids  are  weakest. 

SEND  FOR  A  TRIAL  SHIPMENT. 

Order  a  shipment  of  RE-Concentrated  Dioxin- 
use  it  on  your  next  important  case. 


-TO-DAY— and 


H.  S.  ECKELS  &  COMPANY,  221  Fern  Avenue,  Toronto,  Ontario,  Canada 
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Index  to  Advertisers 


Baetz    BiH'S   26 

Ball   Furniture  Co   22 

Beaver  Furniture  Co   14 

Bemister.  H.  A   17 

Brandt.  F.  C.    15 

C 

Canada  Furniture  Mfrs   24 

Canadian  Feather  and  Mattress  Co.  .  17 

Canicula  Campany,  Limited    6-5 

Caranar-  Laboratory    07 

Champion  Chemical  Co  i.l).c.-63 

Chatfield,  C.  B   52 

Chesley  Furniture  Co.    13 

D 

Dnminion  Manufacturers   61-62 

Dupont    Fabrikoid   Co   20 

E 

Fckles.  H.  S.  &  Co   69 

Egyptian  Chemical  Co   70 

G 

Gendron   Mfg.   Co  i.f.c. 

61ol)e-Wernioke   Co.,    Ltd   6-7 

Gold  Medal   Co   12 


H 

H.  E.  Furniture  Co.   18 

Hourd  &  Co  .'   16 


Imperial  Rattan  Co   10 

Irish,   G.  L  o.b.c. 


Kindel  Bed  Co   3 

Knctchel   Furniture   Co   22 


Life    Long   Furniture    Co   52 

Lloyd   Mfg.  Co   19 


M 

Marshall  Sanitary  Bedding  Co  ....i.f.'-. 

Maxwell   Mfg.  Co   54 

Matthews  Bros   16 

McT^agan  Furniture  Co.,  Geo   4-5 

Meaford  Mfg.  Co.    21 

Mcrlock  Bros.    .  .'   22 


N 

N.  A.  Furniture  Co   17 

National  Table  Co.,   Ltd   17 

North  American  Bent  Chair  Co   18 


Owen   Sound  Chair  Co   17 


Phonola   Co.,   The    53 


Robertson  &  Co..  P.  L. 


S 

Shafer  &  Co..  D.  L.    16 

Sidway  Mercantile  Co   25 

Steele  &  Co.,  .las   17 

Stratford  Chair  Co   8-9 

Stratford   Mfg.   Co   11 


W 

Walter  &  Co..  B  

Vattman,  Kalbfleisch  Car  Body  Co. 
Woeller,  Bolduc  Co  
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  (or  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Riven,  Qne. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amhertt,  N.S. 


Larger  Bottles  filled  ap  with  water  e 


I  Egyptian  Chemical  Co.  Boston,  U.S.A  i 
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For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  insettion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etr. 
Cash  must  accompany  each  order 
— no  accounts  booked. 


~iiiMiMiiMiiMiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii,iniiiiiijiiiiiiiiiiiiii  ':iiiiiMiiiri;iiiii|i<,;iiiiiiii':iMii:'iMiiii'iiii.iiii:i;.r 

FOR  SALE — Cadillac  Hearse,  in  excellent  condition,  for  quick 
sale.  Apply  to  Mr.  Nash,  undertaker,  1153  St-  Cladr  Avenue, 
Toronto.    Photo  on  application.  S 

WANTED — Position  in  a  small  city  or  good  sized  toTcn,  by  a 
married  man,  as  furniture  salesman,  undertaking  and  general 
work  arouud  furniture  store.  At  present  engaged  as  furni- 
ture salesman  in  a  large  city.  Member  of  the  Canadian  Em- 
balmers'  Association.  Good  reason  for  making  a  change- 
apply  Box  17,  Canadian  Furniture  World,  Toronto. 

FOR  SALE — Single  Deck  Casket  Wagon,  rubber  tires;  made  by 
Matthew  Guy;  in  good  condition;  also  white  Hearse,  will 
take  5  foot  casket;  rubber  tires.  Apply  to  W-  Speers,  2926 
Dundas  Street  West,  Toronto-  J 

TRAVELERS  WANTED — We  require  a  good  live  wire  in  every 
Province  in  Canada,  to  sell  the  products  of  the  Canicula 
Chemical  Com,p.any..  Liberal  commissions-  Travelers  repre- 
senting casket  houses  preferred.  Apply  by  wire,  letter  or  in 
pers  .n  to  -^66  Bathurst  Street,  Toronto.  J 

UNDERTAKING  BUSINESS  WANTED. 

SOMEWHERE  IN  CANADA  there  is  a  successful  undertaker 
who  has  reached  the  point  where  he  desires  to  retire  or  to 
sell  a  half  interest  in  his  business.  Let's  correspond.  Have 
had  eight  years  experience  with  high-class  undertaking  estab 
lishments  and  will  buy  a  good  business  outright  or  purchase 
half  interest.  Address  replies  to  Box  91,  Canadian  Furniture 
World,  32  Colborne  Street,  Toronto. 
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Illustrating  the  Boyd  Steel  Grave  Vault. 


PR  n  w  FFPr...^nM 


Attention,  Please 


Facts  are  queer  things  and  sometimes  stranger  than  fiction.  The  facts  are  that 
prices  on  my  statuary  haven't  been  advanced  in  two  years.  That  fact,  Mr.  Dealer, 
ought  to  be  worth  a  big  order  from  you — Try  a  $1 50.00  sample  order — can  you 
imagine  such  a  condition  in  face  of  the  fact  that  raw  materials  have  advanced  as 
much  as  900%.  But  this  condition  cannot  last — it  has  only  been  accomplished 
by  great  foresight,  and  good  judgment — so  get  on  the  band  waggon  at  once  with 
an  order.    The  prediction  is  50%  advance  shortly. 

FLOOR  LAMP  AND  SILK  SHADES 

from  $1  5.00  to  $50.00  complete.  Try  a  sample  line  of  6 — mahogany  finish,  brass 
clusters  with  two  lights. 

Oval  and  square  service  trays  with  beautiful  medallion  bottoms — $1.50  to  $3.00. 

New  line  of  up-to-date  pictures,  water  colors,  artotype  engravings,  pastels,  oil 
paintings,  pearl  paintings,  very  tastily  framed  for  the  furniture  trade. 

TRY  OUR  $100.00  SAMPLE  ASSORTMENT 


G.  L.  IRISH,  499  Queen  Street  West 

TORONTO        -        -  CANADA 


Canadian 

Furniture  World 


and 

The  Undertaker 


OCTOBER,  1919 


Published  by 

The  Commercial  Press,  Limited,  32  Colborne  St.,  Toronto,  Canada 
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I  The  Gendron  Manufacturing  Co.,  Ltd.  j 

Baby  | 

Carriages  | 

For  Season  1920 

Samples  are  now  ready  and  we  invite  | 

you  to  inspect  same.  | 

Travellers  now  calling  on  the  trade.  | 

FOR  A  COMPLETE  LINE  1 

OF  GOODS  SEE  OURS.  I 

I  THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO,  CAN.  | 

^llliUIJIUMIMIIMIMIII)IIIUMIMIMIMIIMIMIMIIMIMIMIIIIIIIHIIIIlllMllli:iMIIMMIIM:iMIMIII'lli:illlMlllllllllMi:illllli:illlllillll^ 
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If  your  cushions  bear  this  trade  mark  \ 

They  are  Genuine 


The  Marshall  Ventilated  Mattress  Company,  Limited 

10  West  Market  Street  -  Toronto 

LONDON,  ENG.  CHICAGO,  ILL. 
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Now  is  the  time  to  feature  the 

Kroehler  Daveno 


The  World's 
Most 

Comfortable 
Davenport 


Advertised  in  the 
Pictorial  Review, 
The  Ladies'  Home 
Journal,  Good 
Housekeeping,  and 
other  National 
Weeklies.  Featured 
at  The  Canadian 
National  Exhibition, 
The  Western  Fair 
at  London,  and  The 
Central  Fair  at 
Ottawa.    We  are 
spending  $200,000 
in  consumer 
advertising  to  aid 
you  to  place  Kodavs 
and  Davenos  in 
your  customers' 
homes. 


Comfortable 
Durable 
Artistic 
Desirable 


KODAV  SUITE  NO.  480 


NOW  is  the  time  to  feature  the  sale  of 
KROEHLER  Kod  avs  and  Davenos, 
and  to  advertise  them  in  your  local  newspaper. 
^  Kroehler  Davenos  are  famous  as  the  world's 
most  comfortable  Davenport — they  are  of  strik- 
ing beauty  and  quality — they  have  full-sized 
mattress  and  well-constructed  spring  seats,  and 
are  easy  to  operate.  ^  Kroehler  Davenos  are 
winners  —  Business  Boosters  —  Trade  Getters 
— TheyVe  been  Tested.  ^  Write  us  to-day 
for  further  information,  and  get  a  Daveno  on 
your  floor. 


THE  KINDEL  BED  COMPANY,  LIMITED 


STRATFORD 


ONTARIO 
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FURNITURE  I 


W  !iJ'M  ^LHjiiirnTnTnrTriiCnnir^ 


5080— Buffet 


McLagan 


'T'HIS  beautiful  Queen  Anne 
Suite,  built  by  McLagan,  is 
a  leader  you  should  feature  to 
your  trade.  Its  beautiful  lines 
and  exquisite  finish  make  it  a 
very  attractive  suite  and  a  quick 
seller.  The  buying  public,  partic- 
ularly in  furniture,  are  becoming 
more  fastidious  in  their  tastes  for 


5088— Side  Table 


5087— Exten»ion^Table 


The  George  McLagan 

Stratford 


2682— Diner 
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FURNITURE 


s  Quality 


good  quality  and  appearance,  and 
you  can  satisfy  this  demand  by 
featuring  QUALITY  LINES. 

McLagan  furniture  has  always 
been  noted  for  all  that  the  word, 
QUALITY,  implies,  and  you 
will  be  taking  no  chances  with 
your  trade  in  offering  McLagan 
Furniture. 


5080 Buffet 


urniture  Co.,  Limited 

Ontario 


2682A    Arm  Diner 


5084— China  Cabinet 
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Bookcases 

at 

Christmas  Time 


"You  can  work  a 
OloVcA^rnickc  Bookcase 
into  nearly  every  one  of  y^our 

window  displays.  " 


"Our  National  Advertising 
has  a  wide  circulation  in 
your  locality.'" 


Christmas  is  almost  upon  us,  and  with  its  approach  the  demand 
for  9lolbc^\^rwickc  Bookcases  is  daily  increasing. 

A  stock  of  t)lol>4-^\\^rwickc  Bookcases  makes  a  most  attrac- 
tive Christmas  gift,  and  to  the  wide-awake  furniture  dealer  in 
any  community  there  is  an  almost  unlimited  field  in  which  to 
promote  the  sale  of  this  HIGH-GRADE  line  of  merchandise  at 
Christmas  time. 

Can  you  imagine  any  gift  of  furniture  that  would  be  appreciated 
more  by  recipient  than  a  carefully-selected  9lol>C~\^fwickc 
Bookcase?  And  have  you  thought  of  the  possibilities  of  future 
sales  growing  out  of  a  Christmas  gift  of  this  nature? 

Make  a  drive  on  91ot?C^^Vcrwtckfi  Bookcases  this  coming 
CHRISTMAS  season.  Your  customers  will  appreciate  your 
suggestion. 


Costs  no  more  than  the  ordinary  kind** 


3hz  9lobc^V$rt)ieke(?o.£t6. 


MAKERS  OF  SECTIONAL  BOOI 
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Campaign 
of  National 
Advertising 


Covers  the  country  like  a  huge  blanket — it  reaches  hamlet, 
village,  town,  and  city;  the  ranch  on  the  prairie,  the  residence 
on  the  boulevard.  It  is  humanized  advertising — the  type  that 
stirs  up  interest.  Women  are  attracted  by  its  home  atmosphere 
— men  by  its  practical  presentation  of  the  ^lol)C'^\\^rnickc 
idea.  It  inspires  the  confidence  and  faith  of  its  millions  of 
readers. 

Link  this  advertising  up  with  your  store.  Get  our  window 
display  cards.  Use  our  "electro"  service  in  your  home  news- 
paper. Take  advantage  of  the  co-operation  we  offer  to  our 
agencies.  Identify  your  store  as  the  local  headquarters  of  the 
91ol>C~\\^rwtckG  Bookcases,  and  increase  the  selling  strength 
of  our  ads  for  you. 

Push  dtol'C^V^rotekc  with  all  your  strength— you  will  net 
good  profits  and  a  host  of  satisfied  customers. 


(t 


This  is  the  Slobc^rwickc  Period** 


"We  are  the  originators  oj 
the  Sectional  idea  as  applied 
to  Bookcases  and  Filing 
Cabinets. " 


"t)lol>C^\\^r»ickc  Sectional 
Bookcases  are  so  inexpensive 
that  there  is  no  one  who  can 
read  but  can  afford  them." 


CASES  AND  FILING  CABINETS  EXCLUSIVELY  STRATFORD,  ONTARIO 
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Rattan  Furniture  That  Sells 


WMma 

mwwmm 


Imperial  Rattan  designs 
are  original. 

Tapestry  can  be  pro- 
vided to  harmonize  with 
any  furnishing  or  color 
scheme. 


mmmwm 


W rite  us  to-day  for  illustrations 
of  our  newest  designs 


'  4^ 


IMPERIAL  RATTAN  CO.,  Limited,  STRATFORD,  Ont. 


COLLAPSIBLE  CARD  TABLE 


Top  30x30      Height  27  in.       Weight  9  lbs. 
Mahogany  Finish 


Felt  Top  -  - 
Leatherette  Top 


$40.00  per  doz. 
$36.00  per  doz. 


We  illustrate  a  card  table  that  is  taking  well  with  the 
furniture  trade.  This  table  has  many  good  selling 
features  that  will  make  it  attractive  to  your  customers. 
It  is  finished  with  a  particularly  hard  varnish,  top  is 
made  of  fibre  board  and  covered  with  felt  or  leatherette, 
and  the  folding  legs  are  equipped  with  a  locking  device 
that  is  easy  to  operate.  When  set  up  this  table  is 
absolutely  solid  and  does  not  wobble. 

Send  \)Our  order  to-day 


Card  Table  No.  51 


The  STRATFORD  MANUFACTURING  CO.,  Limited 

STRATFORD  ONTARIO 
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All  Stratford  Chair 
Company  Designs 

are  carried  out  in  a  most 
thorough  and  craftsmanhke 
manner.  This  however 
does  not  imply  piices 
that  would  prohibit  exten- 
sive sales. 


1654-1  Diner  Leather 
Slip  Seat 


Attractive  designs  sub- 
stantially made  and 
well  finished. 


1654-5  Arm  Diner 
Leather  Slip  Seat 

Excellence  of  material 
workmanship. 


jnd 


367  Ex  Table 


Quartered  Oak 

fumed 
Golden  or 
Old  English 
Finish 


665-B  Buffet 


411  China  Cabinet 


THE  STRATFORD  CHAIR  COMPANY,  LIMITED 

STRATFORD         -  ONTARIO 


tTiDrrnnnnTii  n  n  tr 
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When  it  Comes  to  Live  Sellers  You  Cannot  Beat 

THE  "MEAFORD"  LINE 

In  the  first  place  Meaford  furniture  is  popular  priced.  The  furniture 
has  the  appearance  of  high  quality.  It  is  the  kind  that  sells  day  in 
and  day  out  the  year  around  in  every  furniture  store  in  the  country. 

You  cannot  fully  appreciate  the  selling  qualities  of  the  Meaford  line 
unless  you  carry  a  few  pieces  in  stock.  In  appearance  you  cannot  get 
a  line  that  is  as  attractive  at  equal  prices. 


No.  5030B  No.  5030B 

Write  for  complete  illustrations 
and  price  list  to-day. 


THE  MEAFORD  MANUFACTURING  COMPANY,  LIMITED 

MEAFORD  -  ONTARIO 


The  Meaford  Line 
Comprises 


DININGROOM  SUITES  WARDROBES  SEATS  and  MIRRORS  BOOKCASES  LIBRARY  TABLE 
MEDICINE  CABINETS      HALL  RACKS      JARDINIERE  STANDS    DESKS  CENTRE  TABLES 
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MADE  IN 


Jtacei/ 


CANADA 


Macey  Advertising  Reaches  all  of  Canada 

and  is  creating  a  demand  that  means  mcreased  profits  for  you 
if  you  will  reach  out  and  take  them. 


Start  Now 

And  link  up  your  store 
with  the"Macey"name 
and  advertising  that  is 
making  "Macey"  cases 
the  most  popular  and 
best-selling  hne  on  the 
market. 

We  Will  Help 
You 


Let  Us  Know 

if  you  can  stand  to  do  any  more  business  than  you  are  now  doing,  and  we  will  show  you  how  you  can 
do  it.    We  have  done  it  for  others  and  can  do  the  same  for  you  if  you  get  in  on  our  big  sales  campaign. 


Do  It 

Now 


QaNADA  pURNITURE^ANUFACTURERS 

WOODSTOCK.  ONTARIO.   


Do  It 

Now 


SOLE  MANUFACTURERS  FOR  CANADA 


MADE  IN 


CANADA 
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  WE  ARE  i 

-   SLIDE  SPECIALISTS  1 


I  THE 

HEART 

I  OF  YOUR  EXTENSION 
1         TABLE  IS  THE 

SLIDE 


I  YOUR  TABLE  IS 

I  CONDEMNED  IF  THE  SLIDE  oWAITCDt-rAl 

I           DOES  NOT  WORK  D.WALftKSllt 

1  PROPERLY 


WABASH  SLIDES 

INSURE 


THE 

WABASH 
TABLE  SLIDE 

MANUFACTURED 
BY 


Having  manufactured  SLIDES  | 

excluaively — for  30  years  i 

Many  Canadian  Table-makers  uie  | 

WABASH  SLIDES-  | 

Because  | 

We  furnish  Better  SLIDES  at  = 

Lower  Cost.  I 

Made  by  | 

B.  WALTER  &  COMPANY  ' 

Factory  St.      WABASH,  IND.  = 

Canadian  Representative  :  = 

A.  B.Caya,  28  King  St.  E.,  Kitchener,  i 


I        SATISFIED  CUSTOMERS  WABASH  SLIDES  \     ELInTiNATE  SLIDE^TROUBLES     Ont-  »ucces8or  to  Frank  A.  Smith 

nlllMIMIIIIIIIIIIIIIIIIIIIIilinilllllllllllll.llllllllllllllllllllllMIIIIMIIllllllllllllMHIl  Ml  IIIIIIIIIIIIIIIIIIIIMIIMIMIIIIIIIIIIIMIIIIIIIIMIIIIIIIIMMIIIIIMIIIIIMIIIIIiKIIIIIIIMIMIIIIMIIIIMIilllllllllllllllMIIIMIiMIIMII^ 


WE  ARE  STILL  TAKING  ORDERS  FOR  HIGH 

QUALITY  MOULDINGS  and  FRAMES  for  1919 

AND  WE  DELIVER  THE  GOODS  ! 

MATTHEWS   BROS.,  limited 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


IMIMII|IIMIIIMHi:illlMIMIIIIMIIIIIIIIMIIMIMIMIMIMIIIIM'MIMIIIIIIirillllMII:IIIIIIIIIIIMIIIIIIIIIIIMIIIIIIIIIIIII:nMIMIIIIIMIIIillllMIIM   IIIMIIIIIIIIIIIIMIIIIIIIIIIIIIIMillllllllirlU 


SHAFER 

CEDAR 

CHESTS 


Sl^illed  WorJ^men  and  best  quality  material  mak^ 
possible  the  execution  of  our  efforts  to  build  onh) 
chests  of  character.  We  will  be  glad  to  for- 
ward illustrations  and  quotations  on  request. 


D.  L.  Shafer  &  Co. 

St.  Thomas,  Ontario 


MMIMiHI  nil  nil  I  Mil  I  I  Illlllllll  I  IIMIIIIMII  Hill  I  III!  IIIIIIIIMIIIIIMIIIIIIIII  I  IIIIIINI  I  IIIIIIMII 


IIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIMIIIIIIIIi. 


THE  REVOLVING  APARTMENT 

is  America's  latest  attempt  to  solve  the  present  housing 
problem.  It  consists  of  a  turntable  device  which  enables 
oiip  room  ti)  do  the  duty  of  four. 

bough  we  have  not  yet  been  reduced  to  the  one-room 
apui'tinont  tlie 


f^ELITE 


FOLDING  TABLE 

omps  as  a  welcome  suggestion  to  most  apartment  dweilers. 

It  serves  so  many  purpose?,  and  takes  up  so  little  space 
that  it  generally  sells  on  sight. 

Not  onlv  in  the  apartment,  but  in  every  home,  school, 
cliurch  or 'club,  the  "Elite"  Folding  Table  enjoys  a  wide 
sphere  of  usefulness. 

tcensees  ana  DEPT.  W 
./aclurer,  LONDON 


Hourd  &  Co.,  Limited  ^ta^J^ 
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 MIIIIIIIIIMIIIM  IIMIII  IIIMIIIIIIIJ  lllllll/lllMIIII  Illlll  nil  Illlllllllll  Illl^  ^iiiii  iiiiiiiiiiiiiiiiiiii  MIMMIIIIIlllli;  IIIIMIII  Ill  IIIIIIIIIIIIMIII  lllllllimillllllMIMIIIIIIIIMIIIIIIIMIIIIIIl^ 


The  National  Table  Company,  Limited 
I  The  Owen  Sound  Chair  Co.,  Limited 
I    The  North  American  Furniture  Co., 

=                                                                                                Limited  E 

I                 Owen  Sound        Ontario  i 

i              Manufacturers  of  Medium  and  High-  | 

I              Grade  Dining^  Room,  Bedroom,  Hall,  | 

1              Living  Room  and  Library  Furniture.  | 

i                         Catalogues  sent  on  application  | 

~IIIIIIIMIMIIIIIIIIIIIIIIIIIIIIMIIIIIIIIMIMIIIIIIIIIIIIIIIIMIMIIIIIIIIIIIIIIIIIIIIIMIMIi:illlllllllllllllllMIIIIIIIIIM 

jllllllllllMMMIIMIIIII  llllillinMIIIMIIIIIIIIIIIIMIIIIIIIMIIIIIIMIMIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIMIIIM 

Upholstery  Springs  I 

Highest  quality  Upholstery  Springs,  | 

made  (rom  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  i 

the   coiHng  operation,  thus  insuring  | 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  | 

Grade  Upholstering  depends  entirely  | 

on  the  quality  of  the  springs  you  are  | 

using.  I 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics.  | 

Get  the  habit  ;   buy  Canadian  springs  | 

James  Steele,  Limited  | 

"np  26                              Guelph,  Canada  | 

~IIIIIIIIIIIIIIIIIIIIIIIIIIIIIMMIIIIIIIIIIIIIIIIIIIIMIIIII|M|MIIIMIIMIIIIIIIIIIMIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIItlMIIIM 


BE/HISTER'S   " 

SEMI  -  PERMAWE/Wr  STYLU^, 

fimsmiis.       C"^"^  _ 


»'INOCIiraL  LIFEUKi 


3  FOR  15? 


nAi  i»AMrriKci 
winouT  cHAnsmc. 
".irs  lu  SAPFHint 
mo 

JiecDLe  «£oom. 


^  I  want  every  Furniture 
Dealer  and  Undertaker  hand- 
ling phonographs  and  supplies 
to  write  me  for  free  samples 
and  prices  of  my  semi-perman- 
ent STYLUS. 

Big  demand — quick  profit 

H.  A.  BEMISTER 


10  Victoria  Street 


Montreal,  Que. 


iiiiiiniiiMiniiKiniiiiiiiiiiiiiMi'iiir 


lllllllllllllMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIMIIIinilllMIIIIIIHIMIIIIIIMHIIIIII^llllllMMIIIIIIIIIIIIIIIIIIIIIIIM^  IMIIIIIIIIIIIi;;illl|l||llllllllllllllllll|IMIIIIIIIIilllllllllj'IIIMMIIIIIIIIIIIIIIMIIIIIIIIIIII<. 


Sell  Your  Customers  Quality 

and  They're  SURE  to  Come  Back 


We  have  the  come  back,  and  it  sure  is  a  puller. 
This  Imperial  Kapok,  given  half  a  chance, 
v\^ill  be  head  and  shoulders  above  anything 
you  have  on  your  floor —  a  leader  that  is  filled 
with  comfort,  quality  and  the  real  100%  puie 
prime  Japara  Kapok — it  can't  be  beat  for 
finish,  quality,  and  appearance;  the  work- 
manship is  the  best,  and  only  a  high  grade  of 
ticking  used. 

Drop  us  a  few  words  and  let's  get  acquainted. 
The  benefit  will  be  mutual. 

The  lighter  Kapok  Mattress  indicates  the 
best  quality  material  used.  Full  5/^2  inch 
border,  imperial  edge,  should  not  weigh 
over  30  lbs.  gross,  including  case. 

The  Canadian  Feather  &  Mattress  Co. 

LIMITED 


TORONTO 


OTTAWA 


^iiiiiiiiiMiiniiiM  nil  Miiiiii  nil  III!  Illlll  iniiniininiiiiiiiiniiiinininii  i  iiiii  niiiiiiiiinn 


'iiiniiiiiiiiiiiMiiiiii!iiiiiiiiiiinii!ii'iiiiiiiini!iiiiiiiiiiiiiiiHiiiNiiii. 
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The  End  of 

YOUR  Search  for  BETTER  Chairs 

The  merchand  ising  superiority  of  the  North  American 
Hne  is  defined  in  the  words  "better  chairs  at  ordinary 
prices."  This  means  real  distinction  of  design  in  chairs 
that  can  be  sold  in  quantities.  It  means  the  highest  quality 
— in  materials,  structural  features,  workmanship  and  finish. 
Write  for  our  complete  catalogue,  you  will  find  it  contains 
many  good  sellers. 

THE  NORTH  AMERICAN  BENT  CHAIR  CO. 

LIMITED 

Owen  Sound       -       -  Ontario 


^iiMiMiiiii';'  iiiii;MMiiMiiiiiniiiiiiii;iiiiiiiMMiiiiiiii{ii:iiiM!i!iiiiii:iiiiiiiMii:iiiiNiiiiiiiiiii:iiMniiiiiiiiii:Mii!iiiiiiiiiMiMiMiiiii 


'^IIMi>!IIIIIIIIII,II:m.MiII  l:lillIIIIJIIIIIIIIIIIIIIIIIi::^  = 


\^djusfo 


perfect  Q  ffVeSS. 


ADJUSTO  IS  GUARANTEED  AND  SOLD  BY  DEALERS  EVERYWHERE. 
MANUFACTURED    SOLELY  BY 

THE  ONTARIO  SPRING  BED  b  MATTRESS  C0> 

LONDON  •  •  •  -  CANADA 


E  iiiiJiriiiiiiitiiiiiiiiiiiiiiiijiiiiiiiiliillHillliillllllliM; 


?IMIIIMIMMIIIIIIIIIIIMIMIMIIIMMIIIII!IIIIIIIIMIlMIMMi:illlMII!MIMIMIIIIIMinilllllllli:MIIIIMIIIIIillMIIIIMIIMIIIIIIIMIIIIIIIIIIIlMlljM  hllllililllillin 

ADJUSTO  MATTRESS 


SANITARY 
VENTILATED 
ADJUSTABLE 


I  The  "Adjiuto''  Mattress,  with  its  exclusive  "adjustable"  feature,  has  proved  a  ready  seller  throughout  the  furniture  trade.  | 

1  It  is  the  best,  most  comfortable  and  longest  wearing  mattress  on  the  market  to-day.    The  highest  grades  of  felt  and  ticking  | 

I  are  used  in  its  construction  and  workmanship  of  a  high  order  is  employed.    Your  customers  will  be  pleased  with  the  | 

\  "Adjusto"  and  you  will  find  that  it  brings  you  repeat  sales.  | 

I  The  Ontario  Spring  Bed  &  Mattress  Co.  | 

^lUIIIMMIIIIIIHIIIMIIIIIIIinUlllllllinillllllllllHnMIIHIIMIIIIIIIIIMIIIIIIIMIIIIIHIMIIIIIIIIIIIIIIIIMMIIJMJIMIMIMIIIIIIIIMIIIIIIIIIIIMIIIH 
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The  HARTSHORN  LINE 


STROLLERS 


SULKIES 


PULLMANS 


668-R  PULLMAN 


OUR  SALESMAN  WILL  CALL 


Our  specialty  this  year  is  Strollers.  Spruce  up  your 
stock  with  something  different.  We  use  only 
genuine  reed.  A  large  assortment,  no  limit  to 
design.    A  large  stock  always  on  hand. 


C.  H.  HARTSHORN 


KITCHENER 
ONTARIO 
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The  Economy  of 


Fabrikoid-Covered  Furniture 


Furniture  upholstered  in  first-grade  leather  is  out  of  the  reach  of 
most  housewives.  In  consequence  of  the  extreme  high  price  of 
real  leather,  many  housewives  now  insist  upon  Fabrikoid-covered 
furniture — because  it's  cheaper,  handsome,  and  more  endurable. 

Leather  will  crack  and  split,  easily  becomes  stained,  and  once 
stained  its  appearance  is  ruined. 

Fabrikoid  is  tough  and  durable,  never  splits  or  cracks — stains  have 
no  effect  upon  its  surface. 

Dupont  Fabr)koid  is  advertised  from  coast  to  coast.  The  public 
is  educatec'  to  its  good  points.  Its  wear  resistance  and  attractive 
pattern  ii  creating  a  rapidly-growing  demand  for  Fabrikoid- 
covered  furniture.  Stock  it  -  recommend  and  sell  it  with  absolute 
confidence.    It  will  boost  your  furniture  sales. 


Write  for  our  store  helps.     They  will  help  ^ou 
display  and  sell  Fahril^oid,  and  are  attractive 
additions  to  your  store  equipment. 


The  DUPONT  FABRIKOID  COMPANY 


63  BAY  STREET 


TORONTO 


^lHIIIII'"""""""""""""!'",,, 

Si™ 


Hlll!lllllfll 


"""'"nniiiniiiminil""" 


II'  ..tf 
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No.  297— DINING  SUITE 
Plain  Oak,  Fumed  or  Golden  Gloss  Finish 


T^HE  uniform  and  unfailing  high  quality  of 
Knechtel  Furniture  has  long  been  an 
established  fact  among  buyers  who  have  known 
our  line.  You  can  recommend  Knechtel  Fur- 
niture to  your  friends  and  sell  it  to  them  with 
confidence  knowmg  that  it  will  give  the  satis- 
faction that  furniture  of  good  design  and 
thorough  construction  ought  to  give. 


HANOVER 


ONTARIO 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 


nomnniiflmiiMiMiMBiwiWii 
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For  Your 

REPAIR  DEPARTMENT 

We  have  in  stock  at  your  command,  prices  right — 

thirty  eight  sizes  and  styles  for  all  classes  of  work. 


UPHOLSTERER'S  SPRINGS 
UPHOLSTERER'S  TACKS 
GIMP  TACKS,  AND 
CARPET  TACKS 
UPHOLSTERER'S  NEEDLES 
"DALMOR"  VENEER  CHAIR 
SEATS 

FIBRE  CHAIR  SEATS 
TWINES 


All  sizes,  in  packings  of  one  pound  and  Iwenty-five 

pound  boxes. 

all  descriptions  and  sizes. 

Local,  Round,  Ball  Top,  Crown  Dining  and  Square 
— all  sizes. 

Local,  Round,  Ball  Top,  Crown  Dining  and  Square 
— all  sizes.    Black  color. 

Tieing  Twine,  Mattress  Twine  and  Stitching  Twine. 


"TAPESTRIES,  WEBBING,  GIMPS" 

''Quality  and  Satisfaction" 

DALY  &  MORIN,  LIMITED,  Lachine,  Montreal 


TIIIIIIMIIIIIIIIIIMIinilllMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIII!: 


':^IIIIIIIIIIMIIIIllllllllllllllllllllll:ll"llllll 


!:illili:l!ll!|llllllllilllllilllltlllll' 


lillJIIIIIIIIIIIIIIIIIIIIjlllllMIMlllllillMMIIIIIIIIIIIIIIIIMIiliillllMIMIIIMIIIIIIIIIIIIIIWIIMIIIr. 


IIIIMIMIMIIIIIIIillllllM! 


IMIIIIIIIIIIIIIIIIMIIIIIMIIMIMIIIIIIIIIIMIIIIMIIIIIMIIIIIIIMIIinllllMIIIIMIIIIIMIIIIIIIIIMMMIIIIIIIIIIMMnillininillllinilllllll'- 


ADVERTISING  THAT  PAYS 


WANT 
ADS 

BRING 
RESULTS 


2  cents  per  word 
per  insertion 


THE 
CANADIAN 
FURNITURE 
WORLD 


JFyou  have  something  for  sale  try  a  want 
■  ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised at  the  results. 


OUR 
CIRCULATION 
COVERS 
THE  FIELD 


2  cents  per  word 
per  insertion 


The  Commarcial  Press,  Limited,  32  Colborne  St.,  Torcntc 


nlllllllllllllllirilllllllllllllllllllllllllllll  Mllllll  MllJIIIIil  Mil  Ill  Ililllllllllll  Illllll  I  Illlllllllll  Illllllll  I  llllllllllllllllllllllllilllllllllllllllMI  mill  Illllllillllllllllliillllll  Illllllllllllll  IIIIIIIIIIIIIIIMIIIMUiT. 
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Buy  and  Induce 
Others  To  Buy 

The  merchants  of  Canada  would  be  the  first  to  feel 
any  slackening  in  the  buying  power  of  the  people. 

You  have  a  lot  at  stake. 

Until  the  Victory  Loan  1919  is  over — and  a  success 
— strain  every  effort  to  help. 

Support  the  Victory  Loan  1919  with  all  the  energy 
you  give  to  your  ovv^n  business. 

Your  customers  are  your  friends. 

Don't  lose  a  single  opportunity  to  impress  them  with 
the  importance  of  putting  the  Victory  Loan  1919 
across.  This  is  a  case  where  national  prosperity 
and  your  own  personal  interests  are  one. 

And  you  can't  successfully  induce  others  to  buy 
Victory  Bonds  unless  you  yourself  own  a  big  block. 

Canada  has  a  big  stock  of  Victory  Bonds  on  hand. 
And  they  must  be  sold  ! 

BUY  VICTORY  BONDS 


Issued  by  Canada's  Victory  Loan  Committee, 
in  co-operation  with  the  Minister  of  Finance 
of  the  Dominion  of  Canada. 
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BABY  CUTTERS 

Thousands  of  proud  Canadian  parents  will  soon  be  on 
the  lookout  for  a  Cutter  handsome  and  sturdy  enough 
for  their  baby. 

Sidway  1 920  models  of  new  design — and  of  proven 
Sidway  quality  of  workmanship,  material,  and  finish 
will  satisfy  the  most  exacting  parent. 

Stock  Sidway  vehicles. 

They  are  made  in  Canada.     Deliveries  are  prompt. 
No  customs  charges  or  delays. 

Sidway  designs  equal  the  best 
you  caa  import.  Sidway 
service — prompt  shipments — 
valae  and  quaHty — that's  a 
combination  that  will  enable 
you  to  capture  the  local  trade 
m  B-»bv  Vehicles. 


Children's  Sleig  Catalog 
just  issued.     Hurtle  for  it. 

Sidway  Mercantile 
Company 

Children's  Vehicle  Manufacturers 
One  of  our  nev/  decigns  TORONTO 
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LIGHT-  O 


Weight 
33  lbs. 


The  Only  Standard  Kapok  Mattress 


The  "Light-O"  has  many  good  and  exclusive  selling  features  that  make 
it  the  leading  and  standard  Kapok  Mattress  on  the  market  to-day. 

Firstly,  Weight — It  weighs  33  pounds  in  full  size 

Secondly,  The  Filling  —  Only  the  best  and  highest  grade  of  prime  Joppa  Kapok  is 
used  in  its  manufacture.  This  Kapok  is  treated  by  our  special  process,  which  makes 
it  sanitary,  light,  resilient,  long-wearing,  and  economical. 

Thirdly,  The  Covering — This  is  most  important,  and  we  have  selected  our  patterns 
in  three  colors  of  the  best  Art  Sateen  or  A.C.A.,  making  it  very  attractive  and  durable. 

Fourthly,  Workmanship — Made  only  with  imperial  roll  edge,  very  closely  stitched, 
and  almost  6  inches  high,  round  corners  and  equipped  with  handle  straps.  Tufting  is 
very  close,  in  a  bun  or  biscuit  style,  which  keeps  the  kapok  filling  firm  and  from  rolhng, 
which  is  most  necessary.    There  are  70  tufts  on  each  side. 

Fifthly,  The  Guarantee — We  will  guarantee  "Light-O"  to  be  exactly  what  we  claim 
above,  and  to  keep  it  to  this  standard  for  all  time. 

Notice — We  also  manufacture  25  and  30  lb.  Kapok  Mattresses.  High  and  medium- 
grade  Layer  Felts  and  Combinations.    Send  for  complete  price  list. 


Order  "Light-O"  Mattresses  to-day  for  your  window  display 
and  watch  them  sell  themselves. 


THE  QUALITY  MATTRESS  COMPANY 

WATERLOO      -  ONTARIO 


D.  O.  McKINNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVERTISING  MANAGER 


FmiNlTUREVORLB 


JAMES  O  HAGAN 
Wm,  J.  BRYANS 

EDITORS 
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OCTOBER  FOR  BRIDAL  FURNITURE  SALES 
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Fall  season  good  for  new  housekeeper's  needs — Hallowe'en  and  house  party  wants  — Harvest  sale 


IIIMMIIIIIIIMIIIIIIIIIMIMIMIIIIMMIMIMIMIi 


LMIIIIIIMIIillllllllllllllMilllll 


STATISTICS  prove  that  June  and  October  are  the 
months  of  Hymen  and  that  there  are  more  wed- 
dings in  those  months  than  in  any  other  of  the 
twelve.    What  the  reason  for  thLs  is,  if  there  be  any, 
we  frankly  confess  our  ignorance,  but  the  fact  is  there 
and  it  is  up  to  the  merchant  to  make  the  most  of. 

Most  department  stores  have  "June  Bride"  and 
"Pall  Bride"  windows,  but  all  of  them  do  not  make  as 
much  of  the  occasion  as  they  might  or  as  much  as  the 
occasion  justifies.  When  people  get  married  there  is  a 
lot  of  buying  to  do  to  outfit  the  home,  and  the  store  that 
makes  the  most  emphatic  bid  for  thi.s  business  is  likely 
to  get  the  biggest  share  of  it.  At  least  that  is  the  view 
taken  by  the  managers  of  some  oi'  the  best  stores  in  the 
country.  Some  of  the  big  eastern  stores  hold  elaborai"e 
pageants  and  use  great  amounts  of  newspaper  space  to 
advertise  the  Bridal  Sales  and  of  course  their  windows 
are  dressed  in  accordance.  As  the  thing  is  repeated 
with  variations,  year  after  year,  it  is  to  be  presumed 
that  it  pays. 

In  most  bridal  windows  the  bride  is  shown  dressed  iu 
the  fashion  of  to-day  for  tlie  reason  that  these  displays 


are  generally  made  by  department  stores  and  the  pur- 
pose of  the  window  is  usiially  to  advertise  the  materials 
and  accessories  used  for  the  'bride's  costume.  But  fur- 
niture dealers  should  introduce  some  original  feature 
that  would  add  interest  to  the  displays.  The  fact  that 
period  furniture  is  so  much  in  vogue,  displays  of 
"period"  brides  dressed  in  costumes  to  correspond  Avith 
the  style  of  the  furniture  should  prove  successful. 

Some  publicity  might  also  be  given  by  drawing  at- 
tention to  the  display  in  your  newspaper  advertising. 
Here  is  how  one  dealer  advertised  his  bridal  furniture 
display : 

Bride's  Week. 

This  week  is  Bride 'vS  W^eek  and  we  take  much  plea- 
sure and  considerable  pride  in  directing  attention  to 
our  appropriate  window  displays,  reflecting  the  idea 
involved  and  the  merchandise  logically  associated 
therewith. 

A  walk  around  our  store  will,  we  are  quite  sure,  be 
considered  a  worth-while  little  trip. 

In  one  of  our  windows  is  a  "William  and  Mary" 
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A  Hallowe'en  window.  Suii- 
,Tble  background  for  furni- 
ture display  towards  end  of 
October.  Could  be  used 
also    during   Harvest  S-ilc. 
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suite  of  dining  room  fui-niture,  with  the  bride  dressed 
ill  the  costume  in  vogue  during-  that  particular  period. 

In  another  window  immediately  adjoining  the  dining 
room  suite  above  referred  to,  is  a  sleeping  room  de- 
picted in  the ^ type  of  the  "Adam"  period.  Here  also 
the  bride  is  appropriately  costumed. 

In  still  another  window  is  a  1919  bride,  also  appro- 
priately costumed,  together  with  a  grouping  of  her 
wedding  gifts. 

In  a  section  of  our  show  windows  we  have  installed 
what  we  consider  the  Logical  Furnishings  for  a  four- 
room  home,  comprising  kitchen,  sleeping  room,  dining 


and  living  room.  This  suite  of  rooms  is  most  com- 
pletely eciuipped,  including  not  only  the  furniture,  rugs 
and  draperies,  but  the  refrigerator,  range,  kitchen 
utensils,  tableware  service,  silverware  and  pictures. 

The  interior  of  our  store,  not  only  in  its  decorations, 
but,  what  is  more  to  the  point,  in  the  attraetivene.ss  of 
the  merchandise  now  being  displayed,  is  thoroughly 
supplementary  to,  and  consistent  with,  our  window  dis- 
play's. So,  we  again  suggest  that  you  take  a  walk 
around  our  establishment  during  the  next  few  days, 
and,  if  you  should  happen  to  be  inclined  to  step  inside, 
why,  so  much  tlie  better. 
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I     Seasonable  Window  Display  1 
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HALLOWE'EN  offers  the  window  display  man 
some  wonderful  opportunities  to  install  displays 
that  are  bound  to  command  attention  from  the 
public.  It  is  the  one  night  of  the  year  on  which  there 
are  more  parties  given  than  at  any  other  time.  Parties 
mean  business  and  Mr.  Furniture  Dealer  should  get  his 
share  of  it.  One  way  to  get  it  is  to  install  a  window 
displays  that  will  attract  the  people  to  his  store. 

The  pen  and  ink  sketch  above  is  therefore  applic- 
able for  this  month  and  suggests  a  background  that 
would  be  ideal  for  showing  card  tables,  living  room  or 
dining  room  furniture. 

Black  and  orange  are  the  Hallowe'en  colors  and  they 
are  the  colors  that  you  want  to  stick  to  in  making  up 
this  display.  Black  is  very  effective  if  used  with  a 
bright  orange  or  yellow  for  contrast.  In  this  window 
I  have  suggested  black  for  the  background.  Build  four 
frames  the  size  of  your  window,  cover  with  unbleached 
sheeting  and  then  paint.  Two  or  three  pounds  of  kalso- 
mine  will  be  all  that  you  will  need  for  this  amount  of 
surface. 

The  circle  over  the  fireplace  you  can  make  of  1x6 
fir.  Stretch  sheeting  on  the  back  and  then  paint  in  the 
large  moon  face — or  make  it  a  pumpkin  face.  If  the 
foi-mer.  paint  it  blue. 

The  fireplace  can  be  made  from  rough  boards  and 
covered  with  an  imitation  brick  crepe  paper — a  fringe 
of  gray  crepe  paper  is  hung  from  the  shelf. 

Get  an  old  dead  tree  and  kalsomine  white  and  place 
at  one  side  of  the  fireplace.  A  stuffed  ow!  set  in  the 
branches  will  add  to  the  Hallowe'en  effect.  On  both 
sides  of  fireplace  build  a  lattice  fence  of  ordinary  lath 
and  a  pair  of  fighting  orange  colored  cats  made  from 
wall  board  should  be  placed  on  top.  These  cats  are  paint- 
ed on  the  wall  board  and  cut  with  a  keyhole  saw.  You 
can  do  the  same  in  making  the  pumpkins,  the  ghost  and 
old  witch.  ]\Iake  a  large  spider  web  of  ordinary  twine 
for  both  sides  of  the  window  and  make  the  large  spider 
of  black  crepe  paper  stuffed  with  cotton.  Use  wire  for 
the  legs. 

Cover  the  floor  of  the  window  with  black  paper. 

Dining-room  furniture  is  especially  appropriate  at 
this  season  of  the  year,  as  throughout  the  fall  people's 
thoughts  are  .filled  with  good  things  to  eat,  beginning 
with  the  "harvest  home." 


Are  you  di.splaying  your  new  summer  furniture  in 
your  show  windows? 
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1  The  Harvest  Sale  | 
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AT  many  points  with  tributary  agricultural  terri- 
tory, a  fixture  this  month  is  the  harvest  sale 
which  is  a  recognition  of  the  vocation  of  the 
farmer  in  the  first  place  and  a  special  effort  to  make  the 
store  and  its  offerings  attractive  to  him  and  his  women 
folks,  in  the  next  place.  There  are  all  kinds  of  plan-; 
for  making  a  sale  of  the  kind  a  success.  The  store  will, 
of  course,  be  decorated  with  evidences  of  the  fruits  of 
the  time. 

"When  the  frost  is  on  the  pumpkin 
And  the  corn  is  in  the  shock." 
Why  not  a  prize  for  the  biggest  apple,  or  the  biggest 
pumpkin,  or  the  biggest  anything  that  is  grown  in  the 
vicinity?  Have  some  official  of  prominence  announced 
as  the  judge.  What  a  chance  for  him  to  meet  his  con- 
stituents, with  a  big  jubilee  on  ^.he  night  the  award  is. 
decided  upon  and  made  at  the  store,  and  plenty  of  time, 
before  and  after,  for  people  to  roam  through  the  estab- 
lishment. Sales  of  automobiles  may  have  eaten  into 
purchases  of  furniture  in  some  instances,  but  there  is 
another  side  to  it.  Farmers  and  their  wives  and  other 
people  living  in  outlying  districts  get  around  faster  and 
oftener  in  them  than  when  they  had  to  harness  the  old 
horse,  and  it  is  good  business  to  keep  in  the  closest 
touch  with  the  rural  population.  Advertising  is  all 
right,  but  it  should  be  accompanied  by  closer  in-fight- 
ing. This  harvest  sale  is  one  of  the  occasions  along  this 
line  and  now  is  the  time  to  lay  plans  for  one  that  will 
be  a  conspicuous  success.  It  should  be  understood  that 
the  names  of  wimiers  of  the  prizes  will  be  announced  in 
the  local  papers. 


WINDOW  DRESSING  HINTS. 

The  progressive  display  manager  realizes  the  imporr- 
ance  of  the  seasonal  factor  in  window  and  interior  dis- 
play. Originality  in  the  display  of  your  merchandise 
in  your  locality  is  the  ke.ynote  of  succe.ss  in  your  win- 
dow and  floor  decorations.  The  matter  of  lighting  your 
windows  is,  perhaps  even  more  important  than  the  way 
in  which  they  are  trimmed.  You  cannot  simply  put  in 
enough  lights  to  see  the  furniture ;  you  must  figure  o)i 
the  amount  of  light  your  neighl  ors  use,  foi-  your  Avin- 
dow  must  not  be  darker  than  theirs;  the  light-absorb- 
ent (|ualities  of  your  goods,  the  economy  of  one  type  of 
lighting  over  another,  the  regulation  of  the  lights  ac- 
cording to  the  goods  you  show,and  a  dozen  other  things 
of  the  kind. 
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DISPLAYING  FURNITURE  AT  FALL  FAIRS 
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Method  adopted  by  Peterborough  hrm  to  show  off  theii'  faruiture  lines— Good  idea  for  others 
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THE  value  of  displaying  furniture  lines  at  local  fall 
fairs  was  recently  exemplified  to  visitors  to  the 
Peterboro  Central  Exhibition,  who,  on  entering 
the  main  building  were  immediately  struck  by  the 
splendid  exhibit  of  Richard  Hall  &  Son,  which  irresisr- 
ibly  attracted  and  arrested  one's  attention.  In  fact  it 
was  the  premier  exhibit  in  the  building,  in  a  class  qiiite 
exclusive,  to  say  nothing  of  its  oflPering  both  pleasure 
and  instruction  to  visitors. 

This  exhibit  showed  a  moder)i  living  room  in  Avhich 
Avail  decorations,  furniture,  windoAV  drapings,  lightiug 
and  floor  coverings  are  so  designed  and  arranged  as  to 
present  a  real  comfortable  living  room,  free  of  any 
suggestion  of  stiffness  or  spectacular  effect  and  invit- 
ing and  seductive  in  the  extreme.  The  whole  room  in 
its  entirety  speaks  of  home  life,  and  is  permeated  with 
that  atmo.sphere  of  ease  and  Avelcome  too  often  absent 
in  modern  home  furnishing. 

Furnishings  Quite  Tempting. 

In  one  corner  of  the  room  was  a  handsome  white  man- 
tel, from  the  grate  of  w^hich  radiates  acceptable  heat 
from  an  electric  fire.  Comfortably  adjacent  thereto  0!ie 
found  a  tempting  classic  lounge  covered  in  seal  brown 
velvet  with  cushion  of  the  same  material,  relieved  with 
motiff,  while  an  inviting  and  extremely  easy  chair  was 
done  in  Italian  blue  velvet,  perfectly  plain  and  suggest- 
ing use.  Conveniently  at  hand  rhere  was  a  substantial 
mahogany  table,  on  which  stood  a  table  lamp  with  soft 
rose-colored  shade. 


The  floor  of  the  room  was  done  in  dark  imitation 
hardwood,  on  which  was  laid  not  one,  but  two,  hand- 
some reproductions  of  old  Persian  rugs,  their  positio/i 
being  diagonal  to  each  other  thus  refreshingly  elimin- 
ating all  straight  line  and  glaringly  ornate  effect. 

The  walls  were  decorated  in  two-toned  pumpkin  yel- 
low, soft  and  resting  to  the  eye,  Avhile  the  window  was 
designed  in  Italian  Renaissance  effect, with  straight  laee 
curtains  haA'ing  all-over  floral  relief  in  charming  beize 
shade.   The  over  draperies  were  in  Italian  blue  velvet. 

A  distinctive  chair  in  this  modern  room  was  of  Avhite 
frame,  decorated  in  blue  ajid  mulberry,  and  covered  in 
black  and  relieved  with  Italian  Renaissance  galloon.  A 
handsome,  roomy  and  luxuriously  upholstered  English 
Chesterfield  was  certainly  made  for  service  and  com- 
fort. It  was  covered  in  fine  Italian  tapestry,  in  colors 
of  old  blue  and  soft  shades  of  rose  and  gold.  The  floor 
lamp  at  the  foot  of  the  Chesterfield  was  in  beautiful 
mahogany  design,  with  rich  shade  in  blue  and  gold. 

There  is  no  direct  lightiiig  in  the  room,  it  was  all  soft, 
and  evenly  distributed  from  candelabra  Avail  lights  and 
floor  and  table  lamps. 

Art  Pictures. 

The  pictures  in  evidence  were  tastefully  hung,  and 
were  reproductions  from  Avorld-famed  old  masters. 
They  were  done  in  Hance  colored  platinum,  specially 
and  artistically  framed  by  R.  J.  Soden  for  this  exhibit 
and  add  materially  to  the  effective  furnishing  of  the 
]-oom.    They  bespeak  for  Mr.  Soden  a  taste  in,  and 
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skill  for  framing  pictures  which  should  meet  the  de- 
mand of  any  one  looking  for  distinctive  picture  decora- 
tion. The  originals  of  these  pictures  are  ownel  by  the 
Government  of  their  respective  artists,  and  cannot  be 
purchased  for  love  nor  money. 

The  furniture  in  this  tempting  and  delightfully  liv 
able  room  was  upholstered  by  Richard  Hall  &  Soas, 
Peterboro,  from  whom,  also  came  all  other  furnishings, 
excepting  the  pictures.  It  is  admitted  that  it  was  ex- 
ceedingly difficult  to  use  ,so  many  colors  as  were  found 
in  this  exhibit,  and  produce  a  harmonious  and  restful 
effect,  yet  that  result  had  been  attained  in  this  instance. 


and  for  such  work  professional  interior  decorators 
charge  a  high  figure.  This  one  was  of  the  distinctively 
new  features  of  the  exhibit,  but  at  that  it  Avas  only  in 
keeping  with  the  reputation  enioyed  b}'  this  old  and 
dependable  housefur)iishing  house. 

The  designing  and  arranging  of  the  room  and  con- 
tents were  also  the  work  of  this  firm,  who  are  entitled 
to  the  fullest  measure  of  credit  for  a  welcome 
presentation  of  a  modern  living  room  which  in- 
vites use  and  breathes  of  home  comfort,  instead 
of  leaving  the  impression,  as  many  rooms  do, 
that  they  are  only  furnished  to  look  at. 
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I    Returned  Soldiers  Give 

I  Chair  to  Prince  of  Wales  I 
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THE  recent  Canadian  National  Exhibition  held  at 
Toronto  had  two  interesting  features  applicable 
not  only  to  the  furniture  trade,  but  to  the  public 
generally.  These  were  the  visit  of  the  Prince  of  Wales 
and  the  demonstrations  of  what  is  being  done  for  our 
returned  soldier  boj^s. 

The  furniture  trade  will  be  especially  interested  in 
the  combination  of  both.  Of  ail  the  furniture  makers 
in  Toronto  who  are  teaching  the  "boys"  to  get  back 


est  he  evinced  in  that  visit  shows  that  he  is  not  to  be 
hedged  in  by  set  rules  or  official  limitations.  A  force- 
ful example  of  this  spirit  was  illustrated  when  His 
Royal  Highness  pa.ssed  through  the  Process  Building 
and  stojDped  at  the  booth  where  a  number  of  returned 
soldiers  were  at  work,  learning  the  trade  of  upholstery. 
As  a  surprise  the  men  had  made  a  chair,  and  despite 
the  frowns  of  the  officials,  presented  it  to  the  Prince, 
one  of  the  men,  Mr.  Skinner,  making  a  neat  little  im- 
promptu speech.  Without  formality  the  Prince  grasp- 
ing Mr.  By  water  by  the  hand,  shook  it  heartily  and 
entered  freely  into  conversation!  concerning  the  work 
of  the  men  and  the  progress  they  were  making. 

Passing  on  to  the  men,  he  had  a  kind  word  of  e;)- 
couragement  for  each  of  them,  and  on  solicitation  drop- 
oed  easilv  into  the  big  chair,  his  arms  resting  on  the 


Exhibii  and  demonstration  of  the  upholstering-  division  of  Soldiers    Civil  Re-establislnnent  at  Toronto  Fair. 


into  civil  life  and  become  independent,  H.  A.  By  water, 
611  Yonge  Street,  was  chosen  to  be  instructor  of  the 
class  of  returned  men  who  demonstrated  their  ability 
to  make  good  upholstered  furniture  in  the  section  of 
the  Process  Building  set  apart  for  the  Department  of 
Soldiers'  Civil  Re-establi.shment. 

One  of  the  functions  of  the  Prince  of  Wales'  stay  in 
Toronto  was  his  visit  to  this  department,  and  the  inter- 


sides.  His  Highness  seemed  to  enjoy  the  relaxation. 
Lighting  his  cigarette,  he  puffed  aAvay  contentedly-, 
while  his  sta.ff  looked  on  in  mute  wonder  at  this  break- 
ing away  from  set  rules  and  official  formality. 

On  rising,  the  Prince  expressed  the  pleasure  it  ^ave 
him  to  receive  the  gift,  which  he  highly  prized,  shook 
hands  again  with  Mr.  Bywater  and  with  a  cheery  smile 
passed  on,  and  the  incident  was  closed. 
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Trim  should  induce  people  to  enter  store— Create  interest  in   goods — Convey   a  message 
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ONE  of  the  chief  problems  that  faces  the  retail 
storelieeper  is  this:  How  can  I  induce  people 
to  come  into  my  store? 
There  are  many  ways — advertising  in  local  news- 
papers— circularizing  the  householder — cutting  prices 
— and  so  forth.  But  probably  one  of  the  most  success 
ful  ways  to  get  the  public  into  your  store  is  to  have  aa 
appealing,  enticing  window  display. 

A  well-dressed  window  does  something  more  than 
arrest  the  attention  of  those  who  pass  by.  In  a  great 
many  cases  it  makes  them  interested  enough  to  come  in 
and  enquire  further  about  your  goods — and  often  buy 
the  very  articles  they  see  in  the  window.  Once  inside 
the  store,  it  is  up  to  you  and  your  salesmen  to  induce 
them  to  buy  other  goods. 

There  are  certain  elements  a  window  display  must 
have  in  order  to  be  effective  as  a  business  builder. 

Of  course,  it  must  command  attention,  first  of  all. 
Unless  it  does  this — unless  it  has  a  "something"  about 
it  which  catches  and  arrests  the  eye  of  the  passer-by — 
it  fails  at  the  outset.  Moreover,  it  should  attract  the 
attention  not  of  a  few  only,  but  of  practically  every- 
body who  is  anywhere  near  it. 

Should  Convey  Definite  Message. 

It  should  convey  a  definite  message.  Attention-get- 
ting is  only  one  step.  When  the  pa8ser-by  has  stopped 
to  look  at  your  window,  he,  or  she,  must,  at  a  quick 
glance,  'be  able  to  receive  the  message  you  are  anxious 
to  convey.  It  must  tell  them  something.  It  musn't  be 
a  conglomerate  assortment  of  goods  all  clamoring  for 
attention,  but  rather  there  must  be  some  definite  idea 
back  of  it  all  which  will  tell  tlif;  prospective  customer 
what  yon  wan  I  him  or  hci  to  know.  It  nuist  go  to  the 
point. 

Then,  too,  il  nuist  be  in  good  taste.  Your  whole  plan 
of  display,  your  color  scheme,  your  central  idea,  m.nst 
so  harmonize  that  the  whole  exhibit  forms  a  pleasing 
combination  likely  to  appeal  to  the  good  taste  of  the 
))rospect.  ff  there  is  clashing  of  colors,  an  inartistic 
grouping  of  products  or  a  discordant  feature  of  any 
kind,  th<^  result  will  be  displeasing  and  a  bad  imnres- 
sion  will  be  created.  Studv  color  combinations  and  the 
arranpeinfit  of  all  tioodsin  the  window  so  t^hat  the  sf^ji- 


The  best  window  display  invariably  appeals  along 
some  definite  line.  It  may  be  an  appeal  to  the  eye,  or 
to  the  taste,  or  to  the  economical  instincts  of  the  buyer, 
but  whatever  line  of  appeal  you  decide  on,  stick  to  it 
and  make  it  the  dominating  note  of  your  display. 

If  you  are  showing  high-priced  goods,  drive  home  the 
idea  of  quality  and  goodness.  When  you  are  display- 
ing goods,  arrange  them  in  such  a  way  that  they  look 
their  best  and  make  the  most  of  their  good  qual- 
ities. If  you  are  selling  an  inexpensive  line,  convey  the 
idea  of  econojny  and  saving.  Whatever  the  particular 
line  of  appeal  may  be,  feature  that  and  that  alone. 
Don't  try  to  say  too  many  things  at  once. 

Value  of  Originality. 

Another  good  point  to  aim  at  in  window  display  is 
originality.  We  don't  mean  freakishness.  Don't  at- 
tempt the  carrying  out  of  fantastic  ideas,  which  have 
no  other  effect  than  to  make  people  smile.  Remember, 
above  all  things,  that  your  window  is  for  the  purpose  of 
making  people  want  to  come  into  your  store  and  buy, 
and  unless  your  display  can  do  that,  it  is  useless,  no 
matter  how  wonderful  it  may  be  from  a  window-dress- 
ing standpoint.  Originality  should  go  hand-in-hand 
Avith  simplicity.  Sometimes  the  simplest  display  has 
the  greatest  effect.  A  little  thought  before  you  put  in 
your  display  is  better  than  a  brain  storm  after  it  is  all 
in.  Strike  an  original  note  if  you  can,  but  don't  aim 
at  weird,  uncanny,  grofescpie  effects  which  have  no 
selling  value. 

Need  of  Freshness. 

Lastly,  be  sure  and  give  your  window  display  a  note 
of  freshness.  Make  the  goods  look  fresh  and  clean,  th^ 
surroundings  dustless  and  spotless.  No  dust — no  dead 
flies — no  soiled,  thumb-marked  show-cards — nothing 
but  absolute  cleanliness  everywhere  should  be  the  rule. 
Women  are  quick  to  notice  little  things  like  these  and  a 
little  speck  of  dirt  will  often  spoil  a  sale. 

Your  window  is  a  silent  salesman — able  to  bring  you 
in  business — able  to  persuade  people  to  come  into  your 
store.  Don't  you  think  it's  worth  while  giving  careful 
thought  to  the  (|uestion  of  window  dressing  when  so 
much  can  and  does  depend  on  it?  Your  window  is 
either  workiiic:  foi'  A'on  or  workina'  a<rainst  vmi.  Which 
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MODERN  STORE  FRONTS  are  MONEY  SAVERS 
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Windows   are  more   easily   trimmed — Displays   more   effective— Strong   advertising  feature 
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ADVERTISING  and  display  are  essentials  at  pres- 
ent for  the  store  which  would  have  a  successful 
career  as  a  retail  institution.  Both  factors  must 
be  given  thoughtful  attention.  In  order  to  have  a  pro- 
per merchandise  display  in  the  windows  of  the  store, 
tlie  front  must  agree  with  certain  well  defined 
principles. 

Contrast  the  older  style  front,  with  its  small  sash 
and  correspondingly  small  window  panes,  with  the 
large,  open  spaces  possible  under  modern  styles  of  store 
architecture.  Is  it  any  wonder  that  the  latter  sell  mer- 
chandise Avhereas  the  former  fail  to  make  sales? 

With  the  small  glass  scheme  of  construction,  the  most 
accomplished  window  display  man  could  not  make  a 
display  which  would  be  really  attractive.  Everything 
is  against  him  when  working  under  such  conditions. 
Of  two  stores,  side  by  side,  carrying  the  same  lines 
and  class  of  merchandise,  with  a  corresponding  price 
range,  the  one  having  a  modern  front  while  the  other 
was  laboring  along  under  the  handicap  of  the  antiquat- 
ed st.A'le,  there  is  no  (juestion  of  the  advantage  which 
would  be  en.joyed  by  the  former  store. 


The  cost  of  installiiig  up-to-date  fronts  to  the  store  is 
not  large.  Figured  on  the  basis  of  the  increased  dis- 
play facilities,  it  is  so  small  as  to  be  inconsiderable. 

The  most  valuable  space  in  the  store  is  said  by  many 
to  be  ill  that  portion  which  is  devoted  to  the  window 
display.  That  being  the  case,  is  it  not  a  ease  of  saving 
at  the  spigot  to  Avoriy  along  with  the  handicap  of  poor 
window  facilities,  due  to  anti(iuated  store  fronts,  when 
a  small  amonnt  invested  in  a  modern  front,  Avith  large 
spacious  plate  glass  windows,  will  add  very  materially 
to  the  merchandise  sales  of  the  institution. 

Figured  in  any  way  for  any  size  store,  in  the  small 
est  hamlet  or  in  the  town  of  small  city  proportions,  the 
cost  of  remodeling  and  installing  a  front  which  will 
really  accentuate,  rather  than  reduce,  the  pulling  pow- 
er of  the  merchandise  display,  is  not  to  be  considered  as 
an  expense  but  rather  as  an  investment. 

Now,  during  the  summer  months,  when  business  is 
moi'e  or  less  (|uiet  in  the  smaller  towns  owing  to  the 
activities  of  the  fanner  at  home,  is  the  advantageous 
time  to  make  this  much  needed  change. 
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I  Window  Letters  Cut  From  Paper  | 

I  Prepared  for  the  Canadian  Furniture  World  i 

I  By  C.  E.  Johnson  I 
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IT  is  surprising  that  more  hardwaremen  do  not  make 
use  of  window  letters  cut  out  of  paper  for  posting- 
on  the  window  glass.   They  are  very  effective,  the 
cost  is  small,  and  they  are  not  difficult  to  prepare. 

The  block  letter  is  most  commonly  used,  as  it  can  be 
prepared  the  easiest.  Our  illustrations  show  the 
method  of  preparation,  so  that  the  letters  will  be  uni- 
form in  construction.  They  can  easily  be  cut  out  when 
once  drawn.  In  fact,  with  a  little  practice,  a  person 
gets  so  he  can  quickly  prepare  these  letters. 

The  cut-out  letter,  pasted  on  the  window,  stands  out 
very  prominently,  and  can  be  seen  at  a  considerable 
distance.  Different  colors  of  paper  can  be  used  or  two 
colors  combined  to  make  the  work  more  effective. 

Letters  may  be  made  more  fancy  in  the  manner  in- 
dicated in  the  "Hand  .Sapolio"'  sign. 


VALUE  OF  COUNTRY  WINDOWS. 

Some  few  dealers  think  that  attractive  window  dis- 
plays do  not  pay  except  to  those  located  in  large  cities 
where  considerable  transient  trade  may  be  expected.  I 
believe,  says  a  writer  in  Novelty  News,  that  the  op- 
posite is  nearer  the  truth.  in  proportion  to  their 
expense,  good  window  displays  play  better  in  small 
boroughs  than  in  large  cities.  In  the  cities  people  rush 
through  the  streets  and  it  requires  indeed  a  great  deal 
of  ingenuity  to  catch  and  hold  their  attention.  In  the 
home  town  people  walk  leisurely,  the  same  peonle  often 


passing  the  store  twice  a  day,  coming  and  going  from 
work,  and  the  picture  of  one's  store  and  more  particu- 
larly of  one's  window  is  sure  to  leave  a  subconscious 
impression. 


Block   metliod   of  prepariiis   uniform   window  letters. 
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HOW  to  WRITE  RETAIL  ADVERTISING  COPY 
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Simple  language,  facts  and  big  space — Cultivate  brevity — Should  be  well  writteu  and  displayed 
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A SKILLED  layer  of  mosaics  works  with  small 
fragments  of  stone — they  fit  into  more  places 
than  the  larger  chunks.  The  skilled  advertiser 
works  with  small  words — they  fit  into  more  minds  than 
big  phrases.  The  simpler  the  language  the  greater 
certainty  that  it  will  be  understood  by  the  least  intelli- 
gent reader. 

The  construction  engineer  plans  his  roadbed  where 
there  is  a  minimum  of  grade — he  works  along  the  lines 
of  least  resistance.  The  advertisement  which  runs  into 
mountainous  style  is  badly  surveyed — all  minds  are  not 
built  for  high  level  thinking.  Advertising  must  be 
simple.  When  it  is  tricked  out  with  the  jewelry  and 
silks  of  literary  expression  it  looks  as  much  out  of 
place  as  a  ball  dress  at  the  breakfast  table ! 

The  buying  public  is  only  interested  in  facts.  Peo- 
ple read  advertisements  to  find  out  what  you  have  to 
sell.  Indefinite  talk  wastes  space.  It  is  not  100-  per 
cent,  productive.  The  copy  that  omits  prices  sacrifices 
half  its  pulling  power — it  has  a  tendency  to  bring  look- 
ers instead  of  buyers.  It  often  creates  false  impres- 
sions. Some  people  are  bound  to  conceive  the  idea  that 
the  goods  are  higher  priced  than  in  reality — others,  by 
the  same  token,  are  just  as  likely  to  infer  that  the 
prices  are  lower  and  go  away  thinking  that  you  have 
exaggerated  your  statements. 

The  reader  must  be  searched  out  by  the  copy.  Big 
space  is  cheapest  because  it  doesn't  waste  a  single  eye. 
Pu'blicitv  must  be  on  the  offensive,    There  are  far  too 


many  advertisers  who  keep  their  lights  under  their 
bushel — the  average  citizen  hasn't  time  to  overturn 
your  bushel. 

Small  space  is  expensive.  Like  a  one-flake  snow- 
storm, there  is  not  enough  of  it  to  lay.  Space  is  a 
comparative  matter  after  all.  It  is  not  a  ease  of  how 
much  is  used  as  how  it  is  used.  The  passengers  on  the 
limited  express  may  realize  that  Jones  has  tacked  on  a 
twelve-inch  shingle  on  every  post  and  fence  for  a 
stretch  of  five  miles,  but  they  are  going  too  fast  to 
make  out  what  the  shingles  say,  yet  the  two-foot  let- 
ters on  Brown's  big  bulletin  board  on  top  of  the  hill 
leap  at  them  before  they  have  a  chance  to  dodge  it. 
And  at  that  it  doesn't  cost  nearlj^  so  much  as  the  sum 
total  of  Jones'  dinky  display. 

You  force  your  salesmen  to  keep  to  solid  facts — you 
don't  allow  them  to  sell  goods  with  quotations  from 
Omar  or  excerps  from  Marie  Corelli.  You  must  not 
tolerate  in  3'our  printed  selling  talk  anything  that  you 
are  not  willing  to  countenance  in  personal  salesman- 
ship. 

Cut  out  clever  phrases  if  they  are  inserted  to  the 
sacrifice  of  clear  explanations — Avrite  copy  as  you  talk, 
onlj'  be  more  brief.  Publicity  is  costlier  than  conver- 
.  sation — ranging  in  price  downward  from  $6  a  line,  talk 
is  not  cheap  but  the  most  expensive  commodity  in  the 
world. 

Sketch  in  your  ad.  to  the  stenographer.  Then  you 
will  be  so  busy  "saying  it"  that  you  will  not  have  time 


BED  PILLOWS 

This  IS  an  important  department 
to  which  we  pay  great  attention  in 
keeping  an  assortment  of  prices 
and  sizes  which  meet  the  general 
need.  The  following  sizes  and 
prices  are  in  stock.  Prices  are 
quoted  for  pairs  as  usually  sold,  but 
single  pillows  of  any  set  will  be 
sold  at  half  the  named  price. 

Coverings  are  fancy  tickings  and 
filling  is  of  feathers  and  feather  mix- 
tures of  various  grades. 

22x28,  per  pair  $0.00       19x27,  per  pair  $1.86 

21x27,  per  pair         4  50       19x27,  per  pair   1.50 

20x27.  per  pair         3.00      Htx26,  per  pair   1.25 

19x27,  per  pair         2,10       18x26,  per  pair   l.OD 

And  a  pillow  for  baby  buggies  and  cota 
measuring  10x18,  each  45c 

Cushion  fills  in  all  desirable  sizes 

BARTLEIMACDONALDSGOW 

LIMITED. 


Beds  and  Bedding 


82  Coningen  Strtet. 


Boarding  House 
Keepers  Attention 

Do  ymi  w«iU  to  ttiA  youi  room*  quickly.  Do  you  pr«fer  pcrmuenl  roomen.  Would  you 
like  lo  eel  ■  tooi  Ue*.iy  nvenue  from  your  room*.  Then  (tUurd  a  few  of  thoM  old  bedi  and  re- 
place them  with  one  or  two  of  (hcae  remarkably  low  pric«d  Sa/nple  Bed*.  Il  will  be  the  bMt  invc*t- 
OtMil  yon  could  make.  Steady  bou-den  want  nice  clean  sood  lookuig- bed«,  and  all  of  tkcte  S*m- 
ptc  Bnw  and  Iron  Bedi  are  perfectly  new  and  hardly  Knled.  THIS  IS  THE  WEEK  WE  CLEAR  OFT 
AU.  BED  SAMPLES  USED  IN  OUR  WAREROOMS,  AND  REPLACE  THEM  WITH  FRESH 
ONES.  Seventy-&vc  of  tbem  |oo«  already — about  one  hundred  and  twenty-fiv«  itill  remaining. 
AU  Mattreue*,  Spring!  and  PiUowi  reifuced  dunng  tbu  aale.  Here't  aaiidca  of  what  you  can  do  b 
Genuine  BraM  Bed*— 

Genuine 
Brass  Bed, 
Box  Spring 
and  Real  Felt 
Mattress 
For  $33.75 


Wc  arc  Agents  for 
the  Cclelirated 
Ostermoor  Mattress 


'$16.00 


2.S0  Pairs  of  $1.25 
Pillows  for  97c 


You  Spend  One-third 
Of  Your  Life-time 
In  Bed 

TlicQ  why  not  have  ,t  oomf tillable  Sprioy  tioJ  a 
Banlljrv  Mullress  to  sleoji  uiKin  t  Evi?rv  MutlrcMs  we 
Lautllf  ks  luude  with  a  cleao.  .uluitary  fitliiig  'no  dirly 
wool  slioildy  bi'liig  usc'J),  Vou  puy  les.s  lit-re  for  this 
quality  of  Mjillrt'^.s  than  vou  |my  elsewliefc  for  uii  infer- 
ior ,flrtii'le.  We  linve  corilfol  for  tlii.s  di.slrirl  of  Clic  Il-sI 
lines  of  MaltiesM-s  and  Sprioys  rii.iiJi?  in  Cnnadii.  Au 
inspecrlon  of  our  line  will  oouviu<.'«;  you  of  Iheae  fa.'t^. 

MattreBses,  from  $2.75  to  $25.00 

Springs  from  $2,25  to  $18.00 


The  Mclntyre  House  Furiiishing  Co. 

R.  A.  Sklmer  Ingersoll  F.  W.  K«ter 

JSEfURNlSHEBS. 


BEDS  AND  BEDDING 


Per  Cent. 
Off 

WHITE  ENAMEL  BEOS 


liElfERSIIlE  H«ITI1ESSES      ^  _  «0»l  '"f  ^ 
SEVERSIIIE  M«TTIiEMES 

(Eitn  gualltyi 


ruRNITURfl'p-  I  i 


W.^ll  Hfillcii         cn|,y  si'iisoiuilil,..  tiiM.     F,|i|  is  n  fjixid         i'  t"  s,  ll  IhmIs  mikI  ImmIiHu- 

(if  yolir  ads. 


V,  \\  I'    Illlrill  inn   I..   Ill,'  wnnliii?: 


30 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


October,  1919 


to  bother  about  the  gewg;aAvs  of  writing.  Afterwards 
take  the  type^\•^ittell  manuscript  and  cut  out  every 
Avord  and  every  line  that  can  be  erased  without  omit- 
ting an  important  detail.  What  remains  in  the  end  is 
all  that  really  counted  in  the  beginning. 

Cultivate  brevity  and  simplicity.  Sir  Isaac  Newton's 
explanation  of  gravitation  covers  six  pages,  but  the 
schoolboy's  terse  and  homely  "What  goes  U|)  must 
come  down"  clinches  the  whole  thing  in  six  Avords. 
Just  so  one  ad.  well  written  and  attractively  displayed 
continuously  every  (lay  or  every  other  day  for  a  year  in 
()ii(>  newsjiaper.  which  reaches  only  the  people  Avho  have 
money  to  buy.  will  find  the  eye  of  every  reader,  no  nuit- 
ter  how  rapidly  tjiey  may  be  "going"  through  the  ad- 
vci'tising  Images  and  ])rodnce  more  results  than  a  dozen 
piking  pieces  of  copy  scattered  tlirougli  half  a  dozen 
dailies. 


STRIKING  AN  ADVERTISING  STANDARD. 

The  Associated  Advertising  Clnbs  of  the  World  are 
considering  fornmlating  plans  Avith  refei'euce  to 
the  adv(;caey  of  trade  and  advei-tising  standards  for 
various  lines  of  business,  such  standards  to  be  adopted 
by  the  people  in  the  businesses  involved  for  the  guid- 
ance of  all  Avho  desire  to  avoid  the  pitfalls  of  untruth- 
ful advertising. 

The  occasion  for  the  discussion  Avas  a  joint  meeting 
of  the  executiA-e  committee  of  the  advertising  associa- 
tion with  local  business  men  in  chai'ge  of  convention 
an-aiig(-ments,  and  it  develo]ied  that  much  Avork  has 


Huw  the  .Vdiimp  Co.,  Torniito.  tried  out  a  s'>ecial  lu'ddins 
sales  c.'imj)aig;n  t}ii'oim:li  advertising  in  tlie  dailie.s. 


already  ])een  done,  in  a  quiet  Avay,  especially  throu'i'h 
local  vigilance  committees  of  the  advertising  assrn'ia- 
tion.  In  some  cities,  standards  haA'e  been  in  foi'ce  for 
months,  and  are  working  to  the  decided  advantage  of 
merchants  Avho  have  adopted  them.  The  success  of  the 
|)lan  ha.s  been  such  as  to  indicate  that  it  can  be  applied 
in  a  much  broader  way,  it  was  shoAvn. 

"Through  the  adoption  of  such  staiulards,"  it  av:  3 
fjimounced  in  a  statement  suggestiA^e  of  subjects  for 
discussion  at  the  September  meeting,  "agreements  h  ivc 
been  reached  by  which  most  advertising  misstatements 
are  elim.inated  through  previous  agreement,  and  in  the 
local  ccmmunity  this  has  proved  a  preventive  of  great 
importance.  Can  the  same  principle  be  api)lied  to  vari- 
ous lines  of  business  in  a  broader  field — for  example,  as 
affecting  the  distribution  of  a  given  article  all  the  Avay 
from  factory  to  consumer,  for  the  protection  of  (1)  the 
manufacturer:  ''2)  the  jobber,  and  (3)  the  retailer? 


"For  example:  Local  advertising  club  vigilance  com- 
mittees found  that  there  was  no  standard  description 
for  feathers.  A  "doAVu'  pil^oAV  might  be  filled  with 
nearly  anythiiig.  We  sugges'^ed,  at  a  recent  convention 
of  bed.ding  m.anufacturers,  that  there  .sholild  be  a  stan- 
dard description  in  the  trade.  Can  a  description  of 
feathers  become  standard  to  sucii  a  degi-ee  that  fea- 
thei's  can  be  bought  like  Avheat.  or  cotton,  or  as  any  one 
of  many  oTh<M'  connuodities  are  l)ought And  can  fea- 
lluM's  and  other  commodities  l)e  designated  to  the  con- 
sumei"  ill  such  numner  as  to  insure  uniformity  of  grade 
and  jiublic  satisfaction? 

"In  lines  of  manufactured  goods,  can  maniifacturci-. 
jobber  and  retailer  agree  u])on  standards  of  advertis- 
ing statements  so  as  to  eliminate  nn)st  of  the  existing 
unfaii'  coinnetition,  leaving  only  di*ihonesr  peo])le.  un- 
willing to  come  into  such  an  a^g-reement.  to  bo  dealt 
Avithf" 

it  Avas  suggested  in  tlie  discussion  that  the  a<loption 
of  such  standartls  Avill  have  a  great  influence  upou  the 
promotion  of  co-oi)eraTive  a<lvertising  campaigns  to 
educate  the  puWie  upon  a  better  and  mcw-e  general  use 
of  things  AA-hich  inrfustfy  c-an  supply. 


SOME  ADVERTISING  THOUGHTS. 

The  gas  business  affords  a  notable  example  of  the 
aAvakening  of  an  industry  that  has  been  asleej).  For 
many  years  it  was  a  sort  of  nuAvritten  hnv  in  the  gas 
business  not  to  advertise.  If  people  Avanted  gas,  let 
them  hunt  nii  the  gas  company.  Noav,  the  gas  com- 
]ianies  are  advertising,  Avith  excellent  results. 

If  a  man  Avere  to  ([uit  eating  because  he  Avasn"t  hun- 
gry, he  Avould  be  sent  to  a  lunatic  a.sylum.  What  about 
the  man  AA'ho  quits  advertising  because  he  hasn't 
enough  business? 

Your  advertisement  is  more  likely  to  get  a  good  posi- 
tion in  summer  issues — a  fact  Avhich  should  interest 
particularly  the  users  of  small  space.  Then  a  large  per 
cent,  of  mediums,  including  the  be.st  pullers,  offer  re- 
ductions from  their  regular  rates  for  summer  advertis- 
ing. 

The  man  Avho  stops  advertising  labors  under  the  curi- 
ous obsession  that  since  he  stopped  advertising  no 
babies  have  been  born ;  no  couples  have  been  .married 
and  gone  to  housekeeping;  no  .young  men  have  reached 
maturity  and  begun  to  buy  for  themselves:  and  that 
not  a  single  stranger  Avith  money  in  his  pockets  has  en- 
tered the  city  gates. 

Persistency  is  the  foundation  of  advertising  success. 
Regularity  of  insertion  is  just  as  important  as  clever 
phrasing.  The  man  Avho  hangs  on  is  the  man  AA'ho  Avins 
out. 

.N^ever  go  in  for  spasmodic  advertising.  If  your  ap- 
propriation is  small,  go  in  for  small  ads,  but  keep  at  it 
continually — and  change  them  every  issue. 

Advertising  has  made  the  paint  brush  go  hand  in 
hand  Avith  the  rolling  pin.  says  "Profitable  Advertis- 
ing." While  the  bread  is  in  the  oven  the  houscAvifo 
can  brighten  up  the  floors  and  doors,  making  old  fur- 
niture neAV,  adding  a  touch  of  beauty  and  freshness  to 
the  home  Avithout  bringing  in  a  creAV  of  masculine 
daubei-s  and  si)lashers.  Avith  dirty  overalls  and  plug- 
tobacco  man.ners. 


The  Hardware  &  Furniture  Supply  Co..  Limited. 
Creston,  R.C.,  has  been  incorporated  Avith  a  capital  of 
$25,000. 
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METHODS  oj  SELLING  VACUUM  CLEANERS 
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A  great  opportunity  to  play  up  vacuum  cleaners  for  their  utility  and  practical  help  in  the  home 
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THERE  are  wide  dii¥erence.s  of  opinion  about  con- 
ducting a  campaign.  Some  merchandisers  don't 
believe  in  them  at  all.  But  generally  conceded 
that  they  produce  good  results,  and  that  is  enough  to 
recommend  them.  No  set  method  can  succeed  every- 
where, because  conditions  are  different  in  many  local- 
ities. Experience,  however,  has  proved  the  following 
points  about  a  campaign. 

Store  preparations,  such  as  window  displays,  dem- 
onstrating facilities,  instructions  to  salesmen  regarding 
the  eon.struction  of  different  makes  and  sales  talks,  are 
necessary.  First  announcements  are  made  by  adver- 
tisements in  newspapers  or  other  mediums,  and  these 
followed  up  during  the  campaign. 

Announcement  of  Activities. 

A  prospect  list  is  usually  necessary  for  solicitation. 
This  can  readily  be  made  up  from  lists  kept  by  some 
dealers.  If  no  list  is  available,  the  names  may  be  weed- 
ed out  of  the  telephone  directory.  Then  a  signed  per- 
sonal letter,  with  good  selling  arguments,  is  sent  to 
those  on  the  list,  together  with  a  return  card  to  be  mail- 
ed back  if  the  recipient  is  interested.  This  method 
brings  returns  of  one  to  ten  per  cent. — enough  for  the 
solicitors  to  get  started  on.  Resides,  it  serves  as  a 
good  announcement  of  the  store's  activities  and  will 
bring  some  customers  to  the  store.  With  the  outside 
salesmen  started,  they  can  increase  the  number  of  pros- 
pects by  making  inquiries  at  the  homes  when  demon- 
strations are  given.  After  a  sale  is  made,  prompt  deliv 
ery  is  very  desirable  and  ap])reeiated.  It  is  a  good 
plan  to  be  sure  the  customer  fully  knows  how  to  use  the 
device,  and  it  creates  iin  effective  impression  to  make 
personal  calls  or  telephone  calls  for  this  purpose.  Keep- 
ing a  customer  satisfied  makes  another  salesman. 

These  plans  and  their  variations  have  been  tried 
again  and  again,  and  the  results  have  not  been  so  much 
a  measure  of  the  success  of  the  plan  as  they  have  been 
of  the  enthusiasm  of  the  organization  using  them.  Con- 
crete suggestions  gained  from  successful  campaigns 
serve  to  show  the  road  to  the  retailer  who  contemplates 
taking  advantage  of  the  opportunity  the  season  affords. 

Suggestions  from  Successful  Campaigns. 

While  a  vacuum-cleaner  campaign  must,  in  the  final 
analysis,  be  planned  with  particular  reference  to  local 
conditions,  there  are  many  invaluable  suggestions  that 
can  be  gleaned  from  a  perusal  of  a  few  of  the  mors 
noteworth.y  efforts  that  have  demonstrated  their  merit, 
ft  has  been  demonstrated  that  a  crew  of  men  working 
together  under  a  manager  obtains  much  better  results 
than  Avhen  individual  salesmen  were  assigned  to  separ- 
ate territories. 

.  The  crew  idea  was  considered  to  be  better  than  the 
individual-man  scheme,  because  loafers,  if  any,  could 
thus  be  weeded  out  of  a  crew  in  two  or  three  days, 
while  with  the  other  plan  it  is  generally  necessary  t  ) 
give  each  man  at  least  two  weeks  to  prove  his  worth. 

After  gaining  an  entrance  to  each  house  the  sales- 
man shonld  demonstrate  ivhat  a  cleaner  will  do,  and 
offer  to  clean  any  rug  or  carpet  in  the  house  without 
charg(>  or  obligation.    To  make  the  demoixstration  ef- 


fective, show  the  interior  of  the  tray  before  and  after 
demonstration. 

After  that  start  your  selling  argument  begins. 

When  a  prospect  is  found  not  at  home,  a  card  is  left 
telling  of  the  call  and  offering  to  come  again  if  the  card 
was  filled  owt  and  mailed  to  you.  On  other  occasions, 
when  salesmen  were  unable  to  complete  sales,  but 
believed  the  people  on  whom  they  had  called  to  be 
prospects,  letters  Avere  written  from  the  office  to  follow 
up  the  salesmen's  effort,  and  a  return  card  Avas  en- 
closed. About  five  per  cent,  of  these  cards  were 
returned,  and  in  no  case  did  the  salesmen  Avho  followed 
up  such  rerjuests  fail  to  effect  a  sale.  The  difference 
betAveen  the  success  of  the  latter  type  of  cards  and 
those  mentioned  before  can  be  definitely  attributed  to 
The  fact  that  the  recipient  of  the  latter  type  had  in 
each  case  been  educated  to  the  advantages  of  the 
electric  vacuum  cleaner,  whereas  those  who  received 
the  former  cards  had  not  seen  a  demonstration. 
A  Plan  That  Will  Work  Anywhere. 

Here  is  a  plan  that  resulted  in  the  sale  of  a  large 
number  of  vacuum  cleaners.  It  was  carried  out  in  a 
city,  but  this  plan  can  be  used  almost  mywhere. 

Before  .a  wheel  of  the  campaign  machinery  Avas 
turned,  the  plan  Avas  carefully  mapped  out.  All  ol' 
the  advertising  matter  Avas  prepared  beforehand,  the 
sales  and  distributing  departments  Avere  oiled  up,  and 
keyed  to  the  right  pitch  of  enthusiasm. 

The  first  gun  in  the  advertising  campaign  Avas  a 
little  sticker  leaflet  which  Avas  mailed  to  a  select  list 
five  days  before  opening  of  the  sale.  This  leaflet  gave 
a  complete  exposition  of  the  terms  of  the  sale,  Avhere 
the  cleaner  could  be  seen,  and  other  necessary  details. 
Great  sales  AA  cre  traced  directly  to  the  stickers. 

On  the  day  the  sale  opened,  the  first  newspaper 
advertisement  in  the  leading  paper  was  used  in  good- 
sized  space.  All  of  the  local  papers  Avere  used,  but 
no  more  than  tAvo  carried  the  advertising  in  any  one 
day.-  Considerable  care  Avas  used  in  selecting  the  illus- 
ti-ations.  One  of  the  objects  of  the  advertising  Avas 
to  sell  the  "idea"  of  Avhat  the  vacuum  cleaner  avouIo 
do,  rather  than  the  cleaner  itself. 

Car  cards  Avere  obtained  from  the  manufacturer 
and  im])rinted  Avith  the  details  of  the  sale.  Some 
billboard  adA'ertising  Avas  done  for  general  publicity. 
It  costs  less  than  most  people  think  to  do  billposting. 
The  average  expense  was  $1.00  a  month  per  board. 

The  selling  machinery  of  the  campaign  Avorked  as 
follows  :  SAveepers  Avere  not  sent  out  for  demonstra- 
tion, but  six  solicitors  covered  prospects  Avhich  each 
had  fornuilated  for  herself  in  advance.  To  these 
advauf^e  lists  Avere  added  the  names  of  all  prespeets 
developed  during  the  course  of  the  campaign. 

Each  girl  carried  a  sAveeper  Avith  her  on  lier  rounds 
Inside  the  stores  a  girl  exhibited  a  machine  in  actual 
opci'atinn.  Tier  bnsiness  Avas  not  to  sell,  but  to  demon- 
sti'ate  :  hoAVCA'cr,  she  made  quite  a  number  of  sales. 
The  Avhole  campaign  Avas  successful  because  it  Avas 
planned — there  A\as  no  haphazard  guess  Avoi'k  about 
it.  Once  planned,  it  Avas  cari-ied  through  to  a  finish 
Avith  much  greater  success  than  anyone  had  ever 
dreamed. 
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1         Letter^  to  the  Editor  I 
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MR.  EDITOR, — I  have  often  wondered  why  some 
discussioii  from  the  retailers,  sick  of  furniture 
question,  has  not  taken  place  in  your  paper. 
Some  few  years  ago  when  the  manufacturers  thought 
of  raising  prices  the  World  generally  had  an  article  on 
the  subject  and  generally  commended  such  change,  but 
lately  nothing  of  the  kind  is  mentioned.  I  suppose  one 
reason  may  be  that  new  price  lists  have  appeared  often- 
er  than  the  paper,  and  then  again  we  hear  rumors  of 
another  raise — the  manufacturers  are  to  meet  in  Tor- 
onto and  talk  price  matters  over.  .  Why  not  stay  at 
liome  and  figure  out  each  his  own  price,  if  there  is  no 
i-ombine  among  them. 

It  appears  that  the  manufacturers  are  determined  to 
see  how  much.  1he  ti-ade  will  stand  and  not  what  fnrni- 
liire  can  be  made  for  and  sold  at  a  profit.  Now  there  is 
no  doubt  at  ali  that  the  raise  in  price  of  June  1st  would 
allow  of  a  good  big  percentage  of  profit,  and  that  the 
raises  of  June  1  and  July  were  more  than  the  mate^nal 
This  is  the  o^jinion  of  all  i-etailers  that  F  have  spoken  to. 
and  also  of  some  others  who  have  been  connected  with 
llie  fuj-niture  business  for  a  number  of  years,  and  the 
raises  of  June  1  and  Jul.v  were  more  than  the  material 
in  some  of  the  goods  costs.  For  instance,  take  a  plnin 
oak  table  made  by  most  all  manufacturers,  and  40  ft. 
of  lumber  will  make  this  table,  allowing  for  waste. 
(44  in.  top,  8  in.  pedestal).  A  certain  manufacturer 
told  me  that  they  paid  $80  per  M.  for  oak  F.O.R.  fac- 
tory in  August  1919,  but  allow  for  planing  and  di'ving 
say  if'lOO  per  M.,  tliis  would  be  ^4  for  material;  slides, 
$2.50:  casters,  9c,  what  most  of  them  send  out;  3c  foi' 
screw  nails — $6.61.  Now  the  price  on  Augiist  1st  v/gs 
$18.50  ill  some  factories  and  $19.25  in  others.    Take  the 


Nc.  279 — Windsor  chair  made  in  birch,  malu)i<an.y  and  walnut  finish  from 
tlifir    own    design,    b.v    the    .Vincrican    Bent  Chair 
Company,  Owen  fiound. 


latter:  Now  the  price  is  $26,  or  a  raise  of  $6.75.  Allow 
for  making,'  and  thi"  will  include  all  overhead 
charges,  $16  ought  to  be  a  good  price  for  such  an  article 
and  give  the  manufacturer  a  good  margin  of  profit.  I 
might  go  dn  and  mention  several  other  articles,  beds 
and  wash  stands,  some  butt'ets.  but  space  will  not  pc'-- 
mit. 

Another  thing,  if  you  will  take  the  catalogues  sent 
out  from  the  departmental  stores  for  fall  and  Avinter 
trade  you  will  see  there  goods  m.ade  by  nearly  all  of  the 
furniture  manufacturers  and  the  prices  quoted  are  in 
some  cases  10  per  cent,  lower.  ,ind  others  20  per  cei  f. 
lov.'er  than  the  manufacturers  sent  out  to  dealers  in 
Jul.v,  and  not  only  this,  but  when  the  mail  order  housi'S 
send  in  an  order  it  is  sent  on  in  or  4  da.vs,  while  ttuit 
ro  the  smaller  dealer  is  3  or  4  weeks  or  months,  and  1 
know  for  a  fact  that  a  number  of  dealers  in  smfjlkr 
places  would  have  to  go  out  of  the  furniture  business 
if  it  were  not  for  the  undertaking  end  of  it.  They  do 
not  sell  enough  furniture  to  make  it  i)a.v,  on  accouni  of 
the  mail  order  houses  being  more  prompt  in 
getting  goods  and  at  less  i)rice.  Here  is  one  advant- 
age the  manufacturers  give  the  larger  houses,  and  I  see 
nothing  left  for  the  smaller  dealer  but  to  advise  the 
imblic  not  to  bu.v  at  present  prices,  or  let  the  trade  go 
to  the  larger  houses  until  the  manufacturers  come  to 
their  proper  senses. 

We  all  knov/  furniture  is  no*  a  necessit.v.  but  a  lux- 
urv.  T  do  not  see  much  chance  of  the  dealers  getting 
anything  better  at  present,  as  the  manufacturers  in 
their  mad  rush  to  get  rich  (|uick  may  put  some  out  of 
i);isiness  before  long. 

Respectfully  yours,  A  DEALER. 


NEW  BEDDING  PLANT  AT  WINNIPEG. 

Good  progress  is  being  made  on  the  new  factojy 
bnilding  which  the  Parkhill  Redding  Company  is 
ei'ecting  on  Notre  Dame  Avenue  at  the  corner  of  Erin 
Street,  Winnipeg.  Still  more  rapid  advance  would  b( 
recorded  by  the  contractor  if  he  could  get  more  brick- 
layers on  the  walls. 

The  Parkfiill  Coinpan.v  was  formed  this  year  ami  is 
made  up  of  several  former  officers  of  the  Alaska  B^^d- 
ding  Company.  J.  H.  Parkhill.  the  president  of  tho 
new  company,  was  for  fourteen  years  the  presid'^nt 
and  general  m;inager  of  the  Alaska  Bedding  Comp-aiiv. 
A.  B.  Jones,  ^^■ho  is  the  vice-president  and  sales  ma;i- 
ager  of  tlie  n'^^v  company.  Avas  formerl.v  the  sales  rep- 
resentative of  tIu^  Alaska  Bedding  Company  and  R.  C. 
Yoimg,  who  is  director  of  the  new  eompan.v  and  who 
will  be  the  superintendent,  was  also  with  the  Alaska 
c()mi)an,v. 

The  edifice  which  is  in  course  of  erection  an  Notre 
Dame  Avenu^  is  of  brick  and  stone,  and  will  be  125 
feet  frontage  a>-d  60  feet  deep.  This  year  work  will 
be  doiie  on  the  basement  and  on  the  first  two  elevators. 
Provision  Avas  mode  in  the  foundation  for  the  addition 
of  third  and  fourth  stories  and  H  is  expected  that  these 
Avill  be  added  in  1^20.  The  building  will  be  finished  on 
November  1  and  shipments  of  goods  will  commence  on 
November  15. 


BEDROOM  BOXES  ADVANCE. 

Owing  to  the  rapidl.v  increasing  cost  of  raw  materials 
1^.  L.  Shafer  &  Co.,  manufacturers  of  cedar  chests  and 
bedroom  boxes,  ainiounce  a  revision  of  their  price  list 
to  meet  the  added  charges.  The  present  discount  is 
now  10  per  cent,  from  list. 


J*                 C'  *!. 
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A  THRIFT  REQUEST 

To  Our  Subscribers; 

About  your  subscription  receipt: — Instead  of  send- 
ing- you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  will  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 
Thanking-  you,  we  are 

Gratefully  yours, 
THE  COMMERCIAL  PRESS,  LIMITED. 

32  Colborne  Street,  Toronto. 


Benefit  From  The  big  fall  exhibitions  in  the  vari- 

Exhibition.  ous  larger  centres  at  which  marin- 

factureivs  disjjlay  and  demonstrate 
their  products  are  of  immense  benefit  to  the  retail  mer- 
chant not  only  because  of  the  publicity  given  to  vari- 
ous lines  sold  in  the  store,  but  also  in  the  suggestions 
given  to  the  dealer  for  better  display  of  his  M^ares  and 
more  efficient  serA^ce  in  hi.s  store. 

The  most  important  exhibition  is  the  Canadian  Na- 
tional held  in  Toronto,  and  in  order  that  merchants  all 
over  Canada  may  benefit  from  the  display  of  goods  aj 
this  important  event,  whether  they  visited  it  personally 
or  not,  we  have  prepared  a  special  section  in  this  issue, 
setting  foi'th  some  of  the  features  of  interest  to  the  mor 
chant  and  illustrating  and  describing  some  of  the 
booths.  This  section  will  be  found  well  worth  perus- 
ing. 

*  *  * 

Get  Started  There  is  a  good  deal    in  getting 

Properly.  started  properly.   If  you  start  off 

the  day's  work  in  an  indolent 
manner,  yon  are  likely  to  continue  that  way  through- 
out the  day.  On  the  other  hand,  if  you  start  in  from 
the  start  under  a  full  head  of  steam,  j^ou  are  likely  to 
maintain  your  snappiness  all  day. 

The  same  thing  is  true  of  a  season,  so  start  the 
autumn  season  in  the  proper  way.  Open  iip  with  an  ag- 
gressive bid  for  business  and  you  will  be  much  more 
likely  to  maintain  your  pep  throughout. 

*  #  * 

Satisfy  It's  turning  a  clever  trick  when 

Customers  you  sell  a  customer  something  you 

want  to  sell,  whether  or  not  the 
customer  really  needs  or  Avant.s  it,  but  nine  times  out  of 
ten  it  is  not  good  business.  Just  because  it  is  relatively 
hard  to  sell  customers  something  they  do  not  really 
want,  and  because  employers  often  ovei-emphasize  the 
importance  of  selling  things  in  which  there  is  a  big 
margin  of  profit  in  preference  to  the  small  profit  lines, 
a  great  many  salesmen  err  in  thinking  they  will  climb 
fast  if  they  succeed  in  selling  their  customers  what  they 
want  to  sell,  ii'resiiective  of  what  the  customer  thinks 
he  wants.  A  good  salesmaii  studies  his  customers  and 
their  wants  and  reciuirements  as  thoroughly  as  he 
studies  his  goods.   Knowledge  of  the  customer,  especi- 


ally of  their  positive  needs  and  wants,  is  of  as  much 
weight  in  making  the  sale  as  knowledge  of  the  goods 
one  has  to  sell.  This  knowledge  of  the  goods  often  goes 
as  far  as  to  know  what  the  customer  needs  better  than 
they  do  themselves.  Make  sure  you  do  not  sell  your 
customers  something  they  do  not  want.  A  satisfied  cus- 
tomer is  always  the  most  effective  and  economical  ad- 
vertising any  concern  can  ever  get.  The  api)lication 
of  this  policy  of  not  forcing  sales  irrespective  of  actual 
wants  and  needs  not  only  gets  free  advertising  from  sat- 
isfied customers,  but  move  business  and  fewer  ex- 
changes, and  exchanges,  including  refunds  of  money 
are  a  great  exjjense. 

*    *  * 

How  Often  to  At  a  retailers'  convention  not  long 

Change  Window,     ago  a  well-known  window  trimmer 
Avas  addressing    the    meeting  and 
asked  for  questions  from  the  floor,  says  a  writer  in  the 
Red  Ball. 

"How  often  should  a  window  be  washed  and  re- 
dressed?" asked  an  immaculate  looking  man  who  had 
been  following  the  speech  with  interest. 

"How  often  shoidd  a  gentleman  change  his  collar?" 
came  the  counter  question. 

The  immaculate  man  blu.shed  and  the  others  laugh- 
ed, but  the  point  got  across.  Renew  a  window  when- 
ever there  is  any  reasonable  doubt  as  to  its  freshness. 

Just  as  a  man  may  have  clothing  of  good  quality  and 
spick  and  span  neatness  and  still  he  ill-dressed,  so  may 
a  Avindow  be  filled  with  fine  fresh  merchandise  and  still 
be  unattractive.  The  man  in  a  green  hat  and  a  brown 
.suit  and  a  red  tie  and  purple  socks  does  not  make  the 
kind  of  an  impression  he  Avould  like  to,  even  when 
everything  he  has  on  is  new  and  expensive.  A  -sense 
of  line  and  color  in  window  dressing  is  as  valuable  as  in 
the_  fine  arts.  Nearly  every  organization  has  a  "near 
artist."  Try  and  discover  him,  buy  him  tAvo  or  three 
good  books  on  window  dressing  and  see  what  he  can 
do. 


ENLIST  NOW. 

There  are  thousands  of  fine  young  men  in  this  Dom- 
inion of  ours  Avho  feel  as  though  they  AAdll  never  cease 
regretting  their  inability  to  have  been  "Over  There." 

There  is  another  fight  on  right  now  "Over  Here" 
and  it  is  just  as  earnest  and  just  as  fierce  a  conflict  as 
the  one  Avaged  in  Flanders'  Fields. 

Victory  Loan  1919  is  marching  through  our  land  and 
Ave  either  have  to  concpier  it  Avitli  our  dollars  or  it  Avill 
surely  overwhelm  us  Avith  its  strength,  leaving  in  its 
trail  Avounded  soldiers  Avho  can  never  be  restored  to 
health  for  lack  of  funds,  and  great  financial  embarrass- 
ment from  which  it  Avill  take  the  country  years  to  recu- 
;)erate. 

Young  iii<>ii  who  wanted  to  be  "Over  Thei'c,"  .show 
your  zeal  ami  youi-  earnestness  by  flinging  yourself 
into  this  fight  "Over  Here"  with  all  your  might  a)i(i 
main.   Win  out  foi-  \'ictorv  Loan  1919! 
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NST  there  was  a  man  who  was  never  willing  to 
take  society's  accepted  standards  of  rite  and 
rong. 


He  continually  argued  that  what  was  rite  for  him 
might  be  rong  for  other  folks.  So  he  proceeded  to  do 
just  about  as  he  pleased. 

He  was  firm.ly  convinced  that  he  could  fly  in  the  face 
of  conventions  aiid  get  away  with  it.  So  he  frequented 
speedy  clubs  and  trotted  around  with  a  fast  bunch.  He 
wasn't  over  and  above  particular  about  sticking  too 
closely  to  his  mai'riage  vows,  and  when  he  got  a  chance 
to  put  a  sharp  deal  aerost,  he  chiickled  an'  did  it. 

Well,  at  first  he  laft'ed  because  some  people  were 
mighty  cool  to  him,  an'  he  declared  that  he  didn't  give 
a  rai)  for  the  opinion  of  prudes  an'  Sunday  school 
teachers.  To  show  his  indepejidence,  he  took  a  little 
widei'  fling,  an"  was  fool  enough  to  think  he  was  en- 
joying himself. 

Xot  long  after  this,  he  wanted  1o  borrow  some  money 
at  the  bank.  But  the  bank  tn.rned  him  down  cold.  Then 
he  went  to  some  of  his  gay  cronies,  but  one  and  all  had 
excuses  an'  suddenly  remembered  business  appoint- 
ments elsewhere.  Last  he  went  to  his  wholesalers  for 
s[)eshul  aceonnnodation,  but  they  told  him  out  flat  that 
lie  was  not  the  kind  of  a  man  they  wanted  to  boost. 

When  it  was  too  late,  he  sadly  discovered  that  no 
man  can  afford  to  disregard  public  opinion,  or  to  try 
to  set  up  his  OAvn  standards  of  rite  and  rong.  But  he 
didn't  have  the  gumption  to  right-about-face  and  to 
live  down  the  bad  reputation  he  had  built  up. 

So  his  whole  life  went  rong  just  because  he  started 
out  on  a  false  premises. 


AND  HERE'S  ANOTHER. 

ONST  there  was  a  man  who  was  chock  full  of  good 
ideas.  He  could  hatch  more  schemes  in  a  month 
than  an  old  hen  could  hatch  chickens.  An'  the 
best  of  it  was  each  and  every  scheme  was  a  beaner — 
no  doubt  about  it,  they  had  money-making  possibilities. 
But  he  always  required  other  people  to  help  work  out 
his  plans.  An'  he  chose  inexperienced  but  admiring 
friends  and  applicants,  putting  these  in  important  posi- 
tions. 

Once  he  had  started  a  business  enterprise  along,  an' 
had  engaged  people  to  operate  it,  he  would  proceed  to 
tend  strictly  to  his  own  part  of  the  business  and  expect 
the  other  folks  to  tend  to  theirs.  Some  way  or  other, 
there  were  always  gaps  through  which  the  profits  fell, 
and  so  he  Avould  apply  his  self  closer  an'  closer  to  his 
part  of  the  Avork  to  try  and  improve  matters. 

Well,  .scheme  after  scheme  failed  just  because  he  ex- 
pected too  much  of  inexperienced  help.  He  was  looking 
for  men  who  were  smarter  than  himself — that  is,  people 
who  tend  to  their  own  jobs  and  co-relate  their  work  to 
lhat  of  others  about  them. 

Our  friend,  the  hatcher,  missed  his  calling.  He 
should  have  been  a  designer  of  something  or  other,  let- 
ting other  folks  work  out  his  plans.   When  he  came  to 


There  is  one  thing,  which,  like  a  pleasant  smile, 
dosn't  cost  a  cent.  This  is  loyalty  to  the  firm  we  are 
working  for. 

A  soldier  is  trained  to  be  loyal,  and  upon  entering  the 
army  takes  the  oath  of  allegiance.  It  is  just  as  neces- 
sary for  a  stafi;  of  workers  to  be  loyal  to  their  employ- 
ers, as  it  is  for  the  soldier  to  be  lo.yal  to  his  country.  If 
a  soldier  is  disloyal  he  is  liable  to  get  himself  into  seri- 
ous trouble,  but  the  civiliaii  seems  to  get  by  with  it. 
that  is,  so  far  as  getting  into  trouble  is  concerned,  but 
when  a  man  disparages  the  concern  he  is  a  part  of,  he 
disparages  himself. 

Here  is  an  example.  An  American  tourist  entered  a 
large  Canadian  store  and  made  some  purchases.  Dur- 
ing his  con\  crsation  with  the  salesman  who  was  wait- 
ing on  him,  he  asked,  "How  do  you  like  your  job 
here?"  This  salesman  did  not  recognize  the  import- 
ance of  loyalty,  and  foolishly  vilified  his  employers.  On 
the  day  following,  this  same  tourist  called  again  ro 
make  more  purchases,  and  absolutely  refused  to  be 
waited  on  by  the  salesman  who  had  served  him  on  the 
day  previous.  These  are  the  words  in  which  he  ex- 
plained his  attitude:  "T  am  a  dry  goods  merchant,  and 
would  not  have  a  clerk  in  my  employ  who  spoke  of  my 
firm  in  the  same  manner  as  that  man  spoke  of  this  firm. 
T  am  sure  1  will  not  buy  from  such  a  man." 

Althougli  disloyalty  injures  a  house,  it  injures  the 
disloyal  persun  more.  Where  can  an  employer  be  foand 
who  would  hi)'c  a  man  who  spoke  disparagingly  of  his 
last  employers?  It  should  always  be  borne  in  mind  that 
an  employer  judges  a  man  by  what  he  has  to  say  about 
liis  previous  employer.  ]\Iany  a  man  has  wondered  why 
he  did  not  get  a  job  he  applied  for,  and  the  only  reason 
was  that  he  Avas  judged  by  what  he  had  to  say  about 
his  last  boss. 

We  can  all  be  loyal.  If  a  man  must  vilify,  condemn 
and  disparage,  he  should  resign  his  position,  and,  when 
he  is  outside,  go  to  it  to  his  heart's  content. 

When  we  speak  well  of  the  firm  we  are  working  for, 
we  raise  ourselves  in  the  estimation  of  our  listenei's. 
Every  man  owes  his  employer  a  solemn  obligation  of 
loyalty.  It  is  paid  for  in  his  salary,  and  a  man  who  is 
not  loyal  is  receiving  pay  for  goods  that  are  not  deliv- 
ered. 

Men  will  lay  down  their  lives  for  their  country.  This 
is  the  spirit  that  has  built  great  nations.  It  is  the 
same  spirit  that  will  build  great  businesses  without  the 
necessity  of  making  any  sacrifice. 

Every  man  should  say  to  himself  "Ours  is  a  fine  or- 
^:anization ;  let  us  all  pull  together  and  endeavor  to 
make  it  the  finest  in  our  city,  and  a  credit  to  our  coun- 
try.   Let  us  all  be  loyal." 


work  them  out  himself,  he  Avasn't  there,  and  so  the 
brightest  of  his  ideas  came  to  naught. 

He  Avould  have  had  a  fair  chance  of  success  had  he 
taken  inexperienced  help  and  watched  an'  trained  an 
guided  them,  but  he  never  did  that,  an'  so  he  arrived 
in  the  end  at  the  bottom  of  the  ladder  in  place  of  the 
top 
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Retail  merchants  stand  in  a  very  unique  position  in 
every  coramunity.  They  reach  out  and  take  the  goods 
from  the  producer  and  manufacturer  and  hand  them 
to  the  consumer.  Every  increase  that  is  made  to  any 
article,  whether  it  is  through  increased  wages,  the  in- 
creased cost  of  raw  materials,  increased  transporta- 
tion, increased  rent  or  the  increased  overhead  expenses 
of  every  class  through  whose  hands  any  pi'oduct  passes, 
is  collected  again  by  the  retail  merchant  from  the  con- 
sumer. The  higher  wages  go,  the  higher  will  go  the 
prices  of  the  articles  created  by  the  wage  earners.  The 
circle  is  complete  and  no  .system  of  reasoning  can  alter 
this  truth.  The  law  of  supply  and  demand  is  the  basic 
law  upon  which  everything  is  founded.  The  dearer 
goods  are  the  less  profit  the  retail  merchant  makes,  as 
the  demand  is  lessened,  and  his  business  turnover  is, 
therefore,  less. 

In  order  that  workmen  can  be  able  to  purchase  all 
those  things  that  are  necessary  for  their  actual  com- 
fort, they  must  receive  a  salary  more  than  equal  to  the 
value  of  the  actual  things  refjuired  so  as  to  enable 
them  to  lay  aside  sufficient  for  old  age.  etc.  If  wages 
keep  climbing  up,  merchandise  will  go  on  climbing  up, 
and  there  is  no  schomo  that  can  be  proposed  that  will 
prevent  it.  If  wages  climb  higher  on  one  class  of  goods 
than  they  do  on  others,  tlie  Avorkmen  will  be  limited  to 
fewer  classes  of  goods  and  their  comfort  will  be  affect- 
ed therebj'.  If,  for  instance,  a  working  man  receive(l 
twenty-five  dollars  a  week,  and  with  that  sum  he  could 
pay  his  rent,  buy  groceries,  meat,  fuel,  light,  clothing, 
boots  and  other  actual  necessities,  and  his  rent  Avas 
doubled,  he  would  l)e  compelled  to  forego  purchasing 
some  of  the  other  articles  of  necess^ity.  and.  having  to 
do  Avithout  these  necessities,  he  Avould  immediately  be- 
come discontented.  On  the  other  hand,  AAdiatever  ne- 
cessities he  economized  on,  it  would  injure  the  retail 
merchant  Avho  handled  those  lines,  and  he  in  turn 
would  have  to  undergo  the  same  Aveeding  out  process 
as  that  undertaken  by  the  Avage  earner. 

These  simple  illustrations  are  made  for  the  purpose 
of  showing  how  closely  the  affairs  of  every  community 
are  inter-related,  and  AA'henevei-  one  class  is  affected 
all  classes  are  affected. 

Our  purpose  in  submitting  these  brief  vicAvs  on  the 
problem  of  retail  distribution,  which  is  one  of  the 
most  difficult  problems  for  those  who  have  had  no  prac- 
tical experience  in  it  to  understand,  is  to  point  out  that 
thf're  is  more  capital  invested,  and  more  people  em- 
ployed in  distribution,  than  there  is  in  production  and 
mMimfacture  combined,  and  that,  in  our  opinion,  no 
l)lan,  no  scheme  and  no  device  that  can  be  suggested 
can  evei-  alter  it  unless  avc  turn  our  plan  of  civiliza- 
tion br^fkward  and  all  begin  again  to  be  tillers  of  the 
soil  and  makers  of  the  things  we  use  and  reriuire.  No 
one  would  })e  satisfied  to  go  back  again  to  the  simple 
life  of  makinti'  our  own  candles,  and  using  flint  instead 
"(■  matches,  and  using  a  spinning  wheel  to  make  cloth- 
ing out  of  slicp'^'  wool.  We  have  experienced  life's 
comforts  and  Ave  Avant  1hem,  and  if  avc  Avant  them 
and  must  have  tliem,  we  nnist  pay  for  them.    A  nienl 


provided  in  a  million  dollar  hotel  will  ahvays  cost 
jnore  than  a  meal  provided  in  a  tent.  There  is  a  price 
ticket  on  everything.  The  best  things  cost  the  most, 
and  if  Ave  desire  them  we  must  be  prepared  to  pay  for 
them  or  go  without  them. 

To  properly  consider  the  subject  avc  have  before  us, 
we  must  take  conditions  as  we  find  them  to-day,  and 
not  as  they  Avere  a  century  or  two  ago.  To-day  Ave 
have  public  school  systems  all  over  the  world.  Boys 
and  girls,  and  men  and  Avomen,  have  been  educated  to 
try  and  think.  In  every  sphere  of  activity  Ave  see  de- 
velopment. We  find  improved  machinery  in  all  lines 
of  manufacture  and  production.  We  have  labor-saving 
devices  and  Ave  have  transportation  facilities  that  Avere 
unequalled  in  any  age  of  the  Avorld.  We  have  new  de- 
vices for  transportation  such  as  automobiles,  automo- 
bile trucks,  aeroplanes,  bicycles,  etc.  In  electric  poAver 
and  electrical  devices  Ave  are  in  advance  of  anything  in 
the  history  of  the  Avorld.  In  telephones,  telegraphs  and 
cables,  our  advances  are  phenomenal,  and  all  this  Avith 
the  many  other  ncAv  inventions  such  as  gramophones, 
etc.,  which  can  produce  the  human  voice,  all  these 
things  liave  been  brought  about  by  those  Avho  have 
been  educated  to  think,  to  diagnose,  to  investigate  and 
to  study. 

While  the  thousands  avIio  have  been  giving  their  at- 
tention to  the  aboA^e  commercial  imitroveiuents  have 
succeeded,  another  class  has  been  thinking  along  other 
lines,  but  their  thinking  has  produced  different  re- 
sults. 

It  is  said  that  a  little  learning  is  a  dangerous  thing. 
In  m;niy  cases  this  has  [iroven  to  be  true.  Not  having 
had  ])ractical  experience  and  an  onportunity  of  giving 
any  study  to  tlie  great  problem  of  distribution,  the  roek 
upon  Avhich  thousands  upon  thousands  of  persons  en- 
gaged in  other  Avalks  of  life  become  shipAvrecked  is 
Avhere  they  A'enture  out  upon  its  dangerous  surface. 
These  persons  Avho  have  not  had  a  proper  commercial 
training  advocate  among  other  things  the  following: — 

1.  The  abolition  of  the  middleman. 

2.  Direct  purchase  and  sale  between  jiroducers  and 
consumers. 

3.  Municipal  ti'ading  in  coal,  Avood,  milk  and  other 
articles  of  common  use. 

4.  Public  retail  markets  to  enter  into  competition 
Avith  tax-pa.ving  retail  merchants  who  carry  veget- 
ables all  the  year  round,  Avhereas  consumers  can- 
not buy  vegetables  in  the  market  Avhen  the  tem- 
l^prature  is  beloAv  freezing  point. 

f).  Without  knoAving  the  unsound,  commercial  basis 
upon  Avhich  so-called  "Co-operative  Societies"  are 
established,  they  advocate  their  adoption. 

In  our  o]iinion,  it  is  wrong  thinking  of  this  character 
that  lies  at  the  root  of  our  present  troubles  and  unrest 
to-day.  The  remedy  for  this  false  thinking  lies  at  the 
door  of  the  I'ctail  merchants  themselves.  Believing,  as 
we  do,  thai  no  intelligent  system  on  earth  can  be  de- 
vised 1n  abolish  the  I'dail  merchant,  or  whereby  all 
means  of  retail  distribulion  can  l)e  operated  entirely  bA' 
the  State,  ami  that  all  men  must  have  the  right  to  de- 
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velop  tlieir  own  lives  as  they  deem  best  for  themselves, 
without  injury  or  interference  with  the  rights  of 
others,  it  is  our  duty  to  make  our  claims  known. 

"We  wish,  therefore,  to  repeat  again  that  the  most 
difficult  problem  of  all  problems  for  the  average  stu- 
dent of  political  economy  to  understand  is  that  of  the 
distribution  of  merchandise  at  retail.  It  has  puzzled 
wise  men  before  corn  was  sold  in  Egypt,  and  it  will 
puzzle  wise  men  and  social  economists  until  the  crack 
of  doom.  Retail  merchants  have  been  on  earth  for  cen- 
turies, and  they  will  be  here  for  all  time.  You  can  de- 
vise no  plan  that  will  abolish  them  because  they  are  an 
important  and  essential  part  of  every  community.  They 
comprise  the  active,  independent  and  free  men  of  every 
municipality.  Their  chief  desire  is  to  be  allowed  to 
do  their  business  on  a  sound,  bfffeiness  basis,  and  their 
chief  enemy  is  municipal  and  legislative  restrictions 
tluit  are  proposed  to  be  placed  upon  them  by  those  who 
do  not  understand  the  simplest  principles  of  buying 
and  selling. 

As  to  the  labor  troubles  of  retail  merchants,  they 
have  very  few.  Most  of  their  clerks  are  their  friends. 
A  young  man  who  enters  behind  the  counter  of  the 
average  retail  merchant's  store  must  take  an  interest 
in  the  business.  He  must  be  pleasant  and  agreeable 
with  the  customers  of  the  store.  The  proprietor  knows 
his  habits,  knows  his  Christian  name,  he  calls  him  Bill 
or  Bob  and  he  interests  himself  in  his  work,  and  en- 
courages him  to  develop  his  character.  It  has  often 
been  said,  and  we  have  never  heard  it  disputed,  that 
the  best  business  college  in  the  world  for  a  young  man 
to  enter  is  behind  the  counter  of  an  honest  retail  mer- 
chant. 

A  retail  merchant  who  places  his  name  over  his 
door,  and  who  is  always  before  the  public,  has  a  stake 
in  the  community,  and  his  influence  is  for  good  and  not 
for  evil.  Strikes,  lock-outs  and  hold-ups  are  never 
heard  of  in  ninety-nine  per  cent,  of  the  retail  stores  in 
Cajiada,  nor  will  they  ever  be  heard  of  because  each 
store  has  its  own  plan  of  paying  wages  or  giving  com- 
missions on  profits,  or  giving  bonuses  or  increasing  sal- 
aries according  to  the  ability  of  the  clerk  to  earn.  No 
system  of  paying  all  clerks  the  same  salary,  even  in  the 
same  class  of  trade,  could  ever  be  adopted,  because  the 
clerks  themselves  would  object  to  it.  The  principles 
that  exist,  and  which  always  will  exist,  is  to  pay  clerks 
according  to  their  worth  to  the  firm.  This  is  the  only 
fair  system  and  the  only  one  that  will  give  them  an  in- 
centive and  an  ambition  to  some  day  become  their  own 
masters.  In  Canada  to-day,  every  young  man  who  is 
ambitious  and  who  is  willing  to  devote  his  time  and 
thought  to  the  business  of  his  employer  in  the  retail 
trade  can  find  an  opportunity  of  advancing  to  the  high- 
est position  in  the  store,  or  becoming  a  partner,  or 
eventually  entering  into  business  for  himself.  The 
fir.st  thing,  however,  that  must  be  done,  and  for  this 
reason,  chiefly,  we  are  submitting  this  article,  is  to  im- 
press upon  the  public  mind  that  the  man  behind  the 
counter  is  performing  equally  as  useful  and  important 
work  in  the  community  as  the  man  behind  the  lathe  or 
the  man  behind  the  plough. 

As  retail  merchants,  in  the  past  we  have  been  too  do- 
cile and  too  unconscious  of  our  own  importance  in  the 
community,  and  we  have  allowed  all  sorts  of  reports  to 
be  circulated  by  those  who  know  nothing  about  the 
problem  of  distribution,  being  of  the  opinion  that  the 
j)ublic.  would  not  believe  the  statements  made.  In  the 
f\iture  we  hope  to  remedy  this  condition  by  taking  our 
proper  place  in  the  community  and  insisting  upon  equal 
recoirnition  with  all  other  kinds  of  useful  employment. 


As  stated  before,  we  occupy  the  most  important  posi- 
tion in  the  life  of  every  well-ordered  community.  "We 
are  here  because  Ave  are  required,  and  we  will  be  here 
for  all  time,  and  there  is  no  other  .system  of  distribution 
that  can  supplant  us. 

For  this  reason,  if  for  none  other,  the  Dominion  Grov- 
ernment  must  recognize  that  it  is  essential  that  no  un- 
fair or  discriminatory  legi.slation  should  be  passed  that 
will  hamper  our  progress  or  interfere  with  our  rights  as 
free  citizens.  At  the  present  time  we  welcome  the  op- 
portunity to  be  able  to  lay  before  the  special  committee 
of  the  House  of  Commons,  which  has  been  appointed  to 
investigate  the  cost  of  living,  all  the  facts  concerning 
the  retail  trade  that  we  have  in  our  possession,  as  we 
feel  that  the  more  we  make  our  condition  public  the 
more  the  public  will  respect  and  appreciate  us. 


INGENUITY  AND  INITIATIVE. 

Ingenuity  is  closely  allied  to  Initiative,  but  may  exist 
apart  from,  and  in  addition  to.  the  power  to  create  or 
start  something.  Ingenuity  as  applied  to  salesmanship 
may  be  defined  as  adroitness  or  intelligent  invention  in 
the  carrying  out  of  a  task  or  idea.  There  is  nothing 
more  refreshing  than  a  new  method,  either  in  argument 
or  action,  and  in  every  sales  force  there  are  always  men 
who  approach  things  in  their  own  way.  There  is 
much  to  be  argued  against  the  absolute  stereotyping  of 
sales  methods  and  the  relentless  standard  which  is  al- 
ways based  on  precedence. 

Resourcefulness  differs  from  Initiative  and  Ingenuity 
chiefly  in  scope.  Resourcefulness  in  salesmanship  is 
purely  the  highest  degree  of  self-reliance,  and  is 
ehiefly  recognized  in  the  exercise  of  quick  judgment  to 
meet  a  contingency.  Resourcefulness  is  another  name 
for  ability  to  overcome  a  difficulty  by  substitution  of 
something  in  its  place. 

Emerson  has  said  in  effect — ""What  every  man  most 
needs  is  somebody  to  make  him  do  Avhat  he  can." 
Surely  the  highest  capability  of  an  executive  is  to  make 
every  salesman  do  what  he  can,  not  what  he  is  told  or 
what  it  is  pointed  out  for  him  to  do,  but  what  he  is 
capable  of  doing.  The  supervision  which  depends 
principally  on  the  giving  of  orders,  or  exactly  outlines 
and  projects  a  definite  plan,  is  the  daily  task  of  every 
salesmanager,  and  he  manifestly  performs  it  from  the 
very  fact  of  his  position  and  office.  Merchandising 
problems  belong  to  the  salemanager  personally,  and 
their  merit  depends  upon  his  efficiency  and  foresight, 
but  there  is  a  higher  supervision  which  has  additional 
and  unlimited  possibilities,  namely,  the  directing  and 
development  of  each  man's  personal  individuality  on 
the  road,  and  from  the  same  argument  that  this  char- 
acteristic may  slumber  in  the  salesman  because  of  the 
lack  of  suggestion,  so  also  may  the  manager's  field  and 
opportunity  to  prompt  this  development  be  overlooked 
very  easily. 


ADDITION  TO  LISTOWEL  FACTORY 

To  take  care  of  expanding  business,  the  Andrew 
Malcolm  Furniture  Company  of  Listowel,  have  com- 
menced the  erection  of  a  two  story  addition,  about  60x 
80  feet  in  dimension,  over  the  one  story  packing  room 
erected  last  year.  It  will  be  used  for  trimming  and 
storage  purposes.  The  contract  has  been  let  to  Mr. 
Henry  Horne  and  about  a  dozen  men  are  now  on  th" 
job. 
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MORE  about  FIGURING  PROFITS  an  J  EXPENSES 
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Dealers  should  thoroughly  understand  correct  figuring  of  profits  and  expense— Some  examples 
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By  F.  \V.  STEWART,  Montreal.* 


The  first  fact  which  must  be  understood  is  that  ex- 
penses and  profits  must  be  based  on  the  same  fio^ures, 
either  invoice  price  or  sales. 

Invariably  cost  of  doing  business  is  based  on  sales. 
It  is  much  easier  to  figure  your  expenses  of  six  or 
twelve  inontlis  on  half-yearly  or  yearly  sales  than  on 
the  inA'oice  price  of  the  goods  Avhich  you  sold  during 
the.se  periods.  It  Avould  be  necessary  to  keep  record 
of  the  invoice  price  of  every  article  sold,  which  would 
entail  considerable  clerical  work  in  the  average  fimall 
business. 

When  figured  on  the  sales,  it  is  quite  easy  for  any 
merchant  to  figure  his  per  cent  cost  of  doing  business, 
so  long  as  he  has  knowledge  of  what  hiis  actual  ex- 
penses are. 

Having  decided  that  figuring  expenses  on  sales  is 
correct  and  more  convenient,  and  easier  than  on  invoice 
price,  you  must  then  be  careful  to  figure  your  profits 
also  on  sales,  not  on  invoice  price. 

If  you  fiold  an  article  for  $1.00,  and  your  expenses 
are  25  per  cent,  it  would  cost  you  25  cents  to  sell  that 
article.  That  would  leave  a  difference  of  75  cents. 
If  you  add  33  1  ^3  per  cent,  to  75  cents  it  totals  $1.00. 
You  must  keep  in  mind  that  33  1/3  advance  on  invoice 
price  is  only  equivalent  to  25  per  cent,  of  selling  price, 
so  that  if  you  add  33  1/3  per  cent,  to  invoice  price  and 
figure  you  are  making  33  1/3  per  cent,  gross  profit, 
yon  are  wrong,  all  you  are  getting  is  25  per  cent.,  be- 
cause, remem.ber.  we  are  figuring  expenses  and  profits 
on  sales. 

Proportioning  Percentage  on  Selling  Price  to  Cost 

The  following  percentasres  are  interesting  and  may 
help  you  in  figuring  your  profits: 

25  per  cent,  on  invoice  price  equals  20  per  cent,  on 
sales. 

33  1  /3  per  cent,  on  invoice  price  equals  25  per  cent,  on 
sales. 

50  per  cent,  on  invoice  price  equals  33  1/3  per  cent, 
on  sales. 

100  per  cent,  on  invoice  price  equals  50  per  cent,  on 
sales. 

Those  figures  show  that  if  yon  bny  an  article  for 
$1.00,  and  sell  it  for  $2.00,  you  make  a  gross  profit  of 
50  per  cent. 

Don't  forget  we  are  figuring  profits  on  sales.  The 
sale  price  of  the  article  is  $2.00;  yonr  gross  profit  or 
advance  on  invoice  price  is  $1.00,  Avhich  is  50  per  cent, 
of  $2.00,  your  selling  price.  The  gross  profit  there- 
fore is  50  per  cent. 

To  Ascertain  Gross  Profit 

A  simple  method  to  ascertain  the  gross  per  cent,  of 
profit  which  you  are  m.aking  on  any  article  is  as 
follows : 


Subtract  the  invoice  price  from  the  selling  price,  add 
two  zeros  to  the  diflerence,  and  divide  it  by  the  sell- 
ing price,  adding  two  addition  zeros  if  necessary  to 
obtain  fractions  of  1  per  cent.     Example : 

Selling  price  $6.00 

Invoice  price  .  .  4.00 


$2.00  =33  1/3  per  cent,  of  selling 
or  50  per  cent,  on  invoice 
price. 

Add  two  zeros  and  divide  600)2000000(3333=331/3% 
difference  by  selling  price  1800 

(2  additional  zeros  to  ob-         ■  ■ 

tain  fraction  of  1  per  2000 
cent)  1800 


2000 
1800 

2000 
1800 


*ln  tliis  nr(icii'  Jfr.  Stcwiirt  (■"iitiiiMcs  liis  i)iiiHT  uiulci-  this  1iim(I, 
and  shews  l)y  Wiiy  iif  illnsliMl  iii'i  linw  In'  lisnri's  profits  and  cxpiMises 
on  llic  same  l)asi?. 


Your  expenses  are  25  per  cent,  of  selling  price,  the 
difference  between  25  per  cent,  and  33  1/3  per  cent.  = 
8  1/3  per  cent,  is  your  net  profit. 

You  cannot  go  wrong  if  you  use  this  system  for 
figuring  profits. 

If  you  wish  to  obtain  a  certain  fixed  gross  profit,  use 
the  following  system: 

Deduct  the  desired  gross  profit,  say  33  1  /3  per  cent, 
(of  selling  price)  from  100  per  cent,  and  divide  differ- 
ence, 66  2/3  per  cent.,  into  invoice  price,  this  will  give 
you  the  price  at  which  to  sell  to  alloM'  a  gross  profit  of 
33  1/3  per  cent,  (of  selling  price). 

Example : 

Gross  profit  desired  33  1/3  (of  selling  price,  equal  to 
50  per  cent,  advance  on  invoice  price). 
Cost  of  article,  $4.00. 

Divide  by  66  2/3  per  cent.  (100  per  cent,  less  33  1/3 
per  cent). 

$4.00,  adding  2  zeros,  is  divided  by  66.66,  which 
equals  $6.00.     $6.00  is  your  selling  price. 

Article  cost  $4.00.  Sell  at  $6.00.  Difference,  $2.00, 
is  33  1/3  per  cent,  of  $6.00. 

You  should  know  the  per  cent,  cost  of  your  pay  roll, 
rent,  etc.,  so  that  you  can  endeaA^or  to  reduce  the  per 
cent,  expenses  each  year.  That  is  one  of  the  satisfac- 
tory features  of  merchandising.  It  also  shows  you  the 
items  of  expense  which  are  too  high,  and  allows  yon  to 
make  efforts  to  reduce  them.  It  helps  you  to  stop  the 
leaks. 

For  the  average  retail  business,  T  Avonld  classify  ex- 
penses as  follows,  giving  amount  of  and  per  cent,  of 
each  expense. 

These  will  vary  with  different  classes  of  business, 
and  are  only  approximate,  but  they  will  serve  the  pur- 
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pose  of  explaining  this  very  important  feature  in  con- 
nection with  knowing  your  business. 

Per  cent,  cost  of  business  of  $24,000 

Rent   $  960—  4  Per  Cent 

Pay  roll   2,880—12  " 

Advertising    240 —  1  " 

Light,  heat  and  insurance    240 —  1  " 

Freight  and  express   480 —  2  " 

Depreciation    240 —  1  " 

General — Stationery 

Paper 

Twine 

Delivery 

Interest  240 — 1  per  cent. 

50  per  cent,  advance  on  invoice  or  purchase  price  of 
$16,000 

8.000  equal  to  33  1/3  per  cent,  of 

24,000  selling  price. 
Invoice  price  of  goods  purchased.  .$16,000 
Expenses    6,000 


$22,000 

Net  profit  ■  2,000= 


:tO  8  1/3% 


Volume   $24,000 

Thincfs  to  Remember 

If  you  own  your  own  store,  you  are  entitled  to  pay 
yourself  rental.  If  you  did  not  occupy  it  yourself,  you 
would  be  receiving  rent  from  someone  else. 

Do  not  forget  to  charge  your  own  salary,  or  draw- 
ings, to  pay  roll.  This  applies  also  to  any  of  your 
family  who  may  be  Avorking  in  the  store.  If  you  do 
not  have  them,  it  would  be  necessary  to  engage  other 
help. 

You  are  entitled  to  7  per  cent,  interest  on  the  money 
you  have  invested  in  the  business. 

Do  not  overlook  writing  an  adequate  per  cent,  off 
your  fixtures  every  year. 

Your  purchases  for  one  year  are  $16,000,  which  yoii 
sell  for  $24,000,  an  advance  of  50  per  cent,  on  invoice 
price,  and  showing  a  gross  profit  of  33 
1  ''3  per  cent,  of  $8,000.  You  pay  $16,000 
for  merchandise,  to  which  you  add  $6.- 
000  cost  of  doing  bus=ness=$22.00'J, 
which  gives  you  total  cost.  That  leaves 
$2,000  as  your  net  profit,  which  amounts 
to  8  1/3  per  cent,  on  your  volume  of  total 
rales. 

If  your  profit  is  to  come  out  of  the  sell- 
ing price,  it  is  plain  that  profit  percent- 
ages must  be  figured  on  the  selling  price. 
You  don't  make  profit  on  your  cost,  bur 
on  the  money  you  take  in.  Don't  forget 
that. 

The  secrets  of  successful  merchandis- 
ing are  knowledge  of  figuring  costs  and 
profits,  sf^rvicp.  merchandise  and  adver- 
tising. 

If  yoiii'  margin  of  profit  is  not  .suffici- 
ent to  cover  expenses  and  give  yoi;  a  fair 
Met  profit,  you  must  increase  your 
vohnrie  without  increasing  your  ex- 
pf'nses. 

Taking  cash  discounts  means  added 
]))-ofits.  An  avei'age  of  3  per  cent,  on 
|,u:  chuses  of  $16,000  jncans  $480. 


Ill  our  1,'ist  issue  we  tiild  tlie  story 
aiul  sliowed  some  illustrations  o{ 
tlic  HIratford  tnaimfacturcrs  in 
tlifir  tcnir  of  tlie  West.  Here  is 
Mr.  Gilford.  of  r'arquliarson- 
(Jifford,  standing  in  front  of  the 
glacier  at  Ijake  Louise. 


Analyze  your  sales  and  be  sure  that  too  much  mer- 
chandise is  not  being  sold  at  a  close  margin. 

Your  total  expenises  come  out  of  your  selling  price, 
not  your  invoice  price. 

You  cannot  make  a  profit  until  the  article  is  sold. 

See  that  your  annual  statement  shows  j'our  actual 
position.  Do  not  adjust  the  figures  to  make  you  be- 
lieve j^ou  have  made  a  profit,  when  you  have  made  a 
loss.  Face  the  facts  and  see  that  conditions  are  re- 
medied, so  as  to  permit  of  a  satisfactory  showing  in 
figures. 

Pertinent  Facts 

Keep  pace  with  changing  conditions.  Read  your 
trade  journals.  They  contain  much  information,  by 
experts,  of  vital  interest  to  all  retailers. 

Do  not  try  to  keep  the  details  of  your  business  in 
your  head.  Keep  proper  records.  You  cannot  afford 
to  forget  or  do  any  guessing. 

You  must  knoAv  the  facts. 

Your  business  must  be  properly  systematized,  so  that 
you  will  know  which  departments  are  paying  you  and 
which  are  losing  money. 

You  must  know  which  articles  are  the  dead  ones, 
what  expenses  are  climbing  up.  what  clerks  are  pro- 
ducing the  most  profitable  business  for  yoia. 

If  you  are  in  touch  with  all  these  details  and  your 
expenses  are  not  too  large  for  your  volume,  you  will 
not  have  to  lay  awake  nights  worrving  about  pavins 
bills. 

Keeping  books  is  necessary  for  two  reasons:  first,  to 
show  how  your  business  is  getting  along — the  pro- 
gress of  your  busines.s — and,  second,  how  much  \o\ir 
business  is  worth — the  actual  condition  of  your  busi- 
ness. 

Merchants  should  make  a  practice  of  going  over  their 
stocks  at  least  once  every  two  weeks. 

System  is  only  one  of  the  investments  of  success,  and 
the  information  it  gives  should  be  used  to  the  best 
effect. 

The  oftener  you  buy  and  sell,  the  more 
money  you  make,  provided  .you  sell  fre- 
quently enough  not  to  require  additional 
investment. 

Advertising  is  a  force  in  creating  de- 
mand. See  that  your  copy  is  of  the  pull- 
ing knid.  [t  payt  to  give  it  careful 
thought  and  studi. 

Keeping  your  stock  down  and  your 
sales  up,  without  increasing  your  ex- 
penses in  proportion  to  youi  increased 
sales,  is  what  make  for  maximum, 
profits. 

You  can't  pay  bills  on  imaginary  pro- 
fits; the  sales  must  be  made  and  cash  re- 
ceived before  yon  can  remit  for  goods 
purchaised. 

Watch  for  leaks,  avoid  averbuying, 
and  always  keep  planning  for  incre-ised 
business. 

Do  not  buy  automobiles  with  the  extra 
profits  made  during  abnorma'  years.  In- 
vest your  additional  profits  so  that  yon 
will  have  a  reserve  to  fall  back  on  dui"- 
ing  periods  of  dejtression. 
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THE  NEED  OF  KNOWING  YOUR  BUSINESS 
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Some  suggestions  oa  the  subject  by  F.  W.  Stewart,  president  of  .Monti eal  Publicity  Association 
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THAT  tlie  percentage  of  merchants  who  know  how 
to  correctly  fip'ure  profits  is  A^ery  small,  wr.s  tlie 
outstanding  statement  of  F.  W.  Stewarl.  presi- 
dent of  the  ^lontreal  Publicity  Assoeiation. 

A^^al:y  fiLniK-  on  the  invoice  price.  This  is  a 
very  dangerous  mistake,  as  it  frequently  lands  tiie 
merchant  in  the  hands  of  a  liquidator.  This  is  detri- 
mental to  other  merchants  because  of  the  bankrupt 
stocks  thrown  on  the  market  in  competition  with  them. 

As  a  remedy  he  suggested  that  jobbers  should  make 
sure  before  selling  or  giving  credit,  that  the  merchant 
who  was  purehaising  was  qualified  in  his  iiarticular  line 
of  business. 

Should  be  Qualified 

"If  the  Retail  Merchants'  Association  and  the  Board 
of  Trade  would  get  together  and  discuss  plans  to  make 
it  necessary  for  any  man  to  be  qualified  before  any 
reputable  firm  Avould  sell  him  goods,  a  great  many 
failures  woulci  be  eliminated,"  he  said.  "T  am  oF  the 
opinion  that  that  will  soon  be  done." 

Mr.  Stewart  told  of  one  man  who  added  fifty  cents 
to  the  cost  price  of  each  pair  of  shoes  he  sold,  regard- 
less of  whether  the  cost  was  $2.  $3  or  $4,  and  believed 
he  was  making  fifty  per  cent,  on  his  sales.  Another 
young  man  starting  in  business  for  himself  had  sold 


three  suits  for  $30  each  and  the  first  week  he  was  in 
business,  and  thought  he  had  made  $90. 

Bigger  Percentage 

Remember  that  331/2  per  cent,  on  invoice  price  is  only 
about  25  per  cent,  on  selling  price,"  said  Mr.  Stewart. 
Very  few  merchants  Avho  owned  their  own  stores 
charged  anything  for  rent,  or  for  their  own  salary,  was 
another  point  he  made.  Both  these  items  should  be 
charged  up  as  expenses,  he  said. 

"Don't  forget  that  profits  must  come  out  of  the 
money  you  take  in,"  he  continued.  "Therefore,  if 
profit  is  to  come  out  of  selling  price  it  must  be  figured 
on  that." 

He  advised  that  every  store  be  departmentalized. 
"In  that  way  you  will  know  from  day  to  day  Avhat  you 
are  making  or  losing.  You  will  also  know  what  clerks 
are  making  money  and  which  are  losing.  Keeping 
books  is  necessary  to  know  what  progress  your  busi- 
ness is  making  and  what  jirofits  you  are  making." 

He  further  added  that  in  times  such  as  the  present, 
when  merchants  made  more  money  than  usual,  they 
should  put  it  aAvay  where  it  would  be  available  when 
conditions  change  again.  "Don't  buy  an  automobile 
just  because  you  are  making  a  little  more  money  than 
usual,"  he  stated. 


iiJMiiiiiiMiiiMiiiniMiiiiiMiiiMiiiininiiiininiiM  III  III  iiiiHiiiMiiiiiiinii  III  Miiiiiiiii.ini  III  iiiiiiiliiiiiiiiiiiiM  III  iiiii^ 

I  System  in  Business  1 
I  Opens  Way  to  Success  | 
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THE  need  of  a  campaign  for  greater  system  in  the 
retail  business  is  demonstrated  by  the  large 
number  of  retail  merchants  who  do  not  under- 
stand their  business  or  how  to  organize  and  keep  it  a 
going  concern.  In  illustration  of  this  Mr.  W.  H.  Far- 
ley in  an  address  before  a  recent  meeting  of  retailers, 
declared  that  legal  commercial  failures  in  Canada 
during  1917  represented  nearly  $9,000,000.  This  was 
mainly  due  to  lack  of  capital,  incompetency,  specific 
causes,  and  in  a  small  measure  fraud.  Apart  from 
legal  failures  there  are  others  Avhich  escape  observa- 
tion by  not  going  through  the  usual  public  bankruptcy 
procedure. 

The  Need  of  Business  Organization 
The  speaker  here  pointed  out  that  the  first  need  of  a 
business  house  is  thorough  organization  from  the  bot- 
tom up.  Lack  of  success  and  progress  is  often  due,  he 
said,  to  the  fact  that  the  proprietor  of  a  small  business, 
or  the  president,  secretary  and  treasurer  of  a  large 
concern  are  carrying  the  whole  burden,  whereas  ex- 
actly the  reverse  should  obtain.  The  burden  should 
be  distributed  throughout  the  whole  staff  from  de- 


livery men  upwards.  That  is  to  say,  the  proprietor  or 
main  officials  should  top  the  construction  business 
p.yramid,  being  ade(|uatlj^  supported  by  the  main  or 
major  structure — the  employees.  Every  worker 
should  be  given  a  definite  task  to  accomplish  and  be 
held  responsible  for  that  duty. 

Must  Advertise 

Mr.  Fai'ley  ne.xt  tunied  his  attention  to  advertising 
the  neglect  of  which  he  contended  to  result  in  lack  of 
substantial  business  progress  and  prosperity.  But  to 
secure  adequate  returns  the  advertising  must  be  con- 
tinuous and  not  spasmodic.  Experience  goes  to  show, 
he  declared,  that  systematic  advertising  always  pays. 
Then,  local  newspapers  are  mediums  for  building  up  a 
community,  and  the  business  man  in  supporting  them 
is  co-operating  in  advancing  the  interests  and  prosper- 
ity of  his  own  town  in  whic^h  his  business  enterprise  is 
involved. 

Window  Display 

The  lecturer  Avas  also  strong  on  Avindow  display, 
Avhich  he  characterized  as  really  "worth  while."  His 
advice  in  this  connection  was  timely  and  illuminating, 
and  he  leaned  toward  efi^ective  one-line  display  at  a 
time,  and  away  from  a  window  crowded  with  miscel- 
laneous goods.  He  was  opposed  to  freak  displays  as 
not  actually  inciting  the  public  to  enter  the  store,  hut 
rather  to  rest  content  with  the  sidewalk  attraction 
(iffered  and  pass  on  their  way. 
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I  Real  Salesmanship  | 
I  Brings  its  Reward  | 
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THE  statement  has  been  made  that  during  the  past 
few  years  at  least  there  has  been  no  real  need 
for  advanced  salesmanship  in  the  retail  talking 
machine  business,  writes  C.  B.  Shepherd  in  an  ex- 
change. That  is,  saiesmanship  of  the  higher  sort 
which  is  ab.solutely  essential  to  success  in  other  lines  of 
endeavor,  including  the  closely  allied  piano  business. 
The  exci;se  has  been  that,  in  the  first  place,  the  manu- 
facturers' advertising  brought  the  business  for  both 
machines  and  records  right  into  the  store  of  the  dealer, 
who  found  the  customer  already  sold  before  he  had 
entered  the  store  and  required  of  the  dealer  only  that 
he  display  and  test  a  machine  offered  at  a  certain  price 
or  find  in  his  stockroom  records  bearing  certain  .speci- 
fied titles  or  numbers.  Secondly,  it  has  been  claimed, 
and  with  som.e  degree  of  truth,  that  the  market  has  for 
years  been  oversold  in  the  popular  makes  of  talking 
machines  and  records- -that  with  the  demand  in  excess 
of  the  producing  ability  of  the  factories  the  dealer  had 
little  else  to  do  but  fill  the  orders  that  came  to  him 
without  any  great  i)ersonal  effort. 

Notwithstanding  arguments  to  the  effect  that  retail- 
ers are  doing  business  without  great  effort  and  making 
some  money  at  it,  despite  the  oversold  condition  of  the 
market,  I,  for  one,  maintain  that  genuinely  efficient 
salesmanship  is  as  essential  to  successful  talking  ma- 
chine selling  as  to  anv  other  line  of  business.  In  ev'.'ry 
State  and  in  every  city  or  town  Where  there  are  several 
competing  dealers  handling  talkers  the  traveler  will 
find  one  who  believes  in  salesmanship  and  insists  upon 
his  staff  using  proper  selling  tactics.  Without  excep- 
tion it  will  be  found  that  that  particular  dealer  is  get- 
ting more  thaji  his  pro  rata  share  of  the  local  business 
— enough  more  to  make  his  salesmanship  pay  substan- 
tial dividends.  The  extra  effort  may  mean  only  the 
sale  of  a  machine  here  or  a  few  records  there  occasion- 
ally, as  representing  business  that  would  not  have  com.e 
to  him  naturally,  but  that  little  extra  sale  here  and 
there  makes  a  most  substantial  total  during  the  year. 
It  mai'ks  the  difference  between  making  an  easy  living 
and  making  money  and  leaves  with  the  buyer  the  im- 
l)re.ssion  that  he  is  doing  business  with  a  wide-awake 
store — a  storf>  that  ai^preciates  his  patronage  and  wants 
more  of  it. 

M.y  experience  indicates  that  the  gi'eat  lack  of  sales- 
manship that  one  runs  against  in  the  trade  is  due  chief- 
ly to  the  indifference  of  the  d^^alers  themselves  who 
have  found  that  sufficient  trade  comes  to  their  doors  to 
l)rovide  them  with  a  good  living.  With  this  type  of 
competition  to  meet  it  is  little  wonder  that  the  progres- 
sive retailers,  the  fellows  who  go  after  business  and  sell 
their  goods,  stand  out  from  the  rest  so  sharply. 

Every  sale  made  to-day,  every  new  customer  impress- 
ed with  the  desire  to  do  business  with  you  means  ,iust 
sf)  much  less  left  for  future  accomplishment.  And  the 
customer  likes  to  be  sold,  likes  to  be  made  to  feel  that 
he  is  welcome  in  the  store  and  is  not  breaking  into  a 
siesta.  You,  Mr.  Dealer,  like  to  i-eeeive  attention  your- 
self when  you  enter  the  haberdasher's  or  the  cigar 
store,  so  why  not  credit  your  customer  with  the  same 
human  characteristic? 

Giving  the  customer  what  h;'  asks  for,  taking  his 
money  and  letting  him  walk  out  without  any  comment 


beyond  the  brief  "anything  else  to-day?"  is  neither 
salesmanship  nor  even  service.  By  appealing  to  the 
customer  who  has  once  been  so  treated  the  live  retailer 
with  salesmanship  and  service  back  of  him  and  a  smile 
is  taking  away  trade  from  the  sleepy  one  and  building 
up  more  than  his  pro  rata  share  of  trade.  It's  done 
right  now — look  for  yourselves. 

If  there  is  anything  more  pitiable  than  lack  of 
salesman.ship  it  is  the  performance  of  the  salesman 
who  knows  he  should  try  to  sell  but  doesn't  know  how 
to  go  about  it.  This  condition  is  s(|uarely  up  to  the 
dealer  who  employs  him,  but  has  not  taken  the  troubl" 
to  train  him.  One  of  the  fundamental  principles  of 
selling  is  to  know  your  goods,  because  you  cannot  talk 
convincingly  regarding  the  (pialities  of  a  product  with 
which  you  are  not  familiar.  Despite  this  there  are  to- 
da,y  salesmen  who  cannot  intelligently  exjjlain  the  dif- 
ference between  various  types  of  machines,  much  less 
give  any  details  regarding  motor  or  sound-box  con- 
struction. 

People  are  asking  for  just  such  information  to-day. 
The  manufacturers  are  calling  attention  to  special  me- 
chanical features  in  their  advertising  and  the  prospec- 
tive purchasers  are  asking  (juestions.  They  want  to 
know  just  how  one  nuichine  differs  from  another  and 
it  will  not  be  long  before  the  salesman  who  cannot  ex- 
plain that  difference  intelligently  and  convincingly 
will  be  out  of  luck.  In  the  matter  of  records,  for  in- 
stance, the  real  salesman  will  not  only  be  able  to  de- 
.scribe  the  difference  between  the  types  intelligently, 
but  regardless  of  whether  he  is  selling  lateral  or  ver- 
tical-cut records,  will  be  able  to  tell  just  why  the  sys- 
tem used  in  making  the  particular  record  he  handles  is 
the  best.  The  woods  are  full  of  good  logical  arguments 
on  both  sides.  Expert  salesmanship  means  realizing  on 
opportunity,  an  opportunity  that  many  of  the  mem- 
bers of  the  trade  who  can  be  recognized  readily  have 
realized.  Soon  there  may  be  changed  conditi'ons  and 
selling  will  become  a  necessity. 


THE  SALESMAN'S  CREED. 

The  secretary  of  a  furniture  company  across  the  bor- 
der lays  down  these  rales  for  the  guidance  of  success- 
ful salesmen : 

"I  believe  in  the  stuff  I  am  putting  out  and  my 
ability  to  get  results. 

"1  believe  that  honest  stuff  can  be  passed  out  to 
honest  men  by  honest  methods. 

"T  believe  in  working,  not  weeping;  in  boosting, 
not  knocking,  and  the  joy  of  my  job. 

"T  believe  that  a  man  gets  what  he  goes  after,  that 
line  deed  done  to-day  is  worth  two  deeds  done  to-mor- 
row, and  that  no  chap  is  down  and  out  until  he  has 
lost  faith  in  himself. 

"I  believe  in  the  right  now;  in  to-day  and  the  work 
I  am  doing :  in  to-morroAV  and  the  work  I  expect  to  do ; 
and  in  the  sure  reward  which  the  future  holds  for  me. 

"T  believe  in  courtesy,  in  kindness,  in  generosity,  in 
good  cheer,  in  friendship  and  honest  competition. 

"I  believe  there  is  something  doing  somewhere,  for 
every  man  ready  to  do  it,  and  I  am  ready — ris-ht  now." 


MEN  ARE  BRUTES 

"T  see  they  are  going  to  tax  talking  machines."' 
"Well,  mv  dear,  that  piobably  won't  affect  you,  and 

if  it  does  I'll  cheerfully  pay    the    tax." — Louisville 

Courier  Journal. 
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33>3%  ON  COST  MEANS  ONLY  25  ON  SELLING 
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An  important  point  in  figuring  profits  brought  out  by  letter  of  Hamilton  dealer— How  to  figure 


Kditor,  Canadian  Furniture:  W((rld 

I  noted  an  article  in  a  recent  issue  of  your  paper 
as  to  the  simple  method  of  figuring-  profits  employed 
by  M.  Brown,  of  Toronto.  If.  Mr.  l^rown  gets  only  25 
per  cent,  gross  profit  in  the  example  given  (and  I  be- 
lieve his  figuring  to  be  correct)  how  does  the  manufac- 
turer, whose  advertisement  I  enclose,  figure  that  the 
dealer  makes  'Vi  1-3  per" cent,  on  the  same  thing? 

W.  H.  SWAIN. 

156  Beach  Road.  Hamilton,  Out. 

*    *  * 

Difference  in  Percentage  Quoted. 

Editor's  Note. — The  illustration  of  Mr.  Brown's 
method  of  figuring  percentage  of  profit  gave  goods  as 
costing  !(0  cents  and  selling  for  $1.20,  a  gross  profit  of 
;50  cents  ])er  dozen.  His  method  is  to  add  two  ciphers 
to  the  30  and  divide  by  1.20,  thus: 
1.20)8000(25 
240 

600 
600 

i 

00 

diving  a  profit  of  25  per  cent. 

The  manufacturer  whose  advertisement  Avas  enclos- 
ed (juoted  a  three  dozen  ease  of  his  goods,  costing  $2.70 
(90  cents  a  dozen)  and  selling  at  10  cents  each  ($1.20 
a  dozen),  as  giving  the  retailer  a  profit  of  33  1-3  per 
cent. 

Why  the  Difference? 

Simply  because  Mr.  Brown  figures  his  percentage  of 
profit  on  the  selling  price  and  the  manufacturer  has 
figured  his  on  the  cost  price.  Thirty-three  and  a  third 
per  cent,  profit  on  cost  price  only  means  25  per  cent, 
on  the  selling  price — the  basis  on  which  the  retailer 
invariably  figures  his  expense  percentage.  We  believe 
that  it  is  the  best  policy  for  the  retailer  to  always 
figure  his  percentage  of  profit  on  selling  price  in  order 
to  avoid  any  chance  of  mistake.  Of  course,  there  is 
nothing  wrong  in  figuring  profits  on  cost  price,  but  it 
is  then  necessary  to  figure  expense  percentage  out  on 
the  same  basis  in  order  to  ascertain  if  a  sufficient  net 
profit  is  being  made.  To  save  this  trouble  and  avoid 
any  chance  of  mistake  it  is  preferable  to  make  a  habit 
of  always  figuring  profits  on  same  basis  as  cost  of  doing 
business  is  figured — the  selling  price. 

How  Retailers  Are  Misled. 

The  practice  of  many  manufaf;turers  of  (|noting 
fit  on  their  goods  on  cost  price  is  veiy  misleading  to 
dealers  who  do  not  make  a  habit  of  figui'ing  out  t!ie 
j)rofit  on  goods  for  themselves. 

For  instance  in  the  case  (pioted  the  advertisement 
states  that  the  goods  give  a  profit  of  33  1-3  per  cent. 
If  the  dealer  has  figured  out  his  expense  i)ercentage  at 
20  jjcr  cent,  he  woidd  be  under  the  impi'ession  that  he 
would  make  a  tu't  profit  of  13  1-3  percent,  on  the  goods, 


whereas  he  would  really  only  make  a  net  profit  of  5 
per  cent,  as  the  33  1-3  per  cent  profit  which  the  manu- 
facturer quoted  is  on  cost  price  which  only  amounts 
to  25  per  cent  on  selling  price. 

An  Illustration. 

To  illustrate  this,  sui)po.«e  a  case  of  three  dozen  costs 
$2.70  and  sells  at  10  cents  each,  or  a  total  of  $3.60.  On 
cost  price  (the  way  tlie  manufacturer  figures)  the  pro- 

100  X  90 

fit  on  $2.70  is  90  cents,  or  on  $1.00  is  which, 

equals  33  1-3  per  cent.  270 

But  figuring  on  selling  price  (as  the  average  retailer 
does)  :  On  $3.B0  the  profit  is  90  cents,  on  $1.00  the  pro- 

100  X  90 

fit  is  e(|nalling  25  per  cent. 

360 


I'nici'nstinatioii   is  [hr  tliii-f  of  tinip. 
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Checking  Purchases  and  Discounting 

Bills 

You  must  buy  before  you  can  sell,  and  ou  your  care 
in  buying  depends  a  good  part  of  the  profit  you  make 
from  selling.     Goods  well  bought  are  half  sold. 

Not  only  that,  but  careless  buying — failure  to  keep 
track  of  purchase  and  to  discount  bills — will  cat  up  the 
profit  on  your  best  paying  lines. 

You  want  to  have  a  big  enough  supply  of  drugs  and 
sundries  to  take  care  of  the  demand;  yet  you  caii't 
afford  to  carry  more  than  yen  need.  Money  invested 
in  .surplus  stock  is  money  that  is  lying  idle — earning 
nothing.  In  fact,  it  is  doing  worse  than  nothing,  for 
expenses  are  cutting  into  the  profit  yon  should  make  on 
your  stock  investment. 

Besides  this,  a  great  many  men  lose  money  through 
failure  to  take  discounts.  A  discount  of  2  per  cent,  in 
ten  days  is  at  the  rate  of  over  70  per  cent,  a  year  on  the 
amount  of  the  purchase. 

Profit  From  Taking  Discount 

The  man  who  fails  to  keep  track  of  his  purchases 
loses  a  good  share  of  this.  He  may  not  notice  the  loss 
on  any  one  bill  of  goods ;  but  when  the  first  of  the 
year  rolls  around,  he  is  likely  to  be  wondering  why  he 
"hasn't  more  money  to  show  for  his  year's  business. 

A  few  years  ago,  you  know,  a  business  man  looked  on 
long  time  as  a  recognition  of  his  ci'edit  standing.  He 
would  have  been  insulted  if  anyone  had  suggested  that 
he  pay  up  promptly,  even  though  he  had  money  in  the 
bank,  earning  less  than  discount  rates.  To-day,  we 
have  learned  that  there  is  more  profit  in  taking  dis- 
counts and  keeping  our  money  in  motion  than  in  gain- 
ing costly  long-time  credit. 

Systematic  handling  of  buying  doesn't  mean  a  lot  of 
"red  tape."  It  is  simply  a  matter  of  keeping  a  record 
of  every  order,  and  then  of  noting  each  purchase  on  a 
"register"  form  which  shows  at  a  glance  the  amount 
bought  for  each  department  of  the  business,  when  bills 
are  due,  the  amount  of  the  discount,  and  so  on. 

Purchase  Orders 

A  purchase  order  ought  to  be  made  out  for  every 
purchase  you  make. 

A  good  many  dealers  have  order  forms  in  a  loose-leaf 
book,  folded  down  the  middle  and  "scored"  so  that 
the  outer  half  can  be  torn  off,  leaving  the  other  part  in 
the  order  book.  When  they  place  an  order,  they  simply 
fill  in  the  name  of  the  firm  and  the  articles  wanted.  A 
sheet  of  carbon  paper  between  the  folded  parts  of  the 


order  form  gives  a  duplicate  of  the  order  on  the  half 
that  stays  in  the  book. 

The  sheets  in  the  book  are  numbered,  the  same  num- 
ber being  on  both  halves  of  each  sheet.  This  oider 
number  should  be  entered  on  the  invoice  by  the  firm  to 
whom  it  is  sent. 

Before  an  invoice  is  0.  K. 'd  for  payment,  it  should  be 
checked  both  with  the  carbon  copy  of  the  original  order 
and  with  the  goods  received.  If  the  invoice  bears  the 
same  number  as  the  order,  it  is  easy  to  turn  to  the  copy 
in  the  book  ard  compare  the  two. 

Another  use  for  the  carbon  copy  of  t!ie  original  order 
is,  of  course,  in  case  of  delays  in  shipment,  mistakes,  or 
when  any  question  arises  concerning  the  order.  A  com- 
plete record  of  the  transaction  is  always  at  baud. 

After  the  invoice  has  been  0.  K. 'd  and  paid,  tlie 
duplicate  of  the  order  can  be  taken  out  of  the  book  and 
filed  away. 

Purchase  Register  for  Complete  Record 

Invoices  that  have  been  0.  K. 'd  should  be  noted  on  a 
purchase  register  (see  form  illustrated).  This  also  is 
a  loose-leaf  form,  and  contains  a  complete  history  of 
every  purchase  where  is  can  quickly  be  referred  to. 

The  date  the  invoice  is  received  is  written  in  column 
1,  the  number  of  the  order  in  column  2.  The  next 
columns  show  the  total  amount  of  the  bill,  the  date  it 
should  be  paid,  any  shortages  or  returns,  and  the 
amount  of  the  discount. 

Columns  7,  8  and  9  are  filled  in  after  payment  is 
made. 

On  the  other  half  of  the  sheet,  which  faces  the  first 
half  in  the  loose-leaf  binder,  the  amounts  purchased  are 
changed  to  the  proper  departments,  in  order  to  show 
how  much  is  bought  for  each  one. 


When  trade  is  dull  and  sales  slow  up  is  the  time  the 
live  business  man  puts  on  his  thinking  cap  to  try  and 
devise  new  ways  and  means  by  which  to  bring  business 
to  his  store. 

Many  a  man  has  found  this  an  excellent  time  to  test 
out  some  plan  which  he  has  had  in  his  mind,  but  which 
pressure  of  business  had  prevented  putting  into  effect 
before.  • 

We  have  heard  of  some  dealers  who  have  started 
sending  one  of  their  clerks  to  call  upon  their  customers 
with  a  view  to  closer  relationship.  Many  excellent 
ideas  are  suggested  as  a  result  after  hearing  the  view- 
point of  the  customer  regarding  service. 

It  is  also  a  good  opportunity  to  bring  ncAv  lines  to 
the  customer's  attention  and  at  the  same  time  to  find 
out  whether  every  thing  is  going  along  in  an  entirely 
satisfactory  way  and  if  not  to  discover  the  cause. 


PURCHASE  REGISTER 


Date. 


No. 


Amount. 


Date  Due. 


Shortage  Ret.  Discount. 


Date  Paid. 


Check  No. 


Amount  Paid. 


TOTAL  PURCHASES 
SHORTAGES  RET.  .. 

DISCOUNT  

PAID  

AMOUNT  DUE  
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The  Queen  Mattress  Co.,  has  been  registered  at  Tor- 
onto. 

The  Victoria  Cabinet  Co.  has  been  registered  at  Tor- 
onto. 

C.  H.  Bleau.  furniture,  has  been  registered  at  Mon- 
treal. 

The  Plionograph  Sales  Co.  has  been  registered  at 
Montreal. 

The  Montreal  Spring  Bed  Co.  was  reeenti}'  registered 
in  Montreal. 

T.  Little  &  Son,  Gait.,  Ont.,  are  remodelling  their 
furniture  store. 

Canadian  Bedding  and  Furniture  has  been  registered 
at  Quebec  City. 

The  Beach  Furniture  Co.,  Limited,  Cormvall.  Ont., 
are  building  a  new  kiln. 

Comte  &  Bernice.  phonograph  manufacturers,  have 
been  registered  at  Montreal. 

B.  H.  Cochrane  has  sold  his  furniture  business  at 
Williamsburg,  Ont..  to  Alex.  Hess. 

W.  Parkinson  has  purchased  R.  Allen's  furniture  and 
hardware  business  at  Piapot,  Sask. 

The  new  Bankruptcy  Act  nassed  this  year  at  Ottawa 
is  expected  to  be  proclaimed  next  month. 

The  Gibbard  Furniture  Co.,  Limited,  Napanee,  Out., 
are  installing  a  new  lumber  curing  dry  kiln. 

The  Canada  Furniture  Manufacturers  chair  factory 
at  Wiarton  was  burned  on  October  1  with  a  loss  of 
$75,000. 

The  Renfrew  Refrigerator  Co.,  contemplates  erecting 
an  addition  to  its  plant  at  Renfrew  to  manufacture 
kitchen  cabinets. 

The  Sta-l>right  Mfg.  Co.,  Ltd.,  manufacturers  of  fur- 
niture polish.  Montreal,  has  l)een  registered.  John 
McNaughton  is  president. 

J.  M.  A.  Lefebvre.  Brantford.  Ont..  has  commenced 
Avork  on  a  mattre.ss  facory.  Building  to  be  30  ft.  by  38 
ft.  and  of  bi'ick  construction. 

A  business  block  on  the  west  side  of  Broadway,  Ahl- 
ei'son,  Alta.,  was  destroyed  by  fire  recently.  Drum- 
mond's  furniture  store  was  included. 

Tlie  Wagai'  Furniture  Co.,  has  been  incorporated  at 
North  Bay  with  a  capital  of  $40,000.  W.  S.  Wagar,  H. 
A.  Heavener  and  J.  Blanehet  are  interested. 

The  Columbia  Graphophone  Co..  has  purch.^sed  riii:" 
plant  of  the  Canadian  Aeroplanes,  Ltd..  at  Toronto, 
fi'om  the  Tn)i)eri'i]  Munitions  Board  for  $600  000. 

The  Roxton  Baby  Carriage  Co.,  Limited.  Roxton 
Falls,  P. (J.,  have  been  incorporated  to  manufacture  ai'-.l 
deal  in  baby  carriages  and  other  vehicles  for  children, 
and  wooden,  straw  and  rattan  goods.    Capital  $19,00!). 


NEW  FURNITURE  FACTORY  AT  KITCHENER. 

Another  furniture  factory  is  promised -for  Kitchen^^r. 
Peter  Bo<!(l('n.  of  Zoeller  Street,  contractor,  has  decid- 
ed to  go  into  the  furniture  manufacturing  business.  He 
will  ei'ect  a  factory  building  on  Schulte  Street  in  the 
north  wai'd.    Mr.  P>ogden  owns  a  S})acc  of  land  on  the 


two  streets  and  will  utilize  part  of  it  as  a  factory  site. 
It  is  his  intention  to  erect  only  a  temporary  building  for 
manufacturing  purposes  on  the  site,  measuring  32  by  60 
feet,  of  two  storys  and  of  metal  covered  and  wood 
structure.  Later  a  bigger  factoiw  will  be  built  nearer  a 
railway  line.  When  this  has  been  done  the  first  build- 
ing will  be  remodelled  and  transfoi-med  into  an  apart- 
ment house. 


FURNITURE  BUYERS  AT  STRATFORD. 

Among  recent  furriiture  buyers  visiting  Stratford 
were:  C.  E.  Lordley,  of  Manchester;  Robinson  &  Alli- 
son, St.  John,  N.B. ;  Mr.  Campbell,  of  Brandon,  Man.; 
Mr.  Bellamy,  of  Moose  Jaw,  Sask.;  Mr.  Wilson,  of  the 
Nova  Scotia  Furniture  Co.,  Halifax;  and  the  manager 
of  Weiler  Bros.,  Victoria,  B.C. 


FURNITURE  EXPORTS  GOOD. 

The  Stratford  ilanufacturing  Co.,  Ltd.,  are  export- 
ing (piantities  of  play  yards,  folding  tables  and  chairs 
to  England.  They  expect  to  ship  to  South  Africa  in 
llie  very  near  future.  Mr.  Moore,  president  and  general 
manager  of  this  firm,  reports  bright  prospects  for  ex- 
port trade. 


BOWMANVILLE  FURNITURE  CHANGE. 

J.  Harold  Cann  has  taken  over  the  furniture  bu>si- 
ness  of  Alan  M.  Williams  on  King  Street  West,  Bow- 
manville,  Ont.  Mr.  Williams  will  remain  with  the  vew 
proprietor  continuing  in  charge  of  the  undertaking 
department. 

Mr.  Cann  i-ecently  returned  from  the  front,  and  av\- 
bitious  to  locate  in  his  home  town,  he  chose  the  furni- 
ture line  as  most  advantageous.  He  has  opened  up  a 
large  shipment  of  ncAV  fall  Tines,  making  an  opening 
display  on  Bowmanville 's  Fair  Day. 


WEAVING  BABY  CARRIAGES  VIA  THE  MOVIES 

E.  J.  Morrissey,  Eastern  representative  for  the  Lloyd 
Manufacturing  Co.,  of  Menominee,  Mich.,  ne^t  month 
is  supplementing  their  baby  carriage  exhibition  in  New 
York  with  a  motion  picture  show  depicting  all  phases 
of  manufacturing  Lloyd  goods  and  especially  the  Lloyd 
loom  which  Aveaves  the  carriages.  The  reels  will  be  run 
several  times  daily  at  the  Lloyd  space  during  the  New 
York  exhibit.  Mi-.  Morri.^sey's  assistants,  George  E. 
Martin,  W.  H.  Halligau,  Walter  H.  Flynn  and  W.  J. 
Morrissey,  will  be  present,  as  may  C.  M.  Dalrymple, 
sales  manager  of  the  Lloyd  corporation. 

The  sensation  of  the  film  is  a  race  between  an  expert 
hand  Aveaver  and  the  Lloyd  Loom.  The  movie  starts 
Avith  the  shoAviug  of  Marshall  B.  Lloyd,  the  inventor. 
Then  the  Aveaving  room  and  the  race.  Both  man  and 
machine  begin  with  the  Aveft  or  stakes  in  place.  With- 
in a  fcAv  minutes  the  machine  has  completed  its  task 
Avhile  the  "expert'  is  still  "just  beginning."  The  pic- 
ture brings  honip  to  furniture  men  the  importance  of 
the  Lloyd  method  and  loom  for  Aveaving  furniture  and 
baby  carriages. 


TALKING  MACHINES  AS  AERIAL  AID. 

One  of  the  developments  in  the  use  of  talking  ma- 
chines in  neAv  fields  is  its  adaptation  as  a  guiding  hand 
in  aerial  navigation.  Experiments  recently  made  pu'blic 
at  Washington  embody  the  talking  machine  in  connec- 
tion Avith  the  radio  telenhone  as  deinonstrated  by  the 
U.S.  Signal  Corps. 
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SHORTAGE  OF  PHONOGRAPHS  THIS  FALL. 

That  little  more  than  fifty  per  cent,  of  deliveries  will 
be  made  to  Western  dealers  who  placed  orders  for 
phonographs  for  fall  delivery,  i?  the  opinion  of  J.  W. 
Poisson.  mana^'er  of  The  Canadian  Phonograph  &  Sap- 
phire Disc  Co,,  Ltd.,  of  Winnipeg. 

Mr.  Poisson  stated  that  all  raw  materials  entering  in 
to  the  construction  of  phonographs,  apart  from  the 
mechanical  apparatus,  have  been  taken  up  since  last 
June,  and  that  the  market  is  practically  bare  of  the 
various  solid  woods  and  veneers  which  are  required  by 
uianufactui-ers  of  phonographs.  There  has  been  a 
marked  scarcity  of  solid  oak  -'wing  to  the  fact  that 
there  have  been  practically  no  lumbermen  in  the  bush 
for  the  past  two  years.  An  indication  of  the  heights  to 
which  the  price  of  oak  has  risen  is  found  in  the  facr 
that  while  oak  is  a  Canadian  grown  wood  it  is  much 
higher  in  price  to-day  than  mahogany,  which  is  import- 
ed. Oak  and  mahogany  are  the  two  principal  woods 
used  in  the  manufacture  of  phonographs. 

The  present  market  quotation  on  undressed  oak  is 
$337  per  M.  This  (juotation  is  more  than  double  the 
price  of  two  years  ago,  and  is  considerabl.y  higher  than 
the  ruling  quotation  per  M.  on  r.iahoganj'.  Mr.  Poisson 
states  that  two  and  a  half  years  ago  he  paid  only  $165 
per  M.  for  select  white  oak. 

While  a  marked  scarcity  of  s.')iid  woods  and  veneers 
exists,  it  is  significant  that  the  mechanical  apparatus 
used  in  phonagraphs  is  in  good  supply.  Practically  all 
such  apparatus  is  manufactured  in  the  United  States. 

Looking  back  over  the  history  of  the  phonograph  on 
the  Canadian  market,  Mr.  Poisson  states  that  the  de- 
mand for  the  ])resent  type  of  machine  has  been  steadily 
increasing  since  February,  1914,  when  patent  rights  on 
the  disc  type  of  machine  expired.  Since  the  expiration 
of  these  rights — which  had  reserved  for  one  or  two  in- 
fluential manufacturers  the  right  to  market  machines 
of  this  type — many  small  manufacturers  have  entered 
the  field.  A  number  of  these  Avei'e  of  mushroom  growth 
and  disappeared  as  ((uickly  as  they  appeared,  princip- 
ally OAving  to  the  fact  that  they  installed  a  poor 
type  of  mechanical  apparatus  in  an  imposing  looking 
cabinet  and  sold  the  m^achines  at  prices  which  could 
not  be  eciualled  by  the  established  companies.  The 
misrepresentation  was  soon  discovered,  however,  but 
too  late,  for  the  manufacturers  were  out  of  business 
and  the  discrepancy  could  not  be  made  good.  Mr.  Pois- 
son states  that  competition  has  not  only  wiped  out  the 
irresponsible  type  of  phonograph  manufacturer,  but 
has  resulted  in  a  general  improvement  of  the  machines 
from  every  standpoint. 


MUSICAL  TRADE  NOTES. 

Musical  IMerchandise  Sales  Co.,  Canadian  distribu- 
tors of  "Brunswick"  phonographs,  have  moved  to  new 
quarters  at  819  Yojige  Street,  Toronto. 

Curtis  Aeroplanes  and  Motors,  Ltd.,  are  now  making 
at  their  Toi-onto  factory  on  Dafferin  Street,  a  line  of 
"Aeronola"  phonographs. 

The  name  of  the  Otto  Heineman  Phonograph  Supply 
Co.,  Inc.,  was  changed  on  Octr.ber  1  to  the  General 
Phonograph  Corporation. 

James  P.  Bradt  has  resigned  his  position  as  man- 
ager of  the  Canadian  division  of  the  Columbia  Grapho- 
phone  Co.  Mr.  Bradt  has  been  connected  with  the  com- 
pany for  23  years. 

The  Pratte  Piano  Co.,  of  Montreal,  Ltd.,  has  been  in- 
corporated to  manufacture  and  deal  in  pianos,  organs. 


j)honographs  and  other  musical  instruments.  Capital 
$200,000.  P.  A.  Pratte,  manufacturerofpi  anos,  is  one  of 
the  incorporators. 

I.  Montagues  of  I.  Montagues  &  Co.,  Toronto,  Cana- 
dian distributoi's  of  "Sonora"  talking  machines,  has 
I'eturned  to  Canada  after  a  visit  to  his  old  home  in 
Holland.  Mr.  Montagnes  first  act  on  reaching  Toronto 
was  the  taking  out  of  Canadian  naturalization  papers. 


OLD  MUSIC  IDEAS  DOOMED. 

The  increasing  use  of  the  talking  machine  in  the 
schools  is  doing  much  to  dispel  certain  old  ideas  re- 
garding the  place  of  music  as  a  part  of  elementary 
school  education.  Not  so  long  ago  there  were  ma^iy 
school  teachers  and  even  university  professors  who  be- 
lieved that  in  order  for  a  study  to  be  of  any  value  to 
the  students  it  should  be  an  unpleasant  grind.  To-day 
where  such  ideas  prevail  they  are  seldom  openly  advo- 
cated, for  they  are  against  the  recognized  standards  of 
teaching  methods. 

The  fact  that  well-taught  music  proves  to  be  an  en- 
joyable study  to  the  average  school  cla.ss  is  one  of  the 
big  factors  in  its  being  placed  on  the  curriculum  and 
talking  machines  purchased  for  school  use.  Wherever 
the  talking  machine  has  been  used  in  a  school  it  has 
always  overcome  the  objections  raised  again.st  it  and 
proved  by  actual  performance  its  value  as  an  aid  to 
education. — The  Talking  Machine  World. 


Changes  can  be  made  in  copy  Avithout  loss  of  time — 
changes  in  proof  almost  invariably  involve  delay.Avhich 
frequently  is  most  annoying  and  sometimes  decidedly 
expensive. 
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EFFICIENCY 

Write  us  for  free 
demontlralion 


is  the  doorway  to  net  profits.  The 
Robertson  Socket  Head  Wood 
Screw  assures  efficiency.  Used 
by  nearly  all  leading  furniture 
manufacturers,  etc. 


P.  L.  Robertson  Manufacturing:  Co.,  Limited 


MILTON 


ONTARIO 
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I    High-Grade  CHESTERFIELDS  { 

I  Re-Upholstering  to  the   Trade  | 

I  SPECIAL    ORDER    WORK  f 

I     Life  Long  Furniture  Co.,  -  -   Ingersoll,  Ont.  | 
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I  C.  B.  CHATFIELD  | 

Designer  of  Furniture 


GRAND 
RAPIDS 


Michigan,  U.S.A. 
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G  $27.50 


B  $69 


Duke  $135 


Grand  Duke  $165 


PHONOLA 


Revives  the  Art 
of  Reproduction 


Our  experts  have  succeeded  in  developing 
a  musical  instrument  that  absolutely  repro- 
duces ALL  the  music  engraved  on  the 
record — not  a  whisper  nor  a  tone  is  lost — 
voice,  viohn,  piano,  ban  d-ALL  render 
through  the  mechanical  construction  of  the 
"  PHONOLA  "  a  beauty  and  volume  of 
glorious  tone. 

The  "PHONOLA"  ranks  high  in  the 
list  of  sound-reproducing  instruments  on  the 
market  to-day. 

it  will  pay  furniture  dealers 
to  get  particulars  of  our 
agency  proposition. 

PHONOLA  RECORDS 

are  also  a  part  of  the  Phonola  dealer's  proposition 
— all  the  hits  when  they  are  in  big  demand 
recorded  by  leading  singers,  instrumentalists  and 
bands — 90  cents  a  record — a  hit  on  both  sides. 


Phonola  Co.  of  Canada,  Ltd. 


Kitchener 


Ontario 
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The  Standard  Vault 

THE  MAXWELL 


Manufactured  Exclusively  of  Copper  Bearing  Steel 

This  material  is  now  acknowledged  quite  generally  to  be  the  most  rust- 
resistant  steel  or  iron  available  for  the  manufacture  of  steel  vaults. 

Its  Superiority 

authoritatively  proven  by  recent  comparative  tests,  has  been  acknowledged 
by  the  many  manufacturers  who  have  adopted  it. 

We  were  among  the  first.  Many  others  will  follow. 

We  Are  Pleased  to  Announce 

that  all  our  goods  are  now  constructed  exclusively  of  this  material,  and 
that  recent  reductions  in  the  cost  of  same  will  enable  us  to  do  this  with- 
out any  advance  over  our  regular  list.    Write  your  dealer  for  prices. 

As  We  have  been  using  Copper  Bearing  Steel  for  the  past  five  years  in 
our  iDell-l^nown  and  justly  celebrated  Copper  Alloy  Vault,  voe  are  now 
in  a  position  to  use  it  exclusively. 

We  are  offering  it  in  our  Regular  Aluminum  and  Gold  Finish  at  our 
regular  list  price.  If  desired  in  the  Copper  Bronze  Finish  with  White 
Enamel  Interior,  there  will  be  an  extra  charge  of  three  dollars  for  the 
adult  sizes.    Carried  in  stock  by  all  leading  jobbers.    Write  for  prices. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


CLOSING  SESSION  OF  C.E.A.  CONVENTION 
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Reports  and  Presentation— Election  and  Installations — Resolutions  and  1920  Year's  Outlook 
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(Official  report  and  minutes  of  the  Convention) 


THURSDAY  AFTERNOON  SESSION. 

Following  Prof.  Renouard's  lecture  a  vote  of  thanks 
was  tondei'r'd  idm  on  motion  of  AV.  T.  Sutton  and  Art. 
MeCabe. 

The  consideration  of  reports  was  taken  up  and  pre- 
sented by  the  various  committees. 

Treasurer's  Report. 

The  Committee  on  Treasurer's  Report  beg  leave  to 
report  that  we  have  examined  the  books,  vouchers,  etc. 
of  the  Treasurer  and  find  that  ihey  are  carefully  and 
correctlj'  kept. 

Receipts    $1,682.01 

Expenditure   973.88 


Balance  on  hand    $798.93 

N.  B.  COBBLEDICK. 
A.  W.  BARLETT. 
A.  A.  JACKSON. 

Finance  Report. 

We,  your  Committee  on  Finances,  beg  to  report  we 
have  audited  the  books  of  our  Secretary,  Mr.  Matthews, 
and  find  them  correct  arid  neatly  kept.  We  are  also 
pleased  to  report  that  there  has  been  a  marked  finan- 
cial gain  this  year,  the  Secretary's  books  showing  th'^ 
sum  of  $1,328  against  the  sum  of  $1,100  of  last  year,  an 
increase  of  $228. 

All  of  which  is  respectfully  Siibmitted. 
Signed  on  behalf  of  the  Committee. 

ED.  HENRY. 
ISAAC  G.  PAUL. 
FRED  SKINNER. 

Secretary's  Report. 

We,  your  committee,  beg  leave  to  submit  our  report 
as  follows:  That  this  association  appreciates  the  valne 
and  work  of  our  Secretary,  which  is  partly  shown  in 
the  full  and  exhaustive  report  he  has  given  us  of  the 
inner  workings  of  our  a.ssociation,  and  we  should  con 
gratulate  oui'selves  on  having  such  an  able  and  efficient 
Sec  retary. 

We  desii-e  to  congrat uhite  ihe  Executive  and  Seo'c- 
iiwy  for  again  obtaining  the  sei'vices  of  Prof.  Ren- 
ouard,  who  always  lins  something  good  in  store  for  us, 
and  whose  lecliirr's  and  demonstrations  are  fully  aji- 
l)reciated. 

We  fiii'thcr  wish  to  thank  the  Executive  and  Secro- 
tarv  for  secni'ing  the  service  of  Mr.  Clifford  0.  Askin. 
of  Indianapolis,  whose  educative  lectures  on  better  busi- 


ness methods  will,  we  hope,  be  an  inspiration  to  all  un- 
dertakers to  secure  bettei-  business  methods. 

We  note  in  the  report  the  reference  made  to  arrears 
of  dues.  As  we  understand  a  new  committee  on  mem- 
bership has  been  appointed  we  believe  the  matter  will 
be  fully  dealt  with  by  them. 

Your  committee  desires  the  Executive  of  this  asso- 
ciation to  take  into  consideration  the  advisability  of 
dispensing  with  the  afternoon  attractions  or  recess,  and 
if  desired  have  the  same  in  the  evening  so  that  more 
time  can  be  devoted  to  educational  and  instructive 
work. 

All  of  which  is  respectfuliv  submitted. 

J.  J.  MARSH. 
A.  A.  JACKSON. 
C.  N.  SMITH. 

Membership  Committee. 

We,  your  Committee  on  Membership,  beg  to  report 
that  in  looking  over  the  list  of  members  Ave  find  there 
are  a  large  number  in  arrears,  amongst  whom  are  a 
number  who  have  retire.d  from  ihe  business. 

In  examining  the  list  as  at  the  opening  of  the  ses- 
sions we  find;  Four,  nine  years;  five,  8  years;  sixty- 
nine,  7  years:  forty,  6  years;  twenty-seven,  5  years; 
fifty-nine,  4  years :  thirty-two,  3  years ;  fifty-eight,  2 
years  in  arrears,  making  a  total  of  314  members. 

To  overcome  this  we  would  sugpest  that  this  ma<:ter 
be  referred  to  the  by-law  committee  and  an  amend- 
ment made  to  the  by-laws  which  would  at  tlie  expira- 
tion of  —  vears  automatically  suspend  delinnuent  mem- 
bers.       "  '      T.  H.  McKILLIP. 

C.  B.  JAMES. 
C.  HASKETT. 

Resolutions  Committee. 

We,  your  Committee  on  Resolutions,  beg  leave  to  re- 
port as  follows : 

(1)  We  recommend  the  adoption  of  the  resolution  re- 
garding disposal  of  Eckardt  stock. 

(2)  We  recommend  the  adoption  of  the  resolution 
I'egarding  the  sending  of  votes  of  thanks  to  our  sister 
associations. 

(3)  We  are  heartily  in  accord  with  the  resolution  re- 
garding non-affiliation  with  the  N.F.D.A.,  and  we  be- 
lieve the  action  of  this  convention  a  step  in  the  ria-ht 
direction  in  uniting  our  own  forces  of  the  Dominion  be- 
fore considering  affiliation  with  that  bodv. 

(4)  We  are  henrtily  in  accord  with  this  resolution  : 
"That  in  y\e\v  of  the  fact  that  more  satisfactory  legis- 
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latioii  might  be  obtained  regarding  the  disposal  of 
dead  huina}i  bodies  a  legislative  committee  be  appoitit- 
ed  to  look  into  rhe  matter  and  report  to  next  conven- 
tion." MERT  LETCHER. 

W.  N.  K.\E  1  CHEL. 

W.  A.  BRITTON. 

President's  Address. 

We,  yonr  committee  appointed  to  report  on  Presi- 
dent's address,  bog  leave  to  report  as  follows: 

We  are  pleased  to  note  the  success  of  this,  our  36 fh 
annual  convention,  being  the  largest  in  our  history. 

We  congratulate  the  president  and  your  executive  on 
the  curtailing  of  the  expenses,  as  we  note  that  there 
were  onl.y  three  meetings  during  the  year.  We  would 
also  commend  the  Executive  for  the  continuation  of 
the  School  of  Embalming,  as  we  believe  this  to  be  a 
step  in  the  right  direction,  along  the  line  of  education 
extended  to  our  members. 

From  reports  of  members  of  those  attending  the 
School  the  service  of  Prof.  Renouard  are  highly  eoin- 
mendable. 

The  talk  on  better  business  methods  as  given  by 
Professor  Askin,  of  Indianapolis,  were  most  pleasing 
and  we  believe  were  highly  appreciated  by  each  and 
every  member  of  this  association. 

We  he.nrtly  commend  to  every  member  of  our  asso- 
ciation our  official  organ.  "The  Canadian  Furniture 
World  and  Undertaker,"  and  would  recommend  that 
every  member  become  a  subscriber  of  this  paper. 

We,  as  an  association,  deepl.y  mourn  the  loss  of  our 
members  ref(>rred  to  in  our  President's  report,  and  ex- 
tend our  heartfelt  .sympathy  to  Iheir  loved  ones. 

We  are  proud  of  the  members  of  our  association  who 
have  done  so  much  in  the  cour.se  of  liberty,  and  we 
heartily  congratulate  each  and  every  one  of  them  on 
their  return,  and  bid  them  a  hearty  welcome  to  our  as- 
sociation. 

Signed  on  behalf  of  committee. 

N.  J.  BOYD. 
JNO.  RODGERS. 
C.  N.  GREENWOOD. 

IMr.  Matthews  referred  to  the  absence  of  Mr.  Mc- 
Tntyre,  of  St.  Catharines,  the  dean  of  the  Association, 
stating  that  h«  had  been  very  ill,  He  moved  that  a 
telegram  of  sympathy  be  sent  Mr.  McTntyre,  which 
on  a  standing  vote  was  carried,  the  following  wire  be- 
ing sent : 

"J.  B.  McTntyre,  St.  Catharines,— The  C.E.A.  in 
convention  regiets  to  hear  of  your    illnes.s,  and 
trust  that  you  will  have  a  speedy  recovery." 
A  vote  of  thanks  was  passed  on  motion  of  Mr.  Morris 
to  the  Canadian  manufactui'ers,  the  travelers  and  the 
trade  ])ress  for  their  good  offices  throughout  the  year 
towards  the  officers  and  members  of  the  C.E.A. 

Aid.  Ryding  made  a  brief  address  on  behalf  of  the 
City  Council,  tendering  the  freedom  of  the  city  on  all 
C.E.A.  visitors. 

Some  Presentations. 

Harry  Ellis  addressed  Secretary  Matthews  on  bf-- 
half  of  his  friend'  and  tendered  him  the  gift  of  an  easy 
chair  and  a  bouquet  of  roses.  He  said  Mr.  Matthews 
was  untiring  in  bis  efforts  on  behalf  of  the  Association, 
always  giving  it  first  consideration  and  always  doing 
the  little  things  that  make  for  perfection. 

Mr.  Matthews,  in  aeeep+ing  the  gift,  said  it  Avas  hard 
to  respond  to  such  an  emergency.  The  gift  was  a  sur- 
prise. His  breath  Avas  taken  away — he  had  no  breath 
at  all.  in  fact.  The  Secretarv's  task  was  no  easy  one. 
but  if  his  efforts  were  appreciated  he  was  satisfied.  The 
r-bair  and  the  flowers  represented  something.    He  knew 


the  roses  his  wife  would  i)rize.  lie  told  a  story  about 
brandied  cherries,  and  like  the  recipient  in  the  story 
he  thanked  the  donors  for  the  spirit  in  which  their  gifts 
were  tendered. 

President-elect  ]\Iorris,  on  behalf  of  the  Association, 
next  tendered  a  cut-gla.s.s  berry  bowl  to  James 
O'llagan,  editor  of  Canadian  Furniture  World  and  The 
Undertaker,  for  his  help  to  the  Executive  during  the 
past  year,  and  throughout  the  convention.  The  recipi- 
ent thanked  the  Association  for  their  gift,  and  said  he 
had  always  at  heart  the  best  interests  of  his  friends  in 
the  Association.  He  hoped  all  present  would  boost 
throughout  the  year  the  movement  for  a  Canadian 
National  .Association. 

Prof.  Renouard,  on  behalf  of  the  A.ssociation,  tiien 
presented  a  cnt-gla.ss  water  .set  to  retiring  President 
Brandon,  to  which  the  latter  siiitably  replied. 
Installing  the  Officers. 

The  installation  of  officers  for  the  coming  year  fol- 
lowed. N.  B.  Cobbledick  installed  Pres.  Morris;  C.  N. 
Greenwood,  V.  P.  McKillop ;  and  Wm.  Edward,  Y.  p. 
Britton. 

Mr.  Morris  appreciated  the  honor  done  him  in  el^cr- 
ing  him  j)resident.  He  wished  .success  to  all  and  hoped 
to  see  all  back  again  next  year. 

Mr.  McKillop  has  been  a  member  of  the  C.E.A.  for  IS 
years.  He  had  always  looked  forward  to  being  an 
officer,  and  he  promised  to  help  in  making  it  the  best 
Association  on  the  American  continent. 

Mr.  Britton  also  appreciated  the  honor.  He  has  been 
a  member  for  tv/elve  or  thirteen  years  and  had  ber^n 
coming  every  year  to  convention  since  joining.  He 
wished  to  bring  out  a  point  in  regard  to  which  he  had 
heard  some  critici.sm,  and  that  was  "the  Association 
was  operated  by  a  clique."  He  said  that  Avas  a  mistake. 
He  found  that  he  himself,  as  everyone  else,  was  wel- 
come to  the  highest  offices  in  the  Association.  As  to  the 
wisdom  of  choosing  himself  the  fiiture  would  answer. 

Secretary  Matthews  said  he  had  been  Secretary  for 
the  past  eight  years.  He  was  glad  to  hear  3Ir.  Britton 
speak  about  "cliques."  So  far  as  the  secretaryship 
Avas  concerned  any  mamber  of  the  Association  who 
could  meet  the  demands  of  the  office  could  have  the 
job.  He  Avelcomed  all  the  new  members  to  the  Associa- 
tion. 

A.  R.  Coltart  thanked  the  members  for  re-electing 
him  treasurer. 

The  convenlion  adjourned  after  singing  "God  Savp 
the  King." 


CONVENTION  NOTES. 

When  Jules  Brazil  told  the  gathering  at  the  b'ln- 
(|uet  to  sing  the  choruses  just  like  Fitzpatrick  sans 
them,  Pat  who  thought  he  Avas  unknoAvn  asked  his  Avife 
hoAV  the  dickeiis  he  knew  him.  "It  beats  Bannagher," 
said  Pat.  • 

Doc.  Ferguson,  after  Bob  Flint,  was  the  Star  in  the 
ball  game.  Bob  fold  them  hoAv  to  play,  but  Doc.  twice 
up  in  the  second  innings  made  two  runs,  and  had  five 
to  his  credit  of  the  21  runs  scored. 

The  "School"  was  responsible  for  34  members  be 
ing  added  to  our  membership  in  the  C.E.A. 

We  bad,  also,  during  the  convention  tAvo  ladies  to 
grace  the  meetings — Mrs.  Fitzpatrick  and  Mi.ss  Donan. 
of  Kingston. 

Both  Mr.  and  Mrs.  Fitzpatrick  of  St.  John,  N.B.. 
joined  the  C.E.A.  this  year.  These  are  our  "farthest 
away"  members  at  present.  Mrs.  Fitzpatrick  is  our 
first  full-fledged  membcT-,  and  she  makes  a  good  one. 
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NOVA  SCOTIA  F.  D'S  CONVENE  at  HALIFAX 
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Keport  of  the  Twelfth  Anaual  Conventiou— Good  attendance;  harmony;  dispatch  of  business 
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KKPORTEI)  BY  ¥.  W.  WALLACE. 


AT  sharp  ten  o'clock,  August  19th,  President  W.  A. 
Murraj- .called  the  twelfth  annual  meeting  of  the 
Nova  Scotia  Funeral  Directors'  Association  to 
order  in  Snow  &  Co.'s  funeral  parlors  at  Halifax.  The 
Rev.  Dr.  Armitage,  Rector  of  St.  Paul's  Old  Historic 
Church,  Halifax,  lead  the  inembers  in  prayer,  and 
closed  by  repeating  the  Lord's  Prayer,  the  members 
taking  part. 

The  President  then  introduced  Mayor  Parker,  who, 
in  a  few  well-chosen  remarks  spoke  of  the  great  im- 
provement he  had  noted  in  the  profession  in  recent 
years,  and  complimented  the  delegates  on  their  good 
attendance,  and  assured  them  that  they  were  wise  in 
choosing  the  Old  Garrison  City  for  their  place  of  meet- 
ing, and  that  he  didn't  hesitate  to  throw  open  wide  the 
gates  of  the  city  to  them,  and  was  sure  that  the  keys 
would  be  returned  to  him  as  spotless  as  given. 

F.  W.  Wallace  of  Sussex,  N.B.,  honorary  member  of 
the  Association,  thanked  Dr.  Armitage  and  His  Wor- 
shij)  the  Mayor  for  their  kindness  in  being  present,  and 
assured  them  that  Halifax  would  be  the  better  for  their 
presence  in  the  Garrison  City,  where  they  had  received 
so  ma)iy  kindnesses  in  the  past  years. 

Owing  to  an  acr  ident  to  the  train  carrying  Professor 
Moadinger,  the  Piesident  stated  that  business  would 
be  carried  forward  with  dispatch  so  that  nothing  would 
prevent  the  Professor  from  occiipying  the  balance  of 
the  sessions  in  lecturing  and  demonstrations.  The  Pre- 
sident then  read  his  annual  address.  This  being  the  re- 
tiremoit  of  the  President  from  active  work  as  a  funeral 
director,  this  address  was  full  of  sound  advice  not  only 
to  the  funeral  directors,  but  especially  to  the  young. 
He  regretted  to  have  to  report  the  deaths  of  John  H. 
Haler,  the  trsA'eling'  representative  for  a  number  of 
years  to  the  profession ;  R.  C.  Durling,  Bridgewater. 
and  A.  J.  Woodman  of  Wolfville. 

On  motion  the  President's  address  Avas  received  an;! 
handed  to  the  committee  to  report  upon. 

Cecil  E.  Zink,  Secretary-Treasurer,  then  read  his  an- 
nual report,  showing  the  association  to  be  healthy  fin- 
anfiall.v  with  a  number  of  applicants  to  be  presented  to 
this  meeting.  This  report  was  handed  to  the  Finance 
Committee  to  report  on  later  in  the  session. 

The  minutes  of  former  meetings  were  read  and 
adopted  and  letters  of  regret  were  read  from  C.  C. 
King. and  J.  W.  Langell.  regretting  their  inability  to  be 
present. 

J.  C.  B.  Olive  and  J.  A.  Logan  and  A.  A.  McNut  Avere 
anpointed  to  report  on  the  Secretary's  annual  report. 
]\re.ssrs.  Olive  and  Fitzrandolph  were  appointed  to  re- 
port on  the  President's  address. 

The  meeting  closed  to  meet  at  2.30  in  the  afternoon. 

At  2.30  in  the  afternoon  the  meeting  was  called  to 
order  by  the  President.  Applications  were  received 
from  several  new  members  Avho  were  elected  and  in- 
troduced to  the  meeting. 

On  motion  of  J.  C.  B.  Olive,  seconded  by  C.  S.  West, 
it  was  resolved  that  the  secretary  be  instructed  to  send 
letters  of  condolence  from  the  meeting  to  the  families 
of  the  lale  J.  H.  Haler,  R.  C.  Dnrling  and  J.  A.  Wood- 
man. 


It  was  brought  to  the  notice  of  the  meeting  that  W. 
G.  Smith,  who  had  represented  Christie  Bros,  for  a 
number  of  years  was  retiring  from  the  road  on  account 
of  ill  health.  A  number  of  the  members  ])resent  spok" 
of  Mr.  Smith's  fine  (lualities,  and  deepl.y  regretted  to 
learn  of  this  fact.  The  m.eeting  was  then  turned  into 
a  "round  table.."  talking  of  the  many  questions  relat- 
ing to  professional  experiences,  among  these  ihe  ques- 
tion of  embalming  was  taken  up  and  discussed  with 
much  profit  to  the  meeting,  after  which  the  secretary 
raised  the  question  of  organization  in  time  of  disastei', 
such  as  the  Titanic  and  the  late  explosion  at  Halifax. 
Some  time  was  profitably  spent  discussing  this  ques- 
tion. 

A.  A.  McNut  raised  the  (juestion  of  sea  burial,  Avhich 
in  his  mind  should  be  taken  up  by  the  funeral  directors 
throughout  the  civilized  world,  believing  that  in  tViis 
enlightened  age  passenger  ships  at  least  .should  carry 
one  qualified  to  embalm  human  dead  bodies. 

F.  W.  Wallace  spoke  on  this  question  and  related  a 
ease  of  a  returned  soldier's  wife  with  two  small  chil- 
dren, who  had  been  buried  within  a  short  distance  of 
Partridge  Island,  which  is  not  more  than  two  miles 
from  the  old  loyalist  city  of  St.  John.  Her  husba7id 
was  engaged  in  the  trenches  in  France,  fighting  for 
liberty,  truth  and  .justice,  and  he  asked  if  this  Avas  giv  - 
ing that  man  what  he  was  fighting  for.  The  little  ones 
Avere  forAvarded  by  Red  Ci'oss  nurses  to  their  destina- 
tion in  Nova  Scotia.  I^Ir.  Wallace  had  taken  this  mat- 
ter up  Avith  the  St.  John  papers  in  a  letter  to  the  pub- 
lic, and  Avould  back  any  moA^ement  in  this.  He  asked 
Mr.  McNut  to  draAV  up  a  resolution  and  he  Avould  take 
pleasure  in  seconding  the  same.  Mr.  McNut  moved 
and  Mr.  Wallace  seconded  the  folloAving  resolution. 
AA'hich  Avas  carried  by  a  unanimous  standing  A'Ote : 

"Whereas  the  practise  of  burying  'dead'  human 
bodies  at  sea  by  shipping  companies  carrying  passen- 
gers should  be  discontinued,  being  barbaric  in  charac- 
ter, and  inimical  to  Christian  ethics;  therefore,  resolved 
that  the  N.S.F.D.  Association  protest  against  this  prac- 
tise, by  memoralizing  the  Federal  Government  Avith  th*^ 
A'ieAV  to  having  such  legislation  enacted  as  Avill  bring 
about  the  discontinuance  of  the  above  practise  as 
speedily  as  possible.''  (Signed"* 

A.  W.  MurraA-.  Piesident. 
Cecil  E.  Zink.  Secretary. 

The  following  committee  Avas  appointed  to  take  this 
matter  np  Avith  the  Dominion  Government:  President 
Ward,  A.  A.  McNut  and  J.  C.  B.  Olive  on  behalf  of  +hi^ 
association. 

WednesdaA-  morning,  A^igust  20th  the  meeting  Avas 
called  to  order  bA-  the  President.  J.  C.  B.  Olivelead 
in  prayer.  The  Prpsident  then  introduced  Professoi- 
Moadinger  in  a  fcAV  Avords,  saying  that  as  this  Avas  his 
third  appearance  before  the  N.S.F.D. A.  no  Avords  Avere 
needed  from  him.  Professor  Moadinger  then  address- 
ing those  assembled  regretted  the  accident  on  the  rail- 
road, Avhich  detained  him  for  one  da.v,  and  stated  that 
this  Avas  the  second  occurrence  of  this  kind  to  happen 
him  coming  into  Canada,  and  in  eacli  case  it  was  on 
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Attractive  Hardware  Our  Accomplishment 


No.  1253  Textile  Bar  15%"  x  No.  1254  Metal  Bar 


WE  MAKE  THE  BEST  AT  REASONABLE  PRICES 


Dominion  Manufacturers,  Limited  = 


109  Niagara  St.,  Toronto,  Can. 
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Attractive  Hardwood  Caskets 

Mr.  Funeral  Director : 

This  Casket  is  very  suitable  for  that 
old  request,  "  plaia  but  good."  Have  you 
one  in  your  showroom  P 


No.  559  Plain  Oak 


No.  562  Quarter  Cut  Oak 


Our  Branches  are  at  Your  Service 


National  Casket  Co.,  Toronto,  Ont. 

The  Globe  Casket  Co.,  Limited 
London,  Ont 

Girard  &  Godin,  Limited 
Three  Rivers,  Que. 


BRANCHES 


The  Semraens  &  Evel  Casket  Co., 
Hamilton,  Ont.  Limited 
Christie  Bros.  &  Co.,  Limited 
Amherst,  N.S. 
The  Sommens  &  Evel  Carket  Co., 
Winnipeg,  Man.  Limited 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  Godin,  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


Quality y  Style  and  Finish — Guaranteed. 


Dominion  Manufacturers,  Limited  ,o"'Nla°"A';,:r^^^^^ 
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the  American  side,  but  the  warm  welcome  always  ex- 
tended him  removed  this  hardship.  Professor  Moadin- 
ger  held  his  class  for  the  balance  of  the  morning  ses- 
sion. The  meeting  closed  to  meet  at  two  o'clock,  when 
the  Professor  continued  hi,s  lectures.  At  the  close  of 
the  Professor's  lecture  a  business  session  was  held,  at 
which  the  following  officers  were  elected: — Presirdeiit. 
A.  A.  Ward,  Canning;  Vice-President,  T.  H.  Roop,  Mid- 
dleton;  Sec-Treasurer,  Cecil  E.  Zink,  Dartmouth  (re- 
elected) ;  Chaplain,  J.  C.  B.  Olive,  Truro ;  Sergt-at- 
Arms,  J.  A.  Logan,  Shubenacadie. 

The  Professor  then  occupied  the  balance  of  the  ses- 
sion. 

Wednesday  evening,  August  20'th  a  short  session  was 
held  to  give  the  Professor  an  opportunity  to  make  up 
for  lost  time  in  being  present.  At  eight  o'clock  this 
meeting  closed,  and  the  members  marched  in  a  body  to 
the  "Tally  Ho,"  where  a  banquet  was  given  by  John 
Snow,  Sr. 

Thursday  morning,  August  21st,  the  meeting  was 
called  to  order  by  the  President,  when  a  committee  re- 
port on  the  President's  address  and  Secretary -Treasur- 
er's report  were  read  and  adopted. 

A  resolution  thanking  Snow  &  Co.  for  the  use  of  their 
rooms  and  many  other  acts  of  kindness  was  passed  and 
unanimously  carried.  A  like  resolution  was  addressed 
to  the  Dominion  Manufacturing  Co.  and  the  Montague 
Manufacturing  Co.  for  donations. 

""he  (juestion  of  a  Grand  Rally  of  the  Funeral  Direc-^ 
tors  throughout  Canada  to  take  place  at  the  next  an- 
nual meeting,  1!)20,  of  the  Canadian  Embalmers'  Asso- 
ciation of  Ontario  to  be  held  in  Toronto,  was  discussed 
in  which  F.  N.  Brown  and  J.  C.  B.  Olive  spoke  at  some 
length.  F.  W  Wallace  favored  this  movement,  and 
stated  tl;a1  during  his  career  as  editor  and  secretary  he 
had  on  more  than  one  occasion  spoken  and  written  .For 
this  movement,  and  hoped  to  live  long  enough  to  see 
a  grand  rally  with  the  old  mother  association  at  Tor- 
onto, and  assured  those  present  from  past  experience 
they  would  be  well  repaid  for  time  and  money  spent, 
and  hoped  this  movement  would  be  from  all  parts  of 
the  Great  Dominion,  from  the  Atlantic  to  the  Pacific. 
It  Avas  resolved  to  make  a  movement  in  tliis  matter. 

The  balance  of  this  and  the  afternoon  sessions  were 
occupied  by  the  Professor  with  a  deeply  interested 
class,  lecturing  and  demonstrating.  The  afternoon  ses- 
sion closed  with  singing  "God  Save  the  King,"  and 
three  cheers  for  the  King  and  three  cheers  -for  Pro- 
fessoi-  Moadinger.  This  closed  a  harmonious  and  pro- 
fitable meeting,  with  H&lifax  to  be  the  next  place  of 
meeting. 


THE  BANQUET  DOINGS 

Toast  List  at  N.S.F.D.  Association  Banquet — 
"Tally  Ho." 

A.  W.  Mul**-ay,  Past' t^esident.  Toasi  Master— T  f-in 
pleased  to  be  present  as' toa^t master  with  the  N.S.F.D. 
Association  this  evening.  Brter  such'  a  suniptuous  ban- 
quet we  all  fpel  in  a  very  happy  mood  I  am  sure,'b 
as  time  is  flying  I  will  gently  remind  the  speakers  tha 
follow  in  the  words  of  the  poet,  that  "Brevity  is  th'> 
soul  of  wit,"  then  let  u.s  hope  the  speakers  are  full 
of  it. 

1.  The  King  and  Our  Allies.    "God  bless  them  every 
one."   First  verse  of  National  Anthem. 

2.  Our  Oivic  Rulers — Success  to  their  effoi-ts.  Re- 
sponse :  His  Worship  the  Mayor. 

3.  The  Clergy — ^Faithful  to  tlie  eiul.    Response:  Rev. 
Dr.  Armitage,  also  Rev.  Mr.  Donaldson. 


4.  The  Profession  and  Sister  Association — May  their 
watchword  ever  be  "Upward  and  onward."  Re- 
sponse :  Professor  Moadinger. 

5.  The  Manufacturers — Preparedness  for  Emerg- 
ency. Response :  D.  M.  Andrews  and  Mr.  D.  L. 
McKinnon. 

6.  Knights  of  the  Grip — ^^Travelers  on  the  road  to  suc- 
cess. 

7.  Our  Guests  and  our  next  merry  meeting — First 
verse  of  Lang  Syne.   Response :  Mr.  A.  A.  McNut. 

8.  Our  Host— Here's  hoping  his  larder  may  never  be 
depleted.    Response:  John  Snow,  Sr. 

9.  The  Press — We  all  know  the  "Press  is  mightier 
than  the  sword.   Response :  F.  W.  Wallace. 

"God  Save  the  King." 

Convention  Notes. 

Too  much  credit  cannot  be  given  to  Snow  &  Co.  for 
the  many  acts  of  courtesy  during  this  and  other  meet- 
ings here  in  Halifax.  The  banquet  given  by  John 
Snow,  Sr.,  was  one  long  to  be  remembered,  and  only 
adds  another  chapter  to  the  many  chapters  of  the  old 
veteran's  hospitality  and  efforts  in  uplifting  the  pro- 
fession at  large.  While  the  responses  Avere  not  in  all 
cases  carried  out  in  the  lines  suggested  by  the  toast 
master,  the  replies  were  not  only  witty,  but  instructive 
and  inspiring  to  the  profession,  and  gave  the  invited 
guests  some  idea  of  the  great  growth  in  education  and 
improvement  in  the  funeral  directors  profession. 

F.  W.  Wallace  in  reply  for  the  Press,  and  in  reply  to 
one  of  the  speakers  as  to  funeral  directors  holding  the 
office  of  mayor  of  cities  and  towns,  plainly  outlined  the 
fact  that  many  in  the  profession  not  only  in  England 
and  the  United  States  have  and  are  holding  not  only 
positions  of  chief  magistrate,  'but  are  holding  positions 
e(|ual  in  responsibility  to  any  profession,  trade,  or  call- 
ing, and  at  the  present  time  one  of  our  honorary  mem- 
bers. George  Dudley  Wright,  of  Charlottetown,  P.E.I., 
Avas  prevented  from  being  present  OAving  to  the  fact 
that  he  was  engaged  in  receiving  to  his  city  the  future 
King  of  the  British  people,  the  Prince  of  Wales.  He 
also  brought  out  that  our  professional  journals  Avere 
also  e(|ual  to  any  profession  or  trade,  and  Avere  edited 
by  men  in  many  cases  equal  to  any  editors  of  journals 
or  ncAvspapers,  r*3ferring  to  such  men  as  A.  T.  Storey, 
editor  of  the  Undertakers  tlournal,  London,  Enffland, 
Avho  is  an  author  of  much  note  as  Avell  as  an  editor.  H° 
also  referred  to  William  Hill  Butler,  joint  editor  of  th-^ 
Sunnyside  and  Casket.  Ncav  York  City,  who  is  also  an 
author,  and  Avhose  famous  poem  on  democracy  is  being 
endorsed  by  many  of  the  leading  minds  in  not  only  his 
OAvn  country  but  in  England  and  in  Canada. 

Perhaps  one  of  the  most  pleasing  events  that  occur- 
red during  the  session  took  place  at  the  close  of  "the 
closing  session  AAdien  ex-President  Murray  called -xrohn 
Snow,  Si'.,  to  the  lecture  room  and  in  the  presence  of 
the  class  assembled  read  ai\  address  on  behalf  of  the 
association  to  Mr.  SnoAv  for  his  continued  et¥orts  in 
carrying  on  the  great  educational  work  among  the  fun- 
eral directors.  Then  Secretary  Cecil  E.  Zink  presented 
]\{r.  SnoAV  in  behalf  of  those  assembled  Avith  tAVO  beauti- 
ful I'eceivins'  trays  of  silver  for  tAvo  of  his  mission 
churches.  Mr.  SnoAv  although  ])assed  three  score  and 
ten  years  can  be  fouiul  every  Sunday  morning  motoi'ing 
to  tAVO  small  missions  of  the  Anglican  church  to  hold 
service  for  these  tAvo  flocks  each  Sunday.  Mr.  SnoAV, 
in  reply.  Avas  deenlv  touched,  and  not  only  thanked  the 
doners  for  their  kindness  to  him,  but  on  behalf  of  his 
tAVO  little  flocks  and  Avished  the  kinrl  givers  of  these 
."•ifts  that  thm'  mav  receive  inany  blessings  from  the 
Giver  of  all  good  gifts, 
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Mr.  Askin  came  to  Toronto  through  the  courtesy  of 
the  National  C'asket  Manufacturers'  Association  oi 
America,  and  this  was  the  eighteenth  convention  he 
had  addressed  since  April.  He  is  an  undertaker  of  T6 
years  standing;  an  embalmer  for  12  years  and  an  in- 
structor in  Michigan  University  for  six  years. 

Build  on  High  Principles. 

He  advocated  funeral  directors  following  only  high 
principles ;  but  there  is  also  business  ethics  involved 
in  our  calling,  said  Mr.  Askin,  and  as  a  business  m.an 
he  wisiied  to  speak  to  business  m.en. 

When  he  entered  the  undertaking  business  he  was 
employed  by  a  man  who  thought  business  principles 
could  not  be  applied  to  the  undertaking  business.  This 
man  believed  that  if  service  was  rendered  the  bill  would 
be  paid.  But  the  speaker  found  that  quite  a  proportion 
of  the  accounts  were  not  paid.  So  when  Mr.  Askin 
started  into  business  for  himself  he  put  into  practice 
some  business  principles.  He  failed  at  first  in  getting 
the  results  anticipated,  not  because  of  the  employment 
of  the  business  principles,  but  through  his  application 
of  these  principles. 

After  some  experience  he  came  to  the  conclusion 
that  in  his  business  it  was  best  lo  talk  business  to  those 
applying  for  his  aid  just  the  same  as  in  any  other  busi- 
ness. 

Of  course  with  the  majority  of  funeral  directors  sen- 
timent takes  up  a  big  place,  and  because  of  this  some  of 
us  are  afraid  to  talk  finances.  Tint  he  found  that  with 
the  exercise  of  tact  and  a  little  more  care — a  lit  He 
more  diplomacy — we  coiild  bring  about  this. 

To-day,  thought  ^Ir.  Askin,  is  a  good  time  to  intro- 
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duce  the  safer  principles  of  business.  By  it  we  could 
conserve  time  on  our  accounts.  A  glance  through  the 
returns  of  Dun's  or  Bradstreet's  showed  him  that  of 
the  failures  among  undertakers  33  1-3  per  cent,  were 
due  to  lack  of  capital.  Now  we  cannot  keep  our  capi- 
tal up  unless  we  keep  our  collections  up,  and  because 
of  this  we  have  sales  linked  up  closely  with  our  col- 
lections. 

There  are  four  subjects  of  better  business,  or  four 
principles  of  better  business  that  might  well  be  men- 
tioned. Publicity  was  one  of  these.  There  are  many 
ways  of  publicity  apart  from  newspaper  advertising, 
that  might  well  be  adopted.  The  service  we  rend'^-, 
our  dress,  our  methods  of  handling  funerals — all  thesf 
may  be  made  good  avenues  of  publicity. 

Salesmanship  is  another  principle.  Under  our  new 
conditions  salesmanship  can  and  should  be  developed. 
And  we  will  find  that  salesmanship  and  publicity  nne 
linked  together.   The  two  are  closely  allied. 

Then  we  have  the  credit  department,  and  that,  ti  k 
linked  up  with  sales.  In  our  own  business  credit  )  xs 
not  get  very  far.  We  have  no  long  credit.  We  eoi'eet 
promptly. 

How  About  Office  Efficiency? 

The  fourth  principle  is  a  general  efficiency  system  in 
the  conduct  of  our  business.  Is  there  any  bviy  or 
gentleman  present  who  practices  general  office  effici- 
ency in  her  or  his  business?  He  knew  of  an  undertaker 
doing  $60,000  annually,  v,'ho  has  only  a  ledsrer — and  he 
was  afraid  there  were  a  great  manv  more  like  him.  In 
his  own  business  at  Indianapolis  he  had  a  number  of 
forms  for  taking  care  of  ever>-  transaction,  and  these 
forms  gave  him  the  information  he  wanted  regarding 
all  details  of  his  business. 

Credit  to-day  is  really  unnecessary.  Once  noon  a 
time  it  was  a  necessity,  as  for  instance  when  farmer? 
marketed  their  crops  once  a  year,  but  at  present  credit 
is  obsolete — entirely  out  of  date.  It  is  a  national  abu^-e. 
a  bacl  habit.  In  the  old  days  with  few  banks  and  mojvn- 
scarce  some  means  of  credit  were  a  convenience,  but 
to-day  credit  is  a  curse. 

In  his  business  at  Indianapolis,  Mr.  Askin  is  not  givine,- 
any  credit,  did  not  ask  for  anv  ci'edit.  He  took  bis 
discounts;  He  reckoned  on  lO  days  as  cash,  and  he 
thought  30  davs  long  enough.  Giving  credit  for  lon^^er 
than  that  was  iiassina-  over  the  bridge  of  R--ifetv.  The 
longer  the  debt  stands  the  colder  the  creditor  beeom.es 
and  the  hardej-  it  is  to  collect  the  account.  In  business 
there  are  three  phases  of  credit  fl")  tb'^  securing 
fred't.  and  thqt  is  an  imoortant  matter:  (2)  the  extend- 
iiip-  of  credit  Mud  this  must  bi^'^ome  a  part  of  vour  s<i]">- 
policv:  a'ld  (^^  ho-\v  am  T  to  T'^'intpin  inv  nredit' 

For  mvself  T  collect  mv  iiinnp\'  m-omntlv.  T  hivo 
nvactically  no  losses  T;^s+  v,-^q-.-  ut*'  losses  v-ere  tbr^e- 
+pnths  of  one  ner  c^nt  qnd  in  ffict  9ri  ner  cut  of  rvi^- 
p"f>ounts  were  collp^^+pd  h"fore  the  o-nod^  ■'^pre  deliver- 
er\  ]n\r>  ^■]^p  h"^"^*^  TItp^p  •Pm-'i-ps;  T  C^art  siiVistan+iatp.  b:'>- 
eansp  I  hf^p  i'^         office  the  rlnf ninpp  +  arv  pvid^nce. 

T  finrl  i.poos,corv  to  collect  oi'oinnflv  Por  one  rea- 
son I  want  mv  discounts,  and  T  want  to  be  in  a  posi- 
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tion  to  buy  close  outs  when  ottered  and  take  advantage 
ot  any  market  snaps  that  may  be  offered.  Undertakers 
lose  sales  of  better  caskets  because  they  have  not  got 
the  better  ones  in  stock,  and  the  caskets  are  not  in 
stock  because^of  lack  of  capital. 

■  It  is  a  bad  thing  for  undertaliers  to  ask  for  local 
credit.  As  a  class  many  undertakers  are  considered 
slow  pay.  If  you  look  up  Bradstreets  you  will  see  how 
undertakers  are  rated. 

And  yet  the  public  consider  the  undertaker  is  im- 
mensely wealthy,  and  naturally  so.  He  gives  long 
terms,  liberal  credit,  and  he  imju'csses  the  public  he  is 
making  lots  of  money.  His  talk  is  something  like  this: 
"Take  your  time  about  settling  the  account,  John." 
John,  of  course,  thinks  there  is  plenty  of  money  on 
hand,  and  that  the  undertaker  deals  that  way  with 
everybody,  and  if  he  does  that,  why  he  must  make  lots 
of  money. 

Extending  of  Credit. 

He  instanced  a  case  of  a  young  lady  earning  $12  a 
week,  who  in  burying  a  relative  got  credit  for  $125. 
She  was  to  pay  a  small  amount  everj'  week,  but  only 
one  such  payment  was  made.  The  undertaker  who  ex- 
tended the  credit  and  who  was  unable  to  collect  more 
than  $10  on  the  account  branded  the  young  woman  as 
dishonest.  But  was  she  dishonest?  No.  It  was  a 
physical  impossibility  for  her  to  pay  the  bill  and  pay 
her  living  expenses. 

The  "flu"  epidemic  of  last  year  made  business  look 
lo  f-he  money-maker  that  things  were  coming  our  way. 
Now  this  summer  we  have  passed  through  a  poor  busi- 
ness period.  We  should  try  in  our  business  to  even  up 
these  busy  and  dull  periods,  ajid  if  we  have  some  sys- 
tem in  our  oftlce  we  can  do  so. 

How  are  Ave  going  to  get  our  money  is  an  all  pervad- 
ing question  with  undertakers.  That  question  should 
be  asked  when  our  client  first  enters  and  asks  for  our 
services.  You  will  find  that  the  attitude  of  customers 
is  due  to  our  ov/n  attitude.  If  you  wish  to  extend  credit 
the  customer  will  avail  himself  of  the  privilege;  if  yon 
want  cash  in  most  cases  a  cheque  will  be  forthcoming. 

Mr.  Askin  here  illustrated  by  story  several  incidents 
ill  his  own  career.  One  was  a  young  women  who  call- 
ed regarding  the  burial  of  her  hu.sband.  Her  brotheis 
who  had  enlist;'d  in  the  A.E.P'.  had  left  her  sufficieut 
fu'ids  for  the  burial,  as  tlie  death  was  expected,  but  the 
yoinig  women  had  been  force']  thi'ough  circumstances 
to  use  some  of  this  fund  for  jiving  expenses,  -and  she 
had  $1!)  with  which  to  meet  a  $235  account.  He  spoke 
to  tin-  woman  and  advised  her  to  have  a  more  simple 
funeral.  No,  she  wanted,  naturally,  the  bestiuneral  for 
her  husband;  but  when  asked  about  her  means  there 
AV""!  nothinof  on  v/hich  to  fall. 

Mr.  Askin  knew  she  did  not  want  charity,  so  sug- 
gested a  collection  among  the  emoloyees  of  the  factory 
where  her  husband  had  been  employed.  She  consented 
and  Mr.  Askin  was  also  able  to  get  her  consent  to  a 
more  simple  funeral,  collect  a  fnrul  from  her  husband's 
fricTids.  and  after  all  expenses  were  met  to  hand  over 
*S0  to  the  woman  w  lio  had  three  children  also  to  keen. 
Tm  addition  the  wonum  later  on  called  at  his  offiee  to 
thank  him  and  was  later  resnonsible  for  three  other 
funeral  calls  from  among  her  friends. 

Charge  One  Person  Only. 

In  cases  where  there  are  standin.*?  accounts  in  which 
a  number  of  people  figure,  Mr.  Askin  charged  the  ac- 
count against  (udv  one  person.  When  called  to  arrange 
a  family  ftniei'al  he  keeps  out  of  all  the  family  arrange- 


ments, holding  just  one  member  responsible.  He  tries 
also  to  keep  clear  of  all  estate  accounts.  "I  don't  know 
Canadian  laws,  but  in  my  own  State  it  takes  about  42 
days  to  close  up  an  estate  account." 

At  this  junction  Mr.  Askin  explained  the  various 
forms  he  uses  in  his  business.  These  fosms  had  been 
on  exhibition  since  the  previous  day.  He  had  two 
''sales  approval"  forms,  one  somewhat  more  stringent 
than  the  other.  The  first  he  used  when  dealing  with 
''crooks,"  the  other  when  selling  to  responsible  parties. 

' '  We  have  a  $600  judgment  Act  in  Indiana,  and  it  is 
necessary  to  protect  ourselves  there.  So  when  any  per- 
son of  whom  we  are  suspicious  calls  for  our  services 
we  present  the  first  form.  We  have  then  available 
sufficient  legal  evidence  to  collect  our  account." 

The  other  form,  more  simple,  is  a  guarantee  for  pay- 
ment. Jt  reads  "I  approve  of  this  account  and  guar- 
antee payment  on  these  conditions,"  which  are  stated. 

In  the  case  of  employees  Ave  ahvays  ask  the  employer 
to  stand  security  for  his  employees.  Mr.  Askin  told  a 
story  of  tAvo  young  farmers  who  called  regarding  the 
funeral  of  their  father.  They  ordered  somewhat  ex- 
travagantly, as  they  said  the  deceased  had  been  a  good 
father  to  them.  When  he  investigated  the  case  he 
found  the  farm  had  been  mortgaged  and  debts  had 
been  contracted  AA^hich  the  sale  of  the  farm  Avould  not 
satisfy.  He  explained  this  to  the  young  men,  and  they 
Avere  surprised,  and  Avere  then  content  to  have  a  more  , 
modest  funeral.  - 

Look  Out  for  Security. 

There  is  a  preA'-alent  custom  at  present  to  buy  homes. 
A  small  amouni  is  paid  down  and  regular  payments  are 
made  until  the  balance  of  the  debt  is  licpiidated.  When 
Ave  have  funerals  from  such  houses  our  security  must 
be  loo'ked  into. 

We  had  a  case  once  Avhere  a  man  owed  us  $140.  He 
had  $138  with  some  trust  company,  and  asked  us  to  de- 
fer collecting  until  a  six  months  period  came  round, 
when  he  could  draAv  out  his  savings,  plus  the  interest. 
He  Avanted  that  interest.  Mr.  Askin  shoAved  him  hovv 
he  eould,  by  paying  uoav,  get  a  discount,  Avhich  would 
net  him  a  couple  of  dollars  and  give  him  82  cents  in- 
terest immediately.  The  man  saw  the  point.  That  was 
one  good  example  of  th?  application  of  business  prin- 
ciples. 

The  service  forms  used  by  Mr.  Askin  Avere  prompted 
largely  by  publicity,  and  practical  use  was  made  of 
them.  He  had  a  funeral  time  card,  a  courtesy  card,  a 
f^emetery  plot  map  and  a  baggage  cheek,  under  this 
head,  and  he  illustrated  by  story  their  various  uses. 

Every  undei-taker  is  in  business  for  the  profit  there 
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EMBALMING 
FLUID 


That  velvety-flow  fluid  that  is  different; 
does  not  burn  or  shrivel  the  arteries, 
alloAwing  the  operator  to  inject  as  often 
as  he  likes  and  obtain  that  desired  effect, 

CANICULA  CHEMICAL  COMPANY 

366  Bathurst  Street       -       TORONTO,  CANADA 


56 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  October,  1919 


is  iu  it.  Profit  is  the  difltereuce  between  cost  and  sell- 
ing price ;  but  there  is  no  profit  until  the  account  is 
collected.  When  the  account  is  collected  we  have  then 
a  profit  asset :  while  it  is  on  the  books  it  is  a  liaibility. 

My  own  business  is  built  \ap  on  the  application  of 
business  principles,  and  any  business  can  be  built  up 
the  same  way,  concluded  Mr.  Askin. 

Thanking  the  Speaker. 

F.  W.  Matthews  in  moving  a  vote  of  thanks  to  the 
speaker  said  while  the  Casket  Manufacturers'  Associa- 
tion deserved  thanks  for  .sending  Mr.  Askin  the  speaker 
deserved  doubly  the  thanks  of  all  who  heard  him. 

Harry  Ellis  seconded.  He  said  we  have  learned  some- 
thing to-day.  So  far  as  he  personally  was  concerned  he 
intended  from  that  day  to  put  into  practice  the  busi- 
ness principles  enunciated  by  Mr.  Askin. 

The  vote  was  carried  unanimously. 


PROFESSIONAL  NOTES. 

Wm.  Sutton  is  building  a  new  garage  for  his  equip- 
ment at  Windsor,  Ont. 

New  quarters  at  Dresden,  Ont.,  have  been  purchased 
by  J.  W.  Harris  &  Co. 

Steel  Burial  Vaults,  Ltd.,  Toronto,  have  been  regis- 
tered.   Capital,  $100,000. 

Alex.  Hess  has  purchased  B.  H.  Cochrane 's  under- 
taking business  at  Williamsburg,  Ont. 

Howard  Bradley,  undertake!-,  Manotick,  Ont.,  has 
opened  a  branch  at  North  Gov-^er.  Ont. 

New  parlors  are  being  opened  by  Jay  Chapin  at 
Windsor,  Out.,  and  W.  H.  Heath  &  Son  at  Wallaceburg. 

T.  Little  &  Son,  furniture  dealers,  Gait,  Ont,  are 
adding  a  morgue,  chaple  and  show  room  to  their 
premises. 

S.  E.  Hayward  has  .sold  his  business  at  Sussex,  N.B., 
to  W.  Wallace,  who  has  also  taken  over  his  father's 
business. 

W.  S.  Yule,  funeral  director,  of  Swift  Current,  Sask., 
was  a  caller  at  Furniture  World  ofi'ice  within  the 
month.    "Sir.  Yule  has  been  down  East  twice  recently. 


during  the  summer  with  his  family  spending  their  vaca- 
tion at  Thousand  Tsland.s — his  old  home  is  at  Gananocpie 
— and  lateh^  for  the  N.F.D.A.  convention  at  Atlantic 
City. 

Alan  M.  Williams,  Bowmanville,  Ont.,  has  sold  his 
furniture  business  to  J.  H.  Cann.  Mr.  Williams  will 
continue  the  undertaking  department. 

Christian  Fischer,  father  of  Fred  Fischei,  funeral 
director,  Elora,  Ont.,  and  himself  one  of  the  earliest 
undertakers  m  Ontario,  died  at  his  home  in  Elora  re- 
cently, aged  91  years. 

The  Thompson  Furniture  Co.,  Belleville,  Ont.,  manu- 
facturers and  retailers  of  furniture,  have  disposed  of 
the  undertaking  bvisiness  which  they  conducted  in  con- 
junction with  the  above  business. 

Stephen  Wallace,  funeral  director  at  Orangeville, 
Ont.,  died  recently  at  his  home  there,  aged  77.  He  is 
survived  by  two  daughters — Mrs.  J.  A.  Armour,  Owen 
Sound,  and  Mrs.  J.  A.  Raymond,  wife  of  one  of  the 
officials  of  Dominion  Manufacturers,  Ltd.,  Toronto. 

One  of  the  great  disappointments  for  one  of  our  Tor 
onto  midertakers  happened  on  Monday,  September  8th. 
when  Mr.  and  Mrs.  C.  E.  Burgess,  who  had  made  ar- 
rangements to  go  to  National  Convention  at  Atlantic 
City  were  prevented  doing  so  by  the  sudden  indispos'- 
tion  of  Mrs.  Burgess.  Mr.  Bi;rgess  is  the  propriet'.': 
of  the  well  known  firm  of  Hopkins-Burgess. 


NO,  IT  WASN'T  BILL  EDWARDS 

One  of  the  delegates  to  this  year's  convention, 
shall  be  uiuiaraed  for  the  present,  came  with  J.  J. 
Marsh  to  Toronto,  from  an  Eastern  Ontario  trvvn. 
Before  leaving,  his  wife  gave  him  instruction  hi-w  to 
behave  when  in  Toronto.  "Now,  Si,"  she  said,  '  when 
you  and  Mr.  Marsh  git  to  the  city  you  must  be  keer- 
iul.  They  say  city  folks  have  reckless  ways,  and  I've 
heard  they  sit  up  mighty  late — sometimes  till  'leven 
o'clock.     You  must  take  keer  of  your  health,  Si." 

"Now,  don't  you  worry  about  me  and  ilr.  ]\Iarsh 
mother,"  said  the  gay  delegate,  reassuringly,  "we'll 
go  to  bed  with  the  chickens." 


'JIIMMIim!llllll"IIIIMi:illMIIII>lllllll<HMIMlMIIMIIIIMIMIIMMIIIIIIIIIIIIIIIIIIIIIIMMIIIIIII:llljlllll!liniMIIIIIIIIIIIIIIIIMIIIIIIIMi:n  llliilllllllllllllllH::illl|i|IIIIMIIIIIIIIIMIIIMIII|i|lllllllllll!'IMIMIIIIiMIIM:illlirill:' 


The  three  Presidents  of  the  C. 
E.  A.  for  1919-1920 — F.  F. 
Morris,  Bowmanville,  Pres- 
ident; W.  A.  Button,  Listowcl, 
2nd  V.-P. ;  T,  H.  McKillop, 
Bramptcn.    1st  V.-P. 
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REGISTERED  AT  C.E.A.  CONVENTION. 


L.  A.  Ball,  St.  Marys. 
A.  E.  .Jardine,  Cornwall. 
W.  S.  Love,  Nortli  Augusta. 
A.  C.  Blakely,  Tweed. 

G.  H.  Huson,  Paris. 
Konald  Wray,  Hamilton. 
Kussell  C.  Strasler,  Queens- 

ville. 

Jas.  C.  Glaver,  Scotland. 
Lloyd  M.  Crandall,  Tillson- 
burg. 

R.  H.  Huise,  715  Dover- 
court  Road,  Toronto. 

W.  Gordon  Hines,  206 
Hughson  St.,  Hamilton. 

Chas.  H.  A.  Stager,  Hes- 
peler. 

L.  B.  Rose,  Newmarket. 
S.  C.  Carle,  Tillsonburg. 
Lawrence  D.  Mott,  Brant- 
ford. 

Joel  Aldred,  899  Bloor  St. 
W.,  Toronto. 

Elmer  E.  Heath,  Wallace- 
burg. 

C.  B.  James,  912  St.  Cath- 
erine St.  W.,  Montreal. 
W.  H.  Tavlor,  Sutton  West 

H.  W.  Pritehett,  391  Rush- 
ton  Road,  Toronto. 

Stanley  S.  Russell,  Acton. 
W.    Leslie    Reid.  Hagers- 
ville. 

G.  F.  Steele,  Forest. 
W.  L.  Ryndress,  Essex. 
Fred   H.  Robinson,  New- 
bury. 

Chas.  Hoshel,  Ricihrnoml 
Hill. 

Frank  Sargeant,  Grand  Val- 
ley. 

Alex.  Hannah,  Tamworth. 
A.  .T.  Burns,  Amherstbnrg. 
Ida  Ronan,  Kingston. 
W.  P.  Mather,  Keene. 
Wm.  F.  McLaughlin,  Listo- 
well. 

Walter  H.  Bickley,  Toronto. 
L.  M.  Brintnell,  Trenton. 
Sain.  C.  Sinclair,  Sudbury. 
W.  J.  McLean,  Tottenham. 
-V.  L.  Brandon,  St.  Marys, 
M.  B.  Malcolm,  Pembroke. 
Fred  W.  Matthews,  Tor- 
onto. 

Greenwood  &  Vivian,  Strat- 
ford. 

.lohn  A.  Robinson,  New- 
bury. 

M.  P.  Keyes.  Kingston. 
T  H.  Mckillop,  Brampton, 
•''has.  W.  Marsh,  Morris- 
burg. 

r.  G.  Paul,  Brockville. 
Wm.  N.  Knetehel,  Toronto. 
Charles  Dunham,  Aurora. 
Kd.  iStrasler,  Queensville. 
.'as.  McFarguhan,  Toronto. 
W.  G.  Burrows,  Chatham. 
Kd.  (!lass.  Kitchener. 
Wm.  Ruble,  Dresden. 
A.  F.  Stager,  Hespeler. 
P.  M.  Howaril,  Hastings. 

F.  F.    Morris,  Bowman- 
ville. 

G.  McKvoy,  Ottawa. 

Wm.  Kdwards.  Gananoqne. 

D.  Trott,  Coilingwood. 
N.  B.  Cobbledick,  Toronto. 
Joseph  Bennett.  Toronto. 
Charles  R.  Bolton,  Toronto. 
K.  Lloyd  Peacock,  Toronto. 
Fred  Skinner,  Schomberg. 
.loseiih  Hiliiar,  Burks  Fallv,. 
W.  J.  Mahon,    iSault  Ste. 

Marie. 
I'  C.  Lloyd,  Barrie. 


C. 


R.  Maddocks,  Toronto. 
C.  Burgess,  Toronto. 
AV.   A.   Wright,  Richmond 
Hill. 

Chas.  A.  Butler,  Ct.  Cath- 
arines. 

J.  J.  Marsh,  Smiths  Falls. 
Wm.  T.  Sutton,  Windsor. 

H.  J.  Benglet,  Tilbury. 
A,  P.  MeCabe,  Toronto. 
J.  A.  Oates,  Detroit. 

J.  C.  Bannister,  St.  George. 

F.  J.  Martyn,  North  Bay. 

I.  C.  Martyn.  North  Bay. 
R.  ,j.  Ritchie,  North  Bay. 
Geo.  C.  Byng,  Bobcaygeon. 
Wm.  H.  Lyle,  Toronto. 

R.  Moffat,  Toronto. 
Harry  Ellis,  Toronto. 
Chris  Dresinger,  Elmira.  ■ 
Geo.  Dresinger,  Hanover. 
Roy  Hoesa,  Hanover. 
A.  A.  .Jackson,  Sud'burj'. 
Norman  A.  Craig,  Toronto. 
C.  R.  Turner,  Milton. 
Fred  Scott,  Woodbrid";;. 
Jas.  A.  Cain,  Lindsay. 
JoImi  F.  Schuett,  Mib'in.Ty 
Leonard  Schuett,  Mildmay. 
I'hos.  Portev,  Toronto. 
J.  Roger,  Atwood. 
W.  H.  Hutchinson,  Toronto. 

G.  L.     Watson,  Walters 
Falls. 

J.  M.  Logan,  Parry  Sound. 
Alex.  Logan,  Parry  Sound. 
W.  S.  Fenwick,  Enterprise. 
A.  T.  MacDonald,  Stavner. 
W.  M.  Letcher,  Port  Perry. 
J.  Pane,  Feversham. 
.1.  Long,  Fevers'ham 
J.  Runge,  Clifford. 
Chas.  ,T.  Puffer,  Norwood. 
Fred  W.  Keeler,  Ingersoil. 
A.  J.  H.  Eckhardt,  Toronto. 
Dr.  G.  W.  Ferguson,  Tor- 
onto. 

Ed.  Henry,  Thaniesv  ille. 
W.  A.  Britton,  Listowel. 
N.  J.  Boyd,  Mitchell, 
John  M.  Hood,  Creemore. 
W.  J.  Morrison  Kincardine 
C.  Haskett,  Lucan. 
A.  W.  Barlett,  Toronto. 
Geo.  J.  Chapman.  Toronto. 
D  M.  Steadman,  Petroli.n. 
Fred  Wray,  Montreal. 
Lorne  R.  Barlott,  Weston 
W.  A.  Hunt,  Belmont. 

C.  J.  Heaslip,  Hagersvillc. 
T.  Henderson,  Drayton. 

R-  U.  Stone,  Toronto. 

E.  C.  Spragge,  Toronto. 

D.  Munro.  Shedden. 
G.  .1.  Lawrie,  Maple. 

W.  J.  Stoddard,  Woodvilic. 

F.  A.  Windover,  Frankford. 
John   Lampman,  Welland- 

port. 
W.  E.  Baycroft 
.John  McLaren.  Hamilton. 
O.  T.  Ball,  Ayr. 
A.  L.  Oatnian,  Tillsonburnf. 
John  P.  McCammon.  Paris. 
P.  R.  William;.  St.  Thoma'.. 
Colin  McMillan  Dromo-e. 

E.  C.  Williams,  St.  Thomas, 
J    T.   Ferguson.  Leaming- 
ton. 

J.  E.  'Cullen  Carleton  Placi'. 
W.  H.  Matthews,  Carleton 
Place. 

M.  Morse,  Niagara  Falls. 
.).  A.  Donaldson,  Oaledon 
East. 

Wm.  B.  Egan,  Bolton. 

J.  W.  Pattison.  Port  Elgin. 


A.  Nevin,  Guelph. 

W.m.  Speek,  West  Toronto. 

J.  A.  Russwell,  Niagara 

Falls. 
C.  iSeldan,  Whitby. 
A.  R.  Climenhage,  Stevens- 

ville. 

Norley  S.  Beeford,  Wood- 
stock. 

F.  G.  Wilcox,  Wiaterforu. 
W.  H.  Love,  Ethel. 

H.  W.  Love,  Ethel. 

C.  A.  Poth,    New  Dundee- 

G.  W.  €.  Graham,  Toronto. 
W/m.  Findlaysoii.  Paris. 
Jos.  Senn,  Hagersville. 
Sam.  Cotterell,  Hamilton. 
Geo.  Hetherington,  Lang- 
ton. 

I!rnest  E.  Bolton,  Toronto. 
Fred  Fischer,  Elora. 

H.  B.  Beckett,  Brantford. 
W.  L.  Brown,  Dundas. 
W.  G.  Watson,  Pridevil!;-. 
W.  D.  Minnikin,  Barrie. 
Alex.  Lang,  Kirby. 

A.  R.  Coltart,  Chatham. 
Charles  H.  Hulse,  Toronto. 


J.  MacPherson,  Delhi. 

W.  J.  Savage,  Listowel. 

Robt.  McMane,  Milverton. 

.1.  L.  Tickell,  Belleville. 

1'.  Fitzpatrick,  102  Water- 
loo, St.,  St.  John  N.B. 

Mrs.  P.  J.  Fitzpatrick,  102 
Waterloo  St.,  St.  John, 
N.B. 

John  A.  Krug,  Tavistock. 

W.  J.  Mallier,  Stouffville. 

Thos.  ,J.  Kearnev,  Vancou- 
ver, B.C. 

R.  Rudd,  Arnprior. 

(;hris  Vanwinglestinhousen- 
blozer.  Kitchener. 

C.  W.  Buck,  Evel  Casknt 
Co.,  Ltd.,  Hamilton. 

J.  A.  MicLaughlin,  Globe 
CVasket  Co..  Toronto. 

Chas.  Schultzternhuenuson- 
dorphen,  Tavistock. 

Herbert  Schreiter,  Kit- 
chener. 

Adele  Schreiter,  Kitchener. 
Verda  Kitchen,  Kitchener 
N.  A.  .Johnson,  Seelys  Bay. 
W.  Comstock,  Peterboro. 
Jas.  Reid,  Kingston. 


RESULT  OF  EXAMINATION  HELD  IN  TORONTO, 
SEPT.  5,  19x9. 

HONORS:— H.  R.  Wan.sbrough,  Toronto:  Wm.  G.. Hines,  Ham- 
ilton; Stanley  S.  Russell,  Acton;  Gerald  F.  Steele,  Forest;  .James 
C.  Glaves,  "Scotland:  E,  E.  Heath,  Wallaceburg;  Laurence  '0. 
Mott.  Brantford;  Percival  M.  Hulse,  Toronto;  A.  J.  Burns,  Am- 
iierstburg. 

PASS:'— Lloyd  M.  Crandall,  Tillsonburg;  Isaac  P.  Paul,  Brock- 
ville; L.  B.  Rose,  Newmarket:  Ronald  R.  Wray,  Hamilton;  L. 
M.  Brintnell.  Trenton;  Ru-^sell  C.  Strasler,  Qneensville;  G.  H. 
Cunningham,  Grand  Valley:  James  S,  Maekey,  Limlsay;  Luthev 
A.  Ball,  St.  iVIarys;  Ray  Clement,  Alymer  West;  George  .1. 
Chapman,  Toronto;  G.  A.  Washington,  Toronto;  Joel  Aldred, 
Toronto;  Geori:e  F.  Huson,  Paris;  W.  Leslie  Reid,  Hagersville; 
T.  C.  Powell, 'Windsor;  J.  A.  Oates,  Windsor;  W.  J^  Savage, 
Listowel;  Samuel  Leclair,  Sudburj^ 


EMBALMING 
FLUID 

''There  is  None  Better'' 

IF  YOU  USE  IT— YOU  KNOW 

Caranac  Laboratory 

Peterborough      -      Ontario     -  Canada 
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I  ELEMENTS  (/EMBALMING  | 

I  A  Review  Course  of  instruction  for  readers  of  | 

I  Canadian  Furniture  IV orld  and  The  Undertaker  | 

I  By  Howard  S.  Eckels.  Ph.  G.  | 

I  ARTICLE  XII.  I 

r;IIIIJIIIIIIillllMIIIIIM  IIMIIIIII!nillMlli:i.llMI!lllilll,IIIIIIIIMII!llllllllllllllillllllllllllllllNnillMIIIIIIIIII,lllllllll||||IM|MIIMi:MIII^ 

THE  chemical  action  of  all  embalming  fluids  on  the 
museulai-  structure  always  is  constrictive,  hence 
we  ^et  more  or  less  firmness  or  hardening — and 
this  is  a  d'^finite  indication  tha^:  distribution  or  capil- 
lary circulation  is  accomplished,  and  your  sense  of 
touch  will  inform  you  of  the  amount  of  fluid  in  that 
part  of  the  body. 

We  have  good  signs  to  indicate  to  us  when  we  are 
getting  distribution  of  fluid.    When  the  embalmer  fails 


CECIL  E  ZINK 
Tlie  energetic  Secretary  of  the  Ni)va  Scotia 
Funeral  Directors'  Association. 

to  get  any  one  of  them  he  nnist  know  that  his  fluid  is 
not  being  distributed,  and  he  must  change  his  tactics. 

The  drainage  of  the  blood  is  absolutely  necessary  for 
two  important  reasons:  To  reiriove  discoloration  and 
to  prevent  it. 

The  pigmentary  color  of  the  skin  is  straw  or  light 
yellow;  the  blood  is  the  element  in  life  that  gives  the 
skin  its  pink  tint,  and  it  is  the  element  in  the  dead  body 
that  gives  it  a  variety  of  colors.  Hence  its  removal 
is  imperative  and  this  is  best  aei'omplished  through  tlu- 
medium  of  the  axillary  vein  process,  which  enables  th  j 
operator  to  drain  at  least  75  per  cent,  of  it.  and  the 
remaining  25  per  cent,  does  no  harm  if  left  in  the  body. 
In  draining  that  quantity,  you  remove  practically  all 
from  the  surface  tissue,  the  balance  remaining  in  the 
dependent  parts. 

The  embalmer,  like  the  physician,  should  be  able  to 
diagnose  his  case  before  attempting  to  embalm  it,  be- 
cause, how  can  a  body  be  best  treated  without  knowing 
the  cause  of  death  ;  that  is  why  the  professional  man, 
to  prove  his  title,  must  study  anatomy  and  pathology, 
in  order  to  know  the  location  of  the  seat  of  disease,  its 
cause  and  the  amount  of  damage  it  has  done.  The  lack 
of  this  knowledge  may  defeat'  the  entire  process  of  suc- 
cessfully and  j)ropei'ly  preserving  a  body:  however,  if 
the  doctor  has  failed  as  a  diagnostician  and  you  follow 
the  bearings  lie  has  left,  you  are  liable  to  have  a  par- 
tial failure. 

T'he  j)ractic('  of  examining  a  bf)dv  twentv-foni'  hour- 


after  it  has  been  embalmed  is  the  best  p'ossible  method; 
in  the  majority  of  eases  anything  that  has  been  over- 
looked, either  by  improper  attention,  poor  circulation 
or  accident,  nearly  always  can  be  corrected. 

Some  embalmers  consider  it  bad  practice  to  go  to  the 
home  during  the  interim  of  de^th  and  burial;  I  thh\k 
this  is  Avrong,  because  the  embalmer  occupies  the  posi- 
tion vaeatcd  by  the  physician  and  is  professionally  re- 
sponsible for  its  condition ;  therefore  go  as  often  as  the 
circumstances  demands  and  yon  Avill  be  rewarded  by 
having  the  body  in  perfect  condition  the  day  of  tli'e 
funeral.  This  must  redound  to  your  credit,  and  is  the 
only  way  that  vou  can  advertise  vour  profession  ai'd 
skill. 

Tt  is  the  perfect  result  that  we  must  strive  for.  and 
this  can  only  be  accomplished  by  the  closest  attention 
to  our  work.  There  are  sometimes  circumstances  tha* 
prevent  this,  especially  in  bodies  dead  some  time,  where 
the  blood  has  undergone  a  partial  fermentative  chanue  ; 
it  is  impossible  to  get  a  good  color,  and  in  the  jnorbid 
body  this  should  be  a  pale  stran-,  waxy  condition. 

Phdv  life-like  color  is  an  impossibility  when  the  blood 
has  been  removed  and  the  body  v.-ell  embalmed,  because 
the  presence  of  blood  in  the  tissue  shows  the  absence  of 
embalming  fluid. 

Why,  then,  should  we  use  an  embalming  fluid  whose 
every  action  is  as  distinctly  opposed  to  the  action  of  the 
blood  in  life  as  it  is  possible  for  the  chemist  to  .com- 
pound ? 

There  is  nothing  astringent,  nothing  muscle-tighten- 
ing, nothing  corrosive  in  the  blood  itself.  Why,  then, 
if  we  are  to  use  the  "hannels  which  Nature  provides  for 
the  circulation  op  the  blood,  do  we  attempt  to  secure 


Returning  from  tlie  Atlantic  t'ity  C'liivcntinn,  X.  B.  I'obblodick,  Tonint'); 
W.  S.  Yule,  Swifi  Current,  and  C.  N.  Greeiiwccd,  Stratford,  took  a  view 
of  the  bright  lights  of  New  York  from  the  roof  of  the  Pennsylvania  Hotel. 

circulation  and  penetration  with  embalming  fluids  filled 
with  ingredients  which  are  all  that  the  blood  is  not  ? 

An.y  raw  formaldehyde  fluid — it  matters  not  who  the 
maker  may  be,  nor  what  the  name  on  the  label — inevil- 
ably  will  lighten  up  the  muscles,  eflfeet  the  coating  of 
the  arteries  and  close  up  the  capillaries  before  penetra- 
tion ean  be  s;^eured. 

I  do  not  for  one  instant  mean  to  say  that  bodies  can- 
not be  preserved  with  raw  formaldehyde  fluid.  It  ean 
be  done,  has  been  done,  and  doubtless,  in  the  less  pro- 
gressive establishments  for  a  long  time,  will  continue 
to  be  done. 
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ONTARIO 

Bobcaygeon — 

Byiig,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thovjifi  Bros. 
Funeral  Directors. 
Successors  to  H.  S.  Peirce. 

Both  phones,  200. 

Burks  Falls — 

Hilliar,  Joseivh.  Box2J3. 

Dorchester,  Ont — 

Lo.saTi.  R.  A.  'Phone  2107 
Dungannon  — 

Sproul,  William 

Dunn  villa — 

T).  P.  Fry.    'Phone  68. 

Elmlra— 

Dreisinger,  Chris. 

Huntsville — 

Ililliar,  Joseph 

Hamilton — 

Hlachford  &  Sons. 
57  King  Street  West 


Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J-  H-  &  Co., 
19-21  John  iSt.  N. 
Ingersoll — 
^Mi'Intvres. 

F.  W.  Keeler  and  R.  A. 
Skinner,  props- 
Kemptville — 

Alc'C^aughe.y,   Geo.  A. 
Kingston — 
Cdvliett,  S.  S- 

Reiil,  Jas-,  254  Princess  St. 
London — 

Ferguson 's  Sons,  John 
174  to  180  King  St. 
Orillia — 

W.  A.  Stracban. 
Successor  to 

H.  A.  Bingham. 

Phone  543. 
I).  Clarlt,  Tel.  159- 
Mundell,  J.  A.     Phone  126. 
150  Mississaga  St 
Oshawa — 

Luke  Burial  Co. 
Schomberg — 
F.  Skinner. 


St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 

St.  Thomas — 

William,  P.  R.,  &  Sons,  519 
Talbot  St. 
Stirling — 

Ralph,  Jas.        Phone  102 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 
94  Ontario  St. 

Toronto — 

Geo-  J.  Chapman, 

742  Broadview  Ave. 

Phone  G-  3885. 

Ambulance  service. 
Cobbledick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  73. 
J.  A-  Humphrey  &  Son, 

463  Church  St. 
W.  N.  Knechtel, 
1202  Yonge  St. 

Motor  equipment  for  all 
branches  of  service. 

Motor  ambulance. 

Phone  North  4400. 
Washington,  Fleurv  Burial 

Co.,  685  Queen  St.  E- 
J.  C.  Van  Camp. 

30  Bloor  St.  W. 
Washington  &  Johnston, 

707  Queen  St.  E. 

Corner  of  Broadview. 


Thedford — 

Woodhall,  J.  B- 
WaUaceburg — 

Cousins,  Burlington  &  Saint 

Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W- 
Woodstock — 

Mack,  Paul. 
Whitby— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West- 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

St.  John — 

Fitzpatrick  Bros. 
100  Waterloo  St- 

MANITOBA 

Brandon — 

Campbell   &  Oampbell. 
Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Clark-Leatherdale  Co.,  Ltd. 

232  Kennedy  St- 
Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 

Saskatoon — 

Young,  A.  E. 


MY  REPUTA  TION  is  under  the  Cork  of  Every  Bottle  of 

RE-CONCENTRATED  DIOXIN  l^z:^!:^^^'''''''' 


THE  FIRST  THOUGHT 

Is  that  I  stake  the  reputation  which  I  have 
been  struggling  to  obtain  during  the  past 
twenty-six  years  on  the  perfection  and  sat- 
isfaction-giving qualities  of  my  latest  pro- 
duct RE-Concentrated  Dioxin,  the  Per- 
oxide of  Hydrogen  Fluid. 


THE  SECOND  THOUGHT 

Is  that  I,  being  one  of  the  inventors  and 
the  patentee  of  the  Eckels-Genung  Axiliary 
Method,  used  by  more  than  12,000  em- 
balmers  in  the  United  States  and  Canada, 
would  not  do  this  did  I  not  know  it  to  be 
the  best  and  most  modern  fluid  made. 


THE  THIRD  THOUGHT 

Is  that  I  would  not  dare  to  offer  to  Pay 
Freight  Both  Ways  and  to  make  no  charge 
for  fluid  used  in  tests  if  I  was  not  sure 
that  Dioxin  would  give  satisfaction  far 
beyond  that  possible  with  any  other  fluid 
known  to  science. 


These  are  Broad  Statements,  but  they  are  borne  out  by  the  experience  of  thousands  of  high-class  embalmers  who  have 
compared  the  Cosmetic  Effects  and  Preserving  Properties  of  DIOXIN— the  Peroxide  Fluid— with  those  of  other  fluids. 


One  sixteen  ounce  bottle  RE-Concentrated  Dioxin  will  make 
a  gallon  of  Peroxide  of  Hydrogen  Embalming  Fluid  of  standard 
strength  for  arterial  embalming,  or  it  will  make  one-half  gallon 
of  extra  strength  Formaldehyde  Fluid  for  bad  cases  or  for  cavity 
work 

The  quantity  of  water  you  add  determines  whether  it  shall 
be  a  Formaldehyde  Fluid  or  whether  Peroxide  of  Hydrogen  shall 
predominate. 

RE-Concentrated  Dioxin,  therefore,  aside  from  being  the  only 
"pint-to-the  gallon"  fluid  ever  manufactured  and  the  most  econo- 
mical fluid  ever  placed  on  the  market  by  a  responsible  chemist,  is 
really  two  fluids  in  one. 

DOUBLE  DISINFECTING  BASE. 

This  is  becauFe  RE-Concentrated  Dioxin  has  a  double  disin- 
fecting ba^e.  One  of  these  bases  of  Formochloral,  a  purified  form 
of  Formaldehyde  in  which  the  Formaldehyde  is  robbed  of  its 
gratest  disadvantsges  while  retaining  all  of  its  virtues.  The 
other  base  is  ii  substance  which  combines  v,;ith  the  water  you  add 
in  the  right  proportion  which  makes  it  a  Peroxide  of  Hydrogen 
Fluid. 

Peroxide  of  Hydrogen  is  composed  of  two  parts  of  Hydrogen 
and  two  parts  of  Oxygen.  Its  chemical  symbol  is  H2  02.  Water 
is  two  parts  of  Hydrogen  and  one  part  of  Oxygen.  Its  symbol  is 
H20.    The  chemicals  in  RE-Concnntrated  Dioxin  combine  with  the 


water  you  add  and  supply  to  the  water  the  extra  atom  of  Oxygen 
needed  to  transform  it  all  into  the  kind  of  Peroxide  of  Hydrogen 
which  makes  the  Best  Embrlming  Fluid  ever  discovered. 

RE-Concentrated  Dioxin,  containing  as  it  does  and  in  an  ex- 
tremely concentrated  fcrra  enough  difiufecting  and  preserving  chem- 
icals to  make  one  gallon  of  fluid,  is  the  strongest  and  most  power- 
ful fluid  in  the  world  to-day,  yet  it  combines  with  its  Titanic 
strength  the  marvellous  softness  and  delicacy  which  it  is  so  de- 
sirable to  use  on  delicate  complexions  or  those  in  which  the  very 
highest  de&ree  of  cosmetic  effect  is  desired.  It  is  two  fluids  in  one 
bottle.  This  leaves  you  in  a  position  to  make  the  choice  at  the 
moment  of  embalming. 

There  are  times  when  you  want  a  strong  fluid.  In  RE-Con- 
centrated Dioxin  you  have  it. 

There  are  times  when  you  desire  a  soft,  mild  and  delicate  fluid. 
In  RE-Concentrated  Dioxin  you  have  it. 

By  its  use  a  large  proportion  of  blood  can  be  withdrawn  and 
especially  in  dropsy  and  jaundice  cases  its  effects  are  magical. 
Dioxin  is  good  in  all  cases,  but  it  is  marvellous  on  the  very  class  of 
bodies  where  other  fluids  are  weakest, 

SEND  FOR  A  TRIAL  SHIPMENT. 

Order  a  shipment  of  RE-Concentrated  Dioxin — TO-DAY — and 
use  it  on  your  next  important  case. 


H.  S.  ECKELS  &  COMPANY,  221  Fern  Avenue,  Toronto,  Ontario,  Canada 


GO 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formola 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescolt,  Ont. 
CHRISTIE  BROS. 
Anthers',  N.S. 


Larger  Bottles  filled  up  with  water  e 


I  Egyptian  Chemical  Co.  Boston,  U.S.A 
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For  Sale 
Wanted 


TERMS  OF  INSERTION 

50  cents  per  inseition  up  to 
twenty-five  words.  Iiach  additional 
word  twocents.  If  dcxis  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  book.-  d. 
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FOR  SALE — Cartillae  Hearse,  in  excellent  condition,  for  quick 
sale.  Apply  to  Mr.  Nash,  undertaker,  1153  St-  Clair  Avenue. 
•Toronto.    Photo  on  application.  S 

WANTED — Position  in  a  small  city  or  good  sized  town,  by  a 
married  man.  as  furniture  salesman,  undertaking  and  general 
work  around  furniture  store.  At  present  engaged  as  furni- 
ture salesman  in  a  large  city.  Member  of  the  Canadian  Em- 
baltneis"  Association.  Good  reason  for  making  a  change, 
apply  Box  17,  Caiiadiau  Furniture  World,  Toronto. 

TRAVELEES  WANTED — We  require  a  good  live  wire  in  every 

Province  in  Canada,  to  sell  the  ]iroducts  of  the  Canicula 
Chemical  Coniipauy..  Liberal  commissions-  Travelers  repre- 
senting casket  houses  preferred.  Apply  bj'  wire,  letter  or  in 
pers  11  to  :-!6(i  Bathurst  Street,  Toronto.  J 


UNDERTAKING  BUSINESS  WANTED. 

SOMEWHERE  IN  CANADA  there  is  a  successful  undertaker 
who  has  reached  the  point  where  he  desires  to  retire  or  to 
sell  a  half  interest  in  his  business.  Let's  correspond.  Have 
had  eight  years  experience  with  Mgh-class  undertaking  estab 
l:shments  and  will  buy  a  good  business  outright  or  purchase 
half  interest.  Address  replies  to  Box  91,  Canadian  Furniture 
World,  S2  Colborne  Street,  Toronto. 

WANTED — Automobile  Hearse;  must  be  first-c^.'iss  condition: 
not  necessaiily  high  priced  when  new.  Photos  ^nd  lowest  cash 
price.    A)i])ly  Box  —  Canadian  Furniture  World,  Toronto. 


rhe  practice  of  examining  a  hocly  twenTv-Kuu  iiwm- 


t-robcr,  MnU 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


IDdter  fromi^our  FdUCel 

and  Chdmpion 

Mdke  the  highest  qudliti^  and 

most  economical  embalming  fluid. 

CHAHIPIOTI  IS  UTIEQUALED  as  a  pre- 
serualiue  in  the  most  extreme  cases,  and 
produces  that  much  desired  life-^like 
appearance  that  means  prestige  for  the 
Undertaker. 

CHATTlPlOn  IDILL  PROTECq*  ^onv  rep- 
utation and  saue  needless  u?orrq.  . 

ORDER  A  CASE  TO-DJll]^ 

Chdmpion  Chemicdl  Co., 

Dr.  Q.  IP.  FERQUSOn,  Canadian  manager, 
52  Leuti]  Jlue.,  Keu?  Beach,  Toronto. 

Canadidti  Manufdcluring  Plant,  IPINDSOR 


A\  Vears  irN  Busir>ess- Mearxs- SakisFied  Embalmers 


Buy  and  Induce 
Others  To  Buy 

The  merchants  of  Canada  would  be  the  first  to  feel 
any  slackening  in  the  buying  power  of  the  people. 

You  have  a  lot  at  stake. 

Until  the  Victory  Loan  1919  is  over — and  a  success 
— strain  every  effort  to  help. 

Support  the  Victory  Loan  1919  with  all  the  energy 
you  give  to  your  ovv^n  business. 

Your  customers  are  your  friends. 

Don't  lose  a  single  opportunity  to  impress  them  with 
the  importance  of  putting  the  Victory  Loan  1919 
across.  This  is  a  case  where  national  prosperity 
and  your  own  personal  interests  are  one. 

And  you  can  t  successfully  induce  others  to  buy 
Victory  Bonds  unless  you  yourself  own  a  big  block. 

Canada  has  a  big  stock  of  Victory  Bonds  on  hand. 
And  they  must  be  sold  ! 


Issued  by  Canada's  Victory  Loan  Committee, 
in  co-operation  with  the  Minister  of  Finance 
of  the  Dominion  of  Canada. 
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The  Commercial  Press,  Limited,  32  Colborne  St.,  Toronto,  Canada 
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I  The  Gendron  Manufacturing  Co.,  Ltd.  I 

ENGLISH  I 
PRAM  CARS  I 


The  accompanying  cut  shows  one  of 
our  new  designs,  closed  front  with 
reclining  back  and  very  roomy. 

SEE  OUR  LINE 

before  buying,  we  have  everything 
in  children's  vehicles. 

TRAVELLERS  NOW  ON  THE  ROAD 


I  THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO,  CAN.  | 
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TRADE 


MA«K 


Announcement  to  the  trade— 

The  Marshall  plant  is  being  enlarged,  and  while  we  regret 
that  orders  have  not  been  filled  as  quickly  as  we  would 
nave  liked,  we  assure  the  trade  that  we  have  their  interests 
at  heart  and  that  in  the  very  near  future  orders  will  be 
filled  as  quickly  as  received.  In  the  meantime  we  are 
shipping  orders  in  rotation,  so  place  yours  now  and  insure 
early  delivery. 

The  Marshall  Ventilated  Mattress  Company,  Limited 


CHICAGO,  ILL. 


TORONTO 


LONDON,  ENG. 
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rURMITURB 


BUY  VICTORY  BONDS!! 


mummssm 


YOUR  investment  m 
VICTORY  BONDS 

will  be  a  link  m  the  chain 
of  re-construction.  By 
helping  Canada  you  are 
"Insuring  your  Job.''  Buy 
and  induce  others  to  buy. 


IMPERIAL  RATTAN  CO.,  Limited,  STRATFORD,  Ont. 


CHILDREN'S  FURNITURE 


SET  No.  58 


Children's  Furniture  is  one  of  the  oe:i  ,0,1..  <  i.nes  for  the  furniture  dealer 
at  Christmas  time.  The  suite  illustrated,  Nc.  58,  is  one  of  our  best  sellers. 
It  is  constructed  along  sturdy  lines  and  will  stand  up  under  rough  usage.  A 
particularly  good  toy  for  the  little  ones.  We  can  make  immediate  shipments. 

The  STRATFORD  MANUFACTURING  CO.,  Limited 

STRATFORD      -:-  ONTARIO 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


November,  1919 


STRATFORD 


FURiHTURCI 


2388 — Quartered  Oak. 


2713 — Oak.  Mahoa;auy 
and  Walnut. 


2708 — Quartered  Oak 
and  Mahogany. 


9201 — Mahogany  and 
Walnut. 


Furniture 


McLAGAN  Furniture 
has  stood  the  test  of  the 
discerning  buyer  and  is 
proving  more  popular  than 

ever  among  those  who  demand  the 
best  in  both  construction  and  finish. 
Our  wide  range  enables  the  dealer 
to  meet  all  classes  of  trade  with  a 
line  of  furniture  that  will  be  a 
booster  for  his  business  as  well  as 
value  for  his  customer. 


6705 — Oak.  Mahogany 
and  Walnut. 


2-*i^A — Mahogany. 


Buy  VICTORY  BONDS^ 

The  GEORGE  McLAGAN 

STRATFORD 
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FURNITURE 


9205  —Oak  and  Walnut. 


2628— Walnut. 


Reputation 


6  7'JO — Mahogany. 


And  these  boosters  for  quality 
furniture  have  created  for  us  a 
reputation  that  is  a  valuable  asset 
to  the  dealer,  and  very  necessary 
as  the  final  punch  in  putting  over 
the  sale.  You  need  quality  and 
reputation  to  hold  your  business 
and  to  get  more.  McLagan  fur- 
niture will  meet  these  demands, 
and  is  meeting  them  day  in  and 
day  out.  Anticipate  your  require- 
ments as  far  in  advance  as  possible 
so  as  to  avoid  disappointments. 


and  Ensure  Prosperity  ! 

FURNITURE  CO.,  Limited 


2734— Oak  and  Walnut. 


6400— Walnut 


ONTARIO 


2721 A — Mahogany. 
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STitJirrroitii 


njiRiNiTURe 


^^A  Practical  Christmas 
Gift  that  will  be 
appreciated  by  the 
discriminating  buyer 


"  9lob«-*^r»Ukc  Sectional 
Bookcases  are  so  inexpensive 
that  there  is  no  one  that  can 
read  but  can  afford  them.  " 


"Our  National  Advertising 
has  a  wide  circulation  in 
your  locality. " 


'^he  Heart 
of  (Ac  ffofnc  ' 


The  artistic  beauty  of  the  Slobc^rwickc  designs— 
the  variety  of  patterns,  woods  and  finishes— make  this 
piece  of  furniture  as  important  and  essential  as  any 
other  article  of  home  furnishing.  It  gives  the  touch  of 
color  and  promise  of  romance  which  convert  a  house 
into  a  home. 

At  Christmas  time  furniture  dealers  will  find  that 
Otol'c^\\^r»ickc  Bookcases  arranged  in  their  windows 
and  interior  displays  will  attract  the  attention  of  nearly 
every  customer  —  because 
a  9tobc^\^fniekeBook- 
case  is  a  practical  as  well 
as  an  attractive  gift. 

Make  sure  your  stock  of 
Olob«-*^r»icke  Book- 
cases is  large  enough  to 
take  care  of  the  increasing 
d  inaMc]  dt  Christmas  time. 

"  This  is  the 
OlobcA^rwiekc 
Period." 


No.  0192 


3I)C  9lcbc^V«rDiek«(?0.£t6.  makers  of  sectional  book 
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Sales  are  made  easy 
because  of  our 
Strenuous  Consumer 
Advertising  Campaign'' 


SloVc^rnJckfi  advertising  is  YOUR  advertising— it 
stands  for  you — works  for  you — sells  for  you.  You 
have  profited  by  its  influence  on  your  business — likely 
had  customers  visit  your  store  with  a  91ob«'^\^rDickc 
advertisement  in  their  hands. 

Our  advertising  and  your  local  advertising  will  be  most 
effective  when  linked  together.  And  it  is  so  easy  to 
link  them  together— you  have  merely  to  use  your 

windows  and  our  window 
cards — a  small  advertise- 
ment in  your  local  news- 
paper, announcing  that  you 
are  the  local  headquarters 
for  the  SlobcAVcrDlckc 
Bookcase  will  do  the  rest. 

The  {^loVcAVcrniekc 

agency  means  a  constant 
stream  of  new  customers  to 
tSe  store  of  the  wide-awake 
furniture  d  aler. 

"Make  this  a 

SlobcAVcrnicke 
Christmas'* 


"You  can  Work 
9lob«-^V^rwiekc  Bookcase 
into  nearly  eDerp  one  of  your 
window  displays. " 


"We  are  the  originators  of 
the  sectional  idea  as  applied 
to  Bookcases  and  Filing 
cabinets." 


No.  11517 


No.  11512 


CASES  AND  FILING  CABINETS  EXCLUSIVELY    STRATFORD,  ONTARIO 
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Superiority 


"PHERE  is  busine  s  aplenty  for  the  furniture 
*  store  that  meets  tl.e  average  man's  needs 
— the  mills  are  busy,  just  as  the  farmers  have 
been — and  where  there  is  prosperity  there  is  an 
opportunity  to  sell  good  furniture. 

Every  sale  of  "Stratford  Chair"  Bedroom  Furni- 
ture represents  a  permanent  investment  of  good 
will  in  YOUR  community — and  insurance  of 
future  sales. 

"Stratford  Chair"  Bedroom  and  Diningroom 
Furniture  is  widely  known  throughout  the  trade. 


Buy  Victory  Bonds 


The  Stratford  Chair 

Stratford 


Top  20x44  in..  D.B.  Mirror,  20x36  in. 


No.  273B — Dressing  Table. 
Top  18x36  in..  D.B.  Mirror,  14x22  in. 
and  Two  D.B.  Mirrors  8x18  in. 


No.  907-y — Dressing  Chair. 
Cane  Seat. 
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in  Furniture 


Its  character,  design,  and  fine  fin- 
ish, coupled  with  moderate  price, 
appeal  very  much  to  the  buyer. 

The  attractive  suite  shown  here- 
with, made  in  Figured  Gumwood 
— Natural,  Walnut,  or  Mahogany 
finish,  dull  or  polished — has  proven 
a  quick  seller  throughout  the  trade. 
If  you  are  not  showing  this  suite  on 
your  floor,  we  recommend  that  you 
send  in  your  order  TO-DAY  ! 


Company,  Limited 

Dntario 


No.  275— Bed. 
Size   4ft.   6in.  slat. 


Buy  Victory  Bonds 
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FOR  LIVING  ROOMS 
OF  CHARACTER 

There  is  a  charm  about  tastefully-upholstered 
furniture  that  instantly  appeals  to  the  discrim- 
inating buyer. 

Woeller  Bolduc,  Upholstered  Living  Room 
Furniture  is  graceful  in  design  and  artistically 
correct  in  pattern  and  workmanship.  Prices 
are  extremely  reasonable  when  compared  with 
the  quality  predominating. 

We  invite  \)our  inspection  of  our  com- 
plete line  of  luxurious  Chesterfields  and 
Arm  Chairs  to  match. 

Woeller,  Bolduc  &  Company 


WATERLOO 
ONTARIO 
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iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

I    Feature  "  TWINS"  As  Gifts  For  \ 

\  CHRISTMAS  I 


Families  are  clubbing  together  this  year  to  buy  a  real 
Christmas  gift  for  Mother— making  an  ideal  oppor- 
tunity for  furniture  dealers  to  push  the  sale  of  "TILT- 
TOP"  TWINS  extension  tables. 

Use  one  window  display  card  and  place  a  "TWIN" 
in  at  least  one  of  your  Christmas  window  displays. 

If  you  are  not  a  "TWIN"  dealer,  write  us  to-day 
and  ask  for  illustrations  of  our  newest  designs. 
"TWINS"  will  help  to  make  your  Christmas  Trade 
a  bumper  one. 


I     CHESLEY  FURNITURE  CO.,  LIMITED  j 

I  CHESLEY      -      ONTARIO  I 
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^IIIIIIIIIIIIIIJIIIIIIIIIIMiniMIIIIIIIIIMIIillllllllllllllllMIIIIIMIIIIIIIIi: 

I  THE 

HEART 

1  OF  YOUR  EXTENSION 
1         TABLE  IS  THE 

I  SLIDE 

I  YOUR  TABLE  IS 

I  CONDEMNED  IF  THE  SLIDE 
I  DOES  NOT  WORK 

1  PROPERLY 

I      WABASH  SLIDES 

p  INSURE 

1      SATISFIED  CUSTOMERS 

.iiiiiiiiiii.Miin.iiiiiiiiu; 


:iiMiiMiiiiiiiitii[iiiiiiiii[iiiiiiiii]iiiiiiiiMi;ii[iii[iii;iiiiiiiiiiii[iiiiiniiiiii[iiiiii[iiitiiiiiiiiii[i^  iiiiiin  iiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiMtiiNiiiiiiiiitiiiiiiiiniiintiiiiiiiiiiiii^ 

WE  ARE  1 

SLIDE  SPECIALISTS  j 

Having  manufactured  SLIDES  | 

exclusively — for  30  years  p 

Many  Canadian  Table-malterf  ute  | 

WABASH  SLIDES-  | 

Because  | 

We  furnish  Better  SLIDES  at  | 

Lower  Cost.  | 

Made  by  | 

B.  WALTER  &  COMPANY  1 

Factory  St.      WABASH,  IND.  | 

Canadian  ReprcMentative  :  i 

A.  B.Caya,  28  King  St.  E.,  Kitchener,  E 

Ont.,  successor  to  Frank  A.  Smith  = 


WABASH  SLIDES 


HELP  SELL  TABLES. 
ELIMINATE  SLIDE  TROUBLES 


>MiiiiiiiiiiiiM;iiiiiiinii[iiiiiiiiiiiiiiuiiiiiiiniiiMiMi!iii<:'iiiiriiifii!iiiiMiMifiiiriiiir 


ARE  YOU  LOOKING 

FOR  MIRRORS  TO  RE-SILVER 

EXTRA  PROFIT  FOR  1919 

SEND  TO  US  TO  RE-SILVER  AND  GET  HIGH  QUALITY  WORK 

MATTHEWS   BROS.,  limited 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


I'liMiiM'iiiiiillilliiiiiiiii: 


llllllllllll'llllllll'  I'l  llllilil!IIM:lli;illllll:llllllMIMIIIIilillliMlini!IIIIIMIIilllMIIIMMIIlMllllllllh!MllMIIM|iMIIMIMIi:illllllllM:iMi;!ll!lllln^ 


 Something  Different  for  the  Xmas  Gift  

A  SHAFER  CEDAR  CHEST 

A  great  many  of  your  customers  would  undoubtedly  appreciate  such  a  suggestion.  Shafer 
Cedar  Chests  give  genuine  service,  are  handsome  in  appearance,  and  are  priced  low 
enough  to  attract  the  majority  of  people.    Send  us  a  trial  order  for  the  holiday  trade. 

WRITE  FOR  CA  TALOGUE 

D.  L.  SHAFER  &  COMPANY,  ST.  THOMAS,  ONTARIO 


mill!llllllil[|1IIIIIIIIIIIIIIMIIIIIIIIIIIMIIIIIIl[lillll[lllillllllllllllill)illlili; 


''i'.;:iiii'(iiMililiilll]iiiiliiiiiiiiiiiiii]iiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiMiMiiiMiiiiiiii![iiiiiii<;iiiii  iiiiim~ 


Write  us  to-day  for  particulars. 

Sole  Licensees  and 
Manufacturers 


Hourd  &  Co.,  Limited  P^M  [i 


November,  1919 


cJANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


13 


^qilllllMIM:illlMIMIMIIIIIIIIIIIIIIIIMIMi;l:IMIIIIMIIMIIIIIIIMIMIIIIIMIIIIinillMIMIIIIIIIIIIIIIIIIIIIMIIIIIIIIMIIIIMIIIIMIIIIMIIIIMN  ^IIIIMIIIMIIIIMIIIIIIIIIIMIIIIMIIMIIIIIIIIIIIIIMIIIIMIIIMiMIMIMIMIMMIMIMIIIIMIIIIIIIMIMIIIMIMIMIMIIIIIIIMMIMIMIMMIMIIMIMMIIIII^ 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 


Limited 


Owen  Sound 


Ontario 


I  Manufacturers  of  Medium  and  Hig^h-  | 

I  Grade  Dining  Room,  Bedroom,  Hall,  | 

1  Living  Room  and  Library  Furniture.  | 

I  Catalogues  sent  on  application  | 

VMIIJIIMIIIIMIIMIIMIIIIIIIIIIIIIIMIIMIIIIIIIIIMIIMIIIIIIIMMIIMllllllllllllllllMlllli:IIIMIIIIIIIMIMinilllllMIIMIMIMIM,lllllllll:IMM 
=^IMMIIIMIMIIIIIIIIIIIIIIMIIIi;illlllllJIIIIIIIIIIIIIIIIIIIIIIMIIIII|M,|ll|||l|||||MIMIMIIIMIIIIIIIMIIIIMIIIMIIIIIIIIIIIMIIIIII!MIIMIMIIM 


Upholstery  Springs 

Highest  quality  Upholsteiy  Springs, 
made  from  the  finest  grade  High  Car- 
bon  Steel  Wire,  oil  tempered  after 
the  coiling  operation,  thus  insuring 
uniform  strength  and  "No  Set."  Re- 
member, the  quality  of  your  High- 
Grade  Upholstering  depends  entirely 
on  the  quality  of  the  springs  you  are 
using. 

HELICAL  SPRINGS 

for  spring  bed  and  mattress  fabrics. 
Get  the  habit  ;   buy  Ce.nadian  springs 

James  Steele,  Limited 

Guelph,  Canada 


It  plays  ALL  records  on  ALL 
phonographs — Right  ! 


BemiSTER'S  „ 

SEUI-PEKMANENT  STYinc.  3«»15*^ 
usee  nmm  ^ — \  «-t/S 


CUm»Tet  SCRATCH  iKO 

'enaoueTimi  «  i 


wmouT  CHAneine. 
nirs  tu  sAPPHi/c 

AID 

.mcLE  DUOHBS. 


My  Stylus  is  now  being  sold  by  a  majority  of  the  principal 
Musical  Merchandise  Dealers  from  Halifax  to  Vancouver. 

100  Packages  retail  for  $15.00 
They  cost  you  -  9.00 
Your  profit  U      -  6.00 

The  permanent  display  carton  in  red  and  gold  is  given  free 
with  your  first  order. 

Good  Profit,  Good  Repeat,  Guaranteed  Sale 

Order  a  carton  to-day 

H.  A.  BEMISTER 

10  Victoria  Street  Montreal,  Que. 


^IIIIIIIIIIIIIIIIMIIIIMIMIIIMIMIMIMIMIIMMIIIIIMMIIMIIIIMIIIIIIIMI 


iiiiiiiii:ii!iiii::mii:i 


:iMli:iMIMIIIIIIIIIIIMIMIMMIIIIIlIIIIIIIIIIIMIIIIIIij;illll>IIIIIIIIIIIIIIIMIIM>IIMI|lllllllMIIIIII'IIIIIIIIIIIIIIIIMIIIIIIJIIIIIIIIIIL 


Sell  Your  Customers  Quality 

and  They're  SURE  to  Come  BacI^ 


We  have  the  come  back,  and  it  sure  is  a  puller. 
This  Imperial  Kapok,  given  half  a  chance, 
wiW  be  head  and  shoulders  above  anything 
you  have  on  your  floor —  a  leader  that  isHlUd 
with  comfort,  quality  and  the  real  100%  pure 
prime  Japara  Kapok — it  can't  be  beat  for 
finish,  quality,  and  appearance;  the  work- 
manship is  the  best,  and  only  a  high  grade  of 
ticking  used. 

Drop  us  a  few  words  and  let's  get  acquainted. 
The  benefit  will  be  mutual. 


The  lighter  Kapok  Mattress  indicates  the 
best  quality  material  used.  Full  5^2  inch 
border,  imperial  edge,  should  not  weigh 
over  30  lbs.  gross,  including  case. 


The  Canadian  Feather  &  Mattress  Co. 


LIMITED 


TORONTO 


OTTAWA 


'.lllllllllllMIIMIIIIIIIIIIIIIIIIIMIIMIIIIII 


IIIIIIMIIIIIIIIIIIIIIIMII'IIIMIIIIMMIIIiMIIIMIMMIMIIIIIIIiniillllllllMHIIIIIIIIMIIIIllMIMIMII.MIIIIIIIIIIIIIIIIIIMIIIIMMIIIIIIiniinri^ 
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ALL  DEALERS  WHO  WISH  TO  KNOW  ALL  THEY  CAN  ABOUT  PERIOD 
FURNITURE,  ORIENTAL  RUGS  AND  AMERICAN  ARTS  AND  CRAFTS 
SHOULD  SECURE  THESE  SPLENDID  VOLUMES. 


lliE  i'RACTICAI. 
BOOK  OP 
I  ^•if'n  T'i:RMTI,i<'!' 


The  Practical  Book  of  PERIOD  FURNITURE 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURE. 

With  250  illustrations.  A  special  feature  is  an  illustrative  chronological 
key  tor  the  identification  of  Period  Furniture.  Octavo,  handsome  decor- 
ated cloth,  in  a  box,  $6.10.     Postage  paid. 

The  Practical  Book  of  ORIENTAL  RUGS 

By  G.  GRIFFIN  LEWIS. 

New  Edition,  Revised  and  Enlarged.  With  20  illustrations  in  full  color. 
93  illustrations  in  doubletone.  70  designs  in  line.  Folding  chart  of  rug 
characteristics  and  a  map  of  the  Orient.  Octavo,  handsomely  bound, 
in  a  box,  $6.10.     Postage  paid. 

The  Practical  Book  of 

EARLY  AMERICAN  ARTS  AND  CRAFTS 

By  HAROLD  DONALDSON  EBERLEIN  and  ABBOT  McCLURt . 

American  glass,  Mexican  majolica  and  glass,  American  ironwork,  copper, 
brass,  lead  and  tin,  needlework,  silverplate  and  goldsniithing,  pewter, 
pottery,  decorative  painting  on  household  gear,  portraiture  and  allegori- 
cal painting,  coverlets  and  carpets,  illumination,  handblock  printing, 
carving  and  lace.  232  illustrations.  Octavo,  handsome  cloth,  in  a  box. 
$6  10.     Postage  paid. 


CANADIAN  FURNITURE  WORLD 
and  THE  UNDERTAKER 

32  Colborne  St.,  TORONTO,  Ont. 
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THE  "  MEAFORD "  LINE 


THE  MEAFORD  MANUFACTURING  COMPANY,  LIMITED 

MEAFORD  .  ONTARIO 


The  Meaford  Line  DININGROOM  SUITES  WARDROBES  SEATS  and  MIRRORS  BOOKCASES  LIBRARY  TABLE 
Comprises  MEDICINE  CABINETS      HALL  RACKS      JARDINIERE  STANDS    DESKS  CENTRE  TABLES 
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STROLLER  CREATIONS 


15 


15 


NEW 


SNAPPIEST  AND 
CLASSIEST— SO 


LLOYD  RIGS 
DON'T  BUY 


NEW 


15 


UNTIL  YOU  SEE 
LLOYD  SALESMEN 


IMMEDIATE 
DELIVERY 

GUARANTEED 


THE 

LLOYD  MFG. 

CO. 

MENOMINEE 
MICHIGAN 


LLOYD 
LOOM 
WOVEN 
BABY* 


LLOYD  LOOM  WEAVES 


TIMES  FASTER 
TIMES  BETTEPx 


30 


WORLDS 
ONLY  LOOM 
WOVEN  LINE 
ALL  OTHERS  HAND 

WOVE 
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No.  2027  Combination 


'X'HE  uniform  high  quality  of 
/  KNECHTEL  FURNITURE, 
the  handsome  designs,  the  grace,  the 
elegance,  the  practical  durability, 
coupled  with  the  perfect  workmanship 
on  every  piece,  makes  the  product  one 
of  real  distinction. 

Substitutes  of  lines  not  equal  to  the 
standard  your  trade  demands  may  be 
available,  but  their  use  entails  a  loss 
of  prestige  to  your  business. 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 


HANOVER 


ONTARIO 
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Prepare  for  a  big 
Santa  Claus  Trade 

SANTA  Claus  will 
be  abroad  in  the 
land  for  the  next 
two  months.  Santa 
Claus  will  be  a  "big 
buyer"  this  Christmas, 
and  he's  a  profitable 
customer  to  cater  to. 
He — and  his  wife — will 
be  looking  anxiously  for 

Express  Wagons, 

Toy  Wheelbarrows, 

Velocipedes  for  boys 
of  different  sizes, 

Tricycles  for  **good 
little  girls,'' 

Rowing  Cars, 

Boys '  Autos. 


Of  these  goods  the  Sid  way  line  offers  you  the  largest  stock  in  Canada — Attractive  in  design — sturdy 
in  workmanship — and  in  every  particular  up  to  the  established  Sid  way  standard. 

This  is  going  to  be  a  "big  Christmas"  for  the  Canadian  boys  and  girls.  Indications  point  to  a  tremendous  Christmas 
demand.    A  full  line  of  Sidway  products  puts  you  in  a  position  to  secure  a  profitable  share  of  it. 

Place  your  orders  now.    Secure  prompt  delivery.    Your  mail  orders  or  enquiries  will  receive  prompt  attention. 

SIDWAY  MERCANTILE  CO. 

Dufferin  Street       -  Toronto 


IM 
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GOLD  MEDAL  LINE 


The  Instrument  of  Distinction 


GOLD 
MEDAL 


PHONO- 
GRAPHS 


MODEL  "D" 


A  limited  quantity  in  all  designs  is  still  available  for  prompt  shipment. 
Send  your  order  at  once  to  insure  delivery  for  Christmas  trade. 

Absolute  satisfaction  guaranteed  in  every  machine. 


MODEL  "B" 


MODEL  "H" 


MODEL  "A3' 


The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

TORONTO         MONTREAL         WINNIPEG  UXBRIDGE 
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The  HARTSHORN  LINE 


STROLLERS 


SULKIES 


PULLMANS 


668-R  PULLMAN 


OUR  SALESMAN  WILL  CALL 


Our  specialty  this  year  is  Strollers.  Spruce  up  your 
stock  with  something  different.  We  use  only 
genuine  reed.  A  large  assortment,  no  limit  to 
design.    A  large  stock  always  on  hand. 


C.  H.  HARTSHORN  ^T/r 


D.  O.  McKINNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVERTISING  MANAOCR 


FurnitureVorld 


JAMES  O'HAGAN 
Wm.  J.  BRYANS 

EDITORS 


Published  by  The  Commercial  Press,  Ltd.,  32  Colborne  Street,  Toronto. 

Snbsciiption  Rate  $1.00  per  year  in  Canada,  Great  Britain  and  British  Colonies;  $1.50  to  the  United  States, 
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THE    FIRST    CALL    FOR  CHRISTMAS 
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None  too  soon  to  prepare  for  holiday  season — Suggestions  for  early  interior  and  window  display 
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ALREADY  the  C'hristmas  call  is  in  the  air,  and 
most  of  the  big  department  stores  all  over  this 
American  continent  are  beginning  to  play  up 
Santa  Clans  and  his  gifts.  Wouldn't  it  be  well,  then, 
for  the  retail  furniture  dealer  in  hU  sections  of  Canada 
to  plan  his  holiday  sales  schemes  now? 

One  of  his  first  moves  should  be  his  publicity  and  the 
dominant  no^e  in  all  his  advertising  sliould  be  in  ex- 
ploitation of  holiday  gifts  and  early  buying.  Dealers 
should  formu'ate  their  announcement  to  teach  the  gos- 
pel of  early  shopping,  to  lessen  the  nervous  and  physi- 
cal strain  to  the  dealers  in  Christmas  commodities  and 
their  overworked  emjiloyees.  By  the  exercise  of  a  little 
forethouglit  on  the  part  of  the  public  the  rush  and  con- 
fusion heretofore  concentrated  into  the  week  before 
Christmas  could  be  avoided,  and  the  time  is  now  op- 
portune to  put  into  practical  effect  the  avoidance  of  the 
mf.d  rush  by  deliberately  plannin.-?. 

"I'here  are  !wo  sound  arguments  for  early  Christmas 
shopping:  First,  the  selfish  argument  that  the  early 
buyer  has  a  wider  vari'^ty  to  select  from,  more  time  to 


make  his  choice,  and  better  servien :  second,  the  appeal 
in  behalf  of  the  salespeople.  We  all  realize  that  every 
one  of  us  who  does  take  the  trouble  to  buy  his  Christ- 
mas gifts  early  by  just  so  much  relieves  the  terrible 
eleventh-hour  Christmas  rush  under  which  the  selling 
force  often  break  and  wilt.  Most  of  us  realize,  too, 
that  by  failing  to  make  this  effort  Ave  are  violating  one 
of  the  tenets  of  the  Christmas  season  by  being  selfishly 
inconsiderate  of  others. 

But  tlie  number  of  early  Christmas-shopping  eon- 
verts  is  going  to  increase.  The  gospel  of  early  Christ- 
mas buying  is  being  preached  througli  the  advertising 
columns  of  the  daily  press.  This  new  note  in  holiday 
advertising  is  inspired  not  so  much  for  the  purpose  of 
profit,  as  by  the  new  humanity  in  business — by  the 
merchant's  wish  to  make  the  last  few  days  just  a  bit 
easier  for  his  weary  workers. 

Api^rove  or  uot.  the  practice  of  Christmas  giving,  the 
fact  remains  that  it  is  a  custom  so  firmly  established 
that  man.y  furniture  stocks  look  to  it  as  the  source  of 
the  year's  profits.    This  can  not  be  changed  in  a  mo- 
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:noi?t  Avithout  a  distiii'bance  of  '.^eonomie  conditions. 
Christmas  buying  is  an  establishod  custom.  Business 
v.^lios  upon  it.  ^lerchants  long  ;is'o  made  th?ir  j)ur- 
chase  of  g'ood.-i  for  what  is  kno-R-u  in  the  business  -world 
as  "the  Christmas  trade."  Money  is  invested  in  such 
jroods  many  of  Avhieh  have  only  an  immediate  season- 
able value.,  and  on  their  sale  depends  to  a  measurable 
extent  the  prosperity  of  thousands  of  dealers.    To  re- 


are  easily  made  aiid  df)  not  hyve  !!ie  same  objeetioas  as 
+  he  festoons.  They  are  eonstruered  of  long  strips  of 
flexible  wood  Avhich  can  be  obtained  at  any  planing 
mill.  These  covered  with  .spruce  i)oughs  can  be  ben  I  in- 
to shape  to  ^^orm  perfect  aj-ches,  stretchiiig  from  one 
side  of  the  store  to  the  other,  and  one  behind  another, 
from  eight  to  fifteen  feet  apart,  according  to  the  depth 
of  the  store.    If  these  are  sufficient !v  high,  they  r;an  also 


Aisles  laid  out  with  Christmas  goods  on  either  side  will  allow  jt  customers  inspecting  articles  and  suggest  sales. 


duce  receipts  from  this  source  would  mean  little  less 
than  disaster  for  many  .shops,  while  otheris,  financially 
stronger,  woidd  feel  the  pinch  seriousl.y. 

In  the  first  place,  the  (|uestion  of  space  must  be  con- 
sidered, for  a  store  which  Avil'l  attract  a  crowd  of  holi- 
day customers  must  have  room  fr:  that  crowd  without 
making  it  a  ?rowd.  Therefore,  it  will  be  well  to  have 
aisles  as  broad  as  pois.sible  and  to  concentrate  in  as 
small  a  space  as  possible  the  novelties  and  small  goods, 
of  course  not  crowding  them  to  the  inconvenience  of 
customers.  Broad  aisles  where  people  can  pass  each 
other  easily  Avithout  tripping  ovei'  the  heels  of  the 
salesmen  will  be  far  ])referable  '.o  narrow  aisles  and 
stuffy  cornei'S. 

This  point  settled,  the  dressing  of  the  store  is  next 
in  importance.  Be  sure  and  givp  a  Christmas  appear- 
ance. The  more  approved  plans  are  to  decorate  taste- 
fully with  evergreen,  holly  and  potted  plants.  Of  late 
years  the  use  of  tissue  paper  in  imitation  of  evergreen 
garlands  has  become  popular.  This  m.aterial  is  now 
made  firepi'oof,  a  distinct  advantage  in  point  of  both 
economy  and  safety.  However,  it  would  seem  all  the 
more  appropriate  to  use  real  evergreen  and  real  holly 
for  this  purpose,  although  manufasturers  are  now  plac- 
ing' on  the  market  .such  close  imitations  of  them  tlia<^  the 
frugal  storekt!eper  can  save  money  by  purchasing  these 
artificial  Christmas  greens  and  storing  them  for  us°  an- 
other yeai',  after  they  have  serve  !  his  purj^ose  this  sea- 
son. 

Interior  Displays. 

The  most  attractive  ways  in  ^vhich  these  matei'ials 
can  be  used  arc  in  the  form  of  f'>,-'toons  or  arches.  The 
objection  to  festoons  in  many  stores  especially  those 
having  low  ceilings,  is  that  the  decorations  are  apt  to 
get  in  the  way  of  the  customers  the  salesmen ;  and 
such  things  are  a  nuisance  in  a  bnsy  store.  However, 
if  the  ceiling  is  high  and  will  allow  of  graceful  garlands 
from  a  central  point  or  along  a  line  down  the  centre  of 
■        tlicv  make  very  pretty  decorations.  Arches 


be  used  as  silent  .sale.smen,  for,  suspended  from  them 
can  be  displayed  all  the  many  little  accessories  which, 
if  they  bear  their  cost  mark  so  that  the  customers  can 
easily  read  the  prices,  and  sales  .sl'-ould  result. 

Those  who  object  to  the  use  of  real  evergreen,  and 
v.'ould  prefer  something  that  will  dry  up  and  fall  to 
the  floor,  might  prefer  to  cover  these  arches  with  crepe 
paper  of  a  natural  green  color  with  here  and  there  an 
occasional  branch  or  twig  of  hoil.v.  and  one  can  make 
wreaths  of  holly  look  particularly  rich  if  ornamented 
with  bows  of  brilliant  red  ribbon  to  match  the  berries. 
Crepe  paper  is  nearly  as  effective  as  ribbon  for  this 
pnrj^ose,  and  much  cheaper,  and  en  be  had  in  the  exact 
shades  of  gref=n  oi'  red  desired.  1 1"  the  s'ore  is  electric- 
ally lighted  ojie  might  "bunch''  a  few  of  them  Avhich 
have  been  tinted  red ;  and  use  a  ft'asher,  or  he  might  ar- 
range them  in  the  form  of  a  rnotro  or  sign  apr.ropria'e 
to  the  store,  or  the  season.  One  of  "Welcome"  is  al- 
Avays  ap))ropnate,  AA'hile  others  suggesting  nresents  wiU 
make  business.  Have  a  separate  sign  giving  a  list  of 
presents  for  father,  another  for  mother,  and  one  each 
for  grandpa,  sister,  brother  and  baby.  If  you  can  sur- 
round these  signs  Avith  samples  of  such  srifts  as  Aveuld 
be  appropriaie  for  each,  they  Avill  certainly  be  effective 
in  bringing  ciistom. 

And  a  final  Avord  about  AvindoAv  display.  Smartness, 
daintiness,  novelty — these  should  be  the  characteristics 
of  furniture  displays  for  the  holidays.  And  of  these 
the  greatest  is  novelty.  Perhaps  there  is  nothing  ncAv 
under  the  sun,  but  at  least  new  A\ine  can  be  rut  up  in 
old  bottles,  and  if  .a'Ou  can  shoAv  nothing  ."bsolutely 
Mew,  you  can  at  least  shoAV  the  goods  in  a  i'-cav  way. 
Everybody  is  bidding  for  a  share  f.f  the  holiday  trade, 
and  t'lie  furiiiture  man  AAdio  can  first  catch  the  eye  of 
the  passing  croAvds  by  a  novel  AvindoAv,  and  get  them 
to  studying  is  in  a  fair  way  to  make  good  sales — 
jit-ovided  he  follows  up  his  "noveUv"  Avith  some  prac- 
fical  cards  calling  attention  to  the  specific  good  poin-fs 
of  th'^  line  he  is  ishoAving.   
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MAKE  YOUR  WINDOWS  SHOW  A  PROFIT 
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Use  displays  to  keep   up  interest — Make  results  profitable — Link  up   with  passing  events 
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TO  the  more  advanced  dealer  in  talking  machines 
the  displaj'  window  has  a  special  significance. 
It  is  more  than  merely  a  space  to  fill  with  some- 
thing— it  must  be  used  to  keep  the  public's  interest 
alive  by  always  looking  forward  to  a  new  or  novel  idea 
to  be  seen  therein.  This  type  of  dealer,  lays  particular 
stress  on  the  value  that  this  publicity  space  has  for 
his  industry,  and  he  sees  that  it  serves  his  purpose  well. 

Can  he  teel  that  this  expenditure  of  time,  cash  and 
energy  really  doe,s  profit  him  sufficiently  to  justify  it 
all?  Has  he  any  way  in  which  to  prove  this  to  be  a 
fact?  Yes,  there  are  times  when  results  can  be  traced 
directly  to  the  wii]dow  just  as  they  are  found  in  other 
forms  of  publicity — results  that  are  many  times  even 
more  profitable. 

Practically  all  kinds  of  publicity  are  going  to  cost 
money.  The  outlay  will  depend  uj^on  many  things  and 
the  returns  will  also  be  determined  by  other  essentials. 
The  window,  however,  is,  or  should  be,  the  least  expen- 
sive of  all  publicity  items.  Much  of  the  success  that 
can  be  achieved,  as  in  other  things  that  call  for  profit- 
able returns,  will  depend  upon  the  attention  that  is 
given  to  make  the  display  one  of  value.  If  the  dealer 
only  makes  an  ordinary,  commonplace  dis[)lay  how  can 
he  hope  to  I'er'eivo  in  return  more  than  an  ordinary 
jirofit  fiom  the  smnc?    He  must  work  along  oi'iginal 


means  of  keeping  alive  the  public's  interest  in  records 
that  will  become  a  part  of  the  event.  But  this  is  not 
all.  The  window  is  not  simply  filled  with  these  records, 
but  displays  are  made  at  times  that  will  bring  this  idea 
forcefully  to  mind.  Something  in  connection  with  the 
event  or  the  person  is  featured.  There  is  a  reason  or  an 
invitation  given  the  public  to  stop  and  inspect  the  dis- 
play. 

Does  this  help  to  sell,  records?  Can  it  not  be  made  to 
act  as  a  reason  for  the  sale  of  talking  machines,  too? 
Will  this  not  be  far  more  effective  than  an  ordinary  dis- 
play that  will  not  do  more  than  cause  a  glance  at  the 
same?   The  answer  must  be  in  the  affirmative. 

Here  is  another  store.  The  ideas  to  be  noted  are 
novel.  This  establishment  features  records  and  ma- 
chines. The  display  rooms  are  attractive  and  the  win- 
dows are  made  to  offer  a  help  in  the  sale  of  late  re- 
cords. In  a  very  recent  window  display  a  feature 
was  made  of  the  prohibition  idea.  There  was  a  display 
that  brought  forcibly  to  tnind  the  late  records  that  car- 
ried the  topical  songs  bearing  on  this  idea.  The  dis- 
play was  novel,  it  was  attractive  and  it  was  timely,  too. 
That  is  the  note  that  should  be  sounded.  Have  it  up  to 
date,  if  anything,  and  give  preference  to  the  late  hits 
that  are  in  the  public  minds. 

Have  something  in  the  windows    that    will  appeal 
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A  tasty  aiTangeiiient  of  fitr- 
iiitiire  ill  the  window  will 
ii'Uic.ubtedly  greatly  in- 
crrase  sales.  Heie  is  a  dis- 
lilay  whii'li  shows  thous'lit 
and  care. 


lines  to  win  out.  And  this  kind  of  a  window  will  pay  a 
l)rofit. 

Let  us  take  for  an  exaniple  some  of  the  (ienlei's  who 
are  giving  the  nuittei'  of  unique  window  display  some 
special  consideration.  We  have  in  mind  one  store  that 
does  not  often  overlook  an  opportunity  to  take  advant- 
age of  every  incident  that  will  help  to  increase  the  sales 
of  records.  Any  singer  of  reputation,  any  musician 
who  visits  the  city,  any  event  that  is  of  more  than  pass- 
ing note,  all  these  are  made  to  serve  as  only  another 


and  make  the  passerby  stop  and  at  least  ins])ect  the 
display.  By  means  of  a  hint  there  will  be  offered  a  rea- 
son for  making  the  looker-in  a  pi'ospective  purchaser 
of  these  records.  Ft  is  the  forceful  reminder  that  makes 
the  public  buy  in  many  cases.  If  you  do  not  give  them 
the  cue.  how  can  you  hope  to  see  them  enter  your  store 
and  ask  foi-  a  record  that  would  not  otherwise  be 
thought  of?  If  you  are  going  to  depend  upon  them 
coming  of  their  own  accord  often  you  will  find  that 
there  will  be  a  number  of  sales  missed.  'I'he  public  must 
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be  given  tbe  hint  tbat  makes  it  think.  Do  you  not  fully 
grasp  this  in  connection  with  your  own  purchases? 

Why  do  you  at  times  make  a  purchase  that  might 
otherwise  escape  you  after  you  have  seen  it  in  some  at- 
tractive window?  No,  it  is  this  reminder,  this  face-to- 
face  invitation,  that  puts  it  up  to  you  to  act  then  and 
there.  There  is  that  impelling  power  that  draws  you  in- 
side the  store,  and  it  is  often  more  forceful  than  any 
other  form  of  publicity.  You  want  just  that  reminder 
that  makes  it  a  matter  of  quick  purchase.  Had  this 
not  been  given  you  at  this  time — ^this  moment  when  you 
were  passing  that  store— you  might  not,  often  would 
not,  give  it  any  thought  at  all. 

Therefore,  why  not  offer  the  public  a  logical  reason 
for  stopping  at  your  store  and  entering  therein?  Why 
not  have  your  Avindow  made  et¥ective,  and  in  this  way 
force  the  prospective  customer,  the    one    whom  you 


would  not  even  hope  to  get  in  any  other  manner,  to 
seek  you?  The  first  visit  might  lead  to  other  .sales  and 
you  can  readily  see  the  value  of  the  first  sale.  It  is  an 
introduction  to  your  store.  Via  the  clever  window  in- 
vitation route  you  come  to  see  that  it  makes  these  wav- 
ering customers  real  ones.  And  that  is  the  object  that 
makes  your  show  window  what  the  name  implies.  It 
is  to  show  the  public  that  you  are  in  dead  earnest. 

Consider  the  many  large  stores  to-day  giving  the  dis- 
play feature  of  their  window  the  proper  degree  of  at- 
tention. Does  it  paj^  them  to  do  so?  Their  success  in- 
dicates that  it  does.  Just  think  of  the  vast  .sum  that  is 
annually  spent  in  this  one  direction  to  attract  and  to 
arouse  in  the  public  mind  that  very  special  considera- 
tion that  demands  so  much  of  an  outlay.  If  the  suc- 
cessful merchants  of  the  country  can  find  it  a  profitable 
investment,  surely  you  can. 


INTRODUCING  NEW  LINES  VIA  WINDOWS 
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One  of  the  best  means  of  publicity — Making  the  display  effective — Applying  recognized  principles 


NOTHING  that  you  can  do  will  add  more  to  your 
profit  account  than  the  study  of  human  nature  in 
the  selling  end  of  your  business  than  the  work- 
ing up  of  business  on  goods  of  quality,  which  are 
goods  of  profit,  for  is  it  not  so  in  the  eyes  of  a  pur- 
chaser that  "the  recollection  of  quality  remains  long 
after  the  price  is  forgotten?" 

One  of  the  best  means  of  introducing  a  new  line  is 
through  your  store  window.  And  a  feature  that  adds 
much  to  the  etfeetiveness  of  display  is  the  symmetry 
with  which  the  articles  that  go  to  make  up  the  whole 
are  arranged. 

Care  must  be  taken  not  to  bring  the  articles  of  dis- 
play into  juxtaposition  so  that  they  will  clash  or  other- 
wise interfere  with  their  separate  or  combined  in- 
fluence on  the  public. 

The  general  effect  which  is  another  important  point 
in  the  make-up  of  a  successful  display — must  always  be 
kept  in  mind.  A  good  general  effect  is  probably  second 
onh'  to  a  good  special  feature  in  attracting  attention 
first  to  the  display  and  then  to  the  merchandise  ex- 
ploited. 

Another  point  to  consider  in  the  make-up  of  a  display 
is  workmanship.  Nothing  does  more  to  spoil  the  effect 
and  discredit  an  otherwise  satisfactory  display  than  a 
dowdy  and  slovenly  handling  of  goods.  The  result  in- 
creases in  proportion  to  the  grade  of  goods  shown, 
having  the  effect  of  cheapening  and  detracting  from 
the  real  worth,  and  of  course  the  better  the  goods  are 
the  more  they  suffer  in  proportion. 

The  importance  of  displaying  merchandise  for  sale 
has  always  been  recognized;  but  the  practice  of  apply- 
ing the  principles  of  artistic  skill  and  taste  to  this  work 
is  a  comparatively  modern  innovation.  The  value  of  at- 
tractively displaying  merchandise  cannot  be  over- 
estimated. It  compares  with  all  other  forms  of  public- 
ity in  impressing  the  average  individual,  as  the  con- 
crete in  any  line  of  exemplification  compares  with  the 
abstract. 

All  other  forms  of  publicity  require  the  excise  of  the 
imagination  in  order  to  obtain  a  fair  grasp  of  the  sub- 


ject under  consideration ;  while  the  proper  display  of 
an  article  appeals  directly  to  the  desires,  and  at  once 
creates  a  want.  It  suggests  and  emphasizes  both  the 
lack  and  the  desirability  of  possession,  and  sets  in  mo- 
tion the  train  of  consideration  that  ends  in  sales. 


CHECKING  UP  SHIPMENTS. 

We  have  always  advised  dealers  to  carefully  cheek 
up  shipments  of  goods  received  to  make  certain  that 
they  receive  their  full  count  and  weight.  Not  that 
those  whom  the  dealer  buys  from  are  apt  to  be  dis- 
honest, but  shippers  are  only  human,  and  therefore 
liable  to  err. 

The  old  advice,  "Count,  measure,  weigh  or  gauge 
everything  you  buy,"  is  just  as  good  to-day  as  it  ever 
was. 


A  CARD  INDEX  OF  NEW  CUSTOMERS. 

Keep  on  friendly  terms  with  your  possible  customers. 
The  furniture  merchant  in  the  small  to\\Ti  can  easily 
make  a  card  index  of  the  trade  and  prospects  in  his 
territory.  Send  the  customers  and  those  who  have  not 
yet  started  to  trade  with  you  a  letter  or  a  circular  occa- 
sionally. Mail  them  reprints  of  your  advertisements. 
If  you  are  making  any  special  offers  these  should  be  in- 
eluded.  If  they  come  to  you  for  some  article  your  com- 
petitor has  run  short  of,  do  eveiwthing  you  can  to  ac- 
commodate them. 

You  will  soon  find  that  your  trade  is  increasing. 
These  customers  will  appreciate  the  fact  that  you  keep 
them  so  well  in  mind,  and  will  try  to  show  you  that  the 
attention  is  appreciated.  The  card  index  is  the  simplest 
form  of  remembering  to  invite  them  to  come  into  the 
store  and  look  at  furniture.  It  also  is  a  good  record 
of  the  different  mail  matter  you  have  sent  them.  Be- 
sides it  will  tell  you  whether  your  use  of  the  mail  for 
advertising  is  bringing  you  any  direct  returns.  It  will 
bring  good  will  at  any  rate. — Southern  Furniture  Jour- 
nal. 
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How  Are 
Your  Windows 
Lighted  } 


Gel  best  puhlicily  possible 
da\)  and  night. 


Example  of  an  Ontario  firm  which  believes 
in  good  window  lighting. 


iiiMiiiiiiiiiiiiiiii  mill  III!  iMiiiiiiiiiiiiiiiiiiiii  I  iiiiiiii; 
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THE  display  of  merchandise  in  your  show  windows 
by  night  is  a  most  important  consideration  and 
is  one  which  very  few  merchants  have  been  able 
to  study.    The  following  brief  suggestions  may  be  of 
some  assistance  to  those  struggling  with  the  problem. 

The  main  principle  of  proper  display  window  light- 
ing is  to  arrange  the  lights  so  that  they  shine  on  the 
merchandise  displayed  and  not  into  the  eyes  of  the 
passers-by.  Lights  exposed  to  view  are  bound  to  dis- 
tract the  ej-e  from  the  object  and  this  fault  should  be 
carefully  guarded  against. 

There  is  great  monotony  in  window  lighting  and  it  is 
a  monotony  oi  poor  lighting  arrangements.  Windows 
are  too  often  lighted  by  the  bare  strip  lights  on  either 
side  or  by  single  or  a  group  of  exposed  lights  in  the 
centre.  The  first  invariably  cause  a  glare  that  con- 
ceals as  much  as  lights  its  merchandise  while  in  the 
second,  the  exposed  lights  waste  their  brightness  on 
side  walls  where  no  merchandi.se  is  displayed. 

A  few  months  ago  a  merchant  in  one  of  our  large 
Canadian  cities  investigated  the  problem  of  lighting  his 
windows  in  the  most  effective  manner.  At  that  time  his 
lighting  was  done  by  a  single  100-watt  tungsten  lamp 
in  the  centre  of  the  window.  He  had  this  removed, 
substituting  at  the  top  of  the  wnidow  close  to  the  ceil- 
ing and  near  the  glass  two  lights  of  40-watt  size  and 
placed  in  opaque,  silver-coated  reflectors  so  that  the 
rays  were  directed  downward  and  inward.  These 
lights  were  hidden  from  the  street  by  a  short  curtain 
hung  across  the  window.  The  iiajtrovement  both  in  ap- 
pearance and  lighting  was  remarkable  and  upon  in- 
vestigation he  found  the  new  arraiigeraent  cost  him  le.ss 
in  upkeep. 

Windows  are  best  lighted  by  a  row  of  lights  across 
Ihe  top  close  to  the  ceiling  and  near  the  glass..  To  meet 
varied  re(|nirement.s  there  had  best  be  two  circuits  of 
outlets  spaced  in  12  in.  centres.  A  display  of  dark  mer- 
chandise rerjuires  more  light  than  white  or  light  colored 
merchandise  so  that  an  arrangement  that  permits  the 
merchant  to  vary  the  amount  of  light  is  an  advantage. 

Certain  objects  lose  much  of  their  attractiveness  in 
both  color  and  design  under  a  white  light.  Richly  fin- 
ished pianos,  beautiful  rugs  and  tapestries  look  like 
cheap  imitations  under  such  a  light.  The  best  way  to 
display  such  articles  is  by  the  use  of  an  amber  colored 
light — an  effect  that  can  be  secured  easily  by  dipping 


the  lights  in  a  colored  solution.  A  more  elaborate  sys- 
tem is  a  series  of  color  frames  below  the  r'efleetors,  but 
this  is  only  possible  when  the  lights  are  close  to  the 
ceiling. 

The  best  reflector  obtainable  is  the  cheapest.  Many 
merchants  make  the  mistake  of  using  steel  reflectors 
with  an  alumixium  inner  surface.  This  type  of  reflector 
costs  very  little  but  is  the  most  expensive  in  opera- 
tion. With  the  same  size  lamp  a  glass  reflector  with  a 
silver  reflecting  surface  will  reflect  twice  the  amount  of 
light.  Conseipiently  by  using  the  latter  type  of  i-e- 
flector  half  the  number  of  lights  are  necessary,  and  a 
marked  difference  in  cost  of  upkeep  is  the  result. 

Reflectors  such  as  prismatic  glass  that  permit  a  large 
part  of  the  light  to  be  transmitted  to  the  ceilings  and 
walls  where  light  is  not  needed,  are  too  wasteful  and 
should  not  be  used. 

Window  lighting  equipment  is  not  ornamental  and 
should  not  be  visible.  They  should  never  be  placed 
•across  the  bottom.  When  so  placed  they  create  a  "flat" 
appearance  not  at  all  desirable. 

A  background  in  a  lighted  window  should  not  be  of 
polished  woodwork  or  other  highly  reflecting  surface. 
If  it  is  a  row  of  white  reflections  is  the  result.  This 
defect  can  be  remedied  by  putting  a  thin  curtain  be- 
hind the  reflectors. 

A  Christmas  window  display  just  now  is  especi- 
ally appropriate.  Some  of  the  big  stores  go  to  great 
expense  in  making  up  displays  with  a  Christmas 
tinge.  For  the  small  dealers  big  expense  is  not  neces- 
sary. 

Some  firms  carry  their  Christiiias  ideas  into  show 
cards  as  well.  One  used  recently  by  a  dealer  had  tlie 
words  "Christmas  Sale"  in  a  border,  along  the  top 
of  which  ran  a  grape  vine  and  grapes,  while  a  cluster 
showed  just  below  the  border  to  two  points.  Under  the 
initial  "C"  Vv'as  the  drawing  of  a  large  Cliristinas 
turkey,  with  tail  feathers  proudly  raised.  Two  sizes 
of  cards  were  used,  one  15  by  12  inches,  and  the  other 
half  that  size. 


There  is  a  lot  of  good  space  in  your  store  thni^  is  not 
working  for  you.  Why  not  put  some  ma'Mif-'cturers' 
signs  and  hangers  in  that  space  and  profit  by  their 
message? 
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1  Prince  Edward  Island's  J 
I  Large  New  Furniture  Store  | 
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"Activity"  is  an  outstanding  characteristic  around 
the  R.  T.  Holman,  Limited,  department  store,  at  Sum- 
merside,  P.E.I.,  during  the  past  few  weeks,  and  this 
activity  is  seemingly  intensified  as  the  weeks  and 
days  pass.  Their  new  buildings  are  rearing  themselves 
majestically.  Where  once  stood  a  warehouse  ^here  is 
being  constructed  the  most  modern  and  up-to-date 
furniture  establishment  in  Eastern  Canada. 

The  walls  of  these  buildings  are  being  made  extra 
thick,  and  are  fitted  with  the  most  modern  system  of 
lights  known.  A  most  imposing  corner  entrance  is  be- 
ing constructed  and  no  expense  is  being  spared  to  make 
the  Holma]i  establishment  the  maximum  in  convenience 
and  comfort  to  their  patrons. 

The  new  furniture  section  being  built  on  the  site  of 
the  old  warehouse  measures  61x124  feet,  the  four 
floors  of  which  Avill  be  devoted  entirely  to  furniture 
and  housefurnishings.  A  third  powerful  hot  water 
heating  plant  is  being  installed  in  this  section,  floors 
will  be  finished  in  selected  hardwood,  walls  and  ceil- 
ings plastered. 

The  section  being  constructed  between  the  two  build- 
ings will  be  occupied  by  the  china,  crockery,  fancy 
goods,  toys,  and  smallwares.  Two  entrances  will  be 
built  in  this  section  with  the  most  improved  display 
windows  between  these  doors.  A  rear  stairway  leads  to 
the  second  floor,  which  will  be  devoted  to  a  completely 
equipped  toyland.  On  the  first  landing  of  this  stair- 
way will  be  loeated  the  advertising  and  buying  office 
for  the  section. 

A  large  amount  of  propevt)^  and  a  niimber  of  build- 
ings, adjoining  the  Holman  property  have  been  accjuir- 
ed  and  extensions  and  additions  are  added  in  order  to 
secure  the  increased  warehouse  space  necessary.  The 
executive  offices  will  also  come  in  for  remodelling  on  a 
vast  scale.  These  offices  will  be  extended  to  the  east 
wall  of  main  store.  There  will  also  be  installed  parcel 
rooms,  rest  rooms,  etc.,  for  the  convenience  of  Holman 
patrons. 


The  different  sections  of  the  store  Avill  be  connected 
by  a  s^-stem  of  arches  permitting  the  customer  to  pass 
from  one  department  to  another  with  the  least  possible 
inconvenience. 

The  approximate  length  of  Holman 's  retail  .store 
when  completed  will  be  270  feet,  which  as  a  New  York 
paper  stated  recently  is  "the  largest  known  store  in  the 
world  in  proportion  to  the  population  of  the  town  in 
which  it  is  located." 

The  indomitable  enterprise  and  energy  of  the  heads 
of  this  firm  are  admirable.  The  Holman  firm  is  bring- 
ing fame  to  Prince  Edward  Island  through  the  wide 
circulation  of  their  Catalogue  in  Nova  Scotia,  New 
P>rnnswick,  Quebec  and  elsewhere,  as  their  success  in 
meeting  aii^  beating  all  Canadian  competition. 

The  gri^i'vvth  of  this  firm's  business  has  been  phenom- 
enal during  the  past  few  years.  This  is  exceptionally 
true  of  their  mail  order  business.  With  their  new  pre- 
mises there  is  little  doubt  but  that  they  will  forge 
ahead  even  more  rapidly  in  the  future  than  they  have 
in  the  past. 


STANDARDIZATION  OF  HOURS  AND  WAGES. 

The  ({uestion  which  received  the  greatest  considera- 
tion at  the  meeting  of  Furniture  IManufacturers,  held  in 
Toronto  on  October  14th  to  consider  the  matter  of  im- 
proved conditions  for  furniture  workers  in  Ontario, 
was  the  matter  of  standardization  of  hours.  There 
seems  to  be  a  strong  tendency  towards  a  50-hour  work- 
ing week,  and  we  are  informed  that  the  Stratford  fac- 
tories, as  well  as  fiirniture  plants  in  some  other  places, 
have  recently  adopted  this  practice. 

In  view  of  the  marked  scarcity  of  finished  goods  at 
the  present  time,  we  consider  it  would  be  in  the  com- 
mon interest  of  the  employee  and  employer  to  operate 
the  factories  for,  say,  54  hours  weekly,  but  upon  the  re- 
turn of  normal  conditions,  we  believe  that  the  manu- 
facturers would  be  well  advised  to  adopt  generally  the 
principle  of  a  50-hour  week,  as  well  as  to  arrange  for 
a  uniform  scale  of  wages  among  the  different  classes 
of  furniture  mechanics  and  improvers. 

This,  we  are  satisfied,  would  go  a  A-ery  long  way  to- 
ward dissipating  the  feeling  of  unrest  which  exi.sts  at 
}:)resent  among  a  large  number  of  workmen  in  our 
woodworking  plants. 
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Children's  furniture  lias 
proven  a  profitable  line 
for  the  furniture  dealer 
this  year,  and  the  three 
pieces  shown  herewith, 
made  by  the  Stratford 
Manufacturing  Co.,  Ltd., 
are  particularly  worthy 
of  mention.  Chair  No. 
54  and  tables  Nos.  57 
and  77.  Tables  are  19 
in.  high  with  to|>s  18  in. 
in  diameter,  decorated 
with  transfers. 
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From   an   address   delivered   at  New   Orleans   Advertising   Convention  by  Merle  Sidener 


iiiiiiiiiiiiiiiiii' 


ADVER'l  tSING  is  no  longer  regarded  by  business 
men  as  a  necessary  evil.  Rather,  they  look  upon 
it  as  •'Rsential  to  large  growth  and  permanent 
success.  The  growing  importance  of  confldenee  as  a 
business  asset  is  the  basis  upon  which  it  is  safe  to  pre- 
dict that  the  iruth-in-adverri,sing  movement  is  not  yet 
out  of  swaddiing  clothes.  And  this  condition  justifies 
us  in  an  attempt  lo  look  into  the  future  of  the  move- 
ment. In  fact  vv^e  are  compelled  to  consider  future 
possibilities  if  we  are  true  to  the  responsibility  for  ser- 
vice which  we  have  assumed  Not  that  the  Associated 
Advertising  Clubs  has  set  itself  up  as  the  custodian  of 
truth,  but  ratner  that  we  must  serve  where  we  are  best 
fitted.  And  as  the  recognized  representative  of  organ- 
ized advertising  we  are  the  logical  force  upon  which 
should  rest  the  responsibility  for  making  advertising 
efficient. 

It  is  not  necessary  here  to  call  atte!!tion  to  the  mpid 
growth  of  advertising  as  a  business  force.  But  in  order 
to  view  in  prospect,  the  possibilities  of  the  truth-move- 
ment, we  must  have  in  mind  the  fact  that  advertising  is 
no  longer  regarded  as  merely  a  necessary  evil,  but  that 
the  business  vorld  now  accepts  advertising  as  essential 
to  large  gro\-\  th  and  permanent  success. 

What  advertising  has  attained  is  in  some  degree  in- 
dicative of  what  it  may  yet  accomplish.  Yet  I  venture 
to  say  that  tne  wildest  dreams  of  the  most  prominent 
idealist  to-dav  would  seem  far  from  visionary  if  com- 


pared with  ar-tual  position  of  advertising  in  the  busi- 
ness world  ten  years  from  to-day. 

Advertisin'4'  is  education.  It  will  become  the  most 
potent  medium  for  the  dissemination  of  authorized  in- 
formation in  all  lines  of  activity.  Advertising  will  be 
1  he  means  of  carrying  out  that  greatest  of  all  sales  mes- 
sages— "Take  the  Gospel  into  the  utierm^ost  parts  of 
;ne  world."  Advertising  will  duplicate  the  pulpit's  in- 
fluence a  million-fold  in  preaching  the  doctrine  of^ 
neighborline.-s.  Advertising  will  teach  the  worker  to' 
be  Avorthy  of  his  hire  and  it  wil'  inspire  the  employer 
to  pay  a  fair  day's  wage  for  a  fair  day's  work.  Ad- 
vertising'will  disseminate  the  knowledge  that  the  fund- 
amental factor  in  industry  i:i  the  amount  of  production 
obtained  per  unit  of  labor  or  e&ort. 

Advertising  has  been  used  largely  as  a  means  t-^  in- 
crease the  sa'e  of  merchandise.  It  w'll  always  have  an 
important  place  m  the  distribution  system.  But  the 
future  holds  in  store  for  advertising,  greater  oppor- 
tunities for  s;rviee  to  mankind  than  have  yet  been 
thought  of.  What  these  new  lines  of  service  may  be, 
Lire  not  apparent  to  us  to-day.  But  a  realization  of  the 
fact  that  new  and  undiscovered  opportunities  av/ait 
those  of  us  who  are  engaged  in  the  business  of  ad- 
vertising, malie.s  it  necessary  that  we  be  prepared  and 
ci|uipped  fo'.'  these  developments  whenever  and  where 
ev^r  they  come. 

The  truth  movement  is  essential  to  the  maximum  sue- 


Economy  in  the  Home—Real  Economy 


Boy  CRESCENT  Furniture  a( 
CRESCENT  Savings  in  price.  Beloi% 
placing  your  order  examine  our 
piple6-lags.  You  will  alwA^^s  be  pifeased  wilb  our  ^uaUly.  For  November  we  offer  spectal  concessions.  "You,  are  bound  to  be  satislied." 


JROCJKER 

In  IfaRiiUAn  Hoanlah.  MlnillM 

■""*-' '$8.10 


Worlb  SO  Per  Ceqt 
Above  Oor  Price 


(illllll 


"$8.90 


mNING-ROaM  SUITE 


8Uf Fcr  ow 


Comt^l^te  Set,  S4,9.TS 

,    (21  7fc       CH^lrtB.  ft  SMALL.  I  ApM  ...  -  fiO.Tt       TABLE.  <  FT, 


WELL  WORTH  WHILE  TAKING 
ADVANTAGE  OF 


"$9.50 


OPEN  SATURDAY  NIGHT 
TILL  10  O  CLOCK 


Kitchen  Tables 


Help  Your  Counlry-Buy  a  War  Loan  Bond— Belp  Win  fee  War] 


Mall  Orders  Promptly  Filled.  OuI-oI-Towd  Residents,  send  lor  Big  Free  Catalogue. 
We  Sblp  lo  Any  Pai-t  ol  Canada.  Save  2S  per  Cent. 


SjjMclal  Valse,  tiS.7S 


For  Any  Room,  a  r 
Handy  t;;ible 


EXTRA  SPECIAL 


.  $4.50 


SHOWROOWS 


179  Bannatyne  Ave..  East 

0P£N  SATUAOAY  TIU.  10  P.M- 

Casb  Only  Casb  Only 


l^l^r      HoMt        F  URNISHERS 


179  Bannalyne  Ave.,  tks\ 

F,..r<h  Floor~F„.t  do«r,  ,,11  ^  M4ln  t, 

PhODCS  Main  2400-2401 


Winnipeg  dealers  wlio  lieiieve  tlial   ailvi']  t  isiiiu  lias  liei'ii   lielpf\il   in   (lieir  sueeess. 
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eess  of  advertising.  Only  efficient  advertising  can  sue 
eced  permanently  and  only  stcietly  trnthful  adv?rtis 
ing  is  efficient  We  still  have  those  to  fight  who  de- 
liberately seek  to  use  advertising  illegitimately,  bnt  the 
larger  and  more  dangerous  element  is  that  minority  of 
business  men  who  have  not  yet  learned  that  honesty  is 
the  only  policy.  There  is  no  such  thing  as  a  v^^hite  lie, 
especially  in  advertising.  A  statement  is  either  true 
or  untrue.  Oui  movement,  therefore,  miist  set  for  its 
objective,  the  carrying  of  our  message  to  all  people 
evejywhere.  Not  until  every  man,  woman  and  child 
has  learned  to  be  truthful  and  to  require  those  with 
whom  they  come  in  contact  to  be  truthful,  will  our 
movement  have  succeeded.  Trrtnopsible  idealism?  No, 
merely  applied  common  sense. 

We  will  all  agree  that  only  right  survives  and  that 
only  honesty  builds  permanently.  With  that  as  the 
basis,  intellit^ent  reasoning  carries  \is  to  the  point 
where  this  fundamental  truth  must  be  universally  ac- 
cepted and  nroctised.  What  is  true. .must  be  believed 
liy  nil,  not  by  a  few. 

While  our  especial  concern  i.s  for  the  application  of 
truth  to  advertising,  we  can  not  be  technical.  The  ad- 
vertisement is  merely  the  reflection  of  the  advertiser. 
His  business  policy  must  be  honest  or  his  advertising 
can  not  be  trathful.  And  the  business  policy  is  formu- 
lated by  the  individual.  So  our  message  must  ulti- 
mately reach  all  individuals  and  convert  all  individuals. 
Therefore  a:i  analysis  of  the  greater  truth  movement 
may  be  made  Jilong  strictl}^  business  lines.  We  have 
a  service  to  dispose  of — a  service  recognized  as  funda- 
mentally correct.  We  know  that  there  is  a  market — 
an  almost  urd'.mited  market.  There  is  a  universal  de- 
mand for  whet  we  have.  This  demand  is  not  always  a 
conscious  deirand.  but  the  mere  offering  of  what  we 
have,  awakens  the  demand.  Where  there  is  a  good 
product  and  an  existing  market,  there  is  a  means  for 
bringing  the  two  together.  Our  problem  is  therefore 
that  of  distribution. 


CONNECTIVE  ADVERTISEMENTS  HELP  SALES. 

Connective  advertisements  could  take  up  the  various 
stages  in  the  manufacture  of  a  rug.  The  descriptions 
should  be  written  in  a  vivid  but  non-technical  way. 
These  advertisements  would  impress  readers  with  the 
skill  required  to  produce  a  fine  floor  covering,  and 
make  them  more  willing  to  pay  a  higher  price  for  bet- 
ter grades.  Such  a  series  would  indirectly  convey  the 
impression  of  the  store's  authority  and  reliability  on 
rugs.  Once  sell  the  public  on  the  fact  that  your  store 
is  a  dependable  place  to  select  floor  coverings,  and  you 
immediately  remove  yourself  from  the  battle  ground  of 
competition  that  deals  only  with  price  comparisons. — 
Furniture  Trade  Review. 


USING  A  LEADER  AS  ADVERTISEMENT. 

If  you  decide  on  advertising  a  "leader"  you  should 
make  the  price  so  low  and  the  value  so  attractive  that 
it  will  be  triily  a  "leader"  in  every  sense  of  the  word. 
A  certain  hardware  dealer  in  one  of  our  large  towns 
last  year  purchased  8  gross  of  trolling  spoons.  These  he 
had  formerly  sold  at  10  cents  each,  paying  60  cents  a 
dozen  for  them,  and  generally  selling  about  twenty 
dozen  during  the  season.  The  8  gross  of  some  40  dif- 
ferent sizes  and  patterns  he  bought  for  $4.80  per  gross. 
He  made  a  "leader"  for  all  that  season  of  spoon  baits 
and  sold  the  entire  8  gross.  He  sold  the  article  at  iust 
half  its  regular  price  and  made  a  fair  profit  besides 
bringing  in  much  additional  trade. 


AN  OPPORTUNITY  AND  NECESSITY. 

Some  one,  somewhere,  at  sometime,  gave  voice  to  the 
assertion  that  when  business  is  good  advertising  is  an 
opportunity,  A\'hereas  when  business  is  dull  advertising 
is  a  necessity.  There  are  no  correspondingly  small 
number  of  words  which  so  accurately  sum  up  the 
fundamentals  of  modern  merchandising.  That  adver- 
tising is  a  cogent  force  in  retailing  at  present  is  com- 
ing to  be  more  and  more  understood  by  every  alert 
merchant.  The  result  is  that  newspapers  are  finding 
it  increasingly  easier  to  interest  their  local  business 
men  in  printed  salesmanship.  The  gospel  is  spreading. 
More  thought  is  being  given  to  good  and  bad  copy.  Re- 
tailers are  srudj^ing  the  advertisemf^nts  of  city  depart- 
ment stores,  m.ail  order  houses,  and  other  like  mer- 
chandising concerns  with  the  thought  of  improving 
the  quality  of  the  copy  Avhich  they  use. 


WHAT  ADVERTISING  SHOULD  DO. 

What  should  advertising  do?  According  to  Prof. 
Perry  F.  Nichols  of  the  University  of  Wisconsin  the 
merchant  who  would  successfully  advertise  should  do 
three  things : 

First:  He  must  analyze  his  merchandise  to  find  out 
its  selling  points;  and  must  then  analyze  his  prospec- 
tive customers  in  order  to  know  which  selling  points 
will  appeal  most  strongly  to  them. 

Second :  He  must  tell  the  story  of  his  merchandise 
in  an  intelligent  and  appealing  manner  in  order  to 
arouse  the  buying  desire  of  his  audience. 

Third :  He  must  select  an  effective  medium  to  take 
his  message  to  the  public. 


SIMPLICITY  OF  LAYOUT  ESSENTIAL. 

Let  simplicity  in  la.yout  be  the  uppermost  thought 
in  your  mind  when  making  your  show  cards  and  the 
chances  are  very  much  in  your  favor  that  your  card 
will  be  easily  read.  The  other  essential,  besides  the 
ability  to  do  presentable  lettering,  is  the  preparation  of 
copy. 

There  is  no  other  language  as  forceful  as  ours  for 
the  purpose  of  advertising  and  it  is  astonishiiig  the 
number  of  words  of  one  and  two  syllables  we  have  at 
our  disposal. 

How,  then,  can  the  beginner  cultivate  the  writing  of 
copy?  Simply  make  a  regular  habit  of  reading  the  acl'^ 
of  high-class  stores.  Do  this  every  day.  Cull  out  sent- 
ences here  and  there.  Write  them  down.  Learn  to 
substitute  a  different  Avord  now  and  then.  If  you  can 
afford  it  buy  a  large  unabridged  dictionary.  Put  in 
fifteen  minutes  each  day  reading  a  dictionary.  You 
will  not  find  it  as  dry  as  you  think.  Instead,  vow  will 
find  it  rather  interesting. 


PUBLISHING  UNDER  DIFFICULTIES. 

The  New  York  trade  papers  are  coming  along  now 
late  and  i)i  abbreviated  form,  owing  to  the  pressmen's 
strike.  Some  of  the  publishers  have  fone  to  great 
lengths  in  getting  out  "emergency"  editions,  and  these 
show  much  ingenutiy. 

The  Furniture  Trade  Review  i,s  one  of  these.  Run 
off  on  a  mineograph  from  a  typewritten  waxed  original, 
naaes  are  given  to  ads.  and  ne'vvs  matter.  Th^re  are 
the  naner  is  of  twelve  pages,  foo^scao  size.  Alternate 
no  illustrations. 
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HOW  TO  WIN  SUCCESS  AS  A  DEALER 
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Some  valuable  advice  for  the  merchant  on  how  to  make  the   most   of  his  opportunities 
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By  J.  A.  LAKE 
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THE  first  and  most  im- 
portant part  that  enters 
into  the  success  or  fail- 
ure of  any  business  is  the  man 
who  operates  the  business. 
Other  elements  may  have 
more  or  less  to  do  with  it, 
but  the  real  power — the  real 
cause  of  a  business  being  a 
success  or  failure  comes 
back  to  the  man,  his  honor, 
his  activity,  his  business 
ability,  and  his  foresight — 
the  things  that  enable  him 
to    meet    emergencies  that 

arise   and  come   out   victorious.    The   man  counts. 

If  you  have  failed  at  everything  else  you  have  tried, 
don't  consider  the  mercantile  business,  because  you 
cannot  and  will  not  succeed.  We  don't  need  you  and 
we  don't  want  you.  Pick  some  occupation  Avhere  fail- 
ure is  not  so  easy,  wliere  you  don't  involve  other 
people's  money,  or,  worse  still,  their  good  name.  What 
we  do  need,  however,  is  men.  Men  whose  influence, 
honesty,  word,  action — yes,  and  their  very  name — 
stands  for  success.  Success  and  business — business 
and  success — combine  them — stand  for  both.  Get  out 
and  let  a  better  man  have  the  room.  We  need  him, 
but  we  don't  need  you.  We  need  success,  but  not 
failure. 

The  Need  of  Better  Men 

They  say  about  90  per  cent,  of  the  retail  dealers  fail 
in  business  or  receive  no  adequate  compensation  for 
their  efforts.  Let  us  change  that  disgraceful  figure. 
Let  us  increase  the  percentage  of  successful  merchants 
by  encouraging  better  men  to  enter  the  business.  Bet- 
ter men  mean  better  methods.  Better  methods  mean 
better  profits.  These  are  essential  to  the  happiness 
of  ourselves  and  families,  so  let  us  labor  for  better  men 
in  every  walk  in  life  and  especially  ours.  We  need  the 
man  who  will  .succeed  and  succeed  honestly,  but  not  tlie 
man  who  won't  and  can't  succeed,  who  will  not  use 
business  principles  and  who  is  and  ever  must  be  a  thorn 
— yes.  worse,  a  harpoon — in  the  flesh  of  those  who  can 
and  will  succeed. 

Want  Honest,  Upright  Dealers 

We  don't  want  the  man  who  sells  goods  at  cost  or 
less  one  day  and  the  next  plays  a  game  of  robbery  on 
his  unsu.speeting  victims  by  .juggling  with  his  scales  and 
measures  or  by  lowering  the  (|uality  of  his  goods  in 
order  to  make  up  for  his  foolish  generosity.  Let  us 
bani.sh  the  merchant  who  spins  such  a  web  and  then 
stands  outside  and  as  people  pass  by  interrupts  them 
with  the  old  song.  "Come  into  my  parlor,  said  the 
spider  to  the  fly."  It  is  the  duty  of  every  manufac- 
turer, jobber,  and  honest  retailor  to  crush'  such  busi- 
ness methods  and  to  crush  them  hard. 

T  will  here  say  that  the  honest,  upright,  generous 
merchant  is  a  moral,  political  and  humane  influence  in 


EDITOR'S  FOREWORD 

[0  one  doubts  but  that  we  are  now  entering  a 
new  era  of  iiniiortance  in  tlie  furniture  busi- 
ness (luring  w'hicli  it  is  hoped  that  this 
great  business  will  be  placed  on  a  higher  plane. 
There  is  great  need  of  real  business  men  who 
appreciate  the  importance  of  their  calling  and 
who  realize  that  in  the  period  ahead  it  will  be 
nei-essary  to  conduct  their  stores  in  a  real 
business-like  manner.  In  the  accompanying 
article,  Mr.  Lake  makes  a  strong  appeal  for 
better  retail  merchandising  and  gives  some 
valuable  hints  on  how  dealers  may  make  them- 
selves more  efficient. 


every  community.  We  need 
him  and  we  need  him 
badly.  The  other  is  the  op- 
posite— a  disgrace  to  the 
business — a  disgrace  to  the 
community.  We  should  feel 
grateful  as  people  become 
more  enlightened  that  such 
men  are  on  the  decline.  With 
proper  laws  on  the  bankrupt, 
pure  food  and  advertising 
C|uestions,  together  with 
their  enforcement,  only  their 

 memory  will  remain  Avith  us. 

When  you  choose  your  vo- 
cation, choose  it  for  three  reasons:  First,  you  should 
love  it.  Second,  both  yourself  and  those  with  whom 
you  deal  should  be  made  better  by  it.  Third,  it  should 
make  money  for  you.  If  you  can — honestly  now — you 
are  a  fit  candidate  for  the  mercantile  business  and  ready 
for  your  initiation. 

After  the  inventory  of  yourself,  the  next  is  the 
great  question  of  finance.  If  you  have  not  money 
enough  to  carry  on  the  business,  get  it  on  favorable 
terms  or  wait  until  you  can.  Make  plans  for  dis- 
counting all  bills  and  do  it  in  time.  Don't  take  fifteen 
days  on  ten  day  bills.  Keep  your  credit.  It  is  your 
great  asset  in  time  of  need. 

Protect  Your  Credit 

No  banker  would  loan  25  per  cent,  on  your  stock  of 
goods.  It  is  in  the  man  the  investment  lies  and  it  is 
not  an  investment  of  dollars  and  cents,  but  one  of 
ability  and  honor.  Keep  it,  prize  it,  and  protect  it. 
If  you  don't  need  it  now  you  will  some  day  whei; 
greater  things  are  in  store  for  you.  Treat  your 
vfholesaler  as  you  would  your  banker.  Be  prompt.  If 
your  capital  is  limited,  use  care  in  your  business,  in 
buying,  in  your  expense  account  and  in  extending 
credit,  but  pay  your  bills  at  any  cost  and  save  the  dis- 
count. This  discount  is  twice  or  three  times  what 
bank  interest  would  be,  besides  you  get  better  goods 
and  better  prices  from  your  Avholesaler  by  discounting 
your  bills. 

Our  jobbers  need  some  criticism  for- allowing  mer- 
chants' bills  to  run  overtime.  It  creates  carelessness 
on  the  part  of  the  merchant,  not  only  with  the  whole- 
saler, but  in  his  own  business  methods.  This  careless- 
ness in  time  undermines  his  business,  causing  loss. 
This  loss  must  be  made  up  and  it  can  only  be  made  up 
by  those  who  pay  for  what  they  buy.  I  hope  to  see 
this  remedied  in  the  near  future.  When  it  is  done,  I 
believe  one  of  the  greatest  obstacles  in  the  path  of  the 
successful  merchant  will  be  removed.  The  fellow  who 
needs  this  extension  of  time  is  usually  on  the  down- 
ward path  and  the  termination  is  always  greater  tlinn 
had  he  been  stoi)ped  at  the  middle  of  the  hill.  Not 
only  to  himself,  but  to  others  engaged  in  the  same  line 
of  business  will  this  hold  true. 

Our  next  step  is  a  suitable  location.  If  possible.  ])ick 
a  good  modern  building  w'ith  room  for  expansion  and 
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as  near  the  path  of  the  greatest  traffic  possible.  A 
building  facing  north  or  east  has  many  advantages,  as 
3'ou  get  less  snn  in  the  afternoon  when  most  people  are 
on  the  street.  Your  neighbor  has  much  to  do  with  a 
location,  also,  as  women  are  the  greatest  traders  and 
many  hesitate  to  enter  a  store,  no  matter  how  clean,  if 
situated  near  some  other  store  where  a  crowd  of  men 
assemble  to  cover  the  walks  Avith  tobacco  juice  and  dis- 
cuss the  passerby.  Select  good  modern  fixtures,  such 
as  will  best  harmonize  with  your  building  and  display 
your  needs.  If  old.  a  coat  of  paint  or  varnish  adds 
wonders,  but,  above  all,  keep  it  clean.  Plain  fixtures  of 
good  quality  display  and  bring  out  goods  much  better 
than  those  that  some  people  call  fancy. 

Now  comes  the  selection  of  a  stock.  This  is  one  of 
the  most  important  duties  connected  Avith  a  retail  busi- 
ness and  a  place  where  so  many  fail.  No  store  can 
sell  better  goods  than  they  buy  and  each  article  pur- 
chased is,  in  turn,  sold  to  some  customer  and  is  subject 
to  their  criticism.  The  criticism  is  the  making  or  un- 
making of  a  business. 

Goods  That  Bring  Prestige 

Nothing  brings  trade  like  the  goods.  No  store  ever 
continued  in  business  long  without  them,  therefore 
buy  to  sell  and  buy  goods.  It  may  cost  a  little  more, 
but  it  pays. 

Don't  let  your  store  be  the  dumping  ground  of  any 
wholesaler  simply  because  he  has  a  bargain. 

Be  careful  of  the  amount  yon  buy  also.  Keep  fresh, 
active  stock  Don't  load.  You  mav  save  something  by 
buying  in  large  quantities,  and,  perhaps  the  in- 
terest on  the  money  invested  will  be  three  times  that 
before  the  goods  are  all  sold — penny  wise  and  pound 
foolish.  Many  retailers  follow  this  method.  When 
placing  an  order  always  consider  how  long  it  will  take 
to  sell  the  amount  purchased.  Figure  depreciation 
and  interest  on  the  investment  and  buy  accordingly. 

Marking  the  Goods 

Then  comes  the  important  part  of  marking  your 
good.s — important  because  it  determines,  to  a  great  ex- 
tent, your  probabilit}^  of  remaining  in  business.  Al- 
Avays  use  a  cost  mark  of  letters  or  characters  and  a 
retail  mark  in  plain  figures.  This  ensures  uniform 
selling  prices  among  your  clerks  and  confidence  in  your 
stoi  e  from  the  public.  If  anything  demoralizes  a  busi- 
ness, it  is  slipshod  methods  and  clerks  selling  at 
different  prices.  Nothing  conduces  to  this  condition 
like  unmarked  goods.  Mark  everything  that  stays  on 
your  shelves  any  length  of  time  before  sold.  Take  no 
chances. 

Your  cost  of  an  article  is  not  only  what  the  article 
cost  at  your  wholesaler's,  but  all  freight,  cartage,  and 
every  other  item  of  expense  up  to  its  sale  in  your  store. 
Add  these  to  the  wholesale  cost  and  you  have  your 
proper  cost.  Your  retail  price  must  cover  these,  to- 
gether with  every  item  of  store  expense,  plus  a  margin 
for  yourself. 

Inventory  and  Expense  Account 

No  merchant  can  properly  mark  goods  unless  he 
keeps  an  accurate  expense  account  which  should  in- 
clude a  salary  for  himself.  In  order  to  do  this,  an  ac- 
curate inventory  is  necessary  at  least  once  a  year.  This 
gives  you  your  cost  of  doing  business.  Thus,  if  your 
gross  profit  is  20  per  cent.,  your  expense  account  lo 
pr-r  cent,  and  your  net  5  per  cent.,  and  you  wish  to 


equal  that  the  coming  year,  you  must  mark  your  goods 
so  that  your  profit  will  average  20  per  cent.,  not  on 
your  stock  but  on  your  sales.  This  20  per  cent,  must 
be  figured  on  your  selling  price  also  and  not  on  the 
cost  of  your  goods.  This  is  made  absolutely'  nece.ssary 
from  the  fact  that  all  items  of  expense  are  figured  on 
your  selling  price  and  not  on  your  cost. 

Don't  let  some  salesman  talk  you  into  believing  that 
if  you  pay  him  $1  per  dozen  for  polish  and  s'^11  it  at 
10  cents  each  you  are  making  20  per  cent.  You  are 
not.  You  are  making  16  2/3  per  cent.,  and  the  chances 
are  if  interest,  breakage  and  other  items  of  expen.se 
account  are  added,  you  are  selling  below  cost  and 
that  such  an  article  is  a  drag  on  your  business. 

Figure  your  profits  yourself.  Don't  let  your  sales- 
man figure  them  for  you.  Remember,  also,  that  your 
freight,  cost  of  doing  business  and  all  other  expenses 
connected  with  the  sale  of  an  article  is  just  as  much 
the  cost  of  the  article  as  what  you  paicl  the  wholesaler 
for  it. 

A  Simple  Illustration 

Take  an  article  Avhich  costs  you  $1.15  a  dozen  and 
which  you  think  you  had  better  sell  at  12  cents  each,  or 
$1.44  per  dozen.  How  much  is  your  net  profit?  Your 
cost  of  doing  business  say  is  16  per  cent.,  that  is  16 
]">er  cent,  on  the  sales,  or  on  $1.44,  Avhich  is  23  cents. 
Add  that  to  your  $1.15  and  you  have  $1.38. 

That  is  Avhat  the  goods  cost  you  delivered  to  the  cus- 
tomer, either  in  the  store  or  wherever  delivery  is  made. 
It  is  the  actual  cost  of  the  goods.  The  difference  be- 
tween $1.38  and  $1.44  is  your  net  profit  or  profit  above 
expenses  and  goods.  Any  sale  below  $1.38  is  a  sale 
below  cost.  At  12  cents  the  six  cents  per  dozen  is 
profit,  provided  the  goods  have  not  been  held  in  stock 
to  a  point  where  interest  and  breakage  figure  against 
that  profit. 

Avoid  selling  any  staple  article  three  for  25  cents  or 
tAvo  for  25  cents  if  the  25  cents  does  not  exceed  the 
cost  of  goods,  plus  your  expense  of  making  the  sale. 
The  longer  you  have  to  hold  goods  in  stock  during  the 
proeess  of  selling  the  better  margin  they  should  pay. 

Goods  turned  often  can  be  handled  closer.  Let  us 
try  and  work  our  business  toward  that  point  where 
each  article  shall  bear  its  oaa'u  selling  expense  and  yield 
a  fair  margin  to  the  business  and  not  our  goods  with- 
out a  profit. 


THE  MAN  ALWAYS  "JUST  GOING  TO." 

He  Avas  just  going  to  help  a  neighbor  AA'hen  he  died. 
He  Avas  just  going  to  pay  a  note  Avhen  it  Avent  to  pro- 
test. 

He  meant  to  insure  his  house,  but  it  burned  before  he 
got  around  to  it. 

He  was  just  going  to  reduce  his  debt  Avhen  his  credi- 
tors "shut  down"  on  him. 

He  Avas  just  going  to  stop  drinking  and  dissipating 
when  his  health  became  Avrecked. 

He  Avas  just  going  to  introduce  a  better  system  into 
his  business  when  it  went  to  smash. 

He  Avas  just  going  to  quit  Avork  aAvhile  and  take  a 
vacation  when  nervous  prostration  came. 

He  Avas  just  going  to  pi'OAnde  proner  protection  for 
hiis  Avife  and  family  when  liis  fortune  AA'as  SAvept  f.Avay. 

Pie  Avas  just  goiiig  to  call  on  a  customer  to  close  a 
deal  when  he  found  bis  competitor  got  there  first  and 
secured  the  order. — Philadelphia  Credit  Men's  Bulle- 
tin. 
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BUYING  IN  HOME  TOWN  MEANS  ECONOMY 


E.  M.  Trowern,  Sec'y  Dominion  Executive  Council  The  Retail  Merchants  Association  of  Canada 
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IF  a  cit\^  or  town  is  good  enough  to  live  in,  and  good 
enough  to  take  a  salary  from,  it  should  be  good 
enough  to  buy  in.  If  the  teachers,  the  preachers, 
the  professors,  the  firemen,  the  policemen  and  the  civic 
servants  want  increased  salaries  the  next  direct  route 
to  bring  about  that  desired  end  is  to  keep  the  money 
circulating  in  the  Home  Town.  If  all  the  money  in 
Canada  ever  got  into  the  hands  of  one  or  two  men,  busi- 
ness in  genei'al  would  stagnate.  The  proper  and  healthy 
condition  is  to  have  money  circulate  so  that  everyone 
will,  through  his  or  her  industry,  get  some  of  it. 

The  first  expectation  of  an  agricultural  producer  is 
to  be  able  to  sell  his  crop  after  it  has  been  grown.  To 
sell  it  he  much  have  customers,  with  money,  who  are 
able  to  buy  it.  The  further  the  produ."'er  is  away  from 
the  consumer  the  more  the  transportation  costs.  Farms 
near  thriving  towns  and  cities  are  more  valuable  than 
those  which  are  isolated  in  the  backwoods.  The  best 
way  to  make  backwoods  farms  va'i'ablr-  is  to  buy  in  the 
cities  and  towns  near  them. 

Prosperous  cities  and  towns  ar;;  built  up  through  pro- 
per co-operarion  between  retail  merchants  and  their 
customers.  They  must  work  together.  The  customer 
requires  the  retail  merchant,  and  the  retail  merchant 
requires  the  customer.  If  customers  send  all  their 
money  to  mail  order  houses  for  stapie  goods  and  ex- 
pect the  corner  store  to  live  on  the  sale  of  lamp  chim- 
neys, eggs  and  coal  oil  they  will  awaken  some  day  to 
find  the  little  corner  .store  closed.  Goods  when  you 
want  them  and  where  you  want  them  are  v/orth  more 
than  goods  thousands  of  miles  away.  Ten  cents' 
worth  of  toothache  gum  in  the  corner  drug  store  in  the 
home  town  is  worth  more  to  a  suffering  child  with  an 
aching  tooth  than  ten  tons  of  the  same  article  in  Hong 
King,  China. 

Retail  merchants  endeavor  t  /  cate  in  places 
where  they  are  required.  They  have  a  double  mission 
to  perform;  frioy  buy  goods  to  siiit  their  customers  and 
Miey  expect  to  make  a  living  by  selling  and  cariufr  for 
them.  The  better  service  a  retail  m.«rchant  give.s  his 
customer  the  better  business  he  should  receive  in  re- 
turn. The  service  should  be  mutual  and  the  customer 
should  be  equally  anxious  to  see  that  the  retail  stores  in 
his  city  or  tov/n  succeed. 

The  statement  that  by  buying  through  mail  order 
houses  you  are  saving  the  middleiri::  n  V,  profit  on  all  you 
buy  is  deception,  to  say  nothirg  whatever  about  the 
question  of  lack  of  loyalty  to  your  home  town.  Let  us 
follow  the  process  and  see  if  less  labor  is  required.  A 
person  living  in  a  town,  and  v.^hose  position  depends 
upon  the  prosperity  of  the  town,  receives  a  catalogue. 
In  order  that  the  snid  catalogue  should  reach  the  per- 
son the  folloAving  jjroeess  must  take  place: — 

The  catalo&ue  is  designed;  ;printe'^^!  •  cuts  made;  de- 
livered to  mail  order  house  office;  addresses  secured; 
catalogue  wr^!)pcd  up  and  addressed;  stamped:  placed 
in  the  mail  bag;  mail  bag  faken  to  the  station ;  carried 
on  the  train ;  taken  off  the  train ;  taken  to  the  post 
office;  delivered  to  the  customer  in  the  town;  the  cus- 
tomer, spends  time  reading  it  over  and  selects  an  article; 
writes  a  lett.'^r:  secures  a  post  officio  order,  or  encloses 


the  cash  and  takes  the  risk;  the  ]?ostmaster  enters  it 
up  and  puts  it  in  the  mail  bag;  ;v<^\t'  driver  takes  it  to 
the  station;  mail  clerk  in  charge  of  the  train  delivers  it 
to  the  post  oftice ;  postal  clerk  checks  it  and  sorts  it 
ready  for  the  jiostman ;  j^ostman  delivers  it  to  the  mail 
order  house;  mail  order  house  clerk  opens  the  letter; 
the  bookkeeper  credits  the  cash  •  the  order  clerk  selects 
the  order;  stenographer  aekno-'y'e'^c-es  the  receipt; 
the  shipping  clerk  mails  away  the  order;  the  postal 
clerk  sorts  it  out  for  the  mail  df^livery ;  places  it  on  the 
train;  mail  clerk  takes  it  off  the  train;  delivers  it  to  the 
local  post  office;  the  underpaid  post^naster  delivers  it 
either  direct  to  the  customer  or  gives  it  to  the  rural 
mail  delivery  service  that  is  costing  Canada  a  large 
sum  of  money  to  mostly  benefit  mail  order  houses ;  the 
customer  receives  the  article,  and  after  a  careful  exam- 
ination finds  that  he  or  she  could  have  bought  a  better 
article  in  the  Home  Town  and  have  had  the  good  will 
of  the  retail  merchant,  and  helped  to  build  up  the  Home 
Town  by  keeping  the  cash  in  local  circulation. 

No  sane  person  could  say  that  there  is  any  economy 
in  that  system,  of  doing  business,  esp^ciall)^  when  four- 
teen transactions  out  of  the  thirty-three  are  made  by 
the  Governm.ent  mail  order  service  at  less  than  cost 
price  thus  benefiting  the  mail  order  house  proprietors 
at  the  expense  of  the  whole  people  of  Canada. 

True  economy  and  sound  patriotism,  therefore,  call 
upon  every  loyal  citizen  of  Canada  to  patrojiize  his 
Home  Town  and  keep  the  wheels  of  commerce  moving 
in  the  direction  in  which  most  persons  can  be  mutually 
benefited. 


PROOF  OF  THE  FACT 

"I  often  think,"  she  said,  "that  women  are  more 
courageous  than  men." 

"I  know  they  are,"  he  replied.  "Where  is  there  a 
man  who  would  have  the  courage  to  pull  out  a  mirror 
and  doll  himself  up  before  a  crowd  in  a  restaurant?" 
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.\iiotlirT    ]>\vvf    from    the    line    .if    'J'lic    SI  rntfrrd 
AlainiffU'turins,'   Co.,    Md.,    sliowinff   tnlile   No.  42 
opi'ii  and  folded.     Tallin  is  29  in.  high  with  24 
ill.  top. 
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KINGSTON  as  a  retail  furniture  centre  was  the 
topic  ot!  an  article  in  a  recent  issue  of  "The 
Whig"  of  that  city,  and  in  commenting  on 
its  trade  the  paper  had  this  to  say  of  some  of 
its  dealers. 

The  T.  F.  Harrison  Company. 

Twentj'-four  years  ago  T.  F.  Harrison  established 
iiimself  in  business  in  Kingston  as  a  furniture  dealer. 
His  trade  quickly  assumed  considerable  proportions, 
until  to-day,  although  T.  F.  Harrison  has  moved  to  Co- 
bourg  and  the  proprietor  is  C.  E.  Taylor,  the  Harrison 
store  occupies  a  large  section  of  the  block  below  Syden- 
ham Street  on  Princess.  The  stock  of  furniture  at  this 
large  establishment  is  perhaps  the  largest  and  most 
select  of  any  store  in  the  city.  The  large  area  covered 
by  the  store  enables  the  firm  to  carry  a  very  extensive 
variety  of  furnishings  of  e\ery  kind,  and  the  quality 
is  of  the  best.  A  large  section  of  the  store  is  devoted  to 
the  sale  of  pianos  and  other  musical  instruments,  in 
which  a  large  business  is  done.  The  present  owner  of 
the  business  is  a  young  man  of  progressive  ideas,  and 
has  done  much  to  increase  the  trade  and  build  up  its 
status.  The  reputation  of  this  firm  is  an  enviable  one, 
and  the  many  patrons  of  this  store  shoAV  their  appre- 
ciation by  adding  greatly  to  the  volume  of  its  sales. 

R.  J.  Reid 

In  the  Whig  of  tlie  year  18!)4  the  advertisements  of 
the  furniture  business  of  R.  J.  Reid  had  their  regular 
place,  so  that  this  firm  is  one  of  Kings'on's  old-estab- 
lished biisin'^sses.  The  present  proprietor,  Robert  J. 
Reid.  has  had  the  reins  of  management  hi  liis  hands  ali 


U.  .1.  Kc  id's  liis  fuji>i'!!i-c  stdi'p  at  Kingston. 


these  years,  and  the  results  have  been  gratifying.  The 
big  double  store  on  Princess  Street  now  occuoie  1  bv 
his  furniture  showrooms  are  very  attractive  and  well 
laid  out.  The  rear  is  occu{)ied  by  an  undertaking  par- 
lor, added  to  which  is  a  splendid  equipment  of  mo'or 
ambulances  and  hearses.  Quite  recentlv  a  new  motor 
nmbubn'ce,  the  finest  in  Kingston,  was  addel  to  th' 
equipment,  which  is  right  in  the  forefront  of  those  in 
the  I'itv.    The  many  extensions  to  the  premises  and  the 


growth  of  the  business  are  effective  testimony  to  the 
business  abilities  of  the  proprietor,  who  alone  has  the 
credit  for  the  progress  made. 

James  Reid. 

The  firm  of  James  Reid  is  the  oldest  established  fur- 
niture business  in  Ki)igston,  it  having  been  founded  by 
the  late  James  Reid  in  the  year  1854.  The  same  busi- 
ness premises  have  been  occupied  ever  since,  although 
the  present  store  would  not  be  recognized  as  the  same 
building.  Many  extensions  and  improvements  have  been 
nuule,  and  the  store  is  now  thoroughly  modern  in  ap- 
pearance and  fittings.  An  undertaking  department  has 
been  added  to  the  business,  wi+h  an  eipiipment  of  five 
motor  ambulances  and  hearses.  The  founder  of  the 
business  died  in  1900,  and  since  then  it  has  been  eon- 
ducted  by  his  three  sons,  Frank,  Fred  and  Samuel,  who 
all  take  an  active  interest  in  the  business.  The  firm 
has  always  been  a  progressive  one,  and  has  a  splendid 
reputation  which  is  well  known  all  over  Ontario. 


NEW  FURNITURE  CO.  AT  KINGSTON. 

The  Casualties  Reed  &  Rattan  Co.,  Ltd.,  Kingston, 
Out.,  has  obtained  an  Ontario  charter  to  manufacture 
and  deal  in  furniture  of  all  kinds  including  articlec  of 
reed,  rattan,  willow  or  sea-grass.  The  capital  is  $40,- 
000,  and  thos^^  interested,  who  are  also  provisional 
directors,  are  Frederick  Walsh,  veterinary  sursr^-on ; 
William  Jamr-s  Barrett,  interviewing  officer;  Frank 
Patrick  Quin»..  and  Frank  Faweett  Elliott,  merchants; 
and  William  Oeorge  Bailey,  infonnation  and  service 
officer ;  all  of  Kingston. 


OLD  FURNITURE  MAN  DEAD. 

In  the  death  of  Walter  Scott,  14  Crawford  Street, 
Toronto,  one  of  her  oldest  manufacturers  of  furniture 
in  Canada  passed  away.  He  Avas  in  his  75  year,  the  last 
30  years  of  his  life  being  spent  in  Toronto.  He  Avas 
bor)i  near  Hawick.  Scotland,  coming  to  Canada  in 
3866.  He  married  and  settled  at  Seaforth.  Ont.  He 
served  for  scA^eral  years  as  deputy  reeve,  and  later  as 
reeve  of  Wingham.  About  30  years  ago  he  came  to 
Toronto  and  took  charge  of  the  AvoodAvorking  depart- 
ment i)i  the  Central  Prison.  His  survivors  ai"e  three 
sons  and  tAvo  daughters,  of  Toronto,  one  son  of  Winni- 
peg, and  one  son  of  Vaneoiiver,  B.C. 


YOUTH'S  COMPANION  FOR  1920. 

Thirty-five  volumes  of  the  best  reading — in  Aveekh- 
installments — for  less  than  five  cents  a  Aveek.  That  is 
just  what  The  Youth's  Companion  offer  for  1920  really 
means.  The  contents  of  the  n<^AV  volume,  Avhich  Avill 
include  8  serial  stories,  OA'er  200  .short  stories,  fifty  or 
more  articles  by  men  of  distinction,  sketches  and  spe- 
cial departments.  Avould  make  35  good  volumes  (at 
$1.65  each)  if  published  in  book  form.  And  there  is 
noAV  a  uniform  flat  price  of  $2.50  to  all  subscribers  in 
Canada  and  the  United  States. 

Tf  you  subscribe  as  soon  as  you  see  this  notice  a-ou 
AV'll  receive  all  the  extras  mentioned  in  the  folloAving 
offer,  ineluding  many  of  Capt.  Theodore  Robert's  Up- 
Y]^ray  Folk  Storlcs. 

New  subscribers  for  1920  Avill  receive  :  1.  The  Youth's 
Comnanion — 52  issues  in  1920;  2,  Al!  remainino-  Aveekly 
1919  issues:  3,  The  Comnanion  Home  Calendar  for 
1920.  All  the  above  only  $2.50  evervAvhere  in  North 
America.  The  Youth's  Companion,  887  CommouAvealth 
Ave.,  Boston.  Mass. 
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Increasing  earnings  and  backing  firm's  advertising-Address  at  New  Orleans  by  Frank  E.  Fehlman 
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THE  modern  salesman  is  finding  it  a  little  bit  more 
difficnl'^  to  increase  his  income  than  the  average 
union  laborer.    This  is  because  many  stores  are 
now  basing  salaries  on  net  returns. 

Some  stores  sell  on  a  4  per  cent  basis,  some  as  hi?-h  as 
8  per  cent.,  while  many  pay  only  2  per  cent.  Regard- 
less of  the  commission,  the  salesman  must  sell  more 
merchandise  if  he  i?  to  increase  his  income,  and  the 
only  way  that  he  can  make  these  increases  is  carefully 
to  studj-  the  genera]  divisions  Avhieh  thousands  of  other 
salespeople  hove  studied  in  the  last  ten  years.  They  are : 

1.  — Appearance. 

2.  — Language. 

3.  -  -General  Intelligence 

As  to  app'^'srance,  almost  every  large  department 
s^'ore  now  has  a  standard  for  their  .saleswomen.  Why 
they  have  never  .studied  the  appearance  of  their  sales- 
men is  something  I  have  never  understood 

I  have  always  believed  that  these  things  should  be  care- 
fully considered  by  a  salesman— first  his  h.^.ircut,  then 
the  collar,  .shirt,  clothing,  shoes,  and  the  appearance  of 
his  face  and  hands.  Out  of  a  group  of  a  hundred  sales- 
men, you  wil;  seldom  find  more  than  ten  m^en  who  are 
well  groomed  and  who  have  a  clean  appearance 

A  sales  conierence  in  New  York  analyzed  more  than 
100  men  having  other  m.en  pass  on  the  men  examined. 
Eight  men  had  hair  cuts  that  passed-  twenty  had  col- 
lars that  werr  the  right  size  and  right  style:  ten  had 
necktif's  that  harmonized  with  their  shirts;  fifteen  had 
.chirts  that  fiited  and  were  of  the  right  sleeve  length; 
twelve  had  suits  that  fitted  and  were  pressed  and  clean; 
while  only  eighteen  had  shoes  rhat  fitted  with  heels  that 
wore  not  run  down. 

It  is  a  hard  matter  to  criticize  a  .=ialesman's  appear- 
ance, but  if  the  salesmen  and  saleswomen  are  not  care- 
fully groomed,  absolutely  clean  from  head  to  foot,  and 
trim  in  appciiranee,  they  lose  greatly  as  the  customer 
approaches  them. 

Any  salesman  can  dress  better  for  the  same  amount 
of  money.  The  trouble  with  most  salesmen  is  that  they 
compromise  and  buy  cheap  things.  They  do  not  studv 
colors  and  alp^ost  invariably,  they  are  too  "flashy.'  If 
their  ai)[)ear.tnce  is  right,  customers  sense  it  very 
(piickly,  and  the  customer  nnconscion.sly  buys  more 
readily. 

Now,  as  to  language — there  ai'e  more  than  600.000 
words  in  the  English  language  but  the  average  sales- 
man uses  less  *han  r),000  m  his  d.Ti\y  selling. 

There  are  four  simple  ways  for  salesmen  improving 
their  English  :  First,  studv  grammar,  using  a  simnle 
hook.  One  oi'  the  best  T  know  of  is  entitled  "Business 
English  for  Fveniiig  School.'-:,"  pnblislied  by  th^  Ameri- 
e.-'in  Book  Company,  and  compiled  by  William  E.  Chan- 
cellor. T  selected  this  book  out  of  700  grammars  I 
bad  a  '-chool  'eacher  spcTid  seven  months  checkino-  np 
every  gramnmr  publi.shed  and  found  this  one  to  be  the 
best.  The  book  can  be  digested  in  four  to  .six  weeks 
.ind  will  give  any  sales  person  an  ei'tirely  new  idea  of 
l>usiness  English. 

Another  m'^'thnd  of  improving  yo'ir  language  is  to 
lead  books  rif'h  in  descriptive  matter,  such  as  those 
which  Dicken-i  wrote.   Diclcens  was  an  artist  in  describ- 


ing thing.?.  Of  course,  the  stories  are  good  in  them- 
selves, but  the  idea  is  to  learn  hoAv  to  describe  things 
accurately  and  create  mental  pictures  for  the  customer. . 

Another  way  to  improve  your  English  is  to  write 
continuously.  Sit  down  every  night  and  write  two  or 
three  advertisements  on  the  merchandise  you  are  sell- 
ing. Show  them  to  your  M'ife  or  to  vour  associates  in 
business,  and  get  them  to  criticize  them.  Writing  six 
advertisements  a  week  of  100  v/ords  each,  means  that 
you  have  written  600  words  each  week,  and  if  3^ou  con- 
tinue it  every  week  for  a  year,  you  will  write  30  000 
words  in  a  year.  This  would  show  how  meagre  is  your 
vocabularj^ 

Another  method  is  to  caltivate  the  acquaintance  of 
lawyers,  preachers,  men  with  college  educations. 
Spending  a  half  hour  or  so  with  such  people  will  show 
you  the  importance  of  clean,  pure,  business  English, 
These  people  were  compelled  to  study  good  English. 
They  had  to  go  through  college  to  get  their  de^-rees. 
They  a,ssociatt!  with  people  who  talk  pure  English. 

If  a  salesman's  appearance  is  100  per  cent.,  and  his 
language  is  .accurate,  clean,  and  free  from  slang,  he 
has  an  advan^^age  over  the  other  salesmen,  who  are 
careless  about  their  appearance  and  pay  no  attention 
to  their  voeabnlai-ies. 

By  general  intelligence  is  meant  that  the  salesman 
must  study  merchandise.  Salesmen  selling  men's  un- 
derwear would  never  attempt  to  sell  a  man  from  ten 
to  twenty  suits  at  the  beginning  of  the  season.  Yet 
there  are  thousands  of  men  who  don  a  clean  suit  every 
morning.  A  salesman  who  uses  two  suits  durirjg  the 
week  can't  understand  how  anyone  could  be  so  ex- 
travagant. You  have  got  to  live  the  lives  of  other  peo 
pie  mentally  if  you  are  going  to  sell  them  large  quanti- 
iies  of  merchandise. 

Women  think  nothing  of  buying  three  or  four  hats, 
or  as  many  as  a  dozen,  during  a  season,  Avhile  many  men 
i^ever  think  of  buying  more  than  two  hats  during  the 
year;  straw  for  the  .summer  and  soft  or  stiff  for  the 
winter.  If  you  .eet  out  of  vour  own  environment  and 
imorove  your  general  education  regarding  people  you 

"11  find  that  there  are  hundreds  of  reasons  why  a  man 
.■^hould  buy  four  liat'='  a  year  instead  of  two.  You  will 
Tmd  the  importance  of  seliing  women  a  full  case  of 
canned  tomatoes  instead  of  two  cans. 

One  of  the  reasons  wh}^  the  salesman  in  the  average 
store  is  so  far  behind  in  his  selling  ':^ducation  work  is 
bf^cause  schoiils  have  never  been  established  for  him. 
Maiuifacturers  pay  little  attention  to  him,  while  the 
avt  rage  employer  is  always  afraid  he  is  going  to  ask  for 
more  money. 

In  the  more  progressive  stores,  the  employer  i?  glad 
to  encourage  his  salespeople  to  exp.-jct  more,  based  on 
their  actual  sales.  I  know  one  store  in  Chicago  which 
used  to  pay  as  an  average  $30  which  's  now  paying  an 
average  of  .$70  on  a  three  and  a  half  per  cent,  basis. 

The  salesman  of  the  next  generation  is  going  to  lift 
himself  entirely  out  of  the  groove  of  present-day  sales- 
manship, and  I  think  he  will  do  it  largely  by  studying 
his  OAvn  appearance,  his  own  lantruage  and  his  general 
intelligence.  Improvement  must  and  will  come  through 
his  own  elTort?'. 


34 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


November,  1919 


^IIMIIMIIIIIMMMIMMIIMtlllMIMIIIItMIIIIIIIIIMIIMIIIIMIMllllllllllllllllllllllllllMIMIIIIIMMMIIIMIIMIMIIIIIIMIMIMIIMIMIIIIIIIMM 

I  Short  Stories  of  Success  and  Failure  | 
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ONST  there  was  a  man  who  had  unbounded  faith  in 
himself.  He  thought  whatever  was  worth  Doing, 
he  could  do  if  he  Tried,  an'  whatever  was  actu- 
ally so,  he  could  undersrand  rite  off  the  Bat.  If  he  had 
any  pre-concoived  NOTIONS,  he  never  changed  them 
an'  if  a  thing  wasn't  clear  at  the  start,  he  said  IT 
wasn't  so  an'  stuck  to  it. 

Well,  he  Avas  in  business  in  an  old  Established  stand, 
but  he  said  that  anyone  Avith  money  enough  to  go  into 
business,  Avould  haA^e  Brains  enough  to  see  there  wasn't 
room  for  tAA'o  stores.  But  a  fine,  ncAv  block  was  put  up 
Avith  a  dandy  store  on  the  corner.  Even  then,  he  refus- 
ed to  leave  that  corner,  an'siiblet  his  old  stand  to  keep 
competition  OUT.  He  just  lafted  at  the  idea  of  any 
competitor  coming  in  there. 

But  the  compet.  arrived  just  the  same!  The  Man- 
Who-Wouldn't  Believe  thought  he  had  his  trade  hook- 
ed up  solid  to  him,  an'  boasted  it  Avould  b^  impossible 
for  anyone  to  get  them  away.  He  said  further  that  no 
man  could  make  a  bigger  success  of  his  Line  of  busi- 
ness in  hi,s  Locality  than  he  had.  He  declared  that 
the  little  berg  Avhere  he  lived  Avouldn't  support  an  up- 
to-date,  modern  store  of  his  kind. 

But  he  has  come  to  see  AA'hat  AA^as  impossible  in  HIS 
mind,  actually  made  possible  in  the  other  felloAA''s 
SCHEME  of  Things.  The  other  day  he  was  closed  up 
by  the  sheriff,  and  he  hasn't  got  the  reason  through  his 
noodle  yet. 

Maria,  the  partner  of  his  jiys  and  sorrows — nlostly 
sorrows — has  taken  pains  to  tell  him  that  he  failed  in 
life  because  he  WOULDN'T  believe  anything  he  didn't 
Avant  to  believe,  or  anything  he  couldn't  grasp  in  a  jiffy 
as  true.    Maria  is  dead  right ! 


THE  QUALITIES  THAT  COUNT. 

ONST  there  Avas  a  man  Avho  Avas  left  a  very  fine, 
going  business  by  his  Dad.  He  made  up  his  min--] 
to  shoAv  the  old  fogies  around  town  hoAV  a  live 
biisiness  ought  to  be  run.  So  he  fired  all  the  help  that 
Averen't  good  lookers,  an'  AA'ho  didn't  hand  him  a  bokay 
oust  in  aAvhile. 

Say,  his  business  force  Avould  have  Avon  first  prize  in 
a  beauty  an'  Politeness  contest!  They  were  too  sweet 
for  anything,  but  somehoAv  business  fell  off,  for  a  lot  of 
'eTn  didn't  know  the  business  the.y  were  engaged  in,  an' 
some  didn't  care  a  hang,  an'  quite  a  fcAv  Avere  so  busy 
priming  an'  exchanging  yarns  and  compliments  with 
each  other  and  Avould-be  customers,  that  they  over 
looked  the  trifling  matter  of  Selling  Goods,  Service,  and 
Satisfaction. 

The  Avay  the  cash  receipts  an'  the  profits  dropp<^d 
made  a  hole  in  the  ground  almost  big  enoiigh  to  Bury 
the  institootion. 

Then  our  Young  friend  Avho  Avasn't  a  slouch  by  Anv 
means,  Avoke  up,  an'  held  a  seshnn  Avith  his  self  Avhieh 
la'ited  from  sunset  to  Sunrise.  And  this  avps  AA'hat  he 
discoA'ered — "That  good  lookers  are  all  right  an'  per- 
sonal r-harm  an  asset,  bnt  UNLESS  these  aro  bnekerl  up 
by  sterling  qualities  of  character,  sound  business  judg- 


ment, accurate  information,  and  real  interest,  that  all 
the  rest  is  as  .sonnding  bi'ass  aii'  tinkling  cymbals." 

So  next  morning  he  began  to  weed  out  tho.se  Avho 
Avere  mere  mantel  ornaments  an'  a  lot  of  the  rest  of  'em 
Avoke  up  an'  found  that  "Handsome  is  Avhat  handsome 
does."  To-day  the  young  Man  who  inherited  the  Going 
business  has  pulled  out  of  the  hole  and  is  prosperous 
and  happA',  just  because  he  learned  to  Di,scrimina+e  be- 
tAveen  false  gold  an'  the  14  karat  stuff. 


INACCURATE  USE  OF  THE  WORD  "PROFIT" 

Webster's  Dictionary  defines  "profit"  as  acquisi- 
tion bej^ond  expenditure ;  excess  of  A^alue  received  for 
producing,  keeping,  or  selling  over  cost ;  hence,  pecuni- 
ary gain  in  any  transaction  or  occupation;  emolument; 
as,  a  profit  on  the  sale  of  goods." 

It  has  been  customary  for  the  trade,  AA-hen  referring 
to  the  margin  between  wholesale  cost  and  retail  selling 
price,  to  substitute  the  Avord  "profit"  for  the  correct 
word,  "margin,"  and  this  has  undoubtedly  contribut- 
ed to  the  excess  net  profits. 

Webster's  Dictionary  defines  "margin"  as  the  differ- 
ence betAveen  the  cost  and  the  selling  price  of  an 
article.  Note  the  difference  in  the  definition  of  "  pro- 
fit — "acquisition  beyond  expenditure."  The  mean- 
ing is  altogether  broader,  and  clearly  refers  to  the  dif- 
ference betAveen  total  expenditure  and  ultimate  return. 
The  dealer  may  buy  goods  for  .'f;2..50.  and  sell  them  for 
$3.00.  His  margin  is  50c.  but  under  existing  conditions 
in  Canada  he  is  not  making  a  profit.  The  proportion 
of  his  expenditure  chargeable  to  the  line  amounts  to 
more  than  50c,  so  that  the  net  result  is  a  loss.  People 
Avho  argue  that  the  dealer  makes  50c  on  the  transac- 
tion forget  that  the  law  compels  him  to  pay  his  em- 
ployees" Avages,  his  rent,  and  other  liabilities,  and  that 
wages  and  rent  have  prior  claims  on  his  assets.  The 
real  expenditure  of  the  dealer  on  the  line  is  .$2.50  1o 
I  he  manufacturer,  plus  60c  for  handling  costs,  provid- 
ed his  individual  overhead  rate  of  expense  is  20  per 
cent.,  and  the  margin  of  50c  shoAvs  a  loss  of  10c  instead 
of  a  profit. 

When  a  manufacturer,  merchant,  bank  or  other  com- 
mercial firm  makes  out  a  balance-sheet,  every  item  of 
expenditure  is  totalled  to  find  cost,  and  if  the  opera- 
tions of  the  period  under  revicAv  have  been  favorable  a 
profit  Avill  be  shown,  but  it  will  be  a  net  profit,  not  a 
margin  betAA'een  costs  of  raw  material  or  other  items 
and  the  total  receipts.  These  matters  are  carefully  hid- 
den from  the  public  gaze,  and  after  every  possible  de- 
duction has  been  made,  a  profit  which  is  strictly  net  is 
disclosed.  The  public  does  not  look  deeply  into  these 
matters,  and  seldom  realizes  that  the  10  per  cent.  diA-i- 
dend  or  profit  paid  by  a  manufacturing  firm  represents 
a  huge  profit  compared  to  the  21  per  cent,  margin  a 
grocer  Avith  an  overhead  expense  of  20  per  cent,  re- 
ceives on  a  fcAV  of  his  best  lines. 

The  dealer  can  blame  himself  for  the  Avrone  concep- 
tion in  the  public  mind,  AA'hich  Avould  not  exist  to  any- 
thing like  the  same  extent  if  the  position  was  expresserl 
more  accurately.  The  idea  of  excessive  profits  in  the 
trade  has  probably  done  a  great  real  to  induce  out- 
siders to  enter  its  ranks,  and  Avhile  they  seldom  take 
very  long  to  find  their  level,  they  tend  to  loAver  the 
status  of  the  legitimate  dealer. 

FcAv  people  realize  the  harm  that  is  caused  by  the 
inaccurate  use  of  Avords,  and  probably  fcAv  deale'-^ 
renlize  the  injnry  done  to  the  retail  trade  by  the  in- 
discriminate use  of  the  Avord  "profit."- 
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Reorganization 
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The  Georg(3  McLagan  FuDiiture  Company,  Limited, 
as  it  has  existed  in  Stratford  for  the  past  19  years,  has 
been  re-organized  and  the  company  is  now  operating 
under  the  name  of  The  McLagan  Furniture  Co.,  Ltd. 

The  McLagan  estate  having  disposed  of  its  interests 
in  the  George  McLagan  Furniture  Co.,  Ltd.,  and  Strat- 
ford Chair  Co..  Ltd.,  to  those  directly  associated  with 
the  new  company,  the  combined  business  has  been  re- 
organized under  the  new  name.  The  new  company  has 
also  a  controlling  interest  in  the  Meaford  Manufac- 
turing Co. 

The  New  Officers. 

The  officers  of  the  new  company  are  as  follows : — 
President  and  managing  director,  D.  M.  Wright;  vice- 
president,  W.  K.  Trower,  Montre.il ;  secretary-treasur- 
er H.  S.  Robertson.  In  addition  to  the  foregoing  the 
following  ar>^  also  members  of  the  board  of  directors: 
R.  S.  Robertson  and  L.  M.  Green,  !)oth  of  Toronto.  W. 
J.  Anderson  will  continue  as  manager  of  the  Stratford 
Chair  Company. 

Both  the  plant  of  the  McLagan  Furniture  Co.  and 
that  of  the  Chair  Co.  are  at  present  operating  to  the 
fullest  capacity  and  in  view  of  the  increased  demand 
for  the  McIiHgan  phonograph  some  enlargement  of  the 
business  may  be  looked  for  at  no  far  distant  datp  to 
take  care  of  this  important  branch  of  the  business. 
History  of  Company. 

The  George  McLagan  Furniture  Co.  has  played  a 
prominent  pari  in  the  development  and  advance  of 
Stratford,  being  the  second  largest  industry  ''n  the  city. 
This  enterprise  was  originally  established  many  years 
ago,  and  eoiMlucted  as  the  Porteoas  and  McLagan  fac- 
tory until  March,  1900.  when  the  buildings  were  com- 


pletely deat]-oyed  by  fire.  Eight  months  later  a  m.am- 
moth  plant  was  erected  on  the  present  site  on  College 
Street,  The  George  McLagan  Furniture  Co.,  Ltd.,  being 
organized. 

Mr.  George  McLagan  was  president  up  to  the  time  of 
his  death  a  year  ago.  The  original  plant  was  substan- 
tially enlarged  in  1911  to  meet  liio  growing  business. 
The  plant  is  one  of  the  best  equipped  of  its  kind  in 
Canada,  being  fitted  throughout  vrith  the  most  modern 
wood- working  maejhinery  for  the  production  of  high- 
grade  furniture  of  all  kinds.  Of  recent  years  a  phono- 
graph department  has  been  added  and  hais  grown  ex- 
tensively. 

Stratford  Chair  Co. 

The  Stratford  Chair  Co.,  Ltd.,  located  on  King  Street, 
was  established  in  1904  with  W.  H.  Crowe  as  president 
and  Frank  A.  Nichols  as  secretary  ?.nd  treasurer.  Under 
this  management  the  business  was  conducted  until 
about  1910,  when  George  McLagan  became  president 
and  W.  J.  Anderson  secretary  and  treasurer.  The 
plant  is  a  fouf-storey  concrete  budding,  containing  60,- 
plant  is  a  four-storey  concrete  building,  containing 
106,000  square  feet  of  floor  space. 

The  New  President. 

The  president  and  managing  director  of  the  Mc- 
Lagan Furniture  Co.,  Limited.,  D.  M.  Wright,  is  one  of 
Stratford's  most  valued  citizens.  His  association  with 
the  George  McLagan  Furniture  Co.,  Limited,  dates 
back  to  1903,  within  three  years  of  the  organization  of 
the  company.  From  1903  to  about  1910,  he  held  the 
office  of  business  manager  but  in  this  latter  year  .suc- 
ceeded to  the  post  of  vice-president  and  manager.  In 
this  capacity  lie  served  up  to  the  death  of  Mr.  McLagan 
a  little  over  a  year  ago,  wdien  he  became  president. 

Mr.  Wright  has  found  time  to  devote  several  years 
in  the  Stratford  city  council  where  his  calm  judgment 
was  of  great  value.  In  all  public  movements  he  has 
t^ai^en  a  very  active  part. 
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SPLENDID  FURNITURE 
STORE   AT  GALT. 

THIS  is  the  new  store 
of  .Mien  &  Ray.  fur- 
niture dealer.s  and 
undertakers  at  Gait,  Ont. 
It  is  a  thciroughly  modern 
building.  vi  p-t(i-(iate  in 
every  particular.  The  win- 
dews  are  bright,  large  and 
]^|^^^  capfble  of  exci'iit  ion- 
ally  good  displays;  and  the 
interior  is  in  keeping.  The 
Diineipals  are  sitisfied  with 
the  gr(  wth  of  their  busi- 
ness, whieh  is  increasing 
all  the  while,  and  they  have 
shown  in  the  enlargement 
and  reconstruction  of  their 
store  their  strong  frith  in 
the  development  of  the 
country  and  of  their  com- 
niunitv. 
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Canadian  Fabrikoid,  Ltd.,  Montreal,  has  been  reffk- 
tered.  * 

Henry  Hanner,  furniture  dealer.  Southampton  Ont 
IS  dead.  i      •  •, 

The  Dominion  Mattress  Co.  hus  been    formed  at 
retrolia.  Ont. 

The  Toronto  Feather  &  Bedding  Supply  Co  Tor- 
onto, has  been  incorporated. 

nnr'^^^^'^''^  Bedding  Co.,  Toronto^  are  erecting  a  $75- 
000  addition  to  their  plant. 

The  Art  Lamp  and  Shade  Mfg.  Co.  has  been  register- 
ed at  Montreal,  by  Morris  Bernstein. 

A.  L.  Oatman,  of  Tillsonburg,  Ont.,  has  sold  his  fur- 
niture branch  at  Spring-field,  to  D.  G.  Gillies. 

W.  J.  Bowes  has  sold  his  furniture  and  hardware 
busmes.s  to  J.  J.  Richardson  and  B.-^Jmer  Brady. 

The  Dominion  Oil  Cloth  and  Linoleum  Co.,  Ltd 
Montreal,  has  received  Dominion  incorporation. 

The  Economical  Refrigerator  Mfg.  Co.,  Ltd.,  Mon- 
treal has  been  incorporated  with  a  capital  of  -1^100,000 

The  New  Yorl<  Furniture  Exposition  opened  in  the 
(Tiand  Central  Palace,  that  city,  on  Monday,  Oct.  13. 

^mmi  ?''fy=''  '"^J"  the^  general  contract  for  erecting  a 
■+J0,000  building  for  the  Dale  Furniture  Co..  Toronto 
The  casket  factory  at  Wiarton,  Out.,  is  to  be  con- 
ducted as  a  furniture  factory,  rumors  the  Owen  Sound 
Advertiser. 

Robt.  Marson  has  the  general  contract  for  the  ."^100- 

Meakins  &  Sons,  Hamilton,  Ont.,  manufacnirens  of 
.)ru,shes  and  woodenware,  are  maldng  a  two  storev  ad- 
■lition  to  their  plant. 

T  Little  &  Sons,  Gait,  Out.,  are  at  present  re- 
modelling their  furniture  and  undertaking  establish- 
ment.   The  store  when  completed  will  be  45x92  feet. 

Most  of  the  merchants  in  Strathroy  are  giving  accom- 
modation in  the  shape  of  a  general  delivery  service 
which,  they  state  is  working  to  their  advantage. 

The  Congoleum  Co.  of  Canada,  Ltd..  has  been  ineor- 
ported  with  a  capital  of  $1,000,000,  and  head  office  at 
Montreal,  to  manufacture,  import  and  deal  in  felt  base 
Hoor  coverings. 

A  seven-srory  exhibition  bu'lding  to  cost  .$500  000 
and  to  have  something  like  200.000  feet  of  floor  soaee 
i.s  being  erected  by  the  furniture  manufachirers'  of 
iligh  Point,  N.C. 

_  A.  F.  Steele.  Forest,  Ont..  is  f-ikiu"'  his  «on   G  F 
nito  partnership  in  his  furniture  --.nd  undertakino'  bus'" 
ness,  under  the  style  A.  F.  Steele  &  Son.    A  line  of 
McLagan  phonographs  is  being  installed  as  a  new  de- 
partment. 

The  Lloyd  Mfg.  Co..  Menominee.  Mich.,  makers  of 
IvJoyd  baby  carriage.s,  are  publishinsr  a  little  booklet 
at  pleasing  periods"  as  they  state  for  the  benefit  of 
their  salesmen  and  agents.  This  little  periodical,  en- 
titled Loydeas."  has  a  number  of  interesting  para- 
graphs on  practical  merchandi.sing  and  .selling  ideas 
and  some  illustrations. 
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PHONOGRAPH  MOTORS  AT  STRATFORD. 

Announcement  has  been  made  of  the  organization  at 
Strattord  ot  an  industry  of  considerable  imoor^ance 
the  (.anadian  Pnonograph  Motor  Co..  Ltd.,  of  which  the 
provisional  directors  are:  William  Preston,  chairman: 
L.  E  Wilkiuson,  Brooklyn,  N.Y. ;  D.  M.  Wright.  J  R 
Maedonald.  and  J.  Stevenson,  all  of  Stratford. 

^'^^A^'n^na''^"'^^'"''  consists  of  $.50,000  preferred  stock 
and  $50,000  common,  the  preferred  .shares  to  be  seven 
per  cent.  cum;ilative,  par  value  $100.  dividends  pavable 
J-n  """'^       P'^^  of  common  shares  to  be 

.     }^  I"''""  of  the  preferred  stock  will  be 

.sold  locall.y,  the  balance  being  taken  up  in  Brooklvn 

i  n  %'','r'f;'"^'  ""^^^  the  management  of  Mr 

b  C.  Wilkinson,  who  has  been  with  the  Phono  Motor 
Manufacturing  Co. 

Skilled  mechanics  now  employed  in  the  Brooklvn 
factory  have  agreed  to  come  to  Stratford  as  departraent 
toreme^n  of  the  new  company.  By  the  end  of  the  first 
year  oO  employees  will  be  needed,  including  mechanics 
and  unskilled  workmen. 


COLUMBIA  COMPANY  HAS  BIG  FACTORY. 

With  the  exception  of  the  Massev-Harris  plant  the 
Columbia  Graphophone  Co.,  which  recently  purchased 
the  Canadian  Aeroplanes  Co.  plant  on  upper  Duflferin 
street,  will  have  the  largest  factory  in  Toronto  The 
plant  covers  twelve  acres  with  235,000  square  feet  of 
tactory  floor  space. 


PURCHASE  OF  POLLOCK  FACTORY 

^  The  General  Phonograph  Corporation  of  New  York 
nas  purchased  the  factory  of  the  Pollock  Mf o-  Co  Kit- 
chener, Ont.  Arthur  B.  Pollock,  president  and  general 
manager  of  the  Pollock  Co..  will  become  manager  of  the 
new  concern. 

The  General  Phonograph  Corporation  was  until 
recently  known  as  the  Otto  Heinemann  Phonograph 
Siipply  Co.,  and  it  is  their  intention  to  make  at  the 
Kitchener  factory,  which  is  being  enlarged,  a  complete 
line  of  motors,  tone  arms  and  sound  boxes  for  the  Can- 
adian and  British  trade.  Shipments  from  the  factory. 
It  IS  expected,  will  Qommence  with  the  first  of  next  year" 

The  general  Canadian  business  of  the  General  Phono- 
graph Corporation  Avill  continue  under  the  management 
of  C.  J.  Pott,  with  offices  at  Toronto. 

The  Phonola  Co.  of  Canada  will  continue  a.s  usual 
under  the  management  of  James  Pollock,  with  factory 
at  Elmira. 


GRAND  RAPIDS  MARKET  IN  JANUARY. 

Definite  opening  and  closing  dates  have  been  estab- 
lished for  the  January,  1920,  pxhibition  of  the  Market 
nt  Grand  Rapids.  The  season  will  onen  on  January 
1st,  and  c'ose  January  24th.  This  action  Avas  taken  at 
a  largely  attended  meeting  of  the  hoard  of  directors  of 
the  Grand  Rapids  Market  Association  recently  held. 

The  attendance  at  Grand  Rapids  a  year  ago  in  Janu- 
ary and  again  in  July  last  set  new  "records  both  fo'- 
numbers  and  for  purchases.  The  added  busines.s  and 
the  increased  number  of  buyers  has  served  as  nothing 
else  could  to  increase  not  only  the  number  of  exhibits 
being  made,  but  the  quality  of  those  exhibits  as  well. 
And  it  is  the  intention  of  the  Grand  Rapids  Market  As- 
sociation to  do  everything  it  can  to  uphold  Grand 
Rapids  prestige  at  this  time. 
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ONTARIO  FURNITURE  MANUFACTURERS  MEET 

At  the  general  meeting  of  the  Ontario  Furniture 
Manufacturers  held  at  Toronto  on  October  14th,  it  was 
unanimously  decided  that  the  association  take  no  fur- 
ther action  in  regard  to  the  hours  of  labor,  and  that 
the  question  of  wages  be  left  to  the  individual  manu- 
faetuj-ers  to  deal  with.  J.  R.  Shaw  gave  an  interesting 
account  of  the  proceedings  at  the  Industrial  Confer- 
ence held  at  Ottawa  on  September  15  to  20.  After  a 
short  diseussioii  it  was  proposed  by  J.  R.  Shaw,  second- 
ed h\  J.  G.  Hay.. and  carried  unanimously,  that  the  as- 
.soeiation  adopt  and  confii^m  the  resolutions  presented 
by  the  employers  group  at  the  recent  conference  at 
Ottawa,  in  respect  to  the  hours  of  labor,  right  to  or- 
ganize, recognition  of  labor  unions,  and  the  right  to 
collective  bargaining. 

These  reports  are  as  follows:  Representing  hours  of 
labor. — The  members  of  your  committee,  appointed  to 
represent  employers,  beg  to  submit  the  following  resolu- 
tion ;  Resolved  that  appropriate  Government  commis- 
sion, composed  of  an  e([ual  representation  of  employers 
and  employees  of  the  various  industrial,  producing  and 
distributing  industries,  should  be  appointed  to  under- 
take investigations  as  to  the  adaptability  of  the  hours 
of  labor  principles  of  the  Peace  Treaty  to  the  different 
industries  of  the  country,  and  to  report  as  early  as 
possible.— Melville  P.  White,  Fred  Armstrong,  E.  M. 
Trowern,  lepresenting  employers'  section. 

Regarding  collective  bargaining. — Your  committee 
recommend  tliat: — {n)  Employers  admit  fhe  right  of 
employees  to  join  any  lawful  organization,  (b)  Em.- 
ployers  should  not  be  required  to  recognize  unions  or  to 
establish  "Closed  Shops."  Emplovers  insist  on  the 
right,  when  so  desired,  to  maintain  their  plants  as 
"Open  Shops,"  by  which  they  mean  that  no  employer 
.should  discriminate  against  any  emnloyee  because  of 
the  la1tei''s  membership  or  non-membership  in  any  or- 
ganization, and  no  employee  should  interfere  Avitli  any 
o'-her  employee,  because  of  the  latt^r's  membership  or 


non-membership  in  any  organization.  (e)  Employers 
should  not  be  recpiired  to  negotiat*^  except  directly, 
with  their  own  employees  or  groups  of  their  own  em- 
ployees. For  the  Emplovers'  Section. — J.  P.  Anglin,  D. 
H.  McDougall,  A.  B.  Weeks. 


PROFIT-SHARING  WITH  EMPLOYEES. 

J.  H.  Shen'ard,  of  the  Alaska  Bedding  Co.,  Montreal, 
outlined  a  plan  which  has  been  in  operation  in  his  com- 
pany for  nine  months  for  obtaining  greater  production 
and  a  general  improvement  of  conditions  through  pro- 
fit-sharing with  employees.  Mr.  Sherrard  stated  that 
early  last  year  his  company  came  to  the  realization  that 
the  dollar  was  no  longer  an  incentive  to  greater  produc- 
tion by  its  workers  and  therefore  carefully  studied 
plans  for  increasing  production  along  different  lines. 
Under  the  scheme  which  was  decided  upon  eac'h  em- 
ployee of  the  company  receives  a  yearly  clividend  upon 
his  yearly  earnings  on  the  same  basis  as  the  common 
stockholders  of  the  company.  An  arbitration  board  has 
been  established  to  pass  upon  the  cases  of  a'ly  em- 
ployee discharged.  It  was  promised  that  no  employee 
would  be  discharged  without  cause  and  any  one  dis- 
charged could  go  before  this  board  for  a  Tiearins'  as  to 
the  justice  of  his  dismissal.  Mr.  Sherrard  stated  that 
the  plan  was  successful  up  to  date  in  increasinQ'  pro- 
duction, decreasing  Avastc  and  promoting  efficiency 
generally. 


McLAGAN  COMPANY  INCORPORATED. 

The  McLagan  Furniture  Co.,  Ltd..  Stratford,  Out., 
has  received  an  Ontario  charter,  with  a  capital  of 
$600,000,  to  ai'(|uire  and  take  ove"  the  business,  assets, 
S'oodwill.  capital  stock  and  under  a  kings  of  the  George 
McLagan  Furniture  Co.  and  the  Stratford  Chair  Co.. 
and  to  manufacture  furniture,  plionograpbs  and  v;ood 
products  of  all  kinds. 
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FINE  WESTERN  FURNITURE  STORE. 

''Furniture  of  Quality"  is  the  slogan  of  the 
(hooks-Keelev  Furniture  Co.,  Ltd.,  of  Calgary, 
Aita.,  one  of  the  best  furniture  store*  in  the 
"West.  Situated  at  2.14  Eighth  Avenue  We«t,  the 
main  avc-nue  of  the  city  and  right  in  tho  eentre 
of  tho  business  seetion,  the  store  has  a  frontage 
of  40  feet  with  a  depth  of  120  feet. 

For  the  jiresent  the  conijiany  is  oeeuiiyiiig  the 
first  three  floor.s,  the  toji  being  rented  1n  a 
wholesale  bedding  concern.  With  larger  sjiaee, 
the  conipany  has  been  al)le  to  put  in  a  slock  of 
ri'gs  foi'  the  first  time,  and  are  also  handling  the 
McFjUiian  phonographs.  Trackage  facilities  are 
|:roviiU(l  at  the  rear  of  the  store.  G.  A.  Crooks, 
fofmerly  manager  and  vice-.j  resident  of  the  Cal- 
gary Forniture  Co.,  is  the  president  and  man- 
ager of  the  concern.  He  has  been  in  the  furni- 
ture business  for  the  i)ast  twenty  years,  and  is 
well-known  to  all  furniture  manufacturers. 

Mr.  Crooks  states  that  he  finds  business  has 
much  improved  .since  they  have  ocnqned  these 
larL'ci-  premises  about  two  months  ago.  The 
winilow  ilis|)lay  is  e.xceptionally  good  and  the 
'tor-  stands  out  bv  itself,  having  a  vacant  lot  on 
each  side.  On  one  side  the  vacant  site  has  been 
let  to  the  Allen  Theatres,  Ltd.,  and  the  erection 
of  one  of  the  finest  picture  theatres  in  Canada 
will  1)1'  an  accomplished  fact.  This  will  add  con- 
sideraV)ly  to  the  attractiveness  of  the  location. 

F.  D.  .-!oloan  is  secretary-  treasurer  of  tne  new 
cdiuj  ariy  and  Alex.  Hannah  is  a  director. 
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AMERICAN  IMPRESSION  OF  FURNITURE 
INDUSTRY. 

'■America  is  just  facing  her  era  ot  greatest  business 
prosperity  if  activities  of  furniture  men  can  be  consid- 
ered a  criterion,"  said  C.  M.  Dalrymple,  sales  manager 
of  The  Lloyd  Manufacturing  company,  recently,  after 
a  visit  to  Chicago. 

"Twice  every  year  manufacturers,  of  all  lines  sold  in 
the  average  furniture  store,  have  exhibitions  at  Chi- 
cago. In  January  we  exhibit  our  summer  features  and 
in  July  our  winter  goods.  At  that  time  buyers  from  all 
over  the  United  States  and  Canada  visit  the  markets  or 
exhibits  and  place  their  orders  for  the  coming  season. 
While  Chicago  does  not  have  the  only  exhibit,  yet  it 
has  the  largest. 

"No  market  has  ever  approached  the  one  held  in 
Chicago  this  year.  The  highest  prices  ever  known  pre- 
vailed but  this  did  not  check  the  merchants  for  they 
bought  heavier  than  ever  and  when  the  market  closed 
its  doors  the  contracts  entered  into  called  for  the  larg- 
est exchange  of  money  ever  known  in  this  line  of  busi- 
ness. 

"There  has  been  some  anxiety  in  the  furniture  trade 
for  many  months.  During  the  war  but  little  was  made 
and  less  sold.  Young  men  were  in  service  and  marri- 
ages were  few  and  far  between.  Older  couples  decided 
that  what  they  had  was  good  enough.  Wages  were 
high.  People  saved  money  to  buy  Liberty  Bonds.  Pro- 
hibition came  on.  The  war  ended.  Marriages  began 
to  occur  thick  and  fast.  People  had  money.  Newly 
weds  wanted  and  must  have  furniture.  Older  couples 
who  had  saved  during  the  war  threw  out  the  old  furni- 
ture and  wanted  new. 

Big  Boom  Is  On. 

"The  boom  was  on.  Furniture  manufacturers  filled 
the  earl.v  orders  Avith  the  stock  which  had  slowly  but 
surely  accumulated  during  the  war.  Then  came  the 
struggle  for  more  as  the  orders  from  retailers  began  to 
flow  in.  Then  came  the  delay.  Furniture  manufac- 
turers, as  said  before,  made  little  new  stuff  during  the 
war  because  they  had  few  orders,  because  labor  was 
scarce,  because  lumber  and  other  raw  materials  were 
scarce  and  because  the  plants  were  used  for  war  pur- 
poses. 

"Therefore,  when  the  drive  of  buyers  came  on  the 
manufacturers  were  'up  against  it;'  Their  stock  was 
gone,  raw  materials  were  not  to  be  had  and  labor  was 
and  is  almost  'out  of  sight.'  Those  three  reasons  ex- 
plain the  high  cost  of  furniture  to-day. 

Makers  Are  Sold  Out. 

"It  didn't  take  but  a  few  days  before  manufacturers 
closed  their  stores  and  hung  out  the  'Sold  Out'  sign,  a 
thing  never  known  before.  And  this  'sold  out'  means 
for  a  period  of  from  six  to  twelve  months.  In  previ- 
ous years  the  buyers  waited  until  near  the  end  of  the 
show  expecting  that  the  manufacturers  would  find  diill 
business  and  cut  prices.  This  year  many  buyers — the 
long-headed  one.s — went  to  the  manufacturers  before 
the  show  and  placed  their  orders.  The  others  rushed 
to  Chicago  and  were  ready  to  place  their  orders  on  the 
day  the  show  opened.  During  the  first  week  manufac- 
turers did  more  business  than  they  usually  did  during 
the  entire  show. 

"Per.sons  who  have  bought  furniture  from  retailers 
and  have  been  able  to  get  deliveries  are  lucky.  Others 
who  must  wait  only  six  weeks  or  two  months  are  also 
lucky,  for  most  of  the  present  buyers  will  see  snow  and 
Chri.s+uias  trees  ablaze  bgfore  Ihey  will  welcome  the 


sight  of  their  purchases.  I  want  to  say  that  people 
buying  furniture  had  better  take  whatever  the  mer- 
chant has  on  his  floor  and  can  deliver.  If  they  don't 
then  they  better  sit  back  and  prepare  for  a  long  wait. 

Lloyd  Lands  Business. 

"The  Lloyd  Clompany  did  more  business  in  the  first 
ten  days  of  the  shov,'  than  during  the  entire  show  of 
past  years,"  said  Mr.Dalrymple.  "Orders  came  so  thick 
and  fast  that  we  hardly  knew  how  to  handle  them.  We 
have  so  much  on  our  books  now  that  we  can  stop  selling 
now  and  run  at  full  capacity  for  several  months. 

"I  don't  know  what  other  baby  carriage  makers  sold 
because  I  had  time  only  to  watch  the  Lloyd  business 
grow.  I  know  that  we  had  the  largest  and  most  attrac- 
tive exhibit  in  the  show.  Our  fine,  even  weave  of  fiber 
is  known  throughout  the  country  and  we  got  business 
from  places  and  persons  never  approached  in  the  past. 
The  Lloyd  Method  and  Loom  have  surely  revolution- 
ized the  baby  carriage  business  and  when  we  get  to 
making  fiber  furniture  in  earnest  we  are  going  to  nee(i 
more  space  than  we  will  have  even  when  our  great 
430  X  100  feet  addition  is  completed. 

"Usually  v»-hen  one  line  of  trade  develops  to  large 
proportions  it  reflects  on  all  others.  Therefore,  I  say 
that  this  country  is  facing  the  greatest  era  of  prosper- 
i^^y  it  has  ever  known,"  he  concluded. 


PRESENTATION  .A.T  BEACH  FURNITURE  CO. 

At  the  elos'^  of  operations  at  the  Beach  Furniture 
Co.'s  factory  at  Cornwall,  Ont.,  on  a  recent  evening, 
George  Clark,  one  of  the  employees,  was  called  into  the 
.'"hipping  room  and  was  presented  with  a  handsome 
leather  upholstered  rocking  chair  and  plant  stand  by 
his  fellow  emplo,yees,  on  the  occasion  of  his  marriage, 
which  took  place  the  following  afternoon.  An  ad- 
dress expressing  the  high  esteem  in  which  Mr.  Clark 
is  held  and  wishing  he  and  his  bride  every  happiness 
was  read  by  Arthur  Powney,  while  the  presentation 
was  made  by  Dan.  L.  Bailey.  Mr.  Clark  was  taken 
completely  by  surprise,  but  expressed  his  thanks  and 
appreciation  in  a  few  well-chosen  words. 


PROSPECTS  I  HAVE  MET. 

"Is  the  office  boy  on  duty  to  keep  people  away  from 
me  ? " 

"Yes,  sir." 

"Is  there  a  bench  in  the  hall  on  which  busy  business 
men  may  sit  while  waiting  to  see  me?" 
"Yes,  sir." 

"Is  there  a  hidden  lock  on  the  gate  that  leads  into 
the  outer  office?" 
"Yes,  sir." 

"Has  the  telephone  girl  been  instructed  to  ask  all 
who  call  for  me  their  name  and  business?" 

"Oh,  yes,  our  telephoiie  girl  knows  all  about  that." 

"And  to  consult  me  before  permitting  anyone  to  talk 
to  her?" 

"Yes,  sir?'' 

"Is  everything  arranged  here  to  make  it  as  (Mfficiilt 
as  possible  for  people  to  transact  business  with  this 
firm?" 

"It  is." 

"Good.  Then  I'll  go  into  my  office  and  begin  plans 
for  our  salesmen  selling  other  people." — Exchange. 
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EVERY"  man  who  works  back  of  the  counter  should 
be  in  tip-top  shape  Monday  morning.  "Whether  the 
inspiration  comes  from  the  Sunday  service,  Sunday 
air  or  the  Sunday  rest,  makes  little  difference  if  the 
mental  condition  is  improved.  Sunday  should  be  a  pre- 
paration for  Monday.  It's  a  bad  thing  to  come  on 
deck  Monday  morning  with  a  tired  feeling  and  a  dis- 
turbed brain.  It  speaks  disaster.  It's  the  morning  to 
have  alertness.  It's  the  morning  to  get  busy.  It's  the 
beginning  of  six  days  of  thinking  and  acting,  and  a  good 
beginning  is  a  good  ending. 

Be  True  to  the  Firm. 

Stand  pat  for  the  firm.  The  fellow  that  knocks  the 
man  that  pays  him  his  salary  is  a  poor  apology  for  a 
clerk.  He  isn't  fit  to  associate  with  decent  people. 
Shun  him.  Praise  your  store.  Stick  up  for  it  or  get  off 
the  pay  roll.  Generally  speaking,  the  knocker  is  a  bad 
proposition,  but  when  he  knocks  his  store  he  comes 
pretty  nearly  being  a  hopeless  case. — Modern  Mer- 
chant. 


PREPARING  SALESMEN  FOR  THE  ROAD. 

A  well-known  concern  puts  its  salesmen  through  a 
five  weeks  course  in  salesmanship  before  sending  them 
out  to  their  respective  territories.  The  schooling  is 
divided  into  the  following  five  courses  of  one  week  each 
and  the  subjects  are  of  such  a  nature  that  any  manu- 
facturer can  well  establish  a  similar  course  of  training 
and  be  benefited. 

1.  — The  company's  history. 

2.  — The  product  and  its  application  to  various  lines 
of  business. 

— Comparative  features  of  company  product  and 
competitive  products,  advantages  and  disadvantages. 

4.  — Survey  and  analysis  of  territory,  to  which  new 
man  has  been  assigned;  with  list  of  customers,  pros- 
pects, buying  powers  and  possibilities. 

5.  — How  to  use  the  company  organization  when  you 
get  into  your  territory. — New  York  Furniture  World. 


GETTING  BEST  RESULTS  FROM  SALES  FORCE. 

The  proprietor  of  a  large  retail  establishment  has  in- 
augurated a  plan  Avhereby  he  has  stimulated  a  great 
interest  among  his  clerks  in  an  effort  to  beat  their 
sales  records.  He  has  divided  his  salesforce  in  two 
teams,  each  team  having  an  etpial  number  of  clerks  and 
as  evenly  divided  as  possible.  That  is,  he  has  used 
great  care  to  see  that  one  team  does  not  have  all  the 
best  salesmen. 

Each  Monday  morning  each  clerk  receives  a  card 
upon  which  is  a  record  of  their  sales  for  each  day  of 
that  week  for  the  previous  year  and  each  clerk  puts 
forth  an  effort  to  beat  his  own  record. 

As  a  special  incentive  this  merchant  offers  a  prize  of 
$10  to  be  ecjUidly  divided  among  the  members  of  the 
winning  team.  As  this  merchant  has  ten  salesmen, 
five  on  each  team,  this  means  an  extra  .$2  a  week  to 
the  members  of  the  Avinning  team. 

The  only  condition  attached  to  the  offer  is  that  the 
total  sales  of  the  winning  team  must  be  greater  than 


the  total  sales  of  its  members  for  the  corresponding 
period  the  year  previous.  On  the  wall  of  his  office,  this 
merchant  has  a  chart  upon  Avhieh  he  enters  the  results 
of  the  previous  days,  giving  the  total  sales  of  each 
member  of  the  two  teams,  and  the  clerks  may  consult 
this  chart  each  day  to  see  how  they  are  progressing. 

This  merchant  reports  that  his  clerks  take  a  great 
interest  in  these  contests  and  they  have  resulted  in  in- 
creasing his  sales  better  than  25  per  cent.  And  because 
the  teams  are  so  equally  divided  the  prize  goes  back 
and  forth,  one  week  to  one  team  and  the  next  week  to 
the  other  team,  and  neither  team  has  a  sure  thing  of  it, 
that  it  keeps  their  interest  alive  and  the  results  are 
well  worth  the  costs. — Western  Retailer. 


FIVE  WHEEL  BABY  CARRIAGE. 

The  Lloyd  Manufacturing  Co.,  Menominee,  Mich., 
makes  the  claim  that  "everything  about  the  Lloyd  is 
different."  There  is  the  carriage  bodies;  they  are 
loom-woven.  In  an  effort  to  prove  the  rest  of  the  claim 
Lloyd  shows  the  base  of  his  carriage,  where  a  fifth 
wheel  can  be  seen  as  an  attachment  for  the  reversible 
gear. 

The  one-point  or  bolt  suspension  used  in  attaching 
the  bodies  of  carriages  to  the  running  gear  and  at  the 
same  time  permit  the  bodies  to  be  reversed  are  not  al- 
waj^s  entirely  satisfactory.  The  constant  reversing  of 
the  body  resiilted  in  a  shakiness  and  rattling. 

Marshall  B  Lloj'd  corrected  this  by  takinig  the  rim 
of  a  wheel,  which  acts  as  a  turntable,  and  attaching  it 
to  the  running]-  gear  of  the  carriage.  Then  he  attached 
a  turntable  ti'ack  to  the  body  of  the  carriage  and  fitted 
it  into  the  rim  of  the  turntable  ir  wheel.  The  track 
has  a  foiar-point  suspension  on  the  body,  thus  making 
the  attachment  to  the  running  gear  safe,  free  from 
shakiness  and  rattling.  It  is  one  of  the  ''talking  points" 
of  the  Lloyd  loom-woven  baby  carriages. 


SELLING  THE  SLOW  MOVERS. 

One  merchant  puts  a  red  sticker  on  slow  moving 
goods.  WheJi  goods  of  that  character  are  called  for, 
the  red  sticker  calls  the  salesman's  attention  to  the 
slow  moving  goods  and  he  trys  to  sell  them  first. — 
Selling  Power. 


The  "Berth  of  a  Nation"  is  the  phrase  used  by  the 
Greenpoint  Metallic  Bed  Co.  to  advertise  their  trip-lock 
crib  line. 
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i  EFFICIENCY  doorway  to  net  profits.  The  | 

I    Robertson  Socket  Head  Wood  | 

I  IVrite  u3  for  free  Screw   assures  efficiency.    Used  = 

I  demonalrallon  by  nearly  all   leading  furniture  | 

I  manufacturers,  etc.  | 

P.  L.  Robertson  Manufacturing  Co.,  Limited  | 

I  MILTON    .    ONTARIO  | 
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I    High-Grade  CHESTERFIELDS  | 

I  Re-Upholstering  to  the  Trade  | 

I  SPECIAL    ORDER    WORK  f 

I     Life  Long  Furniture  Co.,  -   -   Ingersoll,  Ont.  | 
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Talking  Machines  in  the 
Furniture  Store 


ve  really  met  with 
id  selling  plans  in 


SELLING  TALKING  MACHINES  IN  SMALL  TOWNS 

IT  is  the  small  town  that  needs  entertainment  more 
than  the  big  cities.  The  young,  especially,  crave 
to  see  and  hear  the  great  actors,  singers,  musicians, 
dancers  and  artists  of  all  kinds.  The  movies  have  help- 
ed to  solve  the  problem  of  keeping  the  young  people  in 
the  home  town,  by  bringing  to  them  ,gcores  of  great  ac- 
tors, dancers  and  mimics  whom  they  could  never  hope 
otherwise  to  see.  But  it  is  the  talking  machine  which 
has  been  of  the  greatest  educational  value,  as  it  en- 
ables them  to  hear  all  the  wonderful  instrumentalists 
and  singers  as  truly  and  naturally  as  their  more  for- 
tunate city  cousi)is.  It  stands  to  reason,  then,  that 
there  is  a  big  field  to  work  in  the  small  towns  and  sur- 
rounding country.  But,  asks  the  talking  machine  agent, 
how  am  I  going  to  get  people  interes  ed?  The  best  way 
to  answer  this  is  to  cite  some  o  '  tl  .  methods  pursued 
by  various  small  town  dealers  wl  )  t 
success  in  following  out  their  sp  ci. 
their  territories. 

A  One-Horse  S  ,os  j. 

Tim  Sammons,  Triumph,  Miiai.,  has  worked  up  a 
thriving  business  with  his  One-1  /orse  Store.  The  name 
was  applied  in  derision  when  h  opened  up  his  store  in 
the  diminutive  town  a  numbei  of  years  ago — but,  like 
the  man  in  the  song,  when  he  was  handed  a  lemon  he 
juist  "made  the  lemon-aid."  He  adopted  it  as  the 
name  of  the  store,  and  had  a  cut  made  of  a  horse's 
head,  which  he  uses  on  all  his  stationery.  Having  taken 
the  agency  for  a  line  of  talking  machines  he  determin- 
ed to  let  everybody  Avithin  auto  distance — most  of  the 
farmers  in  the  progressive  Northwest  own  a  flivver  at 
least — know  that  he  had  them,  and,  Av'hat  was  more, 
was  going  to  SELL  them.  He  -got  out  a  little  store 
paper,  which  he  kept  on  hand  for  all  who  called.  In 
this  he  told  some  of  the  delights  of  a  talking  machine 
as  a  relaxation  after  the  day's  work,  while  to  the 
younger  generation  he  told  how  well  adapted  it  was  to 
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Stores  in  small  towns  can  easily  convert  a  corner 
or  section  of  store  into    an     attractive  talking 
machine  department. 
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play  dance  music.  To  the  musically  inclined  he  told 
how  it  enabled  one  to  hear  Caruso,  and  Farrar,  and 
Heifetz;  whiJe  to  the  student  he  showed  how  foreign 
languages,  with  the  proper  pronunciation  of  every 
word,  could  be  learned  through  its  educational  records. 
He  likewise  made  it  a  point  to  become  the  friend  of 
everybody — the  personal  element  counting  for  much 
more  in  rural  than  in  an  urban  community. 

Post  Card  Plan  to  Introduce  Hits. 

One  of  his  clever  schemes  for  working  up  an  interest 
in  new  records  was  his  post  card  plan.  He  took  his  son 
with  him  to  the  city  to  do  his  semi-annual  buying,  and 
while  there  stepped  into  a  photo  studio  and  had  the  pic- 
ture of  himself  and  boy  imprinted  on  a  card.  He  had 
several  hundi'ed  of  these  printed,  and  below  the  picture 
was  written:  "Alden  and  I  are  in  the  Twin  Cities  buy- 
ing our  holiday  goods,  and  we  have  found  many  won- 
derful bargains.  We  will  have  a  part  of  them  on  dis- 
play at  THE  ONE-HORSE  STORE  next  week,  upon 
our  return.  Among  them  are  a  score  of  the  newest  rec- 
ords. We  are  going  to  have  a  concert  at  the  store  next 
Saturday  evening.  Bring  your  familj-  and  come  and 
enjoy  a  pleasant  social  evening."  By  making  his  store 
a  community  centre  he  brought  out  the  people  for  miles 
around,  and  Avhile  he  did  not  attempt  to  conjmercialize 
his  concerts  it  was  very  natural  that  all  who  came  to 
town  would  make  their  needed  purchases  at  that  time. 
His  gospel  is  very  simple :  "Persuade  the  people  they're 
losing  money  b.v  not  trading  with  you.,  and  you  can't 
keep  them  away  from  the  store.  So  far  as  the  talking 
machine  end  is  concerned,  if  one  will  keep  hammering 
aAvay  at  sales  of  machines,  keep  a  well-assorted  stock  of 
records,  and  advertise  freely,  he  is  bound  to  make  a 
success  of  his  business." 

Selling  the  Farmer  Trade. 

Ankeny's,  Corning,  Iowa,  situated  in  the  midst  of  a 
large  farming  community,  makes  a  specialty  of  the 
service  rendered  by  him.  Just  as  an  example,  he  has 
established  a  big  stone  drinking  fountain,  with  Avater 
free  for  all.  Of  course  scores  come  in  who  do  not  pur- 
chase, but  they  all  know  Ankeny's,  and  Avhen  in  need 
of  merchandise  their  feet  trip  pretty  regularlv  in  that 
direction.  A  talking  machine  is  in  operation  the  great- 
er part  of  the  time,  the  records  containing  manv  classic 
selections,  as  well  as  the  latest  popular  ballads.  Mr. 
Ankeny  has  fitted  up  a  runabout,  on  Avhich  he  can 
carry  a  talking  machine,  and  whenever  he  can  get 
away  from  the  store  he  is  outside  soliciting  business 
for  that  department.  He  has  found  this  branch  of 
business  a  moneymaker  and  limited  only  by  the  time  he 
can  put  in  soliciting — in  other  words,  the  more  time  he 
pats  in  the  larger  the  sales.  Of  his  plan  he  says: 
"After-supper  calls  are  very  convenient  for  the  farm- 
ers. At  that  time  of  the  day  the  farmere  have  nothing 
to  do  and  are  glad  to  have  such  a  caller  to  relieve  the 
monotony  of  the  evening.  They  can  spend  plenty  of 
time  listening  to  a  demonstration  and  are  more  in  the 
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Wanted 
Furniture  and  Cabinet 

Factories 


Model  A 


Adam  Type 


to  figure  on  our  im- 
mediate and  next 
year  requirements 
for  cabinets. 


Owing  to  the  enormous  de- 
mands for  the 

it  is  necessary  for  us  to  place 
orders  with  several  new  facto- 
ries to  take  care  of  our  dealers* 
wants. 

We  are  in  the  market  for  types 
illustrated,  in  lots  of  from 
3,000  to  10,000  eacn. 

If  you  are  in  a  position  to 
manufacture  any  part  of  our 
cabinet  line,  now  or  at  a  future 
date,  communicate  at  once  with 


f  ° 

0  / 

/ 

Model  C 


Georgian  Type 


Pathe  Freres  Phonograph  Co.  of  Canada,  Limited 

6  Clifford  Street  -  -  -  TORONTO 
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mood  to  buy  than  they  would  be  if  approached  during 
the  busy  hours  of  the  day,  thereby  greatly  increasing 
the  chances  of  making  a  sale. 

Children's  Interest  Worth  WhHe. 

Now  that  school  is  about  to  open  the  children  may 
be  made  very  active  agents  for  giving  publicity  to  talk- 
ing machines.  Lansburgh  &  Bros,  recentlj'  boosted 
their  sales  hy  otJering  a  handsome  G-rafonola  to  the 
room  in  the  public  schools  whose  purchases  for  the 
month  amounted  to  the  greatest  sum.  Anybody  could 
have  his  purchases  credited  to  any  room  he  desired,  and 
the  way  those  children  did  pull  for  their  respective 
room  was  good  to  see.  The  plan  worked  a  threefold 
advantage,  it  increased  the  general  sales,  it  called  at- 
tention to  their  talking  machines,  and  it  created  a  de- 
mand for  more  records — for  with  every  machine  sold 
there  was  a  new  market  for  records. 

Striking  Display  of  Records. 

And  speaking  of  records,  in  order  to  get  them  before 
the  public  they  should  be  displayed  in  a  striking  man- 
ner. A  trim  that  could  easily  be  arranged  by  any 
dealer  was  noticed  in  one  of  the  small  towns  of  north- 
ern Illinois  recently.  In  the  background  was  built  a 
bamboo  arch — laths  could  be  substituted  with  paper 
flowers  and  the  end  hung  with  gay  Chinese  lanterns. 
Fastened  to  this  arch  and  displayed  in  wire  racks  down 
in  front  were  a  number  of  huge  paper  sunflowers,  each 
having  one  of  the  black  records  for  a  heart.  Set  in  the 
archway  was  a  big  black  card,  lettered  in  v<nhite  and 
gold,  with  the  name  and  price  of  a  number  of  the  latest 
vocal  and  instrumental  hits.  Such  a  display  is  bound 
to  bring  results,  for  it  is  the  getting  away  from  the 
stereotyped  and  the  commonplace  that  counts  to-day. 


TRYING  THE  RECORDS  AT  HOME. 

A  successful  plan  to  increase  business  during  the 
summer  months  was  put  into  effect  by  an  American 
concern  which  operates  retail  stores  in  New  Jersey, 
and  the  plan  might  be  adopted  by  dealers  in  Canada 
this  fall. 

The  plan  was  tried  out  with  one  man.  A  list  Avas 
formulated  of  the  good  customers,  many  of  them  hav- 
ing large  accounts.  The  salesman  took  a  small  case 
full  of  records,  and  went  his  way.  He  set  out  to  cover 
each  one  of  these  customers  by  a  personal  call,  with  a 
black  portfolio  or  brief  case  filled  with  records.  So  as 
to  protect  the  records  a  piece  of  corrugated  cardboard 
was  placed  between  each  two  records.  The  record  col- 
lection contained  about  fifteen  selections  with  perhaps 
duplicates  of  five  of  these.  The  selections  were  made 
up  of  the  very  latest  pieces,  of  which  the  company  had 
a  good  stock,  and  included  operatic,  standard  „and 
popular  numbers. 

The  idea  of  the  original  plan  was  simply  to  drop  in 
on  the  customers  during  the  hot  summer  afternoons 
and  evenings  while  the  family  was  enjoying  talking 
machine  music  and  to  play  for  them  a  number  of  the 
selections  which  it  had  probably  been  too  hot  for  them 
to  go  to  the  store  and  hear,  and  to  take  orders  for  de- 
livery next  day  for  such  records  as  the  customers  might 
designate. 


MUSIC  AS  SHELL  SHOCK  CURE. 

A  cour.se  in  musico-therapy  designed  primarily  for 
those  interested  in  the  reconstruction  of  invalided  sol- 
fliers,  but  also  useful  to  those  who  come  in  contact  with 
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the  blind  and  deaf  and  sufferers  from  nervous  disord- 
ers, has  been  started  by  the  Department  of  Extension 
Teaching  at  Columbia  University. 

The  subject  matter  of  the  course  covers  among  other 
things  the  "place  which  musico-therapy  fills  in  relation 
to  vocational  re-education  and  occupational  therapy; 
mental  and  nerve  actions  of  shell  .shocked  men :  effects 
of  keys,  rhythm,  dynamics,  timbre,  color,  pitch  and 
vibratory  musical  massage  for  curative  results:  the 
eui'ative  musical  Avorkshop,  and  danger  of  wrong  and 
value  of  right  musical  treatment." 


CANADIAN  PHONOGRAPH  MANUFACTURERS 
ORGANIZE. 

The  Canadian  Phonograph  Mariufaeturers'  A.ssoeia- 
tion  has  been  formed  at  Toronto  Avith  the  following 
elected  officers:  President,  W.  D.  Stevenson,  of  the 
Starr  Co.,  London :  vice-president,  0.  C.  Dorian,  of  the 
Pathe  Freres  Phonograph  Co.;  treasurer,  S.  L.  Cooke, 
of  the  George  McLagan  Furniture  Co.,  Stratford ;  sec- 
retary. J.  A.  Fvdlerton,  Toronto. 

A  committee  Avas  formed  to  deul  Avith  the  exporting 
of  phonographs.  It  is  felt,  in  this  connection,  that  a 
Avide  field  is  open  to  Canadian  manufacturers  of.phono- 
g]'aphs  for  trade  within  the  Em.pire,  Efforts  will  be 
made  Avith  a  Adew  to  producing  more  advantageous 
freight  rates  than  those  AA'hich  noAV  exist. 


TALKING  MACHINE  TRADE  NOTES. 

The  Vernaphone  Co.,  has  been  registered  at  Mon- 
treal. 

Comte  &  Bernier,  phonograph  dealers,  Montreal, 
have  been  registered. 

Ideal  (Reg  )  ScAving  Machines  :!nd  Grramophones  has 
been  incorporated  at  Montreal. 

The  Phonograph  Sales  Co.,  Montreal,  has  changed  its 
name  to  Phonograph  and  Supply  Co. 

The  Canadian  Symphonola  Co.  intend  appointing 
Western  agents  and  going  strong  after  trade  out  there. 

A.  E.  Landon.  assistant  manager  of  the  Canadian 
branch  of  the  Columbia  Graphophone  Co.,  has  been 
promoted  to  the  post  of  manager,  succeeding  James 
P.  Bradt. 

The  Fauver  Music  Co.,  Avith  headquarters  in  their 
Yonge  Street  .?tore,  Toronto.  haA'e  opened  branches  in 
the  Danforth  and  St.  Clair  distric's  They  contemplate 
also  locating  three  other  retail  stores  in  various  parts 
of  that  city. 


IN  SELLING  A  CUSTOMER. 

Don't  neglect  the  fact  that  legs  often  make  vip  for 
brains  in  getting  orders — although  one  isn't  much  good 
without  the  other. 

Don't  neglect  to  read  the  trade  journals  in  your  line. 

Don't  smoke  in  the  presence  of  a  prospect  unless  ho 
invites  you  to  do  so. — Pacific  Furniture  Trade. 


GRAMOPHONE  FACTORY  FOR  ST.  THOMAS. 

Announcement  has  been  made  that  another  manu- 
facturing company  Avill  be  established  in  St.  Thomas, 
Ont.,  in  the  near  future.  This  industry  Avill  be  knoAvn 
as  "The  St.  TlVomas  Cabinets,  Limited,"  and  Avill  man- 
ufacture gramophone  cabinets,  for  AA'hich  it  is  stated 
there  is  an  u)ilimited  market.  The  capital  stock  of 
$100,000  Avas  subscribed  in  St.  Thomas  and  it  is  expect- 
ed they  Avill  employ  150  hands. 
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PHONOLA 


B  $82 


Grand  Duke  $185 


The  great  success  of  the  PHONOLA 
is  due  to  the  wonderful  reproduction  of 
every  sound — not  a  whisper  or  a  tone 
IS  lost — voice,  violin,  piano,  or  band. 

We  recently  enlarged  our  plant,  which 
will  mean  increased  production — this 
proves  that  the  keynote  of  our  success 
is  due  entirely  to  the  high  quality  of 
our  phonographs. 


PHONOLA 
RECORDS 


are  also  a  part  of  the  Phonola  dealer's  pro- 
position— all  the  hits  when  they  are  in  big 
demand  recorded  by  leading  singers,  instru- 
mentalists and  bands — 90  cents  a  record — 
a  hit  on  both  sides. 


SPECIAL  ANNOUNCEMENT 

Our  first  bulletin  of  new  Lateral  or 
Needle  Cut  Records  just  issued. 
Write  us  for  Bulletin  No.  1 . 


G  $32.50 


Duke  $155 


Phonola  Co.  of  Canada^  Limited 

Kitchener       -  Ontario 
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The  Standard  Vault 

THE  MAXWELL 


Manufactured  Exclusively  of  Copper  Bearing  Steel 

This  material  is  now  acknowledged  quite  generally  to  be  the  most  rust- 
resistant  steel  or  iron  available  (or  the  manufacture  of  steel  vaults. 

Its  Superiority 

authoritatively  proven  by  recent  comparative  tests,  has  been  acknowledged 
by  the  many  manufacturers  who  have  adopted  it. 

We  were  among  the  Hrst.  Many  others  will  follow. 

We  Are  Pleased  to  Announce 

that  all  our  goods  are  now  constructed  exclusively  of  this  material,  and 
that  recent  reductions  in  the  cost  of  same  will  enable  us  to  do  this  with- 
out any  advance  over  our  regular  list.    Write  your  dealer  for  prices. 

As  we  have  been  using  Copper  Bearing  Steel  for  the  pa^t  five  years  in 
our  Tt>ell-}^nown  and  justly  celebrated  Copper  Alloy  Vault,  we  are  now 
in  a  position  to  use  it  exclusively. 

We  are  offering  it  in  our  Regular  Aluminum  and  Gold  Finish  at  our 
regular  list  price.  If  desired  m  the  Copper  Bronze  Finish  with  White 
Enamel  Interior,  there  will  be  an  extra  charge  of  three  dollars  for  the 
adult  sizes.    Carried  in  stock  by  all  leading  jobbers.    Write  for  prices. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.Y. 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


THE  PROFESSION  IN  WESTERN  CANADA 
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Visit  paid  to  Western  trade  by  representative  of  Canadian  Furniture  World  and  The  Unclertaker 
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Tom  E.  Simpson.  M.P.  of  Sauii  8te  Marie,  Ont.,  be- 
sides being  chairman  of  the  Examining  Board  of  Em- 
balm.ers.  has  been  one  very  bus}'  person  just  lately.  Tom 
says,  '"One  can  never  tell  which  way  a  mule  is  going 
to  kick  nor  how  a  woman  is  going  to  mark  a  ballot." 

Cameron  &  Jenkiiis,  of  Fort  William,  Ont.,  have 
added  a  nev\'  Reo  hearse  and  a  McLaug-lilin  touring  car 
to  their  aitto  equipment. 

Sydney  Richardson  (known  a.s  "Wee  Wee")  with 
A.  W.  Mih's,  Toronto,  and  formerly  with  S.  A.  Morris, 
of  Port  Arthur,  Ont.,  has  lately  begun  business  foi- 
himself  in  the  latter  city,  and  report,s  a  very  favorable 
patronage  to  date.  Mr.  Richardson  has  many  friends 
among  the  trade  and  the  traveler.-  \yho  wish  him  good 
luck  and  a  long  happy  life. 

Colin  E.  Woods,  Fort  William,  Ont.,  is  again  raan- 
aging  the  funeral  directing  for  Henderson  &  Co.,  of 
that  i)lac(' — who  have  lately  added  a  neAv  Oldsmobile 
eight  to  tlieir  moior  equipment. 

Chas.  Crossland.  manager  Win  lipeg  Cash'et  Co..  of 
Winnipeg,  Man.,  in  addition  to  having  given  the  On- 
tario convention  his  pleasant  smiles  and  personal  at- 
ten.tion,  in  September,  has  lately  been  on  the  charit- 
able mission  (/i  visiting  the  trade  throughout  Manitoba, 
S.iskatchewa'i  and  Alberta,  telling  them  how  they  too 
could  have  the  time  of  Iheir  lives  by  coming  to  the 
"X, seeing  Toronto  and  attending  the  Fall  Conven- 
tion. Go  to  it  Charlie.  We  are  not  only  pulling  for 
you,  but  we  tliank  you  from  the  bottom  of  our  hearts. 

Thompson  &  Company,  of  Wi'niipeg,  Man.,  have 
l)een  vevy  busy  of  late,  their  entire  force  being  kept  go- 
ing from  morning  till  night.  And  old  Doe.  Ferguson 
is  smiling  because  tliey  haven't  had  time  to  make  any 
of  that  good  lluffalo  fluid,  they  have  sold  and  used  for 
yearis — of  course  ov.r  smiling  "Doug"  wouldn't  smile 
if  he  wasn't  confident  of  the  substitute  Thompson  and 
(Vmpany  have  chosen. 

Manager  Geo.  Th(.mps;i!i,  WesI'M-n  Casket  Co.,  Win- 
nil)eg,  Man..  I'cnoi'ts  business  good  as  usual  and  that  his 
l>artner.  Mr.  [{obinsfni,  is  sp^^nding  most  of  the  time  on 
the  I'oad  of  iatc. 

D.  A.  ]Mo;due,  lately  returiiod  I'r'Mn  Fraiu'e,  is  assist- 
ing his  niiele,  Win.  Clark,  of  Clark  Bros.  &  Hughes. 


Winnipeg.  This  firm  have  lately  added  a  new  Oldsmo- 
I'ile  eight  to  their  equipment. 

The  two  firms  of  McKillop  and  Orr,  Portage  La 
Prairie,  JMan.  have  lately  conjoined  under  the  above 
title.  Hoping  to  have  continued  success  they  have  re- 
tained for  their  assistant  William  Roadhouse,  who  was 
formei'ly  connected  with  Mr.  McKillop  for  many  years. 
Young  "Doug"  McKillop  is  acting  as  bookkeepei-. 

Geo.  Specrs,  of  Regina,  reports  business  excellent. 
Says  his  health  is  good,  just  good  enough  to  show  some 
of  his  crack  shooting  during  the  present  duck  season. 
But  it  wasn't  duck  shooting  that  took  him  all  dressed 
up  over  to  Moose  Jaw,  in  company  with  the  very  es- 
teemed Chas.  Croissland,  lately,  -fust  fun.  Did  thev 
have  it?   That  pair?   Eh,  Bo  ! 

Norman  Bellamy  and  Jack  Droppo,  of  the  Bellamy 
Furniture  Company,  report  uudertaking  fair,  furni- 
Uire  business  good,  but  mention  that  very  little  can  be 
expected  from  the  wheat  crops  in  that  region  on  ac- 
count of  the  extreme  drought,  in  and  around  Moose 
-Jaw,  Sask. 

Broadfoot  Brothers,  Moose  Jaw,  Sask.,  have  had  a 
very  nice  fui'uiture  business,  but  mention  it  will  be 
•iccessaiy  to  carry  accounts  over  another  season,  in 
many  cases,  owing  to  the  Wheat  failure  in  their  dis- 
trict. "Mae"  McKenzie,  funeral  director  for  the  firm, 
has  lately  discontinued  smoking.  Mac.  says  with  a 
smile,  "It  isn't  me  Canny  Scotch,  it's  fur  fear  of  fire. 
We  can't  spare  the  water  to  put  one  out  ^.t's  been  so 
dry  around  here."    Safety  first. 

W.  S-  Yule,  Swift  Current,  Sask.,  has  lately  returned 
liom  an  Eastern  visit,  where  he  attended  the  Toronto 
Convention,  the  National  Convenricn  in  Atlantic  City, 
ami  called  on  a  great  many  of  the  trade  in  the  Orient 
of  this  continent.  Mr.  Yule  says  he  wasn't  only  hunt- 
ing a  cool  spot,  but  a  golf  that  he  could  see  across  that 
wasn't  dusty.  It  is  said  that  recently  the  golf  tourna- 
ment in  Swift  Current,  Mr.  Y'ule  was  awarded  a  won- 
derful nuHlal  for  finding  and  returning  balls  to  their 
proper  owners;  and  in  addition  to  this  he  won  the  gold 
honors. 

Jcssoj)  Nott,  of  Medicine  Ha^,  Alberta,  h.as  recently 
fijiished  one  of  the  most  up-to-date  garasres  in  the  West. 
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It  is  built  of  ti-iek  ami  eemeiit,  has  special  apparatus  to 
caJl  attention  whe)i  the  temperature  goes  low  enough 
to  be  dangerous  or  a  near  menace  to  a  Avater-filled 
radiatoi- ;  in  addition  to  this  the  windows  and  doors  are 
fire  proof  Avith  metal  and  asbestos;  and  in  the  event  of 
a  fire  an  alarm  -will  ring  all  over  the  premises  and  in 
the  city  department.  All  this  is  hi.  protection  of  a  new 
Meteor  hearse,  a  Cadillac  combination  conveyance  and 
a  Cadillac  touring  car.  On  the  fioor  above  is  his  gen- 
oral  .stock  of  rough  boxes  and  caskets  uncrated.  This 
feature  not  only  means  a  safety  attachment,  ))ul  it 
makes  insnranee  miich  more  reasonable. 

T  S.  Fetterly,  of  Lethbridge,  A]ta..  is  lately  making 
very  good  use  of  his  surplus  help ;  when  they  are  not 
emploA^ed  in  undertaking.  He  has  etiuipped  his  base 
mejit  with  al!  the  necessary  tools  and  mtichinery  for 
the  making  of  caskets  of  the  cloth  covered  designs,  and 
some  wonderful  work  along  th^.t  line  has  been  turned 
out  this  fall,  for  his  own  use  only.  In  reinai-king,  Tom 
said,  "See  that  new  Dodge  limousine?  Well  we  will 
have  to  carry  accounts  here  for  another  year,  account 
of  the  dry  spell  this  summer,  wil'i  no  wheat  now  and 
that  is  one  of  the  very  few  new  cars  tliat  has  hepn  un- 
loaded in  Lethbridge  this  fall.  We  earned  that  in  the 
collar,  making  those  caskets."  Whoo  ray.  Tom.  Good- 
night H.C.L. 

Harrison  and  Foster  have  emnloj'ed  H.  J.  Mc&^nzie. 
an  embalmer  who  Avas  foianerly  Avitli  Wrays  of  Mon.- 
treal,  and  (rordon  Co.,  of  Kamloops,  B.C.  ' 

A.  M  Shaver,  of  Calgary,  Alta.,  has  added  a  ncAv 
McLaughlin  master  six  to  his  motor  equipment. 

]~)avid  and  James  McCall,  of  ilie  Graham.  McCall  & 
Ruttle,  Ltil  ,  Calgary,  Alta,  have  lately  purchased  a 
Gray  Dort  for  their  private  use. 

B.  H.  Armstrong,  Calgaiy,  Alta  ,  has  lately  put  out 
some  very  neat  continuous  caleii'lifirs,  in  the  form  of  a 
telephone  pad,  held  by  a  bi'ass  frame  and  the  calendar 
Avhich  is  at  the  top  can  be  used  long  as  time  extends, 
by  changing  certain  cards  to  coiu'.irm  Avith  the  day  and 
date  of  the  j^resent  year. 

Cashing  Bros.,  casket  manufaecurers,  Calgary,  Alta., 
report  business  very  good  in  their  line,  AA'hich  also  ex- 
ter  ds  into  the  output  of  great  quantities  of  frame  build- 
ing matei'ial  for  use  in  construe  ring  houses.  Their 
plant  is  one  of  the  largest  in  Caxiada,  their  casket  de- 
partment being  added  Avithin  tlie  last  few  years.  C.  F. 
Davi.son  has  charge  of  the  latter. 

Geo.  B.  Thompson,  past  Mayor  of  Fei  iiie,  B.C..  Avhich 
office  he  held  for  years,  lately  resigned  in  favor  of  his 
last  honorable  opponent,  Avho  Avas  appointed  by  accla- 
mation. Mr.  Thompson's  undertaking  and  other  duties 
made  it  impossible  to  assume  so  much  responsibility. 
Moreover,  Mrs.  Thompson,  who  was  not  long  since 
chosen  to  r-jjjresent  Fernie's  most  popular  and  beauti- 
'iii  lady,  told  our  correspondenr  that  she  considered 
herself  entitled  to  some  of  his  ti'ue,  instead  their  good 
city  Avas  demanding  it  all.  Wives,  your'e  right.  Keep 
'cm  at  home — a  husband  must  be  buried  Avhen  he  has 
worked  Irinuclf  to  death,  AA'hethor  it  is  fov  the  good  of 
Ills  cOTrinuuity  or  as  a  funeral  director. 

'I'he  I'li.-.Mne  Chemical  Company,  L^(!  .  X'iiucouver. 
B.C.,  ow'  (-.l  J.nd  operated  by  the  <''hoAM]r  r.vothoi's,  of 


that  pJac  ,  .  ;tely  returned  from  li'e  fro;:i.  iiave  added 
to  their  coui]iounds  a  new  embalming  fluui  called  "Per- 
fect," whicli  is  meeting  Avith  spl.Midid  favor  AA^hereA'-er 
i'.  ha«  i)een  ti ied. 

Center  &  Hanna.  Vancouver,  B.  C,  report  business 
•IS  usual — .11(1  we  must  say  that  a  good  deal  of  the  lat- 
ter amy  oe  iam  at  the  feet  of  theii  manay»r — that  good 
congenial  aiid  Aveil  liked  fellow  au:ong  hi?:  opposition  as 
Avell  as  -hAr  patrons,  W.  E.  Reyu  )lds,  b'jL:er  known  as 
"Ben,"  AA'ho  was  heard  to  answer  the  phone  one  day. 
and  in  response  to  inquiry  he  answered,  "Reynolds, 
talking."  in  a  modest  unassumed  sort  of  n  Avay.  His 
;oviP  was  sol'-  For  that's  the  way  Ben  talks.  But  the 
Avay  he  ■■.•.id  •  drcAv  the  confidence  of  the  listener.  Avho 
wasn't  .b''j:(.d  to  hear  that  egotistical  prefix  "Mister" 
which  many  of  us  are  apt  to  stick  on  first  when  e  are 
looking  for  an  order.  Ben,  you're  there.  And  you  are 
in  the  piMp'.v  place  We  don't  c-ue  aboiii  calling  you 
to  our  hou.<''  urgently — unless  Ave  ha\'e  to.  but  we 
would  ',)c  j):'Oud  to  if  we  did  have  to,  how's  that? 

T.  .1.  Kea/rey.  Vancouver,  B.C..  just  returned  from 
.'.  trip  l)ack  P'ast  and  home.  AA'hcre  he  A'isited  Toronto 
CouA'ention  and  Exhibition.  Tom  is  looking  much 
better  for  his  holiday  and  intends  to  take  another  oc- 
casion all.A'  instead  of  sticking  with  his  no.se  to  the 
grindstone  of  business  so  continuously  as  in  the  past, 
lie  brought  Avith  him  a  new  seA'en  passenger  limousine. 

Me.sisrs.  Armstrong  and  Hotsoii  -^04  Donlevy  Street. 
N'aneouver,  B.C.,  are  in  search  of  a  young  man  AA'ho 
would  like  to  stick  in  the  business  end  AA'ho  Avould  prove 
himself  competent  to  be  trusted  in  the  absence  of  them- 
selves. They  Avould  alloAV  him  a  A-ery  nice  suite  of  two 
rooms  in  their  brick  structurerl  building,  and  to  the 
i)i-()))er  man  in  lucements  Avould  f.'lloAV.  Write  to  them 
Ixs.vs.    Give  reference  and  other  information. 

Mr.  Bert  Seniiuens,  manager  of  the  Vancouver  Cas- 
ket Compan.A',  Vancouver,  B.C.,  r^poj'ts  favorable  and 
has  to  show  some  of  the  most  choice  hardAvood  cases 
procurable.  Bert  is  quite  a  young  man.  formerl.A-  from 
Hamilton,  Avhere  his  life  Avas  spf nt  prior  to  sojourning 
to  Vancouver.  He  knoAVS  the  casket  game  from  start 
to  finish.  And  referring  to  his  father  of  the  Semraens 
and  Evel.  he  says,  "Why  the  duce  shouldn't  I  make 
hardAvood  casketis,  ain't  I  a  chip  off  the  old  block?" 

Mr  Bell,  formerly  of  Victoria,  and  latel.v  returned 
from  France,  is  noAV  assisting  D.  J.  IVIcPhalen.  proprie- 
tor of  the  Independent  Undertaking  Company,  of  Van- 
couver, B.C. 

Mr.  Maisbj'  proprietor  of  the  Grote  Com.panv.  "^'an- 
couver.  B.C.,  is  (piite  a  shootiitg  fan,  claims  that  as 
loug  as  the  ducks  are  good  eating  and  alive  he  is  pray- 
ing for  the  people  to  live  also  in  hopes  that  he  ma.A' 
have  sport  in  the  marshes,  and  prefers  the  latter  to 
leading  some  poor  friend  to  the  grave. 

Mr.  McAlpin,  who  travels  for  the  Imperial  Casket 
Couipan.A',  of  Vancouver,  lately  returned  from  an  Ea.st- 
cvn  tri])  on  business  for  his  compan.A-,  Avhere  he  reports 
business  exceptionally  good.  Mac  formerly  traA-eled 
for  the  Dominion  Manufacturers  out  of  Calgary,  and 
has  scores  of  friends  Avho  join  in  his  well  Avishes 

Mr  Gorrie,  formerly  a  AA'heat  groAver  in  the  drouth 
section  north  of  Calgary  and  lat'^ly  returned  from  over- 
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No.  700 — Covered  with  White  Embossed  Velour.    Octagon  End.    Detachable  hinged  lid. 

Blue  or  white  beading 
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No.  701  Couch — Covered  with  White  American  Embossed  Plush;    Drop  side.    Full  lid 
Beautifully  upholstered  in  Art  Silk. 


Our  line  is  complete — Our  organization  is  at  your  service 


yy 


Dominion  Manufacturers,  Limited 


Head  Office  and  Showroom : 
109  Niagara  St.,  Toronto,  Can. 
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Spartan  Sprayed  Caskets 


SPARTAN  GOLD 
SPARTAN  SILVER 


SPARTAN  COPPER- 
SPARTAN  BRONZE 


No.  601  H  P.  Upholstered  in  silk  and  tri.nmed  compete.    Finished  in  any  of  the  "Spartan"  shades 
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WILL  NOT  TARNISH 
IS  VERY  APPROPRIATE  1 
IS  SOUND  BUYING 


Spartan  Hardware 
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Our  Branches  are  at  Your  Service 


National  Casket  Co.,  Toronto,  Ont. 

The  jlobe  Casket  Co.,  Limited 
London,  Ont. 

Girard  &  Gidin,  I  imited 
Three  Rivers,  Que. 


BRANCHES 

The  Semmens  &  Evel  Casket  Co.. 

Hamilton.  Ont.  Limited 
Christie  Bros.  St  Co.,  Limited 
Amhers*,  N.S. 
The  Semmens  &  Eve)  Casket  Co., 
WinnipeR,  Man.  Limited 


The  D.  W.  Thompson  Co.,  Limited 
Toronto,  Ont. 
Girard  &  God  in.  Limited 
Montreal,  Que. 
Vancouver  Casket  Co. 
Vancouver,  B.C. 


Our  Motto:  ''The  Best  Goods  at  Fair  Prices 


W        •    •  Hyi  f      i  I  •     'j.    J       Head  Office  and  Showroom : 

Dominion  Manuiacturers^  Limited  109  ni. 


iagara  S'.,  Toronto,  Can. 
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seas,  has  joined  forces  with  Center  and  Hanna.  of  Van- 
couver, B.C.,  who  say  that  he  has  taken  to  the  v7ork 
nicely,  and  hope  to  retain  hi.s  services. 

Mr.  Perry  of  the  firm  of  Perry  and  Mack,  Vancouver, 
B.C..  is  contemplating  a  trip  back  East,  to  visit  the  old 
home  and  friends.  Let  us  all  join  in  a  hearty  welcome 
to  Mr.  Perry,  who  is  one  of  the  veterans  whom  we  will 
he  just  as  glad  to  see  as  he  is  to  see  us.  The  sooner  the 
better  Mr.  Perry,  and  please  visit  this  office. 

Geo  M.  Williamston,  manage i-  Harron  Brothers, 
Vancouver,  B.C.,  lately  visited  Toronto  and  relatives. 
While  there  Mr.  Williamston  was  called  home  upon 
urgent  business;  but  he  whispers  to  us  that  besides  un- 
dertaking there  was  another  r?  ison  he  was  hurried 
back — the  wife  and  two  little  fellows  became  homesick 
lor  him.  Come  again  George,  tliey'll  miss  you  less 
every  time. 

W.  J.  Barker,  of  Winnipeg,  recently  entertained  his 
nephew,  Mr.  McConnel,  just  returned  from  overseas. 
In  fact  Uncle  Billy  is  making  it  so  pleasant  for  the  boy 
that  there  is  a  possibility  of  the  latter  remaining  on  the 
job — and  we  think  the  pleasantness  Avould  be  mutual. 

David  Niann.  531  Homer  Street,  Vancoiiver,  has  re- 
cently assumed  the  entire  interests  of  the  former  firm 
of  Nunn,  Thompson  and  Glegg,  Avhich  will  continue 
under  the  latter  name  as  usual.  Recently  Mr.  Glegg's 
health  failed  and  it  Avas  necessary  for  him  to  -find  a 
climate  more  suitable.  Herbert  Clegg  is  a  person  who 
both  the  trade  and  patrons  liked  as  a  knowing  man 
around  funerals,  for  he  was  in  that  business  as  in  pri- 
vate like.  kind,  considerate  and  at  all  times  a  gentle- 
man;  and  his  collesgues  and  travelers  as  well  as  our- 
selves Avish  him  a  complete  recovery  as  well  as  we  ex- 
tend our  most  hearty  wishes  for  a  continued  .success  to 
the  now  sole  proprietor,  Mr.  Nunn. 


HE  LIKED  CANADA. 

R.  R.  Loudan.' funeral  director  and  embalmer,  of 
Armas'h,  Ireland,  who  recently  visited  Canada,  has  re- 
turimd  home  and  in  an  interview  given  the  Armagh 
Guardian,  had  this  to  ,say  of  his  visit : 

Leaving  Ardrcssan  on  the  "Fadden  Head."  by  the 
northern  route,  on  July  10th.  gal^s  wore  encountered; 
on  the  12th  the  huQ'e  airship  R34  crossed  their  path 
at  a  considera])le  height,  but  the  throb  of  the  ens'ines 
was  'heard  distinctly.  The  ice  zone  Avas  entered  foxiv 
days  later,  and  the  nir  became  bitt^rlA'  cold  .-  AJ^'hilst  here 
a  Avireless  av;is  received  to  the  effect  ths^'t  +he  li'^^r 
"Gramnian"  had  struck  a  hers,  and  had  nut  into  St. 
-Tnhn 's  bndh'  d-Tmafred.  A  hc-ivA'  fog  Avas  n^^xt  run  into, 
which  kent  the  boat  ensiues  .shut  doAA^n  for  r  con- 
siderable time.  This  Avas  e^'entnallA^  cleared,  and  short- 
ly after  Father  Poiiit,  tlie  first  land  to  be  s°en  on  this 
route.  Avas  sisrhted. 

On  the  St.  LaAvrence  RiA-er  tlie  heat  made  thiup's 
much  more  comfor+nble.  f^nrl  Montreal  a^^^s  reached  i^n 
due  course  on  ^he  94-th,  Avhei^ce  Mr,  Loudan  nrof'ee^ed 
hv  rio-}i+  train  to  Toro^^to.  t'lie  destinntio"  i^^t  being' 
retieh'^'l  imtil  D  p  rri  H'-'r'e  hp  called  AvitVi  his  onnsi'i. 
.John  W  Tjoiul'^n  formerlv  of  Armao-h  Oathf^dr'^l  Choir, 
f"d  nriw  Tifesidf>"t  nf  the  Standard  Bank,  Toronto. 


Niagara  Falls  (Ontario),  was  the  next  place  visited, 
This  being  annual  meeting-place  of  some  of  his  many 
friends,  and  a  six  Aveeks'  stay  Avas  made.  Returning 


R,  R.  LOUDAN 
A  recent  Irish  embalming  visitor  to  Canada, 

to  Toronto  and  the  exhibition  there,  our  narrator  Avas 
fortunate  enough  to  see  the  civic  reception  to  the  Prince 
of  Wales,  Avhieh  Avas  on  a  very  elaborate  scale. 

In  the  exhibition  there  was  a  fine  display  of  agricul- 
tural machinery,  and  tractors,  for  the  locomotion  of 
these  Avere  a  great  attraction.  There  was  a  good  class 
of  Holstein  cattle,  and  a  considerable  number  of 
horses. 

Irish  Flax  Best. 

In  the  flax  exhibition  Mr.  Loudan  Avas  interviewed  by 
a  representative  of  the  "Toronto  World,"  and  asked 
his  idea  of  the  difference  betAveen  Irish  and  Canadian 
flax,  expressed  himself  very  strongly  in  favor  of  Irish 
gTOAAm.  "Heaven  would  have  to  provide  them  with  a 
different  soil  and  climate  before  they  could  compete 
AAdth  Ireland,"  he  said,  "neither  did  they  knoAV  how  to 
handle  it  in  retting  and  scutching."  The  flax  on  exhibit 
Avas  short,  shrubby,  and  brittle ;  the  stalk  Avas  rank  and 
the  fibre  lacking  in  oil. 

Corn  and  oat  erop.s  Avere  light,  Avith  potatoes  and 
AAdieat  average. 

Interest  in  Ireland. 

The  feeling  generally  Avas  that  Ireland  Avas  in  a  des- 
perate state  of  political  rupture,  but  Mr.  Loudan  point- 
ed out  that  Ireland  Avas  ncA^er  in  a  more  prosperous 
condition — that  the  farmers  never  had  better  times,  and 
Avhen  they  Avere  doing  Avell  general  business  Avas  bound 
to  be  good  also. 

Mr.  Loudan  met  many  people  AAdio  had  been  connect- 
ed Avith  Armagh  and  before  sailing  from  Quebec  Mr. 
Londan  said  he  had  made  up  his  mind  Canada  Avas  in 
a  lively  condition,  fully  recoA'ered  from  the  etfects  of 
the  Avar. 


SEEING  THINGS 

IMn'.risrrate — And  Avhat  Avas  the  prisoner  doing? 

Coiistnble — 'E  Avas  'avin'  a  very  'eated  argument 
Avith  a  hearse  driA'er,  yer  honor. 

Magistrate — But  that  doesn't  prove  he  Avas  drunk. 

Constable — Ah!  But  there  Averen't  no  hearse  driver, 
yer  honor. 
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BOB  FLINT,  Doc.  Ferguson,  the  boys  at  th<i  school, 
the  Professor,  and  a  number  of  the  eonvention- 
ite^  have  bec.i  asking  ''AVhat  about  the  picnic 
at  the  Island  this  year;  why  don't  you  publish  the  re- 
sult of  the  games  ?"  As  an  excuse  we  have  to  say  that 
feeling  somewliat  sympathetic  towards  the  funeral 
directors,  who  are  fi lends  of  ours,  we  did  not  wish  to 
stir  up  any  ill-will  between  them  and  the  travelers.  The 
latter,  a:  e  knoAv,  are  able  to  look  after  themselves. 
Now  that  Joe  Phelan  is  home  on  the  farm,  and  any 


GRANT?  ANNUAL 
DINNER  OP  THE 

A5:50C\ftTior<i  - 


GOOGLE. 


<a05w!  IF  THEY  only/ 
WOOLDN'T  HME  so]  ^ 

KNIVES  <«>NX>  FORK^J 
PtT  THESE 

"Dinners!  .  , 


Chnrlie  Greenwood  made  an  acceptable  chairman. 
He  keeps  on  improving.    The  above  is  the  artist's 
conception  of  Charlie  last  year  and  this. 

animosity  felt  towards  him  as  an  alleged  umpire  has 
disappeared,  we  think  we  may  safely  publish  a  gist  of 
the  proceedings  of  the  picnic. 

The  baseball  game  was  the  first  item  on  the  program, 
and  remembering  the  trouncing  of  last  year,  both  teams 
were  out  for  blood.  Will  Britton  was  working  captain 
of  the  F.D.'s  and  Bob  Flint,  bench  manager  of  the 
Travelers,  with  Norman  Craig  working  on  the  field. 
With  two  such  it  is  no  wonder  the  Travelers  won.  Here 
are  the  official  figures. 

1    2    3    4    5    6  Total. 
F.D.'s    1    0    0    0    3  4—8 


Travelers 


1    3    5    1    3  8—21 


The  other  games  and  races  resulted  as  follows: — 
100  yards,  open  to  members   under   25   years. — 1st 
prize,  case  of  Canieula  Embalming  Fluid,  donated  by 


W.  K.  Murphy,  T.  C.  E.  Godin,  Toronto;  2nd  prize, 
box  of  cigars  by  C.E.A.,  R.  M.  Fleurj-,  Toronto :  3rd 
prize,  confectionery  by  CE.A.,  W.  H.  Bickley,  Totonto. 

75  yards,  open  to  members  between  25  and  35  years. 
Umbrellas  donated  by  Dominion  Manufacturers,  Ltd. — 
1st  prize,  C.  C.  Butler,  St.  Catharines;  2nd  prize,  P.  S. 
Moffatt,  Toronto;  3rd  prize,  C.  C.  Barlett,  Weston. 

Old  Boys'  Race,  75  yards,  open  to  members  over  35 
years.  Three  prizes — umbrellas — donated  bv  The  St. 
Thomas  Metallic  Vault  Co.,  Ltd.,  St.  Thomas,  Ont.— 
1st,  C.  M.  G.  Smith,  Barrie ;  2nd,  R.  Maddoeks,  Tor- 
onto; 3rd,  A.  McNiven,  Guelph. 

Fat  Man's  Race,  200  pounds  or  over,  open  to  mem- 
bers. 60  yards. — 1st  prize,  case  of  Eckels'  special 
"Zero"  embalming  fluid,  donated  by  H.  S.  Eckels  and 
Co.,  D.  M.  Steadman,  Petrolea ;  2nd  prize,  donated  by 
Central  Casket  Co.,  A.  L.  Hancks,  Toronto;  3rd  prize, 
box  of  cigars,  D.  Munro,  Shedden. 

Ladies'  50  yards  dash,  open  to  wives  and  daughters 
of  licensed  embalmers.  Prizes  donated  by  Elliott 
Brothers,  Prescott  and  Hamilton. — 1st  prize,  Mrs.  W. 
A.  Hunt,  Belmont ;  2nd  prize,  Mrs.  L.  Barlett.  Toronto ; 
3rd  prize,  Mrs.  Hanna. 

Handicap  Race,  75  yards,  open  to  proprietors  active- 
ly engaged  in  business.  Prizes  donated  by  Evel  Cas- 
ket Co.,  Hamilton. — 1st  prize,  lady's  or  gent's  robe, 
value  $5.00,  R.  L.  Mot¥att.  Toronto  ;  2nd  prize.lady's  or 
gent's  robe,  value  $3.00,  C.  A.  Butler,  St.  Catharines; 
3rd  prize,  lady's  robe,  value  $2.00,  Jas.  McFarquhar, 
Toronto. 

Assistants'  Race,  100  j^ards.  open  to  students  at  this 
year's  school.  Donated  hy  Canadian  Furniture  World 
and  The  Undertaker. — 1st  prize,  24  months  paid  up 
subscription,  C.  H.  A.  Stager,  Hespeler;  2nd  prize,  18 
months  paid  up  subscription.  L.  M.  Crandall,  Tillson- 
burg;  3rd  prize,  12  months  paid  up  subscription,  L.  C. 
Carle,  Tillsonburg. 

Turnstile  Race,  for  CE.A.  members.  Turn  round 
turnstile  six  times  blindfold  and  race  to  wire  20  yards. 
Prizes  for  best  time.  Serving  trays  donated  by  Gen- 
dron  Mfg.  Co.— D.  M.  Steadman,  Petrolea,  and  P.  L. 
Moffatt,  Toronto. 

Walking  Race  for  members'  wives,  50  yards.  Two 
prizes  donated  by  A.  J.  H.  Eckhardt,  43  Scott  Street. 
Toronto. — 1st  prize,  silver  cream  and  sugar,  Mrs.  Ward. 
Toronto ;  2nd  prize,  silver  berry  spoon,  Mi-s.  Barlett, 
Weston. 

Wheelbarrow  Race  for  the  CE.A.  huskies,  60  yards. 
One  double  prize  of  half  a  dozen  shaving  cream. — ^S.  C. 
Carle,  Tillsonburg,  and  L.  M.  Crandall,  Tillsonburg. 

Thread  and  needle  partner  race  for  ladies  and  travel- 
ers. Box  of  candy  for  lady,  tie  for  traveler — Mrs. 
Hunt,  Belmont,  and  Jack  McLaughlin,  Toronto. 

Clothes  Pin  Race  for  members.  One  prize,  mahog- 
any service  tray  donated  by  E.  Schierholtz,  Toronto. — 
C."a.  Butler,  St.  Catharines. 

Peanut  Race  for  ladies.  25  yards.  One  prize. — Mrs. 
Knechtel,  Toronto. 

Biscuit  Eating  and  Whistling  Competition. — W.  X. 
Knechtel.  Toronto,  and  L.  C.  Barlett,  Weston. 

Two  Marble  Throwing  Contests.  One  to  members 
and  travelers.  Two  prizes. — D.  M.  Steadman,  Petrolea, 
and  Tom  Chadwick.  Toronto. 

The  tug-o'-war  contest  was  barred   on  objections 
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raised  by  Charlie  Smith  and  Doc.  Ferguson.  Charlie 
had  on  his  white  tennis  trousers  and  Doc.  had  on  his 
red  shirt.  Both  wanted  to  go  to  the  show  in  the  even- 
ing and  did  not  feel  like  wearing  an  overcoat  all 
night-— objection  sustained  by  Secretary  Matthews,  all 
others  wishing  the  contest  on. 

The  banquet  followed  at  Hotel  Manitou,  as  the  menu 
card  stated,  to  "celebrate  peace  and  victory."  After 
the  various  coilrses  with  battlefield  flavor  from  soup  to 
nuts  had  been  disposed  of  the  following  toasts  were 
honored:  "The  King,"  with  miisic ;  "Canada,"  Mr. 
Godwin  of  Dominion  Manufacturers,  who  gave  a  very 
fine  i)atriotic  address;  "Our  Visitors,"  Pat  Fitzpat- 
rick,  St.  John,  N.B. ;  Norman  Bellamy,  Moose  Jaw ; 
Prof.  Renouard,  New  York  City;  A.  B.  Gardiner,  Win- 
nipeg. "The  Travelers"  toast  made  Mr.  Coles,  sr., 
grow  reminiscent  of  the  early  days  of  manufacture,  and 
"The  Ladies"  put  J.  A.  Oates,  of  Detroit,  in  his  ele- 
ment, so  much  so  that  Art  McCabe  said  it  was  the  best 
he  ever  heard. 

Retiring  President  Brandon  spoke  of  the  Association 
and  Secretary  Matthews  told  of  the  growth  of  the  As- 
sociation during  the  past  four  or  five  years.  This 
3'ear's  meeting  was  the  best  in  point  of  attendance  of 
any  recent  year,  over  200  members  coming  to  the  ses- 
sion. 

Interspersed  with  the  speeches  were  a  number  of 
songs  and  musical  numbers  contributed  by  Jules 
Brazil  and  Will  White.  Both  these  gentlemen  gave 
everything  that  could  be  wished  and  were  exceedingly 
funny. 

The  trip  home  on  the  ferry  was  enjo.yed  by  all.  The 
charming  sunset,  the  lights  at  Hanlan's,  and  the  soft 
lapping  of  the  waves  put  the  young  people  and  spoon- 
ing couples  in  fine  good  humor.  Ask  Jack  McLaugh- 
lin if  this  poetry  is  not  all  rig'ht. 


BASE  HITS  AT  THE  ISLAND. 

The  F.D.'s  baseball  team  was  made  up  of  Bickley, 
Button.  Huson,  Butler,  Steadman,  Climerihage.  Hines, 
Ililliar,  Barlott.  And  the  Travelers  had  these  alleged 
players — McLaren,  Doc.  Ferguson,  Craig,  Wal.sh,  Fitz- 
patrick,  Wansborough,  Finery,  Smith. 

For  the  benefit  of  all,  we  want  to  say  that  Joe  Phelan 
is  a  good  umpire.  In  the  old  days  Joe  was  some  player, 
both  on  the  baseball  and  lacrosse  fields.  "Why  in 
Elora.  way  back  in  the  eighties — or  was  it  seventies" — 
as  McXeven  says,  "Joe  was  the  king  of  them  aU." 

And  another  surprise  was  T.  L.  Motfatt.  Entering 
as  a  veteran  he  beat  out  most  of  the  spring  colts. 

"Doc."  Ferguson  had  his  batting  eye  this  year.  Re- 
member how  he  fanned  last  year.  Well,  he  has  been 
pulling  up  "champion"  form.  He  had  two  home  runs 
and  cleared  the  bases  in  the  second. 

Where  were  onr  two  heroes  of  last  year — Newton 
Boyd  and  Bill  Edwai'ds!  They  kept  pretty  close  to 
cover  this  year. 

As  L.  A.  Ball  remarked  "Come  up  to  our  tow!i  and 
see  the  'Saints'  play." 

That  was  some  hat  of  Joe  Phelan 's.  When  Charlie 
Johnston  of  rndianapolis  was  sent  to  help  Joe  umpire 
on  the  bases  he  kept  wondering  whether  it  was  a  bal- 
loon 01-  a  cloud  prevented  him  from  seeing  some  of  the 
plays.  Woridei-  whether  this  is  the  cause  of  the  travel- 
ers winning? 

The  judges  a|)pointed  at  the  races  were  A.  L.  Godin, 
Fred  Elliott,  A.  B.  Greer,  A.  J.  Stough,  Walter  Evel 
and  I>ol)  Coo[)er.  But  we  had  to  call  in  as  assistants 
Mr.  Coles,  Sr.,  Fred  Wray  of  Moiitreal,  and  several  of 
the  othci'  bo3's,  nicnihoi's  of  the  As.sociation. 


Here  we  have  our  aquatic  hero,  N.  B.  Cobbledick.    He  Is 
showing  the  boys  how  they  do  things    down     at  "the 
Beach.-'     Prof.  Renouard  says  it  beats  Coney  Island. 

G.  F.  Steele,  of  Forest,  one  of  the  younger  fry,  help- 
ed out  well  with  the  sports.  So  did  Will  McLaugihlin, 
of  Listowel. 

Who  said  "Pickles?" 

Knechtel  and  Barlett  were  non  est  at  the  banquet. 
Ask  the  Professor  Avhat  it  means.  Soda  biscuits  before 
dinner  fill  up  that  aching  void. 

Yes,  Charlie  Bolton  was  there;  so  was  Tom  Porter 
and  his  high  topper. 

Harry  Ellis  did  not  cross  the  bay.  His  trip  to  Co- 
bourg  earlier  in  the  season  was  enough  sight  of  water 
for  him. 

Norman  Craig,  for  a  wooden-legged  man  did  very 
well  on  the  base  lines. 

That  fellow  with  studious  look  and  books  under  his 
arm  was  A.  A.  Jackson  of  Sudbury. 

Bill  Bulton's  averdupois  came  down  som.e  few 
pounds  during  the  afternoon. 

Pat  Fitzpatriek  from  St.  John  ws  a  wondev.  Flint 
says  he  is  an  old  ball  player.  Ho  looked  like  the 
Eastern  Star  all  right. 

And  Mrs.  Fitzpatriek  is  some  racer,  too. 


CANICUU 


EMBALMING 
FLUID 


That  velvety-flow  fluid  that  is  different ; 
does  not  burn  or  shrivel  the  arteries, 
allowing  the  operator  to  inject  as  often 
as  he  likes  and  obtain  that  desired  eff'ect. 

CANICULA  CHEMICAL  COMPANY 

366  Bathurst  Street       •       TORONTO,  CANADA 
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ELEMENTS  o/EMBALMING 

A  Review  Course  of  instruction  for  readers  of 
Canadian  Furniture  IV orld  and  The  Undertaker 

By  Howard  S.  Eckels.  Ph.  G. 
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ARTICLE  XIII.  I 

linilllllllMIIIIMIIIMIIIMIIIIiMIMIIMIMIIIIIMIIIIIIIIIIIIIIIIillllllirillllllMlllllllllllllH 


What  I  do  mean  to  say,  however,  is  that  good  eni- 
balming  cannot  possibly  be  done  by  the  use  of  this  type 
of  tiuid.  To  secure  perfect  circulation,  it  is  necessary 
to  secure  perfect  saturation.  You  cannot  get  satura- 
tion when  the  entrance  to  the  eapillaries  and  even  the 
minor  arteries  themselves  are  sealed  up  the  moment  the 
astringent  fluid  touches  them. 

Let  us  lay  aside  the  fact  for  the  instant  that,  when 
these  minor  arleries  and  capillaries  are  thus  sealed  up. 
that  in  them  is  to  remain  and  decay  the  stagnant  blood 
with  which  tbey  are  gorged  and  which,  showing 
through  the  surface  of  the  skin,  produces  what  we 
know  as  putty  color — or  worse. 

Let  us  for  a  moment  lay  this  thought  aside  and  con- 
sider only  the  questions  of  eireulation,  penetration, 
saturation  and  preservation.  To  secure  thorough  cir- 
culation, perfect  jienetration  and  complete  saturation 
must  be  secured.  If  raw  formaldehyde  fluids  in  their 
great  strength  will  not  secure  this  penetration  and  tbis 
.saturation,  hov.'  then  must  we  proceed  to  attain  them? 

No  embalming  fluid  ever  manufactured  had  all  or 
exactly  the  pi  operties  the  blood  has,  but  a  peroxide  of 
hydrogen  fluid  diluted  to  its  extreme — and  I  might  al- 
most say — be\'ond  its  extreme — for  the  first  part  of  our 
iniection  will  go  where  an  astringent  raw  formaldehyde 
fluid  could  not  possibly  be  forced. 


Each  bottle  of  RE-Coneentrated  peroxide  fluid  will 
make  a  gallon  of  peroxide  fluid  of  standard  strength. 

Yet,  even  this  is  stronger  thari  it  should  be  to  best 
serve  our  purposes  for  the  primary  injection.  After 
we  have  mixed  our  fluid  to  this  strength,  let  us  take  a 
(|uart,  put  it  h;  a  half-gallon  bottle  and  then  fill  it  with 
water. 

As  soon  as  the  tubes  are  inserted,  inject  this  slowly. 
The  result  will  be  that  it  will  secure  the  widest  poss- 
ible difl^usion  of  our  preservative  elements,  More- 
over, its  action  on  the  walls  of  the  minor  arteries  and 
capillaries  will  be  strengthening  instead  of  corrosive. 
It  will  make  them  firmer,  restore  collapsed  conditions 
wherever  found  and  generally  bring  them  back  most 
nearly  to  the  tubular  condition  in  which  they  are  found 
in  life. 

If  we  allow  a  short  time  to  elapse  in  order  that  this 
diluted  but  penetrating  fluid  may  be  permitted  to  do 
its  work,  thon  we  may  follow  up  this  injection  first  by 
fl.iid  in  the  normal  peroxide  strength  and  later,  if  neces- 
sary or  dctsirible.  by  still  more  of  the  RE-Concentrated 
fluid  mixed  in  its  formaldehyde  strength. 

There  is  no  possible  doubt  thai  by  folloAving  this 
method,  fluid  easily  may  be  carried  to  parts  of  the  body 
which  could  not  possibly  be  reached  with  an  asti'ingent 
rav,'  formaldehyde  fluid. 

I  hear  many  embalmers  say  that  this  is  too  much 
trouble  and  that  it  takes  too  much  time. 

I  heard  the  same  complaint  years  ago  when  the 
Eckles-Genung  axillary  method  of  embalming  first  was 
introduced.  Many  of  the  old-timers  fought  it  because 
they  claimed  that  their  method  was  easier  even  if  not 
quite  so  good. 

It  was  so  much  the  easier,  they  said,  to  make  the  in- 
cision for  the  brachial  arterv  and  to  stab  the  heart 
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D.  M.  St<!!i(lmaii.  el  SteadmaM  Bros.  Petrolia.  Ont.,  their  furniuirL'  departnuiit  (.Mr.  St-adman  in  light  suit)  and  new  motor 
hearse  .iust  added  to  e(iuii)ment.  Mr.  Steadman  is  the  embalm  r  and  funeral  direetor  of  the  firm,  and  is  a  member  of  the  C.E.A 
He  won  the  serving  tray  in  the  turnstile  race  at  the  recent  convention  picnic.       The  firm  has  been  ten  years  in  P'^trolia,  and 

is  doing  an  increasing  business  year  by  year. 
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with  the  trocar.  If  they  mis.sed  the  heart  and  failed  to 
secure  a  sufficient  flow  of  blood  from  the  right  cjuarter, 
they  had  only  to  shrug  their  shoulders  and  explain  to 
the  family  that  this  was  a  very  difficiilt  case ;  that  they 
had  done  their  best;  but  would  have  to  advise  either 
paint  or  keeping  the  casket  closed. 

They  could  "get  by"  on  this  at  one  time,  but  they 
can 't  to-day  and  the  result  is  that  the  method  of  inject- 
ing fluid  through  the  axillary  artery  and  draining  blood 
from  the  axillary  vein  at  the  same  time  is  and  has  been 
almost  adopted. 

Business  conditions  have  changed;  too  many  people 
have  seen  good  embalming  to  permit  themselves  to  be 
hoodwinked  by  poor  work.  The  undertaker  of  to-day 
must  produce  good  re.sults  no  matter  hoAv  great  the 
trouble,  or  go  out  of  business. 

T  am  willing  to  grant  that  it  's  a  little  bit  more 
trouble  to  thir.k  first  just  how  far  this  double  injection 
must  be  carried  and  then  perform  the  operation  in  ac- 
coi'dance  with  your  observation  than  it  is  to  simply  mix 
up  fluid  accoi-ding  to  the  directiojis  put  on  the  bottle  by 
a  man  who  never  embalmed  a  body  and  then  run  a  race 
with  time  to  see  how  quickly  you  can  inject  it. 

Hut  the  difference  in  the  resulrs  attained,  even  from 
the  preservative  standpoint  alone  are  quite  Avorth  the 
added  labor. 

When  we  come  down  to  the  (luestion  of  cosmetic 
effect,  there  is  no  possible  question  hnt  by  using  the 
double  injection  method  that  we  can  secure  a  better  cos- 
metic efi^ect  than  in  the  old-fashioned  Avay  Avith  old- 
f.^'shioned  fluids. 

Very  shortly  after  death,  the  blood  separates  and  the 
red  eoi-puscle^.  which  give  it  its  color  gradually  begin 
to  disintegrate  In  a  very  short  +ime.  if  allowed  to  re- 
main in  the  irteries,  veins  and  capillaries,  theA^-  Avill 
strain  the  Avails  irreparably,  especially  in  the  presence 
of  raAv  formaldehyde  fluid,  whi  di  has  a  tendency  to 
glue  them  fas-r  and  render  hopeless  all  subsequent  at- 
tomi)ts  to  j-emove  them. 

If  we  Avish  to  Avash  them  out.  obviously  Ave  must  do 
it  by  a  fluid  v/hich  first  will  penetrate  and  second  Avill 
not  fix  them  to  the  structure  of  the  capillaries  them- 
selves. 

Greatly  diluted  peroxide  fluid  ivill  Avash  out  the  cap- 
illaries;; raAv  formaldehyde  fluid  cannot  even  penetrate 
t^'.em. 

The  reason  for  this  i,s  (piite  obvious  AA'hen  Ave  recall 
that  the  capillaries  are  so  small  that  in  many  eases  it 
is  necessary  'or  the  blood  eorp-iscles,  even  Avhen  life 
exists,  to  traverse  them  single  file  and  even  to  flatten 
themselves  out  to  secure  a  passage.  If  we,  therefore, 
tighten  up,  astringe,  decrease  the  size  of  and  even  close 
these  capillaries,  how  is  it  possible  for  us  to  force 
through  them,  the  corpuscle  whi;^h  could  barely  make 
its  way  through  in  life? 

To  be  continued 
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Henry  Ilarnier,  funeral  director,  .Sonthair.jiton.  Out., 
is  dead. 

Thorpe  Tiro.-<.,  Hamilton,  have  sohl  tlieir  business  to 
Brown  Bros. 

A.  L.  Oatmaji,  of  Till.sonburg,  Ont..  has  .sold  his 
Springfield  branch  to  D.  Gr.  Gillies. 

E.  Teyeseyre,  the  noted    undertaker    of  American 


colony  at  Paris,  France,  who  Avas  taken  prisoner  by  the 
Germans  shortly  alter  the  beginning  of  the  world  war, 
and  resumed  his  professional  activities  after  the  sign- 
ing of  the  armistice,  is  making  a  visit  to  America. 

Mrs.  Jennett  McKay,  Avife  of  A.  McKay,  undertaker, 
of  Wyoming,  Ont.,  died  of  pneumonia  on  October  10th. 

John  Kalbfleiseh's  team  ran  aAvay  on  October  10th, 
and  threw  him  against  a  telegraph  pole.  Mr.  Kalb- 
fleisch  has  been  confin.id  to  his  bed  as  a  re.--ult. 

G.  F.  Steel,  of  Forest,  Ont.,  who  AA'rote  in  the  recent 
examinations  at  Toronto,  is  going  into  partnership  with 
his  father.  The  firm  Avill  be  knoAvn  as  A.  F.  Steele  & 
Son. 

E.  E.  Erieson,  a  Portland,  Ore.,  undertaker,  was  re- 
cently invited  to  take  a  flight  Avith  one  of  the  Govern- 
ment's airmen  and  he  accepted  immediately.  He  view- 
ed several  of  the  cemeteries  from  a  height  of  several 
hundred  feet.  It  is  believed  that  Mr.  Erieson  is  the 
first  member  of  the  profession  in  Oregon  to  observe 
cemeteries  from  an  aeroj^lane. 

Chapman's,  Ltd.,  Verdun,  Qu>^.,  has  been  incorpor- 
ated AA'ith  a  Dominion  charter  by  Benedict  BellcAV,  com- 
mercial ti-aA'cler,  Nora  Charlotte  PelleAv,  Mary  LaAvlor, 
Ai-thur  Despres.  mining  prospectoi',  and  Frederick 
Tuck,  accountant,  all  of  Montreal,  to  carry  on  the  busi- 
ness of  furniKire  dealers,  embalmers  and  undertakers, 
and  conduct  morgues,  ambulance  services,  mortuary 
ciiapels  and  crematories. 

E.  MeadoAV.s,  of  Woodstock,  Ont..  is  enlarging  his  un- 
dertaking departmen'",  fiiushing  it  in  buff  Avith  indirect 
lighting.  A  chapel  Avill  be  one  of  the  prominent  fea- 
tures. Mr.  MeacloAvs  is  putting  in  a  full  line  of  hard- 
woods. 


^  There  is  None  Better 

IF  YOU  USE  IT- YOU  KNOW 

Caranac  Laboratory 

Peterborough      -      Ontario     -  Canada 
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"DOC.  "  FERGUSON  AT  THE  COAST. 

Within  two  hours  after  the  arrival  of  Dr.  G.  W.  Fer- 
guson, at  the  Vancouver  Hotel,  Vancouver,  where  he 
climbed  from  a  train  16  hours  late,  caused  by  landslide, 
a  reporter  phoned  to  his  room  and  asked  for  an  inter- 
view. The  Doctor  didn't  wisb  to  be  cross  at  seven  in 
the  morning'  so  gave  the  gentleman  the  time  he  request- 
ed. This  is  tbe  interview  as  taken  from  the  Vancouver 
World.    Incidentally,  it  is  a  good  thing  that  there  are 

^1  IIIIIIIIIIIIMIIIIIIIIIIIIIII  IIIIIIIMIMIIMH  IIIIIIIIIIIIIIIIIMIIIIIIIIMIIIIIII'IIIMIIII  IIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIII'^ 


''Doc."    Ferguson  reaches 
A'ancouver.       Here   is  how 
the    newspaper    scribes  re- 
ceived him. 


-.MiMiiiiiiiiiMiiiiMiiiiiiiii;iMiiiiiMiiiiiiiiiiiiiiiMii{iMiiiiiiiiiiiii;iMiiMMiiMi;i^;iiiiiii:iiiiiiiiiiiiiMiiiiiniiiiiiiii:iMii^ 

two  oceans — and  that  "Doc'.'  is  a  poor  sailor.  That 
animal  "populaiity "  might  steal  him  away  from  us: — 

"The  high  cost  of  living  is  affecting  very  seriously 
the  cost  of  dj'ing,  according  to  Dr.  G.  W.  Ferguson, 
who  arrived  in  the  city  this  morning.  One  of  the  prin- 
cipal products  of  Dr.  Ferguson's  company  is  the  fluid 
which  undertakers  iise  for  embalming.  The  basis  of 
this  fluid  is  formaldehyde,  and  the  price  of  this  mater- 
ial -has  advanced  tremendously  during  the  war,  while 
there  appears  no  prospect  of  any  immediate  reduction. 
In  fact  a  further  advance  would  not  be  surprising. 

"Speaking  of  the  possibilities  of  a  revival  of  German 
competition  in  the  chemical  trade,  Dr.  Ferguson  said 
that  the  situation  at  present  was  so  very  uncertain, 
with  ])j'ices  for  all  basic  chemicals  still  advancing,  that 
it  is  impossible  to  predict  what  the  future  holds  for  the 
Canadian  chemical  industry,  which  grew  with  big 
sti'ides  during  the  war." 


HERE  IS  A  PROMISE  OF  CO-OPERATION. 

Thf  editor  of  Canadian  Furniture  World  has  received 
the  following  letter,  which  shows  that  there  is  greater 
possibilities  ahead  for  our  profession  here  In  Canada 
and  foi'  the  building  up  of  a  strong  Canadian  National 
Funeral  Directors'  Association: 

Mr.  O'Hagan.— I  received  a  copy  of  The  Furniture 
World  and  Undertaker  with  your  letter  of  information 
and  co-operation,  and  as  I  understand  it  is  quite  neces- 
sary to  work  together  in  order  to  have  success  I  am, 
therefore,  preparing  myself  to  be  of  some  service  to 
you,  and  the  association. 

T  want  to  express  to  y()U  and  the  Association  b.y  ap- 
preciation of  tbe  information  which  I  received  Avhile  at- 
tending the  school  this  fall.  I  am  sure  I  have  not  at- 
tended any  school  or  convention  from  which  I  received 
so  much  benefit  and  kindness.  I  did  not  expect  to  find 
the  officers  so  friendly  as  it  makes  a  person  feel  so  much 
at  home  that  it  is  hard  to  tell  whether  you  are  in  your 
OAvn  or  mother's  hotne. 

When  I  thought  of  going  into  the  undertaking  busi- 
ness T  tried  to  imagine  what  the  (lualifications  of  an  un- 
dertaker should  be.  I  bel  leve  a  n  undertaker  should  be 
of  a  sympathetic  disposition  right  from  the  heart.  I 
have  met  so  many  undertakers  Avho  can  be  kind  while 


it  has  a  purpose  of  financial  gain,  but  right  in  their 
heart  they  would  make  better  slave  drivers.  The  pro- 
fessor told  us  we  might  deceive  the  relatives  but  we 
could  not  deceive  nature,  and  I  believe  this  in  tl;e  con- 
ducting part  of  the  undertaking  business. 

[  for  one  would  advocate  a  stricter  standard  for  the 
(lualification  of  an  undertaker.  There  are  lots  of  em- 
balmers  who  are  right  up  to  the  highest  mark  of  quali- 
fication in  the  profession,  yet  I  feel  are  not  ideal  under- 
takers, as  the  spirit  they  have  towards  their  fellow 
creatures  is  not  to  be  admired. 

In  pointing  out  the  mote  in  my  bi'other's  eye  I  must 
not  forget  the  mote  in  my  own,  and  I  do  not  claim  to  be 
any  way  near  perfect  in  any  of  ni}-  ideals,  but  I  am  qnly 
presenting  my  views,  and  am  willing  to  read  the  views 
of  others. 

You  Avill  be  aware  by  this  time  that  1  was  not  u.sc- 
cessful  in  passing  my  examination,  but  I  feel  that  I 
received  all  1  deserved  .and  still  hold  the  board  in  my 
highest  esteem. — Yours  faithfully.  A.M. 


NO  MORE  SUNDAY  FUNERALS  IN  NEW  JERSEY. 

The  movement  for  the  abolition  of  Sunday  funerals 
in  New  Jersey,  started  by  the  Funeral  Directors"  Asso- 
ciotion  of  Es.sex,  and  Union  Counties  has  been  favor- 
ably received  hy  cemetery  officials  and  as  a  result  the 
days  of  Sunda.y  burials  are  numbered,  according  to 
John  F.  Martin,  of  Elizabeth,  first  vice-president  of 
the  National  Association,  who  is  president  of  the  Essex 
and  Union  Association.  Three  of  the  cemeteries  have 
discontinued  burials  on  Sunday. 


DOG  GUARDS  MASTER'S  BODY. 

Led  by  a  faithful  dog  which  had  kept  lonesome  vigil, 
a  searching  party  a  few  days  ago  came  on  the  remains 
of  J.  B.  Coates.  a  prominent  man  of  New  Westminster, 
B.C.,  who  went  hunting  a  Aveek  ago  and  had  not  been 


J.  A.  Stewart,  funeral  director  of  Strathrow,  Out.,  is  respons- 
ible for  this  fine  float  usrd  in  the  procession  during  Old  Bays' 
Week  in  that  town  recently. 


seen  afterwards.  Coates  apparently  had  lost  his  way, 
and  becoming  exhausted,  perished  in  the  first  snow- 
storm of  the  year.  His  dog,  after  nearly  a  week,  left 
the  body  of  his  master  and  went  forth  to  get  something 
to  eat.  Upon  being  fed  at  a  house  within  300  yards  of 
where  Coates  lost  his  life,  the  dog  went  into  the  bush 
again,  being  followed  by  searchers  Avho  were  directed 
to  where  the  body  lay. 


Chris,  with  the  long  name  from  Kitchener  delayed 
the  procession  when  the  identification  otficer  asked  him 
to  spell  his  name  at  the  Island  ban(|uet. 

The  Kitchener  ladies  made  a  decided  hit  at  the  pic- 
nic. 
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ONTARIO 

Bobcaygeon — 

Tiyng,  G.  C. 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorjie  Bros. 
Funeral  Directors. 
Successors  to  H.  S.  Peirce. 

Both  phones,  200. 

Burks  Falls — 

Hilliar,  .loseph-    Box  213. 

Dorchester,  Ont — 

Logan,  R.  A-    'Phone  2107. 
Dungannon  — 
Sproul,  William 

Dunnville — 

D.  P.  Pry.    'Phone  68. 

Elmira — 

Dreisinger,  Chris. 

Huntsville — 

Hilliar,  Joseph 

Hamilton — 

Blachford  &  Sons. 
~)7  King  Street  West 


Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J-  H.  &  Co., 
19-21  John  St.  N. 

IngersoU — 

Mclntyres. 

F.  W.  Keeler  and  R.  A. 
Skinner,  props- 
Kemptville — 

MdCaughey,  Geo.  A. 
Kingston — 
Corbett,  S.  S- 

Reid,  Jas-,  254  Princess  St. 
London — 

Ferguson's  Sons,  John 
174  to  180  King  St. 
Orillia — 

W.  A.  Strachan, 
Successor  to 

H.  A.  Bingham. 

Phone  543. 
D.  Clark,  Tel.  159. 
Mundell,  J.  A.      Phone  126. 
150  Mississaga  St 
Oshawa — 

Lulte  Burial  Co. 
Schomberg — 
F.  Skinner. 


St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 

St.  Thomas — 

William,  P.  R-,  &  Sons,  519 
Talbot  St. 
Stirling — 

Ralph,  Jas.        Phone  102 

Stratford — 

Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 
White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 
Toronto — 

Geo-  J.  Chapman, 

742  Broadview  Ave. 

Phone  G-  3885. 

Ambulance  service. 
Cobblediek,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  73. 
J.  A-  Humphrey  &  Son, 

463  Church  St. 
W.  N.  Knechtel, 
1202  Yonge  St. 

Motor  equipment  for  all 
branches  of  service. 

Motor  ambulance. 

Phone  North  4400. 
Washington,  Fleury  Burial 

Co.,  685  Queen  St.  E. 
J.  C.  Van  Camp, 

30  Bloor  St.  W. 
Washington  &  Johnston, 

707  Queen  St.  E. 

Corner  of  Broadview. 


Thedford — 

Woodhall,  J.  B- 
Wallaceburg — 

Cousins,  Burlington  &  Saint 
Welland— 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W- 
Woodstock — 

Mack,  Paul. 
Whitby— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 
St.  John — 

Fitzpatrick  Bros. 
100  Waterloo  St- 

MANITOBA 

Brandon — 

Campbell   &  Oampbell. 
Dauphin — 

Farrell,  A.  F. 
Winnipeg — 

Glark-Leatherdale  Co.,  Ltd. 

232  Kennedy  St- 
Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 

Broadfoot  Bros. 

Saskatoon — 
Young,  A.  E. 


MY  REPUTA  TION  is  under  the  Cork  of  Every  Bottle  of 

RE-CONCENTRATED  DIOXIN 


THE  FIRST  THOUGHT 

Is  that  I  stake  the  reputation  which  I  have 
been  struggling  to  obtain  during  the  past 
twenty-six  years  on  the  perfection  and  sat- 
isfaction-giving qualities  of  my  latest  pro- 
duct RE-Concentrated  Bioxin,  the  Per- 
oxide of  Hydrogen  Fluid. 


THE  SECOND  THOUGHT 

I<!  that  I,  being  one  of  the  inventors  and 
the  patentee  of  the  Eckels-Genung  Axillary 
Method,  used  by  more  than  12,000  em 
balrcers  in  the  United  States  and  Canada, 
would  not  do  this  did  I  not  know  it  to  be 
the  best  and  most  modern  fluid  made. 


THE  THIRD  THOUGHT 

Is  that  I  would  not  dare  to  offer  to  Pay 

Freight  Both  Ways  and  to  make  no  charge 

for  flu'd  used  in  tests  if  I  was  not  sure 

that   Dioxin    would    give  satisfaction  far 

beyond  that  possible  with  any  other  fluid 
known  to  science. 


These  are  Broad  Statements,  but  they  are  borne  out  by  the  experience  of  thousands  of  high-class  embalmers  who  have 
compared  the  Cosmetic  Effects  and  Preserving  Properties  of  DIOXIN— the  Peroxide  Fluid— with  those  of  other  fluids. 


One  sixteen-ounce  bottle  EE-Concentrated  Dioxin  will  make 
a  gallon  of  Peroxide  of  Hydrogen  Embalming  Fluid  of  standard 
strength  for  arterial  embalming,  or  it  will  make  one-half  gallon 
of  extra  strength  Formaldehyde  Fluid  for  bad  cases  or  for  cavity 
work 

The  quantity  of  water  you  add  determines  whether  it  shall 
be  a  Formaldehyde  Fluid  or  whether  Peroxide  of  Hydrogen  shall 
predominate. 

KE-Concentrated  Dioxin,  therefore,  aside  from  being  the  only 
"pint-to-the  gallon"  fluid  ever  manufactured  and  the  most  econo- 
mical fluid  ever  placed  on  the  market  by  a  responsible  chemist,  is 
really  two  fluid.s  in  one. 

DOUBLE  DISINFECTING  BASE. 
This  is  because  EE-Concentrated  Dioxin  has 
fecting  base.  One  of  these  bases  of  Formochloral, 
of  Formaldehyde  in  which  the  Formaldehyde  is 
gratest  disadvantages  while  retaining  ali  of  its 
other  base  is  a  substance  which  combines  with  the  water  you  add 
in  the  right  proportion  which  makes  it  a  Peroxide  of  Hydrogen 
Fluid. 

Peroxide  of  Hydrogen  is  composed  of  two  parts  of  Hydrogen 
and  two  parts  of  Oxygen.  Its  chemical  symbol  is  H2  02.  Water 
i.s  two  parts  of  Hydrogen  and  one  part  of  Oxygen.  Its  symbol  is 
H20.    The  chemicals  in  EE-Concentrated  Dioxin  combine  with  the 


a  double  disin- 
a  purified  form 
robbed  of  its 
virtues.  The 


water  you  add  and  supply  to  the  water  the  extra  atom  of  Oxygen 
needpd  to  transform  it  all  into  the  kind  of  Peroxide  of  Hydrogen 
which  makes  the  Best  Embalming  Fluid  ever  discovered. 

RE-Concentrated  Dioxin,  containing  as  it  does  and  in  an  ex- 
tremely concentrated  form  enoueh  disinfecting  and  preserving  chem- 
icals to  make  one  gallon  of  fluid,  is  the  strongest  and  most  power- 
ful fluid  in  the  world  to-day,  yet  it  combines  with  its  Titanic 
strength  the  marvellous  softness  and  delicacy  which  it  is  so  de- 
sirable to  use  on  delicate  complexions  or  those  in  which  the  very 
highest  detree  of  cosmetic  effect  is  derired.  It  is  two  fluids  in  one 
bottle.  This  leaves  you  in  a  position  to  make  the  choice  at  the 
moment  of  embalming. 

There  are  times  when  you  want  a  strong  fluid.  In  RE-Con- 
centrated Dioxin  you  have  it. 

There  are  times  when  you  desire  a  soft,  mild  and  delicate  fluid. 
In  RE-Concentrated  Dioxin  you  have  it. 

By  its  use  a  large  proportion  of  blood  can  be  withdrawn  and 
especially  in  dropsy  and  .laundice  cases  its  effects  are  magical. 
Dioxin  is  good  in  all  cases,  but  it  is  marvellous  on  the  very  class  of 
bodies  where  other  fluids  are  weakest. 

SEND  FOR  A  TRIAL  SHIPMENT. 

Order  a  shipment  of  RE-Concentrated  Dioxin- 
use  it  on  your  next  important  case. 


-TO-DAY — and 


H.  S.  ECKELS  &  COMPANY,  221  Fern  Avenue,  Toronto,  Ontario,  Canada 
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Index  to  Advertisers 


B 


Bemister,  H.  A   13 

C 

Canadian  Feather  and  Mattress  Co.  .  13 

Oanieula  (".'iu]inti\-.   Limited    51 

Caranae    I.a  t'or;i  I  ory    53 

Champion  C'heuiical  Co  i.lj.c. 

Chesley   Furniture   Co.    11 

D 

Dominion  Manufacturers   51-52 

E 

Eckles.  H.  S.  &  Co.    55 

Egyptian  Chemical  Co.    56 

G 

Gendron  ^JfL;.  Co  i.f.c. 

Glohe-Welliirk,.    Co.,    Ltd   6-7 

Gold  Medal  Furniture  Mfg.  Co   19 


H 


Hartshorn.  G.  H   20 

Hourd  &  Co   12 

I 

Imperial  Rattan  Co   3 

K 

Knetchel  Furniture  Co   17 

L 

Life  Long  Furniture  Co   39 

Lloyd  Mfg.  Co   16 

M 

Marshall  Sanitary  Bedding  Co  i.f.c. 

Maxwell  Mfg.  Co.    44 

Matthews  Bros.   ".   12 

McT^agan  Furniture  Co.,  Geo   4-5 

Meaford  Mfg.  Co   15 

N 

National  Table  Co.,  Ltd   13 

N.  A.  Furniture  Co   13 


O 

Owen  Sound  Chair  Co   13 

P 

Pathe  Phonograph  Co   41 

Phcnola  Co.,   The    4? 

B 

Robertson  &  Co.,  P.  L   39 

S 

Shafer  &  Co.,  D.  L   12 

Sidway  Mercantile  Co   18 

St'-ele  &  Co.,  Jas   13 

Stratford    Chair    Co   8-9 

Stratford  Mfg.  Co   3 

V 

Victory  War  Loan   o.b.c. 

W 

Walter  &■    Co..    B   12 

Woeller,  Bolduc  &  Co.    10 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 


Special  Canadian  Agents 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 
CHRISTIE  BROS. 
Amhersi,  N.S. 


Larger  Bottles  filled  up  with  water  | 


Egyptian  Chemical  Co.  Boston,  u.s.a 


For  Sale 
Wanted 


TERMS  OF  INSERTION 


50  cents  per  ins:ition  up  to 
twenty-five  words,  iiach additional 
word  two  cents.  If  :)cx  is  required 
Scentsextra  tocov^r  postage, etc. 
Cash  must  accompany  each  order 
—  no  accounts  book.  d. 


-^IIIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIMIIMIMIIIIIIIIIMIIIIIMIMIIIIllllull'lillllllilllillillllli  ' i)IIIM:MIII'ii:iWMI'.i:niJI>l':iaii:illllllllllll.llllMI.~ 

FOR  SALE — Coinibinatioii  IMotov  Hearse  and  Casket  Wagon; 
in  exeellent  eondition;  cheap  for  quick  sale.  Photo  on  apidi- 
catioii.  Apply  Box  39  Canadian  Furniture  World  and  The 
Undertaker. 

FOE  SALE — Furniture  and  Undertaking  Business  in  town  of 
8. 000.  Ill  health  reason  for  selling.  This  is  a  splendid  busi- 
ness and  cm  be  housht  riuht.  Applv  575  Dovercourt  Road. 
Toronto.  '  '  X-D 

RELIABLE  Fnrnitiure  Buyer  with  ten  years'  experience,  desires 

making  a  change  about  January  1st,  1920,  or  sooner;  capable 
of  taking  full  charge.  At  present  employed  with  one  of  the 
largest  furniture  stores  in  Canada.  Can  furnish  best  of  ref- 
erences.   Box  37  Furniture  World. 

WANTED — A  cheaji  Hearse  for  bad  roads;  must  be  light 
weight.    Ap]ily  Joseph  Senn,  Hager-\  ille,  Ont. 

WANTED — Automobile  Hearse;  must  be  fiist-class  condition: 
not  ueccssnrily  high  priced  when  new.  Photos  and  lowest  cash 
piice.    -\i>ply  Box  —  Canadian  Furniture  World,  Toronto. 


i>>iiiiiiiiiiiii;iii]i-.':niiii'iMiiiiiiiiiiiui'|i',,]|iij||]|,: 


Send  your 


WANT  ADS. 


To  "CANADIAN 
FURNITURE 
WORLD" 


November,  1^19 
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liCHAMPION 

FLUIDofAMERICA 

For  it  s  iOOj()  Pure  Cl^eroicals^-^ 


CHAiriPlOn.  IS  unequaled  as  a  preseruatiue,  euen  in  the 
most  extreme  cases  and  produces  that  life-like  ap- 
pearance that  means  prestige  for  the  Undertaker 

Champion  protects  your  reputation  and  saves  needless  iporrij 


lUrite  for  our  illustrated  catalog  and 
learn  of  the  mani]  other  articles 
manufactured  for  the  Undertaker 


Q'he  Chdmpion  Chemical  Co 


CANA 
RESTS 


ITH  YOU 


Continued  Business  Activity  and  Good  Wages 
Depend  on  Canada's  New  Victory  Loan 


DURING  the  past  four  years  Canada's 
prosperity  has  been  due  largely  to 
Allies  °  Great  Britain  and  our 

Canada  was  able  to  obtain  these  orders 
became  she  advanced  credit  to  these 
countries. 

Canada  was  able  to  give  this  credit  only 
because  you  bought  Victory  Bonds. 

^  u®*' A  u*^''**"'  France,  Belgium,  and 

ottier  AJIies,  are  now  prepared  to  place  large 
orders  with  us  for  the  products  of  our  fac- 
tones,  farms,  forests  and  fisheries— provided 
Canada  again  give*  them  credit. 

Credit  must  be  given  if  we  are  to  have  any 
guarantee  of  good  times  and  good  wages. 


But  our  workers  on  these  order,  must  be  paid 
thair  wages  in  cash:  so,  much  of  the  money 
that  you  invest  m  Victory  Bonds  will  go  out 
m  wages  to  Canadians. 

You  wi  1  be  absolutely  protected— you  will 
get  a  good  rate  of  interest  and  all  of  your 
money  will  be  paid  back  at  the  time  stated 
in  ttie  i3ond. 

Every  cent  will  be  spent  in  Canada,  and 
ultimately  circulate  to  the  benefit  of  all. 

Canad  :*  can  give  this  credit  only  if  you  again 
buy  Victory  Bonds.  ^ 

If  Canada  is  not  able  to  give  this  credit,  other 
countries  will. 

Therefore  Canada's  continued  prosperitv 
rests  with  you. 


Victory  Loan  1919 


Every  Dollar  Spent  in  Canada  ' 

^^^ssued  by  Cana-^a's  Victory  Loan  Committfe, 
in  co-operalion  with  the  Minist.  r  of  Finance 
of  the  Dominion  of  Canada. 


CANADIAN 

FURNITURE  WORLD 

and 

THE  UNDERTAKER 


Best  Wishes  for  a 

Merry  Christmas 

and  a 

Happy  New  Year 

to  all  our  readers 


Published  6>THE  COMMERCIAL  PRESS,  L1MITED,32  COLBORNE  ST. 

TORONTO,  DECEMBER  1919 
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I  The  Gendron  Manufacturing  Co.,  Ltd.  1 

BABY  CARRIAGES  ( 
Go-Carts 

CARRIERS 

We  have  introduced  several  new  i 

features  into  our  line  for  present  | 

delivery,  and  these,  along  with  the  | 

many  advantages  our  line  offers  | 

is  a  most  up-to-date  and  a  line  of  i 

quality  goods.  | 

I  THE  GENDRON  MFG.  CO.,  LIMITED,  TORONTO,  CAN.  | 

^lllliMIMIIIIIIIIMIIIIIIIIIIIIIIIIIIIIMMIIIIIIIIMMIIIIIIIIMMIIHIIIIIlllllllllllllllMIIIMIIIIMIMIMIIIIIMIIMIIIMIIIIIIIIMIIMIIIIIIIIU 


A  Happy  and  Prosperous  New  Year 
to  all  our  customers. 


The  Marshall  Ventilated  Mattress  Co.,  Limited 

London,  England  Toronto,  Canada  Chicago,  U.S.A. 
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n  Invitation 


The  Stratjord  Furniture 
Manufacturers  invite  you  to 
visit  the  displays  at  their 
showrooms  from  January 
12  th  to  24  tk 

This  year  particularly  we 
believe  that  it  is  in  your 
interest  to  spend  a  few  days 
among  the  factories  to  ^eep 
in  touch  with  conditions, 
January  is  an  ideal  time  to 
get  away  from  your  store. 

Displays  will  be  more  attrac- 
tive than  usual — be  sure 
you  see  them. 


Stratford  -  January  Twelfth  to  Twenty-fourth 
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rUltWlTURKI 


5090A 


May  your  Christmas 
be  Merry  and  your 
New  Year  Prosperous 


McLAGAN 


Quality  goods  were  never  as 
highly  appreciated  or  m  as 
great  demand  as  they  are  to- 
day. To  promote  and  retain 
your  hold  on  this  trade  you 
cannot  afford  to  overlook 
McLagan  productions  when 
placing  your  orders. 


The  McLAGAN 


STRATFORD 


5095 


5099 


5098 
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FURNITURE 


URNITURE 


Built  in  both  Mahogany  and 
Walnut,  this  beautiful  Louis 
XVI  Dining  Room  Suite  has 
made  a  very  striking  appeal  to 
the  trade.  Moderate  in  price 
and  of  good  dimensions,  coupled 
with  exquisite  finish  and  beauti- 
ful design,  it  has  been  received 
with  the  utmost  expression  of 
approval  wherever  placed. 


URNITURE  CO. 


ONTARIO 


LIMITED 


5090 


Come  to  the  Exhibition 

at  Stratford 
January  12  to  24th 

Bigger  and  Better  than  ever 
Don't  miss  this  opportunity 


5097 


5099A 


5094 
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Appreciation 


We  thank  the  furniture  dealers  of  Canada  for  their  co-operation 
under  unusual  conditions,  and  extend  our  gratitude  for  your 
assistance  in  developing  this  business. 


Building 


On  our  part  to  better  serve  you  w^e  wiW  soon  have  ready  a 
large  addition  to  our  plant,  w^hich  will  enable  you  to  better 
serve  your  trade.  We  believe  this  is  a  practical  way  of 
assisting  you. 


Advertising 


Our  national  advertising  campaign  is  now  on,  and  will  be  con- 
tinuous during  1920.  This  campaign  will  help  you  sell  more 
beds  and  better  beds.  Our  newest  styles  are  wonderful  works 
of  art  and  beauty.  Cuts  and  literature  supplied  free  on  request. 
We  hope  that  you  will  benefit  by  our  advertising. 


The  KINDEL  BED  COMPANY,  Limited 

STRATFORD         -  ONTARIO 
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Greetings 


At  this  Christmas  season  we  send  you  our  warmest  wishes  for 
your  happiness.  May  the  year  1  920  be  one  of  unsurpassed 
prosperity. 


Welcome 


We  hope  to  have  the  pleasure  of  seeing  you  at  our  showrooms 
during  the 

January  Display 

January  12th  to  24th 


at  which  will  be  shown  new  and  beautiful  period  designs  in 
Living  Room  Suites  covered  with  the  latest  English  Tapestries, 
and  Chesterfield  Suites,  both  Daveno  Bed  construction  and 
stationary.    It  will  be  to  your  advantage  to  see  this  display. 


The  KINDEL  BED  COMPANY,  Limited 

STRATFORD         -  ONTARIO 
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No.  1691-5-  Arm  Chair 

This  suite  in  Quartered  Oak 
only,  fumed  or  golden  finish. 


Stratford 
Furniture 
Exhibition 

JANUARY 
12th  to  24th 


No.  374 — Extension  Table 


No.  1691-1— Diner 


A  Merry  Christmas  and 
A  Happy  and  Prosper- 
ous New  Year. 


No.  679— Buffet 


The  Stratford  Chair  Co.,  Limited    :    Stratford,  Ontario 
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Stratford  Furniture  Exhibition 


January  12th  to  24th 


Hi 


Like  the  P.  T.  Barnum  circus,  our  display  of  high-grade  upholstered 
furniture  at  the  Stratford  Furniture  Show  will  be  bigger,  better, 
and  grander  than  ever.  New  designs  in  Living  Room  Suites  will 
be  a  feature  worthy  of  the  attention  of  every  furniture  dealer.  We 
extend  a  cordial  invitation  to  you  to  visit  our  display. 


A  Merry  Christmas  and 

A  Happy  New  Year  to  each 

and  every  one  of  you. 


The  Farquharson-Gif f ord  Company,  Limited 

STRATFORD,  ONTARIO 
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Stratford  Furniture  Exhibition 


JANUARY  12th  to  24th 


mmmwrni. 


VV/E  hope  that  every 
furniture  dealer  in 
Canada  will  have  a  Merry 
Christmas  and  that  the  year 
1 920  will  be  a  prosperous 
and  successful  one. 


IMPERIAL  RATTAN  CO.,  Limited,  STRATFORD,  Ont. 


No.  92  Ladies  Desk 
in  plain  Oak-fumed 


Stratford  Furniture 
EXHIBITION 

JANUARY  12th  to  24th 


/^UR  display  this  year  will  be  shown  in  our  own 
factory  and  in  our  new  show  rooms  and  will 
contain  many  new  lines  that  will  interest  the  dealer. 
We  would  call  your  attention  to  our  new  line  of 
Ladies'  Desks  which  we  are  just  commencing  to 
manufacture. 

A  MERRY  CHRISTMAS  AND  A  PROS- 
PEROUS AND  HAPPY  NEW  YEAR 


The  STRATFORD  MANUFACTURING  CO.,  Limited 

STRATFORD     "-:-  ONTARIO 
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The  Season*s 

Greetings 
to  the  Trade 


This  is  the  season  when  the 
spirit  of  kindliness  and  goodwill 
is  abroad  in  the  land  and  accord- 
ingly a  fitting  time  for  the  expres- 
sion of  good  wishes.  It  is  with 
real  sincerity  that  we  extend  to 
the  members  of  the  furniture  trade 
our  best  wishes  for  both  a  joyful 
Christmas  and  a  happy  and  pros- 
perous New  Year. 

For  your  kind  patronage  during 
the  past  year  we  are  extremely 
grateful;  may  we  both  deserve 
and  receive  a  continuance  of  your 
trade  during  the  year  ahead. 
And  during  that  time  it  is  our 
wish  that  prosperity  in  business, 
and  happiness  in  your  private  life 
may  be  yours. 


Not  the  least  of  their  charms  is  this.  They 
take  on  the  exact  shape,  size  and  proportion 
of  the  space  they  are  to  fill. 


Globe-Wernicke  Bookcases  are  made  in 
designs  and  color  iones  to  harmonize  with 
any  furnishing  scheme. 


STRATFORD 


ONTARIO 
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You  are  ccrdially  invited  to  visit  our 
display  of  Brass  Beds  at  the 

Stratford  Furniture  Exhibition 
January  12th  to  24th 


No.  151P— Brass  Bed 


Season's  Greetings 

To  our  many  friends  and  customers 
in  the  furniture  trade  we  extend  our 
best  wishes  for  A  Merry  Christmas 
and  A  Bright  and  Happy  New  Year. 

Stratford  Bed  Co.,  Limited 

Stratford,  Ont. 


No.  358— Brass  Bed 


Stratford 
Furniture 
Exhibition 


Make  a  New  Year's  resolution 
to  attend  the  Stratford  Furniture 
Exhibition  this  year.  Your  visit 
will  be  a  profitable  and  enjoy- 
able one. 


January 
12th  to  24th 


Stratford  Furniture  Manufacturers 

3tratford  -  Canada 
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rURNITURB 


Stratford  Furniture  Exhibition 


A 

BRIGHT, 
SPARKLING 
ARRAY  OF  THE 
REAL  CLASS  IN  FINE 
CANADIAN  FURNITURE 


In  these  days  of  modern  business 
methods  it  behooves  the  furniture 
dealer  to  keep  up-to-date — his 
methods  and  his  stock ;  and  the 
opportunity  here  presented,  to 
view  all  that  is  best  in  Canadian 
Furniture,  will  be  of  incalculable 
value  to  him  in  taking  care  of  his 
trade.  ^  And  besides  furniture, 
we  want  to  meet  you  and  show 
you  the  town,  and  get  acquain- 
ted. You  will  see  a  real  exhi- 
bition, and  have  a  real  time. 


JAN.  12424 


STRATFORD 


NOTE  THE  PLACE  AND  THE  DATE 
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To  Our  Many  Friends 
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1  THE  LINE  i 

i  COMPRISES—  I 

I    Bed  Room  Suites  | 

I    Dining  Room  Suites  | 

I    Hall  and  Library  | 

I          Furniture  | 

I    Centre  Tables  | 

I    Jardiniere  Stands  | 

I    Medicine  and  | 

I          Music  Cabinets  | 

I    Odd  Dressers  | 

I    Wardrobes  | 

i    Desks  | 

I    Secretaries  | 

1    Book  Cases  1 


Again,  with  pleasure,  at  this 
Joyful  Christmastide,  we  ex- 
tend to  one  and  all  our  best 
wishes  for  A  MERRY 
CHRISTMAS,  and  we 
gratefully  acknowledge  all 
past  favors  and  thank  you  in 
anticipation  of  a  continuance 
of  the  same  pleasant  busi- 
ness relations  so  character- 
istic of  the  past.  We  extend 
our  best  wishes  for  the  com- 
ing year,  earnestly  hoping 
each  and  every  day  for  you 
may  prove  overflowing  with 
Healthy  Happiness,  and 
Prosperity. 


5lllllllllllllllllllllllllllllllllllllll!IIIIIIHIIIIIIIIIIMMnilllllllllln: 


The  Meaford  Manufacturing  Company 


MEAFORD 


ONTARIO 


X 
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I/oivg^distance  rumors  ai\^ 
trade  gossip  arc  not  asafe  guidie. 
First  liandinfomiatioii.  at  the^^ 
sovirce  is  essential. 

TKere  never  was  a  time  wKen. 
foregatKermgjx^  of  moire  im- 
portance to  tKefurratureliiv^rs 
of  America.  Present  abnormal 
coRiSLrilons  enipliasiisse  tins  necessity. 

Follow  theMarket  close^^. 
Know  what  is  doin^. 
Come  toGranjQLRapidsihJamiar^ 
Season  op^is  Jaiwiar^lst. 
Closes  January  24  ih. 

Gran&j^pidsMdiM  Association 
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jnMllllnJniMrlllMllllilMMIIIIJIMIIMIIIIMIMIIIIMIMinilMIMIIIIIMKIIIMIIIIIMIIIIMIMIIMIIMIIMIMIMIIIIMIIMIIMIIIIMIIMIIMIIIIMIIIMMIIMIIIIM  llllllll  IIIIIIIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMMIIIIIIIIIIIIIIIIIInlJIIIIIIIIIIIIIIIJi: 

WE  ARE  I 

SLIDE  SPECIALISTS  I 

Having  manufactured  SLIDES  | 
exclusively — for  30  yean  P 

Many  Canadian  Table-makers  uie  = 


I  THE 

HEART 

I  OF  YOUR  EXTENSION 
1         TABLE  IS  THE 

SLIDE 


I  YOUR  TABLE  IS 

I  CONDEMNED  IF  THE  SLIDE 

I  DOES  NOT  WORK 

I  PROPERLY 

1  WABASH  SLIDES 

p  INSURE 

i  SATISFIED  CUSTOMERS 

^iriiniiuiiiiniiiiiiiiiiiiiiniiiiM:  Mill. iiiiniiiKiiiiiiiiiiiiiiiii III! iiniiiiiiiiiiii:i  III  mil 


THE 

WABASH  : 
TABLE  SLIDE^ 


WABASH  SLIDES  { 


WABASH  SLIDES-  | 

Because  | 

We  furnish  Better  SLIDES  at  | 

Lower  Cost.  | 

Made  by  = 

B.  WALTER  &  COMPANY  ! 

Factory  St.      WABASH,  IND.  | 

Canadian  Repretentative  :  = 

A.B.Cajra,  28  King  St.  E.,  Kitchener,  i 

ELIMINATE  SLIDE  TROUBLES     Oot.,  successor  to  Frank  A.  Smith  | 

IIIIIIIIIIIIIIIIIMIIIIMIIIIIIMIIIIMIIIillllMIIMIIIIIMIIIIIIIIIIIIIIIMIIIIIMIMIIIIIIIilMIIMIIIIMIIIMIIillllllllMIIIIIMIIMIIIIIM   :iillrlllllllllllllir 


HELP  SELL  TABLES. 


ARE  YOU  LOOKING 

FOR  MIRRORS  TO  RE-SILVER 

EXTRA  PROFIT  FOR  1920 

SEND  TO  US  TO  RE-SILVER  AND  GET  HIGH  QUALITY  WORK 

MATTHEWS   BROS.,  LIMITED 

THE  BIG  CANADIAN  MOULDING  HOUSE 

1906  DUNDAS  STREET  WEST  TORONTO,  CANADA 


illljllllllllMIIIIII  'llllllllllllll  Illllll  IIIIMIII  Illllinil  lllllllll!IIIIIIIIIMI'llllllll'  I'l  IIIIIIMI  lllillllll:iMI!llllllllllllll  IIMMIIIIIIIIIMIIIIIIIIMIIIIIilllllllll^lllllllllMIMIMIIIIIIIIIIIIIIIIIIII  Illllllllllll  IIIIMIIIIMIIMIIIIIIIIIHIIIIIIJirillllllllllllllllllllUIIIIU 


■Something  Different  for  the  Xmas  Gift 


A  SHAFER  CEDAR  CHEST 

A  great  many  of  your  customers  would  undoubtedly  appreciate  such  a  suggestion.  Shafer 
Cedar  Chests  give  genuine  service,  are  handsome  in  appearance,  and  are  priced  low 
enough  to  attract  the  majority  of  people.    Send  us  a  trial  order  for  the  holiday  trade. 

WRITE  FOR  CATALOGUE 

D.  L.  SHAFER  &  COMPANY.  ST.  THOMAS.  ONTARIO 


rTIIIMIIIIIIIIMIIIIIIIIIIMIIMIIIIII  IIMIIIMIIIIIIIIIIIilllllllllllllllillllll lillllll  Illllllllll  IIIIIIIIIIMIIMIIIIIMIMIMIIIIll'IMIIIIIMIMIIIIIIIIIII  IIIIIIIIIIIIIIIIIMIIHII .  'l!::;illl'.IIIIIIIIIIIIIIJIIIIItlllljrrMIMIIllllllllMIIIIIIIIIJIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIinilllllUIIMLMIIIIli? 


You  can  sell  this  ever-useful  folding  table  without  extra 
sales  effort. 

Let  us  tell  you  all  about  it.  WEITE  TO-DAY. 

ole  Licemea  and      DEPT.  ' 
Manufacturer}  LONDON 


US  about  our  special  offer  to  buyers  in  gross  lots.  HoUfd  &  Co     Limited  Licemta  and     DEPT.  W 


December,  1919 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


17 


I'lil  I  I  H  IIIIIIIMIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIirill  Illlllllllllllllllllllllllllllllliri  Jlllll  IIIIIIMII  Illlllllllll  Illlllllllllll  IIMMII  I  MIMIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIItlMlllllllllllllll^d 


The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., 

Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High- 
Grade  Dining-  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 


-.IIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIMIIIIIIMIIIMIIIIIIIIMIIIIIIlJIIIIIIIMIIMIIIIIIIIi; 


 IIMIMIMIIII  IIIMIIIIIIMIIIIIIIIIIIIIIIIIIIIMIMIIMIMIIMIMIIIIIIIIIMIIIIIIIIIIIIIIIIIIMIIIMIMIIIIIIIIMMIIIIMIMIMIIIIIIIIIIIIIIIIIIIIU.- 

Upholstery  Springs  | 

Highest  quality  Upholstery  Springs,  | 

made  from  the  finest  grade  High  Car-  | 

bon  Steel  Wire,  oil  tempered  after  | 

the   coiling  operation,  thus  insuring  | 

uniform  strength  and  "No  Set."    Re-  | 

member,  the  quality  of  your  High-  | 

Grade  Upholstering  depends  entirely  i 

on  the  quality  of  the  springs  you  are  | 

using.  i 

HELICAL  SPRINGS  1 

for  spring  bed  and  mattress  fabrics.  | 

Get  the  habit  ;   buy  Canadian  springs  | 

James  Steele,  Limited  | 

"no  26  Guelph,  Canada  1 

 Mlllllllllllllllllllllll  IIIIIIIIIIMIIIIIIIMIMIIIIIIMIIIII  Hill  Illllllllllllllllll  Illlllllll  Ill  I  iT 


Special  Announcement 

To  Furniture  Dealers  Marketing 
'Thonograph  Supplies" 

I  am  distributing  or  jobbing  the  following  lines  of  first 
class  Phonograph  Accessories  and  Supplies, 
bemister's  Semi-Permanent  Stylus, 
Brilliantone  Steel  Needles, 
Record  Albums, 

"All-in-One"  "Speed  Indicator," 
"All-in-One"  Columbia  Attachment, 
Record  Cleaners, 
Steel  Needles, 

Sapphires  for  Edison  and  Pathe, 
Kent  Master  Adaptor  for  Edison, 
Tone-Clear  record  polish, 
Ferro  Automatic  Stop, 
Bemister's  Pathe  Needle, 
Brilliantone  Combination  Needle, 
Di;  c-Lites, 

"All-in-One"  Victor  Attachment, 

A.R.L.'  Victor  Attachment, 

Violaphone  "gold  point"  needles, 

Petmecky  multi-tone  self-sharpening  needles. 

Diamond  points  for  Edison, 

Kent  Attachment  for  Edison,  , 

Jones-Motrola. 

My  latest  catalogue  and  price  list  is  now  in  the  press.  Write  for 
a  copy.    My  lines  Tuill  make  "DOLLARS"  for  "DEALERS." 

H.  A.  BEMISTER 


10  Victoria  Street 


Montreal,  Que. 


TlllMIIIIIMIIIIIIIIIIIIMIIIIIIMIIIIIIIMIIIIIMIIIIIIIIIIIIIIIIIIMIIIMMIIIIMIIIHIIIIIIIIIIIIIIIIIi'illlli 


IIIIIIIIIIIIIIIIMIIIIIIIIMIIIIIIIIIr 


In  greeting  you,  our  friends  and  customers, 
with  the  season's  compliments,  we  also 
wish  to  thank  you  for  the  business  courtesy 
extended  us  during  1919  and  we  shall 
make  an  effort  to  render  you  such  efficient 
service  during  1  920  that  the  year  shall  be 
one  of  Prosperity  and  Happiness. 


The  Canadian  Feather  and  Mattress  Company,  Ltd. 

TORONTO        -  OTTAWA 
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SALE  OF 

MILITARY  STORES,  ETC. 

DRY  GOODS,  HOSPITAL  FURNITURE 
BEDDING,  HARDWARE,  LEATHER 
GOODS,  JUNK,  ETC. 


SALES  WILL  BE  MADE  BY  SEALED  TENDER 

Persons  desiring  to  tender  are  requested  to  register  their  names  and  addresses  with  the 

SECRETARY  OF  THE  WAR  PURCHASING  COMMISSION,  BOOTH  BUILDING,  OTTAWA, 

stating  the  class  of  goods  in  which  they  are  interested,  whether  new  or  second-hand 
or  both. 

Tender  forms  with  full  details  of  the  goods  and  places  at  which  samples  may  be 
seen,  will  be  mailed  when  ready  to  those  who  have  registered  as  requested  above. 


Special  Terms  to  Hospitals,  Etc. 

Dominion,  Provincial,  and  Municipal  departments,  hospitals,  charitable,  philan- 
thropic, and  similar  institutions  which  are  conducted  for  the  benefit  of  the  public  and 
not  for  profit  may  purchase  goods  without  tender  at  prices  established  by  the  War 
Purchasing  Commission. 

Returned  Soldiers  and  Sailors  and  Widows  and  Dependents  of  Soldiers  and 
Sailors  killed  in  the  War  may  obtain  supplies,  for  their  own  personal  use  and  not  for 
re-sale,  through  the  nearest  branch  of  the  Great  War  Veterans  Association  who  will 
combine  individual  orders  and  forward  to  the  War  Purchasing  Commission  through 
the  Dominion  Command  of  the  Great  War  Veterans  Ajssociation.  These  services  are 
rendered  by  the  Great  War  Veterans  Association  to  all  parties  in  the  classes  named, 
whether  members  of  the  Great  War  Veterans  Association  or  not. 


All  communications  should  be  addressed  to  the  Secretary,  War  Purchasing 
Commission,  Booth  Building,  Ottawa,  who  will  be  glad  to  supply  lists  and  further 
details  to  those  interested. 
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The  37  th  Season 

Will  be  a  memorable  one — 


The  scarcity  of  goods,  the  extraordinary  demand,  a  manufacturing 
and  retailing  situation  without  parallel — unheard-of  and  undreamed-of 
— will  bring  hundreds  of  buyers  to  Chicago  who  have  never  before 
attended  ani;  of  the  Furniture  Exhibitions. 

"1319"  (Manufacturers  Exhibition  Building)  invites  these  new  visitors^ 
and  again  welcomes  the  old,  to  "Headquarters" — to  "1319" — the  Hub 
of  the  Furniture  Market. 


Greetings! 


Over  I  50  Exhibitors — thousands  of  samples  are 
shown.    Season  January  1st  to  February  1st. 


131 9-Chicago 

The  Big  Building 

Manufacturers  Exhibition  Building  Company,  1319  Michigan  Ave.,  Chicago 
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The  riAK  1  oriwKlN  LliNii. 

STROLLERS             SULKIES  PULLMANS 

668-R  PULLMAN 

OUR  SALESMAN  WILL  CALL 

Our  specialty  this  year  is  Strollers.  Spruce  up  your 
stock   with   something   difterent.    We  use  only 
genuine  reed.    A  large  assortment,  no  limit  to 
design.    A  large  stock  always  on  hand. 

C.  H.  HARTSHORN 
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ONE  OF  OUR  1920  PATTERNS  WITH  NEW  PHAETON  GEAR 


Size  up  your  market  and  order  NOW 

Our  candid  advice  is  "DON'T  DELAY  placing  your  order  for  SPRING  GOODS." 

Indications  are  that  there  will  be  a  shortage  of  many  lines  of  materials  which  is  bound 
to  cause  manufacturing  delay,  and  if  you  don't  have  the  goods  you  can't  make  the  sales 
or  the  profits.    That's  a  fact — is  it  not? 

Sidway  goods  are  made  in  Canada.  Sidway  Reed  Carriages  and  Strollers  are  snappy 
in  design— as  high  in  workmanship — as  attractive  to  the  eye — and  pocketbook  — as 
sturdy  and  strong  as  goods  you  can  import  from  any  country.  When  you  handle  the 
Sidway  line,  customs  duties  and  delays  are  eliminated  —  shipping  troubles  reduced  to 
a  minimum.    You  offer  your  customers  style,  value,  satisfaction. 

Size  up  your  market  and  place  your  order  for  Spring  trade  now. 

Don't  be  caught  without  the  goods. 


SIDWAY  MERCANTILE  COMPANY 

TORONTO 


v.- 
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As  the  old  year  draws  to  a  close, 
and  w?  gather  the  threads  of  the 
story  in  anticipation  of  the  New 
Year,  it  is  a  pleasure  to  pause  a 
moment  on  the  threshold,  just  to 
exchange  greetings — to  express  our 
appreciation  for  the  business  en- 
trusted to  us,  and  to  wish  you  and 
yours  a  full  measure  of  happiness. 


UiiiiiirMiiiiiiiiiiiiiiiiiiiiiriiiiiniiiriiiiiiiiiiiiiiMiiiMM  iiliiiiiiiiii;iiiiiiiMiiiiiiiiiriiMiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiriirniiiiiriiriiMiMriiiiiiiiiiiiiiMii; 

I    Our  complete  line  oj  new  High-Grade  Matched  Suites  | 

I    will  be  shown  in  our  new  permanent  shoTD  rooms  at  our  | 

I    Kincardine  factory,  and  We  extend  to  our  Jriends  in  the  | 

I    trade  a  cordial  invitation  to  visit  us  any  time  it  is  con-  | 

I    venient  for  them.  \ 

fllinrlllllllMnllllllllllMIMIIIIIIIIIIMIIMHIIMIMIIIIIilMIIIIIMUlnililllinilJIIIIMIIIMIIIIIIIIIMIMIIIIIIIMIIillllllhMIIMIIMHIIIIIill^ 


THE  ANDREW  MALCOLM 

FURNITURE  COMPANY 


KINCARDINE 


LIMITED 


LISTOWEL 
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A  Word  of  Thanks 
and  Appreciation 


E  want  to  thank  our  many  friends 
in  the  Furniture  Trade  for  the  gen- 
erous support  and  co-operation 
given  during  the  past  year. 

We  appreciate  the  fact  that 
goods  have  not  been  delivered  as 
quickly  as  we  would  have  liked, 
and  assure  you  that  during  the 
coming  year  we  will  exert  all  our 
energy  in  an  endeavor  to  make 
faster  deliveries. 

We  extend  our  heartiest  good 
wishes  for  A  Merry  Christmas  and 
a  Happy  and  Prosperous  New 
Year. 


CANADIAN  RATTAN  CHAIR  COMPANY,  LTD. 

VICTORIAVILLE         -  QUEBEC 


er,  1919  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 


The  Season's  Greetings 

Right  heartily  do  we  extend  to  the  trade 
the  Season's  Greetings.  May  this  be 
your  Merriest  Christmas,  and  may  1 920 
be  your  Brightest  and  Happiest  Year. 

We  desire  to  thank  you  for  the  generous 
support  you  have  extended  to  us  through- 
out the  year  just  past,  and  we  assure  you 
that  during  the  coming  year  we  will  en- 
deavor to  give  each  dealer  a  service  that 
cannot  be  surpassed. 

Our  plant  is  thoroughly  equipped  to  pro- 
duce large  quantities  of  Solid  Plain  Oak 
Suites,  in  which  we  have  been  specializing. 


The  Victoriaville  Furniture  Co.,  Limited 

VICTORIAVILLE      -  QUEBEC 
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IV illow  and 
Reed  Furniture 
of  Qualify 


Christmas  and 
New  Year  Greetings 


Accept  our  best  wishes  for  a  Merry  Christmas  and  a 
Bright,  Happy  and  Prosperous  New  Year. 

We  wish  to  express  our  regret  that  we  have  not  been  in  a 
position  to  fill  orders  as  quickly  as  they  were  received 
during  the  past  five  years.  However,  now  that  shipping 
facilities  are  improving  we  are  expecting  larger  shipments 
of  raw  materials  to  arrive  from  European  countries  and  we 
are  satisfied  that  in  a  very  short  time  we  will  be  able  to 
take  care  of  all  orders. 


BRANTFORD  WILLOW  WORKS 

BRANTFORD  ONTARIO 


To  Thank  You 


For  the  patronage  extended  to  us  by  the  trade,  which  has  made  the 
year  just  ending  the  most  active,  the  most  successful  and  pleasing 
in  our  history,  we  extend  our  hearty  and  sincere  thanks. 

Through  the  co-operation  of  our  customers  we  have  been  able  to 
record  a  business  that  has  increased  each  month  during  the  entire 
year.    We  will  continue  in  our  efforts  to  give  the  quality  and  , 
the  service  that  have  made  the  Adjusto  Mattress  so  well  known 
on  the  market  to-day. 

We  extend  our  best  wishes  for  a  Happy  Christmas  and  a  Bright 
and  Successful  1920. 


The  Ontario  Spring  Bed  &  Mattress  Co 

LONDON      -  ONTARIO 
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uiimiijiunamuumiTTmiijjiiiiijii 


L'lllDIIIMIilllllllllllllMIIIIMIIIIIIIIIII! 


Greetings  to  the  Trade 


i  MIMIIIIIIIIIIIIIIIIIIMIIIIMnillMIIIIMI 


IIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIIIIMIIIIIIIIIIIIMMIIIIMIIIMIIIIIIIIIIIIIIIMIIIIIIIIIIIIIIIMI  - 


WHILE  the  Christmas  bells  are  beginning  to 
ring  their  melody  over  the  land,  it  makes 
most  of  us  feel  like  exchanging  the  roll-top 
for  a  boy's  exuberance  and  red  stocking. 

But  there's  work  to  do  and  boys  must  grow  big. 

In  spirit,  nevertheless,  we  live  again  in  childhood 
at  this  happy  season. 

Maybe  it's  a  good  time  now  for  us  to  express 
our  gratitude  for  the  pleasant  relation  that  has  existed 
between  us  the  past  year. 

We  certainly  have  appreciated  it. 

We  want  to  appreciate  it  again  in  1 920. 

And  if  right  relations  in  every  way  will  bring 
this  feeling  about  you  can  rely  on  us  to  bend  every 
last  effort  possible  for  our  mutual  benefit. 

As  the  new  1 920  opens  its  door,  it  is  our  earnest 
wish  that  it  will  be  a  mutual  door  through  which  we 
both  may  come  and  go  just  as  in  the  past. 

If  the  hinges  happen  to  creak  once  in  a  while, 
may  each  be  ready  to  apply  the  lubricant  needed  for 
the  smoothest  communion  between  us.  We  want  to 
continue  to  please  you.  Merry  Christmas  to  you  and 
here's  hoping  for  the  smile  of  the  1 920  stars  on  every 
step  of  your  climbing. 


^MIIIMIIMIIIIMIIMIIIIIMIinillllllllllllMIIIIMIIIMIIIIIMIIIIIIinilllnnillllllllllMIMMIIIIIIIIIIIIIIdlllMIMIIIIIIMIIIMIMIIIIIIIIIIIII^ 


PEPPLER  BROS.  LIMITED    HANOVER,  ONTARIO 
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GREETINGS 

CHRISTMAS 
1919 


\Y/E  wish  you  the  compliments  of  the  festive 
Yuletide  Season — A  iVlerry  Christmas  and 
A  Happy  and  Prosperous  New  Year.  ^  We 
desire  to  express  our  thanks  to  the  Furniture 
dealers  of  Canada  for  their  loyal  support  during 
the  year  just  past.  We  appreciate  fully  that  our 
own  success  is  closely  linked  with  that  of  the 
dealer,  and  trust  that  by  rendering  you  thoroughly 
dependable  service  and  merchandise  our  present 
mutually  profitable  and  advantageous  relations 
will  be  continued. 


Knechtel  Kitchen  Kabinet  Company 

Selling  Agents: 

The  Knechtel  Furniture  Co.,  Limited,  Hanover,  Ontario 
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Season's  Best  Greetings 
to  the  Furniture  Trade 


May  this  Christmas  be  to  our  many 
friends  and  customers  the  happiest 
and  most  joyful  in  their  experience, 
and  the  New  Year  be  rich  in  plenty, 
unbounded  in  prosperity  and  real 
genuine  happiness. 

We  desire  to  express  to  you  our 
deep  appreciation  of  your  splendid 
patronage  during  the  year  now  clos- 
ing, and  we  shall  do  all  in  our  power 
to  render  you  the  best  service  we 
know  during  1 920. 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 


THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 
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Christmas 


Greetings 


WE  take  this  opportunity  to  extend  to  the  Furniture 
Dealers  of  Canada  our  sincere  wishes  for  your 
Happiness  this  Christmas  and  Prosperity  throughout 
the  coming  year. 

We  wish  to  thank  you  for  the  large  measure  of  patronage 
you  have  given  us  during  the  past  year  and  hope  to  merit  a 
continuance  of  same. 


Morlock  Bros,  Limited,  Hanover,  Ontario 


Christmas  and  New  Year 

Greetings 


With  our  most  cordial  wishes  for  a  joyful  Christmas  and  a  Happy  and 
Prosperous  New  Year  we  desire  to  thank  our  many  friends  and  customers 
lor  the  patronage  and  good-will  extended  us  during  the  closing  year. 
We  hope  to  render  you  a  service  during  1920  that  will  make  the  year 
more  prosperous  than  any  that  have  gone  before. 


THE  NORTH  AMERICAN  BENT  CHAIR  CO. 

LIMITED 

Owen  Sound       -       -  Ontario 
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AV/E  take  pleasure  in  wishing  our  many  friends 
and  customers  in  the  furniture  trade  the  com- 
pHments  of  the  season.  May  your  Christmas  be  a 
happy  one,  and  may  the  New  Year  be  bright  and 
prosperous.  We  desire  to  express  our  thanks  for 
the  many  favors  received  in  the  past,  and  trust  that 
you  will  continue  to  let  us  share  your  patronage. 


The  Colleran  Spring  Bed  Co.,  Limited,  Toronto,  Can. 


GREETINGS 


Accept  our  sincere  wishes  for  a  really  truly  Merry 
Christmas  and  a  Happy  New  Year.  May  this  Christ- 
mas bring  to  you  Happiness,  Health  and  Success,  and 
may  1  920  prove  to  be  your  Biightest,  Biggest  and  Best 
year. 

We  desire  to  thank  our  many  friends  in  the  trade  for 
their  liberal  support  during  1919,  and  trust  that  during 
I  920  our  mutually  friendly  relations  will  continue. 


THE  ELMIRA   FURNITURE  COMPANY,  LTD. 

MAKERS  OF  "THE  ELMIRA  LINE"       ELMIRA,  ONTARIO 
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Superior  Quality 
Upholstered  Furniture 


in  distinctive  designs  and  refinement.  A  large  range 
of  tapestry  and  mohair  velvet  coverings  to  select  from. 

We  make  furniture  that  is  carefully  designed,  well 
constructed  and  beautifully  finished. 

Our  complete  line  will  be  displayed  January  1  2th 
to  January  24th. 

IVE  CORDIALLY  INVITE  YOU  TO  VISIT  US  WHEN 
AT  THE  EXHIBITION  AND  INSPECT  OUR  LINES. 

The  Waterloo  Furniture  Company,  Limited 

WATERLOO        -  ONTARIO 


iimnnrrnTTTnTTinirnfrTTTmniiTTniTTy 


Yuletide 
Greetings 


It  is  with  pleasure  that  we  extend  to  the 
furniture  dealers  our  Good  Wishes  at  this 
Christmas  Season.  We  greatly  appreciate 
the  patronage  you  have  given  to  us  during 
the  year  just  closing,  and  assure  you  that 
we  will  do  all  in  our  power  to  make  your 
New  Year  one  of  Prosperity  and  Gladness. 


The  Quality  Mattress  Company 
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Don*t  forget  our 
Exhibition  in 
Kitchener 
January  12  to  24 


Appreciation 


And  now,  in  the  friendly  spirit  of  A  Merry 
Christmas,  accept  this  expression  of  appreci- 
ation for  your  business  and  courtesies  of  the 
past.  May  that  light  which  illuminates  the 
road  to  Health,  Happiness,  and  Prosperity 
burn  steadily  for  you  through  the  New  Year. 


The  Art  Furniture  Company,  Limited 

Kitchener       -:-  Ontario 


The  Season's  Greetings 


We  extend  to  our  many  friends  the  Compliments 
of  the  Season,  and  beg  to  express  our  sincere 
gratitude  for  your  generous  support  during  the 
past  years.  It  shall  be  our  aim  to  serve  you 
better  in  the  years  to  come. 

Illl!lllll!i>l<lllllllllllllllllllllllllll!lllllli1illll!llllll|{||||||^^ 

The  Beaver  Furniture  Co.,  Limited 


KITCHENER 


ONTARIO 
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►   Christmas  Greetings 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

IWF  AY  Christmas  Joys  and  New  Year's  Happiness 
be  showered  upon  you  more  bountifully  than 
ever  before,  and  may  you  be  overwhelmed  with 
business  prosperity  during  the  coming  year,  are 
the  wishes  we  send  our  numerous  friends  and 
customers  at  this  glad  Season. 


Chesterfields 
Easy  Chairs 
Tea  Wagons 
Spinet  Desks 


tlillllllllllllillllllllllllllillllllllllllllll^ 

The  F.  E.  Coombe  Furniture  Co.,  Limited 

KINCARDINE  ONTARIO 


Greetings  to  the  Trade 

As  the  festive  season  of  another  year  comes  around  we  wish 
to  extend  a  real  hearty  Yuletide  Greeting  to  our  many  friends 
in  the  furniture  trade.  It  is  our  sincere  wish  that  you  not 
only  may  have  a  full  measure  of  Christmas  Joys  but  that  the 
year  ahead  may  bring  to  you  both  prosperity  in  your  business 
and  genuine  happiness  in  your  home. 

Please  accept  our  heartiest  thanks  for  your  patronage  during 
the  past  year  ;  and  we  hope,  by  reason  of  our  quality  service, 
to  merit  your  same  generous  support  during  1 920. 


THE  STANDARD  BEDDING  COMPANY 

27-29  DAVIES  AVENUE.  TORONTO 
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A  Merry  Christmas 


Out  of  the  past  pleasant  business  relationships  with  members 
of  the  furniture  trade  of  Canada,  grows  the  desire  to  extend 
to  all  our  best  wishes  for  a  Merry  Christmas  and  a  Happy 
and  Successful  1  920. 

We  appreciate  the  liberal  patronage  you  have  given  us  in 
the  past  and  are  confident  that  by  rendering  you  goods  of 
character  and  quality  we  will  merit  your  further  patronage. 


The  Ellis  Furniture  Co. 

Ingersoll,  Ontario 


No.  273,  Art  Mirror— Powdered  Gold  Antique 

To  our  customers  and  the  trade  generally  we  extend  our  best  wishes  for 

A  Happy  Christmas  and 
A  Prosperous  New  Year 

PHILLIPS  MANUFACTURING  CO.,  LIMITED 

258-326  Carlaw  Ave.  :-:  Toronto,  Ontario 
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Popular  Hits 

songs  and  dances  that  you  can  buy  on  Pathe  records  to-day 
are  the  popular  hits  of  to-morrow.    A  few  examples  of  this 
up-to-the-minute  Pathe  service  are  shown  in  the  Hst  below— note 
the  artist  and  early  date  of  issue. 

This  means  a  decided  advantage  for  Pathe  dealers,  and  then  every  Pathe 
record  is  guaranteed  to  play  at  least  one  thousand  times— the  only  guar- 
anteed record  on  the  market. 

Pathe  supplement  records  are  shipped  within  twenty  four  hours  after 
the  receipt  of  order. 

There  is  still  some  profitable  territory  open  for  aggressive  dealers. 


"  Poor  Little  Butterfly" 

"  You  don't  need  the  wine  to 
have  a  wonderful  time  " 

"BallyhoBay" 

"  Tell  Me  Why  " 

"  Everybody  wants  a  key  to 
my  cellar  " 


Belle  Baker       Dec.  Supplement 


Eddie  Cantor 
Patricola 
Lewis  James 

Arthur  Fields 


'I'll  say  she  does' 


Green  Bros. 
Xylophone  Orchestra 


Oct. 

Sept. 

Oct. 

Aug. 

Aug. 


Pathe  Freres  Phonograph  Sales 

Company,  Limited 


Winnipeg 


Toronto 


Montreal 


D.  O.  MCKINNON 

GENERAL  MANAGER 


W.  B.  HART 

ADVERTISING  MANAGER 
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THE  LAST  CALL  FOR  CHRISTMAS  BUSINESS 
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How  an  Ontario  furniture  firm  prepares  for  Christmas— Description  of  store  and  methods 
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By  STAFF  CORRESPONDENT. 

E  are  now  in  the  midst  of  the  Christmas  selling  well  be  worth  while  in  a  mncli  larger  town  than  Bramp- 
season,  and  those  furniture  dealers  who    had     ton,  and  to  keep  a  reputation  for  square  dealing  is 


carefully  laid  their 
plans  are  noAV  in  a  position 
to  reap  the  rewards  of  their 
labors. 

A  firm  that  gives  special 
attention  to  the  various 
seasons  as  they  come  round 
is  MeKillop  &  Melntyre,  of 
Brampton,  Ont.,  and,  as  will 
be  seen  by  the  illustration  of 
the  window  below,  it  is  a  firm 
that  is  always  alert  for  busi- 
ness ;  planning  their  sales 
well  in  advance  and  select- 
ing their  goods  when  selec- 
tions can  be  made  from  lines  that  are  varied. 


worth  the  while  of  all  deal- 
ers everywhere. 

Just  eight  .years  ago  this 
month  the  present  firm  of 
MeKillop  &  Melntyre  was 
formed  between  the  princi- 
pals— two  young  men  of  the 
town — boys  who  had  been 
raised  and  educated  in 
Brampton.  The  present 
store  on  Queen  Street,  just  a 
stone's  throw  from  the  cen- 
tral corner  of  the  town,  was 
leased,  and  a  stock  of  $7,000 
worth  of  furniture  was  in- 
stalled.   As  time  passed  the  stock  was  increased  and 


To  build  up  a  business  in  eight  years  that  shows  a     the  premises  enlarged, 
yearly  turnover  of  nearly  $40,000  is  a  record  that  might        At  first  the  ground  floor  only  was  utilized,  the  up- 


The  very  fine  front  window  display  of  Christmas  suggestions  made   by  MeKillop  and  McTntyrc,  Brampton. 

the  front  part  of  store  interior. 


This  gives  also  a  showing  of 
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stairs  being  rented  for  lodge  and  meeting  purposes. 
The  building  originally  had  been  a  church,  and  the 
various  floors,  added  from  time  to  time,  had  been  con- 
structed for  different  purposes.  But  the  business  has 
been  growing  so  rapidly  of  late  that  the  whole  build- 
ing is  now  utilized.  This  gives  two  large  floors  to  the 
front  of  the  store  and  three  good  floors  at  the  rear. 

The  present  arrangement  or  layout  of  the  stock  al- 
lows a  groiipiug  of  the  various  lines  into  departments. 
As  one  enters  from  the  street  he  gets  the  view  illus- 
trated herewith,  as  through  the  front  windows.  Here 
are  shown  living  and  dining  room  furniture,  kitchen 
cabinets,  McLagan  phonographs,  parlor  and  piano 
lamps  and  general  gift  goods.    The  walls  are  covered 


own  department  and  marked  at  $48.  Before  the  week 
was  gone  all  had  been  sold  at  the  higher  figure." 

In  the  floor  covering  de[)artment  Mr.  IMcKillop  has 
rigged  up  a  series  of  racks  for  showing  his  oilcloths. 
These  racks  are  2,  3  and  4  yards  wide.  The  oilcloths 
as  they  come  in  have  a  bar  run  through  the  inside  of 
the  roll,  and  then  they  are  placed  on  the  rack,  one 
roll  above  the  other.  For  display  any  particular  roll 
is  unwound,  and  foi'  cutting  the  roll  is  pulled  out  and 
measured,  the  remainder  being  wound  up  again  in 
qiiarter  the  time  necessary  where  some  such  contriv- 
ance is  not  in  use. 

The  upholstered  furniture  is  stocked  and  displayed  in 
the  large  room  formerlv  used  as  a  lodge  and  jneeting 
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An  interior  view  of  the 
McKillop  and  Mclntyre 
store,  giving  an  idea  of 
tlip  high  grade  of  gtods 
carried  bv  the  firm. 
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with  framed  pictures  from  simple  water  colors  to  quite 
elaborate  oils.  Picture  framing  and  framed  pictures 
are  a  specialty  with  the  firm,  and  sales  total  high  in  a 
year's  run. 

On  a  mezzanine  floor  reached  by  the  stairs  showing 
in  the  illustration  is  the  bedding  department.  Here 
are  displayed  brass  and  enamel  beds,  mattresses, 
springs,  etc.  A  special  section  is  given  over  to  chil- 
dren's cots  and  baby  carriages.  In  connection  with 
the  bed  spring  display  Mr.  McKillop  has  rigged  up  a 
very  convenient  rack  biiilt  of  water  pipe  and  hangers, 
which  accommodatingly  takes  care  of  the  stock  and  al- 
lows of  any  one  of  the  springs  being  in  an  instant 
brought  forward  for  inspection. 

On  the  floor  above,  to  the  front,  are  shown  the  floor 
coverings — carpets,  rugs,  oilcloths  and  linoleums.  A 
big  trade  was  done  in  oilcloths  before  and  during  the 
early  years  of  the  war,  but  for  the  past  two  years  these 
stocks  have  been  hard  to  obtain,  and  the  firm  is  build- 
ing up  a  big  rug  trade. 

In  connection  with  the  introduction  of  the  rug  line 
a  couple  of  years  ago,  Mr.  Mclntyre  tells  this  story: 
"To  show  our  customers  and  the  people  of  Brampton 
our  new  rug  line  we  made  a  special  window  display 
and  put  on  a  special  sale.  Several  ncAv  rugs  were  put 
in  the  window  and  offered  at  $25  each.  They  remain- 
ed in  the  window  for  a  w^eek,  but  not  a  sale  was  made. 
The  following  week  the  rugs  were  put  uf)stairs  in  their 


room.  When  taking  over  the  whole  building  for  the 
use  of  the  furniture  store  McKillop  &  Mclntyre  pur- 
chased all  the  carpets  and  hangings  of  the  room ;  as  a 
consequence  the  firm  now  have  a  carpeted  show  room 
in  which  to  exhibit  their  upholstered  lines,  and  this 
little  stunt  adds  much  to  the  efi'ecrivenes.s  of  the  dis- 
play. 

At  present  the  firm  have  a  floor  space  of  14  000 
square  feet.  The  building  has  a  frontage  of  45  feet 
and  a  depth  of  100  feet.  Being  now  the  owners  of  the 
property  McKillop  &  Mclntyre  intend  in  the  spring  to 
real-range  and  remodel  their  whole  premises.  The 
office  now  at  the  left  rear  will  be  put  to  the  right. 
Through  it  will  be  an  entrance  to  the  undertaking  par- 
lors, which  are  to  be  brought  up-to-date.  The  left-hand 
side  of  the  store  will  then  be  thrown  into  display,  with 
repair,  picture-framing  and  .shipping  departments  at 
the  rear,  enabling  all  deliveries  to  be  made  there  in- 
stead of  through  the  store. 

A  large  hallway  and  stairway  to  one  side  of  the 
building,  now  not  used,  will  be  thrown  into  the  store, 
and  a  new  front  giving  enlarged  window  display  room 
will  be  constructed.  At  present  the  front  has  a  fine  ap- 
l)earance.  The  windows  run  from  ceiling  to  floor, 
make  good  displays  possible. 

Mr.  McKillop,  in  his  conversation,  told  of  selling  in 
one  recent  week  three  Chesterfields  off  the  floor,  with 
only  one  showing  each  time.  He  had  one  from  stock 
( Continued  on  page  46 J 
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Methods  That  Make  For  Christmas  Sales 


Practical  Gift  Suggestions 


 mill  I  Ill  Illlllllllll  Illllll  I  INI  Mil  III!  Ill"  I  Illllllll 

TAKING  into  consideration  the  fact  that  we  aae  liv- 
ing in  a  practical  age  and  that  the  idea  of  Christ- 
mas present  giving  has  taken  a  more  practical 
tui'n  we  know  of  no  particular  line  of  business  that  can 
put  up  such  a  strong  and  convincing  appeal  to  those  in 
search  of  suitable  Christmas  gifts  for  relations  or 
friends  as  the  furniture  trade.  From  grandfather  and 
grandmother  right  down  to  the  baby  there  are  useful 
and  suitable  gifts  for  all  in  the  stock  of  the  up-to-date 
furniture  store  at  this  season  of  the  year. 

Old  or  young,  married  or  single,  living  at  home  or 
boai-ding  it  makes  no  ditference  what  the  age,  sex,  or 
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A  neat  window  sliow  card,  very  suitalile  .iiist  now. 

conditions  of  living  may  be,  the  furniture  man  is  in  a 
j)osition,  or  should  be,  to  get  a  good  big  share  of  the 
Christmas  business. 

Many  people,  particularly  the  younger  ones,  buy 
their  Christmas  gifts  very  thoughtlessly,  often  buying 
some  article  that  has  attracted  their  attention  in  a 
window  or  showcase,  and  may  be  pretty  enough  but 
has  no  practical  use,  and  therefore  no  real  value.  This 
class  is  quite  a  large  one  and  can  be  just  as  readily  at- 
tracted to  the  furniture  store  as  to  the  fancy  goods  or 
jewelry  store;  it  is  only  a  matter  of  advising  them  that 
yon  have  the  goods,  and  then  displaying  them  as  at- 
tractively as  possible. 

In  most  furniture  stores  there  are  a  number  of  lines 
eminently  suitable  for  the  Christmas  trade,  goods  with 
which  any  dealer  can  make  a  strong  and  productive  ap- 
peal to  the  holiday  .shopper  as  being  gifts  really  worth 
while. 

There  are  few  lines  that  can  begin  to  compare  with 
furniture  as  embracing  so  many  and  varied  articles 
that  will  not  only  give  the  greatest  possible  pleasure  to 
the  recipient  at  the  time  of  presentation,  but  with  the 
constant  everyday  use.  and  the  many  years  of  Rerviee 
embodied  in  the  article  there  is  always  a  pleasing  re- 
minder of  the  donor  such  as  can  only  be  achieved  by  a 
gift  .strongly  identified  with  everyday  life.  In  fae!t 
there  are  countless  articles,  and  countless  argi;ments 
in  favor  of  them  that  the  dealer  may  well  take  advant-. 
age  of  at  this  season  of  the  year  with  profit  both  to 
himself  and  to  his  customers,  for  if  anyone  receives  a 
nice  piece  of  furniture  as  a  gift  and  that  piece  comes 
from  your  store,  the  recipient  will  always  associate 
your  store  with  a  pleasant  and  kindly  recollection 
which  may  i)rove  a  valuable  help  to  the  business. 

Go  after  the  Christmas  business  this  year  as  vou  have 
never  gone  after  it  before,  everything  is  in  your  favor 
if  you  only  take  advantage  of  it,  put  a  little  extra  gin- 
ger in  your  advertising  and  take  a  little  more  care  with 
your  window  displays  and  see  that  they  are  changed 
frequently  and  plainly  labelled  with  price  cards,  and 
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you  will  find  that  many  sales  are  actually  made  when 
the  store  is  not  open  for  business  if  you  only  see  that 
your  windows  are  well  lighted  in  the  evenings  whether 
the  store  is  open  or  not. 


CHILDREN'S  FURNITURE. 

Children's  toy  furniture  is  becoming  a  staple  article 
of  commerce  every  year  with  more  furniture  dealers 
who  seem  indisposed  to  let  the  toy  and  department 
stores  run  away  with  a  department  of  business  that 
should  belong  to  them.  These  goods  are  "great  stutf" 
around  holiday  time,  and  now  that  by  reason  of  the 
war  the  importation  of  a  lot  of  flimsy  toys  is  done 
away  with,  toys  that  are  broken  the  day  after  they  en- 
ter the  possession  of  the  young  hopefuls  for  whom  they 
are  destined,  we  take  it  the  time  is  here  to  sell  a  lot  of 
good  attractive,  useful  furniture  made  in  Canada  for 
children  to  sit  in  and  use  the  same  as  grown  people, 
and  furnitiire  for  children  to  play  with  as  well.  This  is 
a  feature  of  merchandise  for  holiday  sales  that  deserves 
attention. 


JUVENILE  CREDIT  DEPARTMENT. 

A  novel  idea  has  been  devised  by  a  Seattle  furniture 
company,  by  which  children  dui'ing  the  Christmas  holi- 
days, or  rather  previous  to  the  holidays,  were  able  to 
secure  toys  for  presents  through  the  firm's  juvenile 
credit  department.  This  form  of  merchandising  con- 
■sists  in  the  child's  selecting  a  toy,  paying  something 
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Couple  of  window  cards  witli  a  Cliristmassy  flavor. 

down  on  account  and  then  paying  the  balance  a  few 
cents  at  a  time  until  the  purchase  price  is  settled,  until 
•<^;hen  the  toy  is  laid  aside  for  the  child.  The  scheme 
has  been  found  to  inculcate  a  desire  on  the  part  of  the 
child  to  get  out  and  earn  something,  to  save  and  fin- 
rilly  to  feel  a  sense  of  responsibility  that  a  task  under- 
taken must  be  accomplished. 


THE  GIFT  DEPARTMENT. 

The  appearance  in  this  issue  of  the  announcements 
of  a  number  of  makers  of  gift  pieces  for  the  holiday 
ti'ade  is  a  reminder  of  the  rajiid  growth  of  the  ])roduc- 
tion  and  distribution  of  novelty  fui'uiture  in  Canada. 
This  class  of  goods  has  fui'uished  a  distinct  addition  to 
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the  furniture  business  and  answers  the  question  that 
was  put  year  after  year,  "Why  cannot  the  furniture 
dealers  secure  a  much  larger  share  of  the  Christmas 
business?"  The  wideawake  dealers  everywhere  are 
furnishing  their  own  answer  by  stocking  these  goods 
and  featuring  them  prominently  for  many  weeks  be- 
fore the  holidays. 

A  good-sized  section  of  the  main  floor  in  a  furniture 
store  may  well  be  given  over  at  the  earliest  possible 
moment  to  a  special  section  set-ot¥  as  "The  Gift  De- 
partment," conspieuoiisly  named.  This  department 
will  naturally  be  made  up  mostly  of  the  attractive  fur- 
niture novelties  mentioned,  and  may  also  include  judi- 
cious selections  from  the  entire  stock  of  goods  especi- 
ally adapted  for  holiday  trade. 


SUGGEST  GIFT  SELECTIONS. 

This  is  the  most  favorable  season  in  the  year  to  con- 
centrate your  attention  upon  the  selection  and  display 
of  .special  offerings  appropriate  for  gifts.  Tf  you  have 
not  heretofore  assembled  such  goods  into  separate  dis- 
play, this  is  the  time  to  install  such  a  department  and 
secure  the  greatest  publicity  with  the  Christmas  shop- 
pers. 


STUNT  WORTH  TRYING. 

Perhaps  it  might  be  a  good  scheme  just  as  this  time 
to  advei-fise  one  day  as  a  day  of  special  sale  of  gifts 
for  men — another  for  women — another  for  boys  and 
girls — another  for  infants.  vSuch  an  advertisement  is 
uncommon,  and  that  very  fact  would  draw  attention  to 
the  scheme,  while  it  would  furnish  valuable  hints  to 
those  bewildered  people  who  are  raeking  what  brains 
they  have  left  to  think  of  some  appropriate  gift  which 
they  must  purchase  for  a  particular  person.  And  .this 
would  necessitate  for  a  full  carrying  out  of  the  scheme 
the  dressing  of  the  window  every  day  to  fit  the  ad- 
vertisement of  that  day.  This  is  a  task  at  this  time,  but 
perhaps  the  arrangement  of  window  may  be  such  that 
all  the  accessories  and  decorations  may  remain  undis- 
turbed and  only  the  goods  need  changing.  Regarding' 
outside  display,  Christmas  green,  Christmas  trees, 
electric  signs  or  those  of  canvas,  all  have  their  effect  in 
attracting  the  attention  of  those  who  are  bent  on  pur- 
chasing.   Now  that  electric  signs  are  made  with  so 


many  peculiar  mechanical  effects,  the  adoption  of  some 
one  or  another  of  these  motion  signs  will  prove  most 
effective  for  the  purpose. 


STRATFORD  FURNITURE  EXHIBITION  DATES. 

The  Stratford  furniture  manufacturers  announce 
that  their  annual  January  furniture  exhibition  will  be 
held  in  that  city  from  the  12th  to  the  24th  of  next 
month.  All  the  factories  will  participate  and  it  Ls  ex- 
pected this  coming  exhibition  will  surpass  all  their 
other  efforts  in  the  past. 


FURNITURE  BUYERS  SEEING  FOR  THEMSELVES 

Among  recent  visitors  to  the  furniture  factories  of 
Stratford,  Hanover  and  Kitchener  were  Messrs.  J.  Mal- 
lory  of  Bryson  &  Graham,  Ottawa :  J  Rourgue  of  Do- 
minion House  Furnishing  Co.,  Ottawa,  and  A.  J.  Hanna 
of  Chatham,  Ont. 


EXTENSION  OF  CHESLEY  FACTORY. 

The  Chesley  Furniture  Co.,  Limited,  manufacturers 
of  the  well-known  "Twins"  extension  tables,  are  build- 
ing a  brick  addition  to  their  factory,  which  they  expect 
to  use  as  a  shipping  department.  It  will  be  a  factor  in 
helping  them  to  catch  up  with  the  demand  for  their 
tables. 


HAMILTON  FURNITURE  STORE  BURNED. 

Damage  to  the  extent  of  several  thousands  of  dollars 
was  done  recently  by  fire  which  broke  out  in  the  base- 
ment of  the  premises  of  the  Dominion  House  Furnish- 
ing Co.,  at  118  James  Street  North,  Hamilton,  and  par- 
tially penetrated  through  the  second  floor. 

Two  employees  of  the  firm  discovered  the  cellar, 
which  was  filled  with  mattresses  and  other  stock,  en- 
veloped in  smoke  about  the  noon  hour.  The  damage 
by  fire  and  water  was  estimated  at  -$10,000. 


CANADA'S  POPULATION  INCREASING. 

Immigration  from  the  United  States  to  Canada  for 
the  first  eight  months  of  1919  shows  an  increase  of 
7,079,  as  compared  with  the  figures  for  the  same  period 
last  year.  Furniture  dealers  shoidd  be  vitally  interest- 
ed in  these  new-comers.  .  Look  up  your  community  and 
see  if  any  are  settling  in  your  vicinity. 
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No.  9211 — .Sewing  table  in 
walnut. 


No.  9210 — Sewing  table  in 
walnut  and  oak. 


No.  9216 — Table  and  tray 
in  walnut. 


5                                                       Three  beautiful   sugge.stive  gifts  from  the  line  of  The  Mc-Lagan  Furniture  Co. 
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SUGGESTIONS  FOR  XMAS  DECORATIONS 


paper.  The  words,  "A  Merry  Christmas"  may  be  made 
in  any  way  the  display  man  is  capable  of.  If  he  is 
handy  with  a  paint  brush  they  may  be  painted  on  a 
card  and  tacked  to  the  arch.  If  he  is  not  he  can  take 
cotton  battinw  and  roll  it  into  a  strinsr  about  an  inch  or 
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Means  whereby  the  dealer  can  give  an  appropriate  setting  to  display  windows — Xmas  decorations 
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By  A.  E.  EDGAR. 

THE  fundamental  reason  for  display  is  to  sell  goods. 
A  window  display  or  interior  showing  that  does 
not  sell  the  goods  is  a  waste  of  space.  It  is  a  loss 
of  profit,  because  it  is  taking  up  the  room  that  should 
be  given  to  a  display  that  does  sell  goods. 

We  are  offering  a  few  suggestions  to  assist  the  dealer 
in  making  his  displays  different  from  those  commonly 
seen.  Any  of  the  ideas  presented  can  be  carried  out 
in  the  smallest  as  well  as  in  the  largest  store.  The 
materials  to  be  used  can  either  be  found  in  the  store 
room  or  purchased  in  the  home  town  for  a  trifling 
amount. 

How  to  Make  Attractive  Display  Unit. 

The  display  unit  shown  in  Fig.  1  is  easily  made,  and 
with  the  exception  of  a  little  crepe  paper  and  the  ever- 
greens or  festooning,  all  the  materials  required  for  its 
construction  can  be  found  in  the  store.  The  arch 
across  the  top  is  made  of  boards  taken  from  empty 
packing  cases.  To  make  the  circle  tie  a  pencil  to  one 
end  of  a  string.   Fasten  a  nail  in  the  floor  to  form  the 


Setting  for  Xmas  window.    Read  description  of  con- 
struction in  accompanying  article. 


Attractive  display  unit,  the  construction  of  which 
is  described  in  uccamptjnying  article. 

centre  of  a  circle,  attach  the  other  end  of  the  string 
to  the  nail,  making  the  length  of  string  conform  to  the 
size  of  circle  desired.  Boards  can  be  laid  alongside 
of  each  other  until  the  circle  is  marked  off.  They  can 
then  be  sawn  with  a  keyhole  saw  and  cleated  at  the 
back  so  as  to  form  a  solid  arch.  This  ig  first  covered  with 
wrapping  paper  and  then  with  red  crepe  paper.  The 
i-ound  pillars  are  formed  of  round  poles,  covered 
smoothly  with  white  wrapping  paper.  Two  boxes  form 
the  base  of  each  pillar.  Boxes  also  are  used  for  the 
platform.    These  should  be  covered  with  white  creoe 


so  in  thickness  and  with  this  form  the  letters.  They 
need  not  be  perfect  but  should  be  readable.  Pins  or 
tacks  can  be  used  to  attach  the  cotton  batting.  This 
can  be  done  before  the  arch  is  put  into  the  window.  The 
holly  wreath  may  be  omitted  and  some  other  symbol  of 
the  Christmas  season  substituted,  or  this  part  of  the 
decoration  may  be  omitted  altogether. 

Attractive  Skeleton  Setting. 

The  skeleton  setting  shown  in  Fig  2  will  help  the 
dealer  to  build  a  verj^  attractive  display  at  very  little 
cost.  The  platform  and  steps  are  built  of  boxes  of  the 
proper  size.  These  are  all  carefully  covered  witii  clean 
wrapping  paper  tacked  on  smoothly.  The  final  cover- 
ing should  be  crepe  paper  or  cheese  cloth.  White  is 
probably  the  best  to  use,  although  it  soils  the  quickest, 
because  it  forms  a  splendid  background  for  any  class 
or  color  of  goods. 

The  circle  at  the  back  is  made  of  packing  case  boards, 
wall  boards,  or  heavy  corrugated  pasteboard.  It  may 
be  built  of  flim.sy  materials  and  small  strips  of  wood 
fastened  at  the  back  to  keep  it  from  bending.  It  is 
merely  set  in  the  back  of  the  window  as  a  part  of  the 
decoration  and  does  not  support  any  weight.  This 
should  be  covered  smoothly  with  crepe  paper  and  orna- 
mented M'ith  evergreens  as  shown. 

If  there  is  no  background  to  the  window  put  up  a 
curtain  pole  and  hang  a  drape  or  curtain  of  some  kind 
of  red  material.  This  can  be  used  permanently,  or 
intermittently  during  the  coming  season  as  well  as  in 
fills  Avindow.  A  few  sprays  of  evergreen,  trimmings 
from  Christmas  trees  will  be  as  good  as  anything,  but 
if  these  are  not  to  be  had  tissue  paper  festooning  may 
be  used  to  outline  the  top  of  the  curtain  and  the  corn- 
ers of  the  window. 

How  to  Make  Christmas  Background. 

The  sketch  in  Fig  3  shows  how  an  attractive  freize 
or  upper  background  can  be  made  out  of  cotton  batting 
and  boards  or  pasteboard.  If  necessary  a  frame-work 
of  narrow  boards  may  be  made  and  the  pasteboard  or 
wall  board  tacked  to  this.  It  is  set  across  the  back  of 
the  window  just  above  the  top  line  of  the  merchandise 
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Attractive  Christinas  decorations  described  in  accompanying  article. 


display  to  give  it  added  attractiveness.  Cotton  batting 
is  fringed  with  the  scissors  and  the  fringe  rolled  into  a 
semblance  of  icicles.  This  is  spread  across  the  top.  A 
circle  of  cardboard  is  made  and  cotton  batting  attach- 
ed with  glue  at  the  top  and  bottom  as  shown.  The 
words  are  worked  out  with  cotton  batting  also.  Green 
or  red  may  be  used  with  the  cotton  batting,  either  be- 
ing a  Christmas  color.  The  one  most  appropriate  to  the 
display  should  be  selected.  This  top  decoration  could 
be  used  instead  of  the  circle  and  evergreen  decoration 
shown  in  Fig.  2. 

Value  of  Trimmings. 

It  is  just  possible  that  the  retailer  does  not  wish  to 
spend  the  time  in  making  these  decorations.  Not  that 
they  do  not  return  in  profit  all  the  money  and  time  in- 
vested, but  because  he  cannot  spare  the  time  from  other 
work.  He  may  still  have  Avindows  that  will  be  attrac- 
tive enough  to  be  noticed.  There  are  certain  symbols 
of  the  Christmas  season  that  if  used  in  the  decorations 
are  bound  to  command  attention.  Some  of  these  are 
the  Christmas  tree,  the  holly  wreath,  evergreen  festoon- 
ing, Santa  Claus,  star.  etc.  Any  of  these  used  in  the 
window  are  symbolic  of  the  spirit  of  the  times,  and  will 
in  some  measure  create  a  bond  of  union  between  the 
grocer  and  his  customers. 

A  Christmas  tree  set  up  and  trimmed  with  tinsel,  otc, 
will  attract  the  grown-ups  as  well  as  the  "kiddies."  A 
Santa  Claus.  made  of  a  mask  and  an  old  suit  of  clothes 
will  attract  as  much  attention  as  a  costly  wax  repre- 
sentation of  this  good  Old  Saint.  A  star  calls  to  mind 
the  star  of  the  East  and  the  wise  men  who  sought  the 
infant  Jesus,  .  .  the  festooning  of  the  evergreen  sug- 
gests that  the  season  be  ever  kept  green  in  our  mem- 
ories, etc.  Hence,  the  use  of  the.se  in  any  form  will  help 
to  get  business. 

How  to  Make  Xmas  Tree. 

A  window  decoration  supply  house  has  for  s-ile  many 
Christmas  decorations,  one  of  which  is  illustrated  in 
Fig.  4.  This  is  a  conventional  Christmas  tree  cut  out 
of  a  wall  board  and  painted.  The  dealer  can  cut  one 
(or  more)  of  these  out  of  corrugated  pasteboard  and 


either  paint  it  green  or  paste  green  paper  on  it.  The 
decorations,  the  candies,  tinsel  balls,  etc.,  can  all  be 
tied  on  by  making  a  hole  through  the  board  and  knot- 
ting the  fastening  at  the  back.  This  may  be  a.sed  in 
place  of  a  real  tree,  and  take  up  but  little  room  because 
it  can  be  set  very  close  to  the  background.  The  tub 
should  be  painted  a  different  color. 

Interior  Decoration. 

The  interior  of  the  store  does  not  receive  as  much  at- 
tention as  it  should  at  this  season  of  the  year.  Per- 
haps this  is  due  to  the  fact  that  the  time  caniiOt  be 
spared  to  attend  to  the  decorations.  At  any  rate,  it  is 
a  mistake  to  neglect  this  part  of  the  store  when  making 
the  Christmas  decorations.  In  Fig.  5  we  show  a  very 
simple  method  of  combining  stars  and  festoons  of  ever- 
green or  tissue  paper.  The  stars  can  be  cut  out  of 
cardboard  and  gilded,  or  silvered.  Gilt  or  silver  card- 
board may  be  used  and  time  saved.  The  stars  are  at- 
tached to  the  ends  of  strips  of  wood,  which  are  tacked 
to  the  top  of  the  wall  fixtures.  The  festooning  is  then 
looped  from  these.  This  makes  a  splendid  decoration 
which  is  not  in  the  way  of  the  clerks  Avhen  handling  the 
merchandise. 

Don't  let  the  press  of  business  keep  you  from  making 
striking  Christmas  displays.  It  means  moi'e  money  in 
the  cash  register  to  have  "different"  displavs.  It 
means  prestige  to  be  thought  of  as  being  up-to-d.ate  and 
progressive.  That  means  good-will,  in  other  words. 
PROFIT. 

PREPARATION  OF  ADS.  FOR  XMAS  CAMPAIGN 

(Continued  from  page  43.) 

to  make  the  Christmas  advertisement  very  attractive, 
for  at  this  season  of  the  year  your  prospective  cus- 
tomers are  very  busy  individuals  and  the  chances  arn 
that  none  but  the  most  attractive  ads.  will  be  carefully 
read. 

My  suggestion  to  the  dealer  is  to  use  larger  copy  for 
his  Christmas  ad.  than  is  used  outside  the  holiday  sea- 
son. 
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USE  WINDOWS  TO  FEATURE  XMAS  LINES 
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Dealers  should  make  most  of  display  windows  from  now  until  turn  of  the  year—  Some  suggestions 


AT  no  time  of  the  year  is  an  attractive  window 
more  necessary,  or  productive  of  better  results, 
than  dui-ing  the  month  or  so  previous  to  Christmas. 
The  dealer  can,  by  taking  a  little  time  and  trouble  in  the 
arranii-ement  of  his  displays,  make  some  artistic  and 
effective  displays  of  Christmas  lines  that  will  act  with 
ma<2'netic  pulling  force  on  the  purse  strings  of  the 
householder,  who,  it  must  be  remembered,  spends  much 
more  time,  shop-gazing,  and  does  much  more  purchas- 
ing at  this  season  than  at  any  period  throughout  the 
year. 

Plan  Schedule  of  Articles  to  be  Displayed. 

The  amount  of  business  secured  depends  to  a  large 
extent,  however,  on  the  attention  given  to  display  dur- 
ing this  time.  The  dealer  has  a  wide  range  of  suit- 
able items  to  show  and  he  should  plan  a  series  of  win- 
dows from  now  until  Christmas  that  will  allow  him 
to  present  them  to  advantage,  and  cash  in  best  on  the 
opportunities  for  trade.  He  should  plan  out  a  schedule 
of  articles  that  should  be  featured  during  each  week, 
and  then  study  out  how  they  can  be  shown  to  best 
advantage.  Windows  should  be  changed  frequently  so 
as  to  present  as  wide  a  range  of  suggestions  as  pos- 
sible to  the  public.  What  may  appeal  to  one  person 
may  not  appeal  to  another,  and  so  the  value  of  show- 
ing many  lines  diiring  the  period  from  now  until  Xmas. 


Get  Under  Way  Early 

The  AA'indow  campaign  should  be  gotten  under  way 
early,  so  as  to  get  people  thinking  of  the  coming 
event  and  to  impress  on  them  that  you  carry  a  good 
range  of  holiday  goods.  There  are  a  few  lones  that  do 
not  sell  to  any  great  extent  until  the  holiday  is  close 
at  hand,  but  with  other  lines  a  good  many  sales  can 
be  induced  by  early  display,  and  at  any  rate  you  are 
giving  general  publicity  to  your  store  as  headquarters 
for  Christmas  goods.  The  dealer  should  not  pass  up  the 
advantage  that  comes  from  an  early  start  in  the  Xmas 
campaign. 

Plan  in  Advance. 

Plan  your  Avindows  carefully  in  advance.  Have  a 
definite  idea  in  mind  when  you  start.  The  time  your 
v/indow  is  closed  to  the  public  is  advertising  lost,  and 
etc.,  can  be  purchased  nowadays  at  a  small  cost  and 
if  time  can  be  saved  in  arranging  a  display  it  means 
a  good  deal. 

The  trimmer  who  goes  into  his  window  fully  pre- 
pared, and  knowing  what  he  is  going  to  do,  can  have 
his  display  in  shape  in  a  fraction  of  the  time  required 
by  the  man  who  takes  his  goods  into  the  window  and 
then  decides  how  he  is  going  to  arrange  them. 


MAKING  WINDOW  DISPLAYS  SELL  GOODS 
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At  Christmas  or  any  other  time  attention  should  be  paid  the  window  display — Change  each  week 


THE  fact  cannot  be  too  strongly  emphasized  that  at 
Christmas  or  at  any  other  season  Avindow  dis 
plays  to  be  efiPeetive  must  be  changed  once  a  week. 
Xo  furniture  dealer  would  think  of  buying  space  in  his 
newspaper,  writing  an  advertisement  and  then  letting 
it  run  indefinitely.  He  would  change  it  every  issue. 
The  display  window  properly  used  is  a  better  advertis- 
ing medium  for  the  small  merchant  than  the  newspaper 
and  should  at  least  receive  an  equal  amount  of  atten- 
tion. 

Another  thing  is  to  feature  just  a  few  items  in  your 
window  each  time.  You  can't  expect  direct  results 
from  general  advertising  of  any  kind  and  your  window 
is  no  exception.  Don't  try  to  put  prices  of  every- 
thing you  carry  in  stock  in  your  Avindow  at  one  time 
but  specialize  from  one  week  to  another.  At  Christ- 
mas time  there  is  a  vast  variety  of  lines  that  might  be 
displayed.  Use  price  cards  and  descriptive  show  cards 
—  make  your  window  really  talk  for  you  twenty-four 
hours  a  day. 


Strive  for  Harmony. 

Keep  anything  out  of  your  window  that  is  liable  to 
distract  from  or  does  not  harmonize  with  the  article  on 
which  you  are  specializing.  Do  not  for  example,  fes- 
toon your  windoAV  with  artificial  flowers  when  you  are 
displaying  kitchen  cabinets — flowers  are  not  ordinarily 
found  among  the  pots  and  pans  of  a  well  regulated 
kitchen.  As  a  matter  of  fact,  you'll  get  better  results 
by  discarding  all  novelties  and  fancy  decorations  that 
are  foreign  to  your  line  and  sticking  to  plain  mer- 
chandise attractively  arranged. 

Make  your  windows  simple,  don't  crowd  them.  A 
ci'owded  window  Avill  tend  to  bewilder  the  beholder 
and  he  will  not  be  able  to  carry  away  a  clear  impres- 
sion or  memory  of  a  single  article  on  display. 

Last,  but  not  least,  wash  your  windows.  Your  own 
face  is  washed  every  day  and  the  face  of  your  store 
should  get  exactly  the  same  consideration.  And  once 
a  week  give  your  window  a  bath  by  washing  the  inside 
of  the  glass.  Give  people  a  chance  to  see  what  you  are 
displaying  by  keeping  the  glass  clear. 
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Big  Business  Next  Year 


THE  success  of  the  1919  Victory  Loan  Campaign  is 
assurance  beyond  question  that  1  920  will  be  one  of 
the  busiest  Canada  has  ever  enjoyed. 
The  demand  for  all  lines  of  goods  will  be  away  above 
normal,  for  the  simple  reason  that  the  people  have  the  money 
to  spend,  and  after  nearly  five  years  of  war  conditions  are 
in  the  mood  to  spend  what  they  have. 

It  is  quite  evident  that  the  banks  have  decided  on  a  policy 
of  preventing  speculation  in  stocks  becoming  a  menace  to  the 
community  by  tying  up  the  country's  money  and  credits. 
The  recent  advance  in  rates  on  call  money  in  New  York  IS 
proof  of  this.  If  they  continue  to  adhere  to  this  policy  it 
will  be  good  for  business  generally. 

In  furniture  lines  the  demand  is  bound  to  reach  exceptional 
proportions.  Building  operations  in  1919  reached  much 
higher  totals  than  for  many  years,  but  it  is  generally  agreed 
that  building  next  year  will  far  exceed  the  extent  of  this  }ear. 

This  factor  alone  means  much  to  the  Canadian  furniture 
retailers  and  manufacturers.  Not  only  will  there  be  greater 
activity  in  building,  but  all  lines  of  furniture,  electrical  goods, 
stoves  and  kitchen  utensils  will  find  a  bigger  market. 

It  is  quite  evident,  too,  that  the  return  to  civil  life  and  good 
wages  of  men  who  were  getting  $1.10  a  day  in  France,  is 
bound  to  augment  very  largely  the  sales  of  furniture  lines. 

The  farmer  has  had  a  big  year  (except  in  those  districts 
where  drought  intervened)  and  it  is  safe  to  assume  that  the 
sales  of  furniture  to  farmers  will  be  larger  even  than  in  the 
past  season. 

It  is  reasonable  to  expect  big  business  in  1  920.  There 
will  be  great  competition  for  the  goodwill  of  the  retailer  by 
manufacturers  wanting  the  retailer  to  PUSH  his  goods. 
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Keep  Your  Eyes  Young 


RAYO 


The  rd«I  tighl  (or  rtidinR  .nd  .ew 
b«U«r  (or  llie  eyc»  lUri  eleilr.city 

Nickel  or  Old  Brau  Ftn.th  Fill 
While  orGrnn  Sh<de 

Pr.«.  (romSI  75  up 


LEMONT  &  SONS,  Ltd. 


Christmas  Cheer 


T.  F.  HARRISON  CO. 


The  IRobert  Simpsos^  Company,  Limited 


You  are  Invited  to  Attend  the  Opening  of  Simpson's 
-FURNITURE  GIFT  SHOP  


fl^Jk  ^     GIFT  FURNITURE  FOR  CHRISTMAS 


The  Robert  Simpson  Company,  Limited 


Are  You  Spending  Your  Money  To 
Best  Advantage  for  Christmas  Gifts? 


~  D.  A.  5mith  Limited  i'Bi 


931  GRANVILLL  SIRitT 


•   ""The  Store  That  Plenies"  — 

Gordon  6  Keith^ 

Headquarters  for  Children's  Toys 


CJihstmas  4  Weeks  AwAy 
41  Barrington  Street 


p^>«<X:::::::;:::::;:::::::::;:::::>oo<;;::::::;:::;;;::; 
^  |"'""n"""""*'[         Mo  net  on         |  ,1"',""",  |{ 
::        CarpeS       Furniture  Company  :: 

11  Christmas  Gifts  That  Last!  II 


IVrighl'T 


ThU  Mission  Morris  Cha 


J  Moncton  Carpet  &  Furniture  Co.  5 
lt>s>0< :;:::::;;:>o<x:::;";;;:;;;";;;;;:;;:::::;>o©<i< 


Price  9.45 


WRir.HTS  LIMITED 


How  some  Canadian  furniture  dealers  have  been  conduc  ting  tlieir  puljlicity  campaign  for  Cliristmas  business. 

PREPARATION  OF  ADS.  for  XMAS  CAMPAIGN 


IIIMIIIIIIIIIIIIMIIIIIIIIIMIIMIIIIIIMIIIIIMIIIIIIIIIIIIIIIIIIIMIIIIIIMIIMIIIIIIIIIIIIIIIIIIII 
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Hints  and  suggestions  for  the  dealer  on  how  to  get  the  best  results  out  of  the  Christmas  campaign 


IJIIIMIIIIIIMIIIIIIIIIIIIIIIIIIIIIMIIIIIIIIIMMIIIIMIMIMIIIIIIIIIIIIIIIIIIIIIIINIIIIIIIMIIIIMII 


IT  is  time  now  that  the  dealer  have  his  ad- 
vertising in  shape  for  the  Christmas  campais?n.  The 
period  from  now  until  the  end  of  the  year  is  filled 
with  great  possibilities.  It  is  the  season  of  the  year  when 
trade  eomes  the  easiest  to  the  retailer  and  he  should 
make  the  most  of  it  by  making  a  strong  bid  for  busi- 
ness in  every  possible  way.  An  aggressive  advertising 
campaign  in  Avhich  good  copy  is  used  Avill  prove  ex- 
tremely vnlnnl)le  in  reaching  out  for  the  passing  trade. 

Put  Study  into  Christmas  Ads. 

It  behooves  the  dealer  to  set  aside  a  liberal  appropria- 
tion for  this  branch  of  business  getting  from  now  un- 
til the  end  of  the  year  and  to  back  up  the  ext)enditure 
of  advertising  money  by  eflFort  and  study  that  will 
make  it  produce  the  best  results.  Not  only  is  it  desir- 
able to  use  larger  space  than  usual  in  putting  your 
('hristmas  message  before  the  purchasing  public,"  but 
copy  should  be  used  of  a  kind  that  will  bring  in  the 
best  returns  for  the  money  expended.  This  retjuires 
a  good  deal  of  attention  to  the  preparation  of  copy, 
so  that  it  will  attract  attention  and  create  interest  in 
the  goods  featured.  Judgment  must  be  used  as  to  the 
space  that  .should  be  given  to  various  lines,  because 
featuring  of  some  lines  will  undoubtedly  bring  better 
results  for  you  than  the  same  space  devoted  to  some 


other  lines.    The  outstanding  lines  should  be  put  in 
larger  type  and  space  than  the  less  important  ones. 
Use  Business  Pulling  Copy. 

Let  this  be  a  call  to  every  reader  to  detennine  to 
make  his  advertising  of  Christmas  goods  reap  as  richly 
as  possible  for  him.  Contracting  for  space  is  only  a 
start.  Thought  should  be  given  to  the  form  and  sub- 
ject matter.  It  should  be  remembered  that  the  value  of 
an  ad.  is  reckoned  by  the  amount  of  goods  it  will  sell. 
Direct  sales  returns  are  only  jiossible  by  injecting  live 
selling  talks  into  your  ads.,  arranging  them  so  that  they 
will  please  the  eye,  drive  home  the  message,  and  ultim- 
ately compel  action.  Headings  should  be  such  as  will 
attract  attention  and  introductions  should  be  brief  but 
strong  and  convincing.  Appropriate  cuts  add  materi- 
ally to  the  appearance  and  attracting  power  of  an  ad. 
Give  Printer  Layout  for  Your  Ads. 

Do  you  show  your  printer  just  how  you  want  your 
ad,  to  look?  If  you  don't  you  should.  As  a  matter  of 
fact  the  man  who  has  charge  of  the  store's  advertising 
should  lay  out  a  plan  for  his  ads,  just  as  a  builder  lays 
out  a  plan  for  a  house. 

Especially  during  the  holiday  season  does  this  rule 
hold  good.    Every  possible  effort  should  be  p\it  forth 
(  Continued  on  Page  /o  ) 
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HOW  to  WRITE  RETAIL  ADVERTISING  COPY 

Simple  language,  facts  and  big  space-Cultivate  brevity-Should  be  well  written  and  displayed 

 ' ' "" ^  '  '  '  :  >  ,  


A SKILLED  layer  of  mosaics  works  with  small 
fragments  of  stone— they  fit  into  more  places 
than  the  larger  chunks.  The  skilled  advertiser 
works  with  small  words— they  fit  into  more  minds  than 
big  phrases.  The  simpler  the  language  the  greater 
certainty  that  it  will  be  understood  by  the  least  intelli- 
gent reader. 

The  construction  engineer  plans  his  roadbed  where 
there  is  a  minimum  of  grade — he  works  along  the  lin^s 
of  least  resistance.  The  advertisement  which  runs  into 
mountainous  style  is  badly  surveyed— all  minds  are  not 
built  for  hish  level  thinking.    Advertising  must  be 


prices  are  lower  and  go  away  thinking  that  you  have 
exaggerated  your  statements. 

The  reader  must  be  searched  out  by  the  copy.  Big 
space  is  cheapest  because  it  doesn't  waste  a  single  eye. 
Publicity  must  be  on  the  offensive.  There  are  far  too 
many  advertisers  who  keep  their  lights  under  their 
bushel— the  average  citizen  hasn't  time  to  overturn 
your  bushel. 

Small  space  is  expensive.  Like  a  one-flake  sno\v- 
storm,  there  is  not  enough  of  il  to  lay.  Space  is  a 
comparative  matter  after  all.  Tr  is  not  a  case  of  how 
much  is  u.scd  as  how  it  is  used.   The  passengers  on  the 


WHALEN'S  STORE  RICHTn  PRACTICAL 

Christmas  Gifts 


Bookcases 

"  $11.50  l-^i^^ 


^  Jardiniere  Stands 

.  ho«t  or  Jin.  rpni  desigm  here  in  fum 
J  oak  K"ld';n  oflti  acd  nialiueani'  \Vt 
gi'-U.n  home  eiira  tpecl-il  'nive-., 
ihns^  ond-feel  nuiv  you  alll  uppre- 

llT""  $2  „$4 


Library  Tables 


Reg.  U2 

$35 


Our  Fonutur.  C/l  Sbop  u  -,U,  „,«  .  „ehj,  „ti.>i.  .„d  ,^^,y  ^ 

for  th.  home.  Plan  *  vi.,t  lo  our  Mor^  b^or,  Chrutm...  M^y  .dv„u«e.  m  «ort. 
men)  u.d  ,p^cM  oric«  .wui  c„ly  ,hopp=r^  Our  .toro  wUl  b.  oo.n  ever,  evening 
until  Chriitmu  ud  .election.  m.de  will  1„  p„,  .w.y  f„,  ha^,  delivery.  Look  over 
these  luggestion*: 


L;  Pedestals 

j^i       There  1.  ■         aHi.<miL«(it  here  or  i 

m         $3  TO  $10 


THE 
W. 
R 

114  SIMPSON  ST, 


WHALEN  CO. 


FORT  WILLIAM 


How  the  Whalen  Co.  at  Fort  William  have  been    writing  and  lajing  out  their  Chri.stinas  advertisin" 


Simple.  When  it  is  tricked  out  with  the  jewelry  and 
silks  of  literary  expression  it  looks  as  much  out  of 
place  as  a  ball  dress  at  the  breakfa.st  table! 

The  buying  public  is  only  interested  in  facts.  Peo- 
ple read  advertisements  to  find  out  what  you  have  to 
sell.  Indefinite  talk  wastes  space.  It  is  not  100  per 
cent._ productive.  The  copy  that  omits  prices  sacrifices 
half  Its  pulling  power— it  has  a  tendency  to  bring  look- 
ers instead  of  buyers.  It  often  creates  false  impres- 
sions. Some  people  are  bound  to  conceive  the  idea  that 
the  goods  are  higher  priced  than  in  reality— others,  by 
the  same  token,  are  .just  as  likely  to  infer    that  the 


limited  express  may  realize  that  Jones  has  tacked  on  a 
twelve-inch  shingle  on  every  post  and  fence  for  a 
stretch  of  five  miles,  but  they  are  going  too  fast  to 
make  out  what  the  shingles  say,  yet  the  two-foot  let- 
ters on  BroAvn's  big  bulletin  board  on  top  of  the  hill 
leap  at  them  before  they  have  a  chance  to  dodge  it. 

You  force  your  salesmen  to  keep  to  solid  facts— you 
don't  allow  them  to  sell  goods  with  quotations  from 
Omar  or  excerpts  from  Marie  Corelli.  You  must  not 
tolerate  in  your  printed  selling  talk  anything  that  you 
are  not  willing  to  countenance  in  personal  salesman- 
ship. 
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STORY  of  SUCCESSFUL  FURNITURE  BUSINESS 
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Lemont  &  Sons,  Ltd.,  Fredericton,  N.B.,  celebrate  75th  anniversary  of  commencement  of  business 


iiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiMiiiiiiiiiiiiiiiiiiiiiiniiniiii 

ON  November  10,  11  and  12,  Lemont  &  Sons,  Ltd., 
house  furnishers  of  Fredericton,  N.B.,  celebrated 
their  75th  anniversary  in  the  furniture  business. 
This  history  of  the  Lemont  business  goes  back  to 
1844,  four  years  before  Fredericton  had  its  first  Mayor 
and  Board  of  Aldermen,  long-  before  the  days  of  rail- 
ways and  telegraphs.  In  that  year  Martin  Lemont,  an 
American  citizen,  who  had  settled  in  the  city  in  1841  or 
1842,  and  had  for  a  short  time  been  in  partnership  with 
8.  A.  Akerley,  opened  a  store  on  his  own  account  and 
laid  the  foundation  of  the  present  business. 

Changes  in  Character  of  Business. 

Mr.  Lemont  bought  and  sold  nearly  everything  that 
could  be  thought  of,  and  the  store  was  for  many  years 
familiarly  known  as  Lemont 's  Variety  Store.  The 
character  of  the  stock  has  undergone  many  changes 
since  the  early  days,  but  furniture  has  always  remained 
the  backbone  of  the  business. 

In  1855  Mr.  Lemont  imported  the  first  kerosene  oil 
ever  used  in  Fredericton.  At  the  same  time  he  placed 
on  sale  the  first  oil-burning  lamps.  This  change  from 
the  old  candle  and  candlestick  was  evidently  appreciat- 
ed, for  his  sale  increased  rapidly  during  the  following 
years.  The  store  still  sells  lamps,  but  the  sale  of  oil  has 
long  ago  been  handed  over  to  other  dealers. 

In  the  old  advertisements  Messrs.  Lemont  made 
prominent  the  fact  that  they  were  buyers  and  shippers 
of  raw  furs.  Modern  conditions  have  brought  about 
the  abandonment  of  this  feature,  but  for  many  years 
the  firm  was  able  to  pay  all  its  European  bills  by  drafts 
on  the  London  fur  concern  to  which  it  made  shipment 
of  its  skins.  What  a  surprise  it  would  be  to  Martin 
Lemont  if  he  could  come  back  to  earth  and  see  the 
muskrat  skins  such  as  he  used  to  buy  at  ten  or  twelve 
cents  bringing  four  or  five  dollars  a  piece  in  New  York. 

For  many  years  crockery  was  an  important  feature, 
and  the  founder  of  the  firm  as  -well  as  his  two  sons 
made  trips  across  the  water  at 
various  times  to  purchase 
crockery,  china  and  fancy 
goods.  The  following  item  ap- 
pears in  a  newspaper  advertise- 
ment dated  July  26.  1867: 

"Mr.  Lemont  having  return- 
ed home  from  England  after  six 
months'  absence,  has  made  ar- 
rangements to  buy,  and  has 
bought  English,  French  and 
(rcrman  goods  which  we  are 
receiving  by  difiPerent  vessels 
from  Liverpool.  Also  our  stock 
of  American  goods  will  be  as 
large  as  the  wants  of  the  mar- 
ket ref|uire." 

The  crockery  department  has 
now  become  of  minor  import- 
ance, while  fancy  goods  and 
toys  have  entirely  disappeared. 
Indian  goods,  formerly  exten- 
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LONG  PERIOD  OF  HONORABLE 
BUSINESS  LIFE. 

A  consistently  honorable  business  record 
of  seventy-five  years  is  the  proud  position 
of  Lemont  &  Sons  of  this  city,  who  are 
now  celebrating  the  anniversary.  It  has 
been  the  privilege  of  but  few  firms  to  be 
in  business  for  so  long  a  period.  The  an- 
nouncement of  the  anniversary,  made  in 
fhese  columns  on  Tliursday,  admirably 
told  also  the  story  of  the  start  in  life,  the 
jirogress  from  decade  to  decade,  and  finally 
the  victory.  We  heartily  congratulate  Le- 
mont &  Sons  on  their  accomplishments. 
Old  established  firms  too  frequently  drift 
into  ruts  in  which  they  unconsciously  re- 
main to  their  detriment,  but  with  Lemont 
&  Sons  there  has  e\'er  been  the  determina- 
tion to  conduct  business  on  advanced  and 
modern  lines,  meeting  the  requirements 
and  tastes  of  the  buying  public  in  the 
changes  which  come  with  the  yeai"s. — Fred- 
ericton, N.B.,  Gleaner. 
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sively  handled,  have  been  almost  entirely  eliminated. 
Pianos  and  organs,  bicycles  and  other  articles  have 
long  since  been  dropped,  and  for  a  number  of  years 
past  the  description  House  Furnishing  Store  has  taken 
the  place  of  the  old  sign.  Variety  Store. 

About  the  year  1890  the  first  purchases  of  carpet 
were  made,  and  the  floor  covering  department  is  now 
second  in  importance  to  the  furniture  end. 

Changes  in  Location. 

The  original  Lemont  Store  was  in  the  Slason  build- 
ing, opjjosite  the  Officers'  Square,  where  Sharkey's 
building  now  stands.  It  went  up  in  flames  in  the  great 
fire  of  1850,  and  Mr.  Lemont  started  again  in  Phoenix 
Square.  Here  he  again  suffered  from  fire  in  1854,  and 
moved  down  town  to  what  was  known  as  the  Coy 
Block,  just  above  the  present  store.  A  fire  destroyed 
this  building  in  1859,  and  he  took  up  temporary  quar- 
ters on  the  opposite  side  of  the  street.  In  1860  he  re- 
turned to  the  rebuilt  Coy  Block  where  Harry  Crowley 
now  does  business  and  remained  there  until  1871  M^hen 
the  present  building  was  purchased  from  Wm.  Wheeler. 
The  store  premises  were  greatly  enlarged  in  1901  by 
the  lease  of  the  adjoining  property  from  the  Timothy 
McCarthy  estate,  thus  giving  the  store  a  frontage  of  52 
feet.  During  the  present  year  this  property  has  been 
purchased  from  the  McCarthy  estate,  as  well  as  the  va- 
cant lot  just  below  extending  to  the  Neill  building. 

Prior  to  the  introduction  of  the  protectiA'^e  tariff  of 
1878  nearly  all.  of  the  fiirniture  sold  in  this  coimtry 
was  made  in  the  United  States.  There  Avere  no  com- 
mercial travelers  in  the  early  days,  and  Martin  Lemont 
spent  much  of  his  time  in  Boston,  buying  fur- 
niture, and  other  goods  for  his  customers.  At 
the  time  of  the  Civil  War  a  great  deal  of  old  mahogany 
and  walnut  furniture  was  thrown  into  the  auction 
rooms  of  Boston,  and  Mr.  Lemont  picked  iip  many  bar- 
gains in  this  line.  Indeed,  much  of  the  old  mahogany 
furniture  now  to  be  seen  along  the  St.  John  river  was 

imi)orted  by  him  at  that  time. 

In  1859  he  began  the  practice 
of  chartering  schooners  in  Bos- 
ton Avhich  he  loaded  Avith  goods 
for  this  market.  In  an  old  ad- 
vertisement appears  the  an- 
nouncement that  on  July  13th, 
1859.  was  the  first  arrival  of  a 
direct  shipment  from  Boston, 
including  ten  dozen  cane  seat 
chairs.  In  1862  there  is  an  ad- 
vertisement of  a  shipment  in- 
cluding "well-seasoned,  beauti- 
fidly  finished  Avood  seat  chairs, 
selling  at  tAvo  shillings  and  six 
pence  for  cash  oidy. "  With  the 
development  of  Canadian  man- 
ufactures, shipments  from  the 
Unite!  States  have  gradually 
dAvindled,  until  noAV  only  a  few 
sj)ecial  articles  can  be  advant- 
afjeously  bought  in  the  Ameri- 
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eau  market.  This  shows  what  advance  has  been  made 
in  Canadian  Furniture  manufacturing-  in  recent  years. 
At  present  Canadian  factories  are  pressed  with  orders 
for  the  home  market  alone. 

The  present  head  of  the  firm  is  J.  M.  Lemont,  a 
grandson  of  the  founder,  the  founder  and  his  two  sons 
having  all  passed  away.  William  Lemont,  who  entered 
into  partnership  with  his  father  in  1862,  died  in  Ala- 


1844  -  -  1919 


COMPLIMENTS  OF 

Lemont  &  Sons,  Ltd. 

ON  THEIR  SEVENTY-FIFTH  ANNIVERSARY 
NOVEMBER  EIGHT 

NINETEEN   HUNDRED  AND  NINETEEN 


Sample  of  card  that  accompanied  the  floral  gift. 

bama  in  1917.  The  younger  son,  Martin  Lemont,  Jr., 
entered  the  partnership  in  1874  and  died  in  1904.  The 
firm  has  been  known  as  Lemont  &  Sons  since  1874,  but 
in  1906  the  word  Limited  was  added,  the  business  in 
that  year  being  transferred  to  a  joint  stock  company, 
of  which  William  Lemont  became  President,  and  J.  M. 
Lemont,  Secretary.  At  present  J.  M.  Lemont  is  Presi- 
dent, and  W.  L.  Jennings  Secretary. 

Standing  and  Policy. 

It  is  a  matter  of  pride  to  the  present  owners  that 
the  store  through  the  long  period  of  seventy-five  years 
has  always  been  able  to  meet  every  dollar  of  its  liabil- 
ities, and  has  never  even  asked  an  extension  of  time 
from  its  creditors.  For  nearly  half  a  century  the  firm 
has  not  given  or  accepted  a  draft,  and  for  many  yeary 
has  paid  cash  for  all  purchases. 

The  business  has  never  been  a  money  maker,  the  pro- 
prietors being  content  with  a  moderate  profit,  and  be- 
ing willing  to  live  in  a  modest  Avay.  The  oft  repeated 
prayer  of  the  founder  Avas  the  prayer  of  Agur,  and  the 


The  carnations  given  away  would  make  a  good  window  display. 

praj'er  was  granted  both  for  himself  and  his  successors  ! 
"Give  me  neither  poverty  nor  riches;  feed  me  with  food 
convenient  for  me;  lest  I  be  full,  and  deny  thee,  and 
say,  Who  is  the  Lord?  or  lest  I  be  poor,  and  steal,  and 
take  the  name  of  my  God  in  vain." 

Any  success  which  the  firm  have  attained  during 
three-(juarters  of  a  century  has  been  through  the  gen- 
erous co-operation  of  the  public,  and  the  principals 


hope  to  merit  this  confidence  during  the  fourth  quarter 
century  upon  which  they  are  now  entering. 

The  old-fashioned  virtues  of  integrity  and  honesty 
which  dominated  the  mind  of  the  founder  of  the  busi- 
ness are  still  the  company's  ideal,  but  in  this  20th  cen- 
tury they  have  added  the  neAV  note  of  Service. 

The  members  of  the  firm  are  glad  to  place  at  the  dis- 
posal of  the  community  all  their  facilities,  all  their 
knowledge,  their  long  experience,  their  brains  and  their 
hands.  They  have  no  higher  wi.sh  than  to  carry  out  the 
thought  embodied  in  the  simple,  beautiful  motto  of  the 
Prince  of  Wales:  "I  .serve." 

To  celebrate  their  7.5th  Anniversary,  Leiftont  &  Sons 
distributed  one  thousand  carnations  to  all  ladies  who 
visited  the  store,  whether  purchasers  or  not.  A  special 
sale  was  also  held.  Every  cash  purchaser  of  $75,  or 
more,  worth  of  goods  during  the  three  days  was  given 
in  addition  to  a  ten  per  cent,  discount  a  present  of  $10 
Avorth  of  goods,  the  choice  being  left  Avith  the  pur- 
chaser. 

The  local  press  commented  thus  on  the  display  of  car- 
nations by  the  firm: 

"The  remarkable  display  of  floAvers  in  Lemont 's 
large  shoAV  window  Avas  viewed  by  crowds  of  people 
yesterday  and  to-day.  The  carnations  are  being  given 
aAvay  to  the  ladies  this  afternoon  and  evening.  Among 
the  interesting  objects  shown  at  Lemont 's  store  in  con- 


nection Avith  their  75th  Anniversary  is  an  old  bedroom 
suite  bought  by  Mr.  William  J.  CrcAvdson  nearly  sixty 
years  ago  from  Mr.  Martin  Lemont.  The  suite  is  of 
painted  pine,  and,  though  used  continuously  CA'er  since, 
is  in  an  excellent  state  of  preservation." 


LAST  CALL  FOR  CHRISTMAS  BUSINESS 

(Continued  from  page  SO) 

placed  on  the  floor  in  the  front  store.  It  was  sold  that 
day.  Another  ordered,  opened  and  put  on  the  floor 
Avent  two  days  later,  and  a  third  ordered  and  shown 
Avent  on  the  Saturday.  A  fourth  is  now  on  the  floor  or 
rather  was  Avhen  the  Avriter  called. 

By  carefully  Avatching  city  prices,  ordering  when 
supplies  are  free  and  prices  inducive.  planning  ahead 
for  Christmas  and  other  seasons  of  the  year,  careful 
display,  cleanliness  and  neatness  about  the  store,  it  is 
not  much  wonder  that  MeKillop  &  Mclntyre  have  been 
able  in  eight  ,vears  to  increase  their  business  from  $7,- 
000  to  a  yearly  turnoA^er  of  $37,000;  and  to  leave  th? 
class  of  leaseholders  for  that  of  owners  of  their  own 
property. 


One  Thousand  Carnations 
Will  Be  Given  Away 

To  celebrate  our  76tK  Anniversary,  we  will  creMnt  a  beautiful  carnabon  to 
ivery  lady  who  visits  our  store 

Saturday,  Nov  8th,  Beginning  at  2  30  p.  m. 


LEMONT  &  SONS,  Ltd. 


Nearly  a  page  space  was  taken  in  giving  publicity  to  the 
Anniversary  Sale 
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A  THRIFT  REQUEST 

To  Our  Subscribers: 

About  your  subscription  receipt: — Instead  of  send- 
ing you  a  receipt  for  your  renewal  subscription,  we 
ask  you  to  watch  the  expiry  date  on  your  next  copy. 
By  it  you  will  see  your  remittance  has  been  received — 
it  will  be  advanced  accordingly. 
Thanking  you,  we  are 

Gratefully  yours, 
THE  COMMERCIAL  PRESS,  LIMITED. 

32  Colborne  Street,  Toronto. 


A  Joyful  This  should  he  a  joyful  Christmais 

Christmas  for  the  people  of  Canadla.  The 

very  thought  that  the  festive  occa- 
sion can  again  be  celebrated  with  the  world  at  peace 
after  the  slaughter  of  the  few  years,  cannot 
help  but  bring  joy  and  happiness  to  the  great  ma- 
jority. There  will  be  many  homes,  we  regret  to  say, 
where  there  will  be  mourning  for  dear  ones  who  will 
no  more  join  the  family  group  in  Yuletide  celebra- 
tions, but  the  loss  of  these  is  tempered  by  the  knowl- 
edge that  they  died  for  freedom's  cause  and  the  ob- 
jects for  which  they  fought  are  near  to  accomplish- 
ment. 

The  success  of  the  cause  for  Avhich  the  Allies  have 
been  struggling  for  the  past  four  and  a  half  years  is 
surely  reason  for  cheer.  Let  us  all  unite  in  that  cheer- 
ful thankfulness  that  we  should  feel  at  this  time,  know- 
ing that  the  clouds  are  rolling  away  and  the  sun  of 
an  era  of  greater  things  is  breaking  through. 

May  the  peal  of  the  Christmas  bells  find  joyfulness 
in  your  heart  and  happiness  and  prosperity  in  your 
home,  is  the  wish  that  we  extend  to  you. 

*   *  • 

Photographs  of  A  successful  window  trimmer 
Your  Display  known  to   the   writer   makes  a 

practice  of  having  photographs 
taken  of  his  outstanding  displays  and  pasting  them  in 
a  photograph  album  for  future  reference.  They  are 
found  of  great  assistance  in  suggesting  arrangements 
for  other  displays.  They  are  especially  helpful  in 
offering  suggestions  for  seasonable  windows. 

The  present  would  be  a  good  time  for  other  dealers 
to  begin  a  photographic  record  of  displays.  Some 
good  Christmas  windows  are  generally  arranged  and 
these  will  form  a  good  beginning  for  such  a  collection. 

Store  propi-ietors  Avill  find  such  records  extremely 
valuable  in  case  a  new  man  takes  charge  of  the  win- 
dows. They  will  show  the  new  trimmer  just  what 
arrangements  are  best  suited  to  the  windows  in  ques- 
tion and  also  supplement  his  own  ideas  as  to  good 
general  arrangements. 

Begin  your  collection  by  photographing  your  spe- 
cial Xmas  window.  And  don't  forget  to  send  a  copy 
to  The  Canadian  Furniture  World  for  reproduction. 


More  Business  In  a  recent  interview  with  an  edi- 

Possible.  tor  of  this  paper,  an  Ottawa  dealer 

made  the  point  that  the  average 
retail  store  to-day  could  do  more  business  than  it  is 
without  materially  increasing  expenses. 

This  is  undoubtedly  true.  The  dealer  has  to  pay  a 
certain  amount  for  rent,  light,  heat,  etc.,  Avhether  he 
is  doing  a  minimum  or  maximum  amount  of  business 
for  the  size  of  his  store.  Quite  fvernaently  it  is  the  case 
that  his  clerks  could  handle  more  customers  and  his 
delivery  service  more  goods.  In  other  words,  he  is  not 
operating  to  capacity,  and  a  retail  store,  just  as  a  manu- 
facturing plant,  if  it  is  not  working  to  full  capacity,  is 
not  operating  on  the  most  efficient  basis  possible. 

We  will  say,  for  instance,  that  a  store  is  doing  a 
business  of  $30,000  a  year  and  that  its  average  gross 
profit  is  20  per  cent.,  and  on  this  volume  of  business  ex- 
penses nan  15  per  cent.  This  would  mean  a  gross  pro- 
fit of  $6,000  and  expenses  of  $4,500,  leaving  a  net  pro- 
fit of  $15,000.  Now,  suppose  that  this  store  could  in- 
crease its  sales  to  $40,000  with  an  added  expense  of 
$500,  what  would  be  the  result?  The  gross  profit  at 
20  per  cent,  on  this  business  would  be  $8,000  and  if  ex- 
penses were  increased  $500  to  $5,000,  the  net  profit 
would  be  $3,000,  instead  of  the  previous  $1,500. 

Thus,  is  shown  the  value  of  pushing  for  business 
above  the  usual  volume.  It  is  generally  done  at  com- 
paratively small  additional  cost  and  accordingly  is 
like  so  much  velvet. 

■*   *  • 

The  Christmas  Conditions  at  the  present  time 
Trade.  point  to  a  good  Christmas  trade. 

The  public  appear  to  be  Avell  sup- 
plied with  money,  and  there  will  be  a  festive  spirit 
abroad  in  the  land  that  has  been  lacking  during  the 
past  three  ^r  four  years  on  account  of  the  absence  of 
loved  ones  overseas.  This  festive  spirit  will  mean  the 
freer  spending  of  money  and  the  dealer  should  do  his 
best  to  corral  his  full  share. 

Each  dealer's  success  in  the  coming  Christmas  cam- 
pa  gn  depends  to  a  large  extent  on  his  individual  ef- 
forts. As  he  sows  so  shall  he,  to  a  large  extent,  reap. 
Sow  seeds  of  business  in  the  form  of  good  window  dis- 
play, aggressiA'e  advertising  and  strong  selling  effort, 
and  you  will  reap  richly  of  Christmas  business. 

*    #  # 

Send  Us  Your  We  believe  that  there  will  be  more 

Xmas  Window.  good  Christmas  windows  turned 
out  this  year  in  Canada  than  there 
has  boon  since  1913.  During  the  war  yeans  the  aver- 
nso  store  Avas  handica|)pod  by  lack  of  help  and  natur- 
ally there  was  loss  attention  given  to  the  windows. 
More  help  is  available  this  year,  however,  and  there 
will  naturally  be  a  revival  in  the  interest  taken  in  Xmas 
window  trimming,  both  by  proprietors  and  clerks. 
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There  is  always  an  extra  special  display  put  in  by  the 
trimmer  just  before  Christmas,  in  which  he  puts  forth 
special  etforts  to  turn  out  something  unusually  good- 
He  generally  takes  a  great  deal  of  pride  in  their  dis- 
play a)id  usual]}'  has  it  photographed. 

This  journal  is  anxious  to  secure  copies  of  these 
Christmas  windows  and  will  appreciate  it  if  dealers  and 
their  clerks  will  make  it  a  point  to  forward  them  to  us 
for  reproduction  in  our  columns.  Just  address  them  to 
the  editor  at  32  Colborne  Street,  Toronto.  He  will  thank 
3'ou  and  so  will  our  many  readers  throughout  the  Do- 
minion. 

«    •  » 

False  Some  dealers  have  a  very  errone- 

Economy.  ous  opinion  of  the  real  meaning  of 

economy.  For  example,  the  writer 
knows  one  dealer  who  is  saving  the  price  of  an  awning, 
but  as  a  result  is  compelled  to  keep  the  blind  in  his  dis- 
play down  during  the  entire  morning.  He  is  on  a  street 
that  is  traveled  a  great  deal  and  there  is  no  doubt  that 
he  loses  the  opportunity  to  secure  many  sales  by  having 
his  blind  down  for  this  long  period  every  morning  the 
sun  shines,  not  to  mention  the  unfavorable  appearance 
given  to  the  store. 

This  is  certainly  a  case  of  false  economy,  but  there 
are  others  just  as  bad  practiced  by  many  inerchants. 
In  saving  money,  the  dealer  should  stop  to  consider 
whether  or  not  it  is  good  business. 

•   •  * 

Time  Well  Some  dealers,  perhaps  those  who 

Spent.  are  too  biisy  to  read  trade  papers, 

neglect  their  vi^indow  displays,  be- 
cause they  think  they  have  no  time  to  attend  to  them 
properly.  As  a  matter  of  fact,  there  is  no  way  in  Avhieh 
they  can  spend  their  time,  measured  in  dollars  and 
cents,  more  profitably  than  in  dressing  their  windows. 
To  allow  a  window  to  go  vacant  or  unchanged  for  a 
long  period  is  as  expensive  and  foolish  as  it  would  be 
to  pay  for  blank  advertising  space  in  a  newspaper  day 
after  day  or  week  after  Aveek.  A  v^dndow  does  or 
should  sell  goods,  and  should  be  on  its  job  night  and 
day  seven  days  a  week.  If  neglected  its  efficiency  is 
gone.  It  would  bo  as  sensible  to  say  one  had  no  time  to 
wait  on  customers  as  to  say  he  had  no  time  to  attend 
to  his  windows. 


Manufacturing    Co.,  Ijtd, 
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I      Told  After  Business  Hours  | 
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SUSPICIOUS  AT  THAT. 

Old  Jenkins  was  mad  with  rage.  For  twelve  months 
he  had  taken  the  plate  around  at  the  local  church  every 
Sunday.  Now  someone  else  had  been  asked  to  perform 
the  duty. 

"I  consider  I  have  been  grossly  insulted,"  he  said  to 
a  friend. 

"But,"  said  the  latter.  "I  don't  think  there  is  any 
bad  feeling  toward  you." 

"I  don't  know  about  that,"  roared  Jenkins,  "but  it 
looks  very  suspicious.  The  fellow  they  have  asked 
to  do  the  job  has  only  got  one  arm." 


HE  KNEW  HOW. 

Lee  Fong  was  brought  before  a  local  magistrate  and 
fined  for  breaking  the  law.  The  magistrate  had  great 
difficulty  in  making  the  Oriental  understand,  as  he 
feigned  entire  ignorance  of  English.  Finally,  in  des- 
peration, the  magistrate  said: 

"Here,  man,  do  yon  see?  That  is  one  dollar.  Pay  it 
— or  go  to  jail." 

The  Chink  still  appeared  to  be  unenlightened,  and 
the  magistrate  repeated  the  question. 

"Allow  me  to  talk  to  him,  your  Honor,"  burst  forth 
the  husky  cop  who  had  arrested  him.  "I'll  make  him 
understand." 

The  officer  approached  the  prisoner  and  shouted  in 
his  ear:  "Say,  you  with  the  teakettle  face,  can't  you 
hear  anything?  You've  got  to  pay  a  fine  of  two  dol- 
lars." 

"You're  a  liar!"  shouted  back  the  Chink.  "It's 
only  one  dollar." 


WHY  THE  EDITOR  LEFT  TOWN. 

He  saw  the  following  in  his  paper: 

"Mrs.  Johnson  read  a  paper  for  the  Avomen's  club 
entitled:  'Personal  Devils.'     Seventeen  were  present. 

"Mr.  John  Crouse  shipped  a  carload  of  hogs  to  Kan- 
sas Citj'  last  Aveek.  Three  of  his  neighbors  Avent  in  Avitb 
him  to  make  up  the  load." 


HER  FOOT  SLIPPED. 

Reminiscent  of  the  time  A\^hen  Toronto  Ava.s  thrown 
into  a  state  of  excitement  by  the  exploits  of  an  individ- 
ual knoAvn  as  "Jack  the  Kisser,"  AA'ho  used  to  jump  out 
of  dark  places,  grab  the  girls,  kiss  them  and  run  away, 
a  lady  tells  this  story : 

"A  young  man  friend  of  mine  and  a  girl  Avere  dis- 
cussing the  kisser,  he  declaring  that  a  man  could  kiss  a 
girl  whether  she  willed  it  or  not,  and  she  maintaining 
that  it  couldn't  be  done.  Finally,  they  decided  rhat  the 
onlv  wav  to  prove  their  contention  was  to  trv  it.  Thev 
did. 

"And  the  man  Avon  after  a  brief  struggle,  and  kissed 
the  girl  ardently  for  several  minutes.  Then  he  released 
her. 

' '  '  Oh,  well, '  said  the  girl,  'you  really  didn't  Avin  fair.' 
My  foot  slipped.   Let's  try  it  again.'  " 
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WINNING  SUCCESS  as  A  FURNITURE  DEALER 
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Advice  for  the  merchant  to  make  the  most  of  his  opportunities— Selecting  clerks— Giving  credit 
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By  J.  A.  LAKE. 


Now  with  your  goods  properly  marked  you  are 
ready  for  your  clerks.  Select  only  sucli  as  will 
be  a  credit  to  your  business — i?iose  who  are  honest, 
manly  and  whom  you  can  trust.  Remember  your  store 
is  not  a  reformatory.  Insist  upon  good  morals  and 
good  language  and  permit  no  remarks  to  be  made 
about  customers  after  they  have  left  the  store.  Don't 
allow  smoking  while  on  duty.  This  is  dirty  around  a 
place  of  business,  as  ashes  don't  always  fall  on  the 
floor  and  it  is  distasteful  to  many  ladies.  See 
that  the  men  appear  clean,  and  see  that  they 
come  on  time,  morning  and  noon,  and  let  that  time  be 
early  enough  to  get  your  store  in  first-class  shape  be- 
for  the  morning  and  afternoon  shopping  hours  begin. 

Permit  no  knocking  at  each  other  .or  at  the  place  of 
business.  A  clerk  who  cannot  comply  with  the  rules 
of  successful  business  should  be  immediately  removed. 

You  may  ask  how  a  person  can  train  clerks  in  such 
a  way.  First,  set  the  example,  and  second,  follow  it 
yourself,  and  then,  if  you  cannot  do  it,  you  better  quit 
the  business.  Remember  that  no  place  of  business  can 
rise  much  above  the  level  of  the  men  who  do  the  work 
and  take  care  of  the  trade,  so  be  sure  that  your  sales- 
men are  the  best  you  can  possibly  obtain.  One  $15 
per  week  clerk  is  easily  worth  two  $10  clerks  if  lie 
actually  earns  his  money. 

The  Giving  of  Credit 

In  the  extension  of  credit  to  your  customers,  use  a 
little  .iudgmeut.  Look  up  their  salaries,  habits,  etc., 
and  make  them  better  customers  and  surer  pay  by  en- 
couraging and  helping  them  to  live  within  their  income. 
Insist  that  they  pay  in  full  each  pay  day.  By  doing  so 
you  are  helping  them  as  well  as  yourself.  Mail  out 
your  statements  to  everyone  the  first  of  each  week  or 
month  and  teach  them  that  you  are  looking  for — and 
by  right  should  have — your  pay.  All  this  can  be  done 
nicely  aud  without  offense  to  your  most  sensitive  cus- 
tomer if  you  use  a  little  tact. 

There  is  no  more  reason  why  you  should  loan  out 
your  goods  for  a  long  time  on'  a  small  net  margin  and 
with  no  interest  and  no  security  than  that  a  bank 
should  do  likewise  with  its  cash.  Imagine  what  a 
bank's  depositors  would  say  if  it  used  such  business 
methods.  Your  wholesalers  have  as  much  right  to 
criticise  you.  Check  and  re-add  all  accounts  every  day 
or  so  and  notice  the  money  you  will  save  by  correcting 
mistakes.  Try  this.  T  firmly  believe  that  the  money 
we  have  saved  this  year  through  checking  our  accounts 
will  pay  for  a  good  adding  machine.  Besides,  we  have 
the  satisfaction  of  knowing  our  accounts  are  right. 

Your  business  owes  you  a  stated  salary  just  the  same 
as  it  owes  your  clerks  one.  Draw  it  and  pay  for 
everything  you  take  from  the  business,  just  as  you  a^sk 
your  clerks  to  do.  If  you  want  a  cigar,  charge  it  to 
yourself.  If  you  were  working  for  someone  else  you 
would  have  to  do  this.  There  is  no  more  reason  why 
your  business  should  furnish  you  or  your  clerks  free 
cigars  than  that  it  should  furnish  you  or  them  free 
tickets  to  the  theatre.  Cut  out  such  foolishness.  It  is 
a  relic  of  the  past  and  has  no  place  under  the  commer- 


cial conditions  of  the  modern  business.  Use  economy 
in  all  lines,  but  not  to  a  point  where  the  saving  of  a  few 
cents  or  dollars  will  cost  you  heavily  and,  in  time, 
make  your  business  obsolete.  Keep  it  alive  and  modern. 
This  does  not  mean  to  be  extravagant. 

Run  your  own  business.  Stand  on  your  own  feet. 
If  you  have  a  competitor  who  is  foolish  and  is  making 
mistakes,  it  is  he,  not  you,  who  must  suffer  in  the  long 
run.  Do  not  pay  any  attention  to  or  notice  his  prices. 
When  he  sees  his  methods  are  not  making  him  any 
money,  he  will  quit  and  get  down  to  business  or  sell 
out.  If  you  enter  the  same  game,  the  chances  are  both 
of  you  will  go. 

Poor  Goods  Not  Bargains 

Times  have  changed.  People  are  not  attracted  by 
poor  goods  at  a  bargain  as  they  once  were.  Good 
goods  and  good  service  are  the  weapons  to  use  against 
such  a  competitor  and  people  will  soon  find  that  yoxxr 
goods,  even  at  a  little  more  cost,  are  the  real  bar- 
gains and  then  the  day  is  yours. 

These  subjects  are  touched  but  lightly,  as  each  one 
is  a  full  topic  in  itself.  They  all  need  the  utmost  study. 
Bach  store,  clerk,  customer  and  stock  requires  your 
constant  attention.  Fortunate,  indeed,  is  the  business 
where  manager,  clerks  and  stock  are  all  of  the  best,  for 
such  is  assured  of  success.  They  are  the  three  great 
"pulls"  and  when  pulling  together  their  course  is 
always  right  and  that  course  is  the  road  to  success. 
Travel  it.  It  may  be-  a  little  more  rugged  in  the  begin- 
ning, but  Avhen  once  upon  its  well-beaten  path,  it  is 
easy  to  follow  to  an  end  that  is  a  pleasure  to  its  mas- 
ter, for  what  man  does  not  find  his  greatest  happiness 
in  looking  back  over  a  successful  and  well-spent  life  ? 

Retail  merchants  are  engaged  in  a  great  and  noble 
business,  a  business  that  stands  a  just  share  of  our 
taxes  and  far  more  than  a  just  share  of  all  charity  work, 
a  business  whereby  mankind  in  general  is  benefited  and 
usually  far  more  than  we  ourselves ;  a  business  where 
the  toil  is  as  great,  the  hours  of  labor  far  longer  and 
compensation  as  low  as  any  labor  or  business  wdthin 
the  .realms  of  our  great  commonwealth. 

It  is  a  business  that  has  been  criticised,  abused  and 
even  slandered  as  few  businesses  ever  have  been  and 
yet  it  has  emerged  unsoiled  from  this  sea  of  criticism 
and  to-day  stands  as  an  everlasting  tribute  to  the  good 
judgment  and  honor  of  the  men  who  have  made  up  its 
ranks  in  the  past. 

The  only  right  any  business  has  for  an  existence  is 
what  it  contributes  to  and  does  for  its  community  and 
its  patrons,  and  we  must  be  men  who  are  worthy  of 
the  great  business  we  are  engaged  in  and  continue  to 
conduct  our  business  so  fairly,  so  honorably,  and  so 
above  board  that  they  who  contribute  this  unjust 
criticism  in  the  future  must  ])erish  and  be  forgotten, 
as  has  been  their  case  in  the  past. 

I  assure  you  that  when  this  is  done  and  the  troubled 
sea  has  calmed,  you  will  see  the  retail  merchant  and  his 
business  standing  benefited  by  what  criticism  may  hap- 
pen to  be  just,  just  as  you  see  one  of  our  great  light- 
houses standing  after  a  great  storm. 
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I        For  The  Retail  Dealer  I 
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ASK  YOURSELF  THESE  BUSINESS  QUESTIONS 

One  large  firm  in  the  United  States  provides  its 
travellers  with  the  lengthy  set  of  questions  given  here- 
with, which  it  asks  them  to  answer  in  regard  to  the 
dealers  which  they  call  on,  so  that  each  merchant's 
status  can  be  sized  up. 

It  is  a  list  of  questions  which  dealers  would  do  well 
to  put  to  themselves.     Look  over  the  list. 

Accounting 

Does  he  keep  a  set  of  books? 

Does  he  keep  accurate  record  of  all  transactions? 
Does  he  deposit  all  cash  received? 
Does  he  pay  all  bills  by  cheques? 
Does  he  want  to  know  how  to  safeguard  his  cash 
receipts? 

What  proof  has  he  that  his  cash  sales  are  recorded 
or  accounted  for? 

What  proof  has  he  that  deliveries  are  charged  and 
recorded? 

In  his  expenses  does  he  include  salary  for  himself  or 
any  member  of  his  family  working  in  business? 

If  he  owns  building  does  he  charge  expense  with  a 
fair  rental? 

Does  he  know  his  cost  percentage  of  doing  business'? 

Do  his  records  help  to  fix  his  selling  prices? 

How  does  he  arrive  at  selling  price? 

How  does  he  figure  profits? 

Does  he  ever  take  stock  of  merchandise? 

How  often? 

Does  he  want  suggestion  as  to  how  to  quickly  and  ac- 
curately take  stock? 

Any  dead  stock  lying  around? 

What  is  his  turnover  on  stock? — 'Capital? 

Does  he  know  which  departments  are  losing? 

Does  he  know  percentage  of  gross  profits  in  each 
department? 

Does  he  know  in  which  department  his  capital  is 
locked  up  unprofitably? 

Does  he  know  sales  record  of  each  salesman? 

Does  he  compare  daily,  weekly,  monthly,  and  yearly 
records? 

Does  his  system  indicate  whether  he's  going  back- 
ward or  forward? 

Does  his  system  involve  too  much  work? 
Shall  we  suggest  a  shorter  way  ? 
Does  he  want  advice  on  bookkeeping? 

Cash  Discounts. 

Does  he  pay  cash  for  everything  and  get  the  full  dis- 
count? 

If  not,  how  much  cash  required  to  do  so? 
How  much  would  he  save  by  discounting  all? 
How  much  merchandise  does  he  purchase  annually? 
Is  he  interested  in  having  figures  prepared  showing 
what  he  would  save  by  borrowing,  then  discounting? 

Cash  Sales 

How  does  he  record  them? 
Does  he  use  a  cash  register? 

Is  he  interested  in  a  method  of  safeguarding  his  cash 
sales? 

Buying 

Does  he  know  what  goods  he  really  needs  when 
ordering? 


Does  he  want  a  remedy  for  overbuying? 
How  does  he  plan  to  meet  his  bills? 

Collections 

What  collection  system  does  he  use,  if  any? 
What  follow-up  system  for  overdues? 
After  accounts  are  charged  off,  how  does  he  keep 
in  touch  with  developments? 

Extending  Credit  to  Customers 

How  does  he  determine  amount  of  credit  his  custom- 
ers are  entitled  to? 

Does  he  limit  any  accounts? 

How  does  he  charge  credit  sales? 

How  does  he  keep  in  touch  with  customer's  standing? 

Does  he  use  any  Risk  Directory? 

Is  he  interested  in  a  credit  talk? 

Is  he  interested  in  a  system  of  credit  extension? 

Dealer's  Credit  Rating 

Is  he  interested  in  his  mercantile  rating? 
Shall  we  keep  him  informed  of  changes? 
Does  he  think  he  is  entitled  to  a  better  rating? 
Shall  we  try  to  get  it  for  him? 

Delivery  System 

Does  he  use  horse  and  waggon? 
Cart? 

Motor  truck? 

Is  he  satisfied  with  results? 

Does  he  want  suggestions  for  economical  deliveries? 

Fixtures 

Attractive  or  unattractive? 
Suitably  arranged  for  locating  goods? 
Is  he  interested  in  suggestions  for  suitable  equip- 
ment ? 


LET  CLERKS  DO  A  LITTLE 

Too  many  dealers  are  imbued  with  the  idea  that  they 
must  do  everything  if  it  is  to  be  done  properly,  and,  ac- 
cordingly, we  find  them  taking  up  valuable  time  look- 
ing after  work  that  could  just  as  Avell  be  done  by  a 
clerk.  They  take  up  time  looking  after  small  unimport- 
ant details  that  might  be  devoted  to  more  important 
things  that  would  increase  sales  and  make  more  profit 
for  the  store. 

It  is  just  such  men  who  are  constantly  complaining 
that  they  cannot  get  clerks  who  take  an  interest  in  the 
business.  The  truth  of  the  matter  is  that  they  do  not 
give  clerks  half  a  chance  to  get  interested.  They  Avill 
not  intrust  employees  with  any  work  that  they  can  man- 
age to  find  time  to  do  themselves.  What  they  would 
do  if  they  were  in  charge  of  a  really  big  biisiness  it  is 
difficult  to  say.  It  is  one  sure  thing,  that  if  they  desir- 
ed to  succeed  they  would  have  to  give  clerks  a  chance 
to  do  a  little.  Maximum  progress  in  any  store  is  best 
secured  by  this  policy. 


THOSE  IN  SERVICE  OF  CROWN  CANNOT  BE 
GARNISHEED 

Civil  servants,  soldiers  and  all  others  in  the  service 
of  the  Crown  cannot  be  garnisheed. 

It  might  be  pointed  out  that  if  a  person  has  a  private 
income  aside  from  what  he  receives  from  the  Crown, 
that  it  can  be  garnisheed. 
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I  I 

Furniture  Store 

^  11  ^ 

BE  ALWAYS  ON  LOOKOUT  FOR  SALES. 

TOO  many  dealers  seem  to  think  that  if  they  carry  a 
good  supply  of  the  latest  records  in  stock  that  is 
all  that  is  really  necessary  for  inducing  extra 
Christmas  sales.  But  notwithstanding  the  great  public 
interest  in,  and  the  demand  for,  records  these  days,  no 
dealer  can  feel  satisfied  that  he  has  reached  the  limit  in 
sales,  and  he  must  never  cease  his  campaign  to  arouse 
interest,  for  it  is  the  unconventional  that  attracts,  and 
novel  plans  must  be  tried  fi*om  time  to  time. 

In  traveling  through  the  country  it  will  be  noted  that 
the  successful  stores  are  those  that  are  ever  on  the 
alert  to  utilize  their  windows  to  good  purpose — to  or- 
ganize schemes  that  will  catch  the  public  eye  and  com- 
pel the  attention  of  the  public. 

Some  time  ago  a  San  Francisco  store  arranged  a  dis- 
play which  created  considerable  attention.  In  the  large 


ing  machine  in  the  window  rendered  popular  selec- 
tions, a  small  boy  in  green  uniform  with  gold  braid  be- 
ing detailed  to  change  the  records,  and  see  that  the 
name  of  each  selection  was  placed  on  the  easel  so  that 
all  could  see. 

For  those  who  do  not  wish  to  employ  living  models  it 
is  suggested  that  they  give  the  scheme  of  a  gramophone 
company  in  Montreal  a  trial.  Overhead,  in  the  lobby, 
just  above  the  entrance  door,  was  a  gramophone,  with 
horn  attachment.  In  front  of  it  was  a  board  with 
double  grooves  ,so  that  a  card  coiild  be  slipped  in  and 
taken  out.  Whenever  any  new  or  well-known  selection 
was  being  reproduced  they  placed  in  the  grooves  a  card 
on  which  the  name  of  the  song  was  printed.  Below, 
painted  on  the  board,  was  the  phrase,  "Is  now  being 
rendered."  In  this  way  the  name  and  melody  at  once 
became  associated  in  the  mind  of  the  public. 


A  lioliday  touch  will  greatly  add  tii   the   value   i)f  a   window  display. 


S(|uare  window  between  the  entrance  doors  they  install- 
ed an  upright  ])iano;  here  two  young  men,  pianist  and 
vocalist,  gave  daily  concerts  at  noon  and  again  in  the 
afternoon  when  the  shopping  crowd  was  the  largest. 
A  large  ea.sel  was  placed  in  regular  vaudeville  style, 
the  name  of  the  selection  being  rendered,  and  thus  the 
sheet  music  and  records  handled  by  this  house  were  ad- 
mirably advertised.    In  other  hours  of  the  day  a  talk- 


Not  only  should  the  luime  and  melody  of  the  new 
records  be  given  publicity,  but  this  publicity  should  be 
timely.  People  arc  always  on  the  lookout  for  appro- 
priate selections  for  holidays  and  special  celebrations, 
and"  if  it  is  known  that  your  store  is  bearing  this  in 
inind,  and  will  have  a  special  display  several  weeks  in 
advance  of  the  stated  occasion,  all  in  search  of  special 
music  will  be  sure  to  flock  thither.   In  order  to  attract 
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the  great  number,  however,  who  may  not  be  acquainted 
with  your  custom  in  this  respect,  appeal  should  be  made 
through  that  most  efificient  silent  salesman — the  show 
window. 

Take  for  example  the  Christmas  season — it  is  right 
here.  It  is  an  occasion  which  is  observed  all  over  the 
land  with  dinners,  dances,  concerts  and  piiblic  gather- 
ings. Individuals  and  clubs  are  always  on  the  lookout 
for  appropriate  music  for  such  an  occasion.  Recogniz- 
ing this  a  Birmingliam,  Ala.,  house  set  forth  the  strik- 
ing and  attractive  window  herewith  pictured. 

The  idea  of  special  music  for  special  days,  and  its 
featuring,  both  by  window  displays  and  concerts  sev- 
eral weeks  in  advance  of  the  date,  could  be  extended  in- 
definitely to  cover  not  only  Christmas,  but  May  festi- 
vals, June  weddings,  Easter,  etc.  With  appropriate 
decorations  of  flowers  and  ribbons,  wax  models  of  life- 
size  cut-outs  the  window  can  be  made  attractive. 

For  sheer  artistic  beauty  in  featuring  records  it 
would  be  hard  to  sui'pass  a  recent  window  put  in  by 
the  Fletcher  Piano  Company  of  Vancouver.  Across 
the  upper  part  of  the  background  was  a  white  fretwork 
covered  with  maple  foliage  in  blue  tint,  and  among 
which  were  many  tiny  electric  bulbs  in  red,  yellow  and 
blue.  Suspended  from  the  centre  of  this  archway  was 
a  large  black  wooden  sign  in  the  shape  of  a  bar  of 
notes,  lettered  in  white:  "Note  the  notes;  and  note  the 
price."  All  around  the  window  av as  a  series  of  pedes- 
tals of  various  heights,  draped  in  white,  6n  ea<jh  pedes- 
tal being  set  a  record,  jilaced  upright  in  a  wire  rack. 
Forming  a  large  V  extending  from  the  centre  of  the 
background  to  either  side  oE  the  front  was  a  ripple  of 
black  and  white  silk,  upon  which  were  laid  clusters  of 
scarlet  poppies.  In  the  centre  of  the  display  on  a 
mound  covered  with  similar  silk  Avas  a  marble  statue 
— "Anticipation" — shoAving  the  half  reclining  form 
of  a  youth,  in  listening  attitude,  Avith  hand  to  ear  and 
lips  parted  in  anticipation  of  sounds  he  expected  to 
hear.  A  talking  machine  concealed  in  the  background 
rendered  springtime  music. 


LATERAL  CUT  PHONOLA  RECORDS. 

Phonola  dealers  throughout  Canada  Avill  be  interest- 
ed in  the  announcement  from  the  Phonola  Co.,  of  Can- 
ada, Limited,  Kitchener,  that  the  firm's  records  are  now 
issued  in  the  lateral  cut  type.  This  initial  list  is  already 
made  public,  and  it  is  expected  that  these  selections  are 
in  for  a  big  run  from  start,  Avhich  Avill  make  the  second 
and  succeeding  monthly  issues  a  subject  of  keen  antici- 
pation. 


TORONTO  MEN  GRANTED  PHONOGRAPH 
PATENT. 

George  A.  Brown  aiul  Wm.  A.  ShaAv,  co-inventors,  of 
Toronto,  have  bee]i  allowed  tAventy-nine  claims  on  pat- 
ent Xo.  198033,  a  phonographic  device  for  automatic- 
ally interchanging  a  plurality  of  disc  records  on  the 
revolving  table  of  the  phonograph,  and  means 
for  carrying  the  grooved  face  of  a  record  in  and  out  of 
contact  Avith  a  phonograph  needle.  A  number  of  other 
features  are  also  patented. 


MUSIC  NOTES. 

Pathe  Freres  Phonograph  Sales  Co.,  Ltd.,  Toronto, 
has  been  incorporated  with  a  capital  of  $40,000. 

The  Hoover  Suction  Sweeper  Co.  of  Canada,  Ltd., 
Hamilton,  has  been  incorporated  with  a  capital  of  ^1,- 
000,000. 


The  Brilliant  Phonograph  Corporation  was  recently 
registered  at  Toronto,  as  also  were  the  Danielson  Vic- 
trola  Shops. 

The  Emerson  Canadian  Company,  Limited,  capital 
$500,000,  head  office  Toronto,  plans  to  manufacture  and 
deal  in  phonographs  of  all  kinds. 

Phonograph  Specialties,  Ijim.ited,  head  office  Mon- 
treal, capital  $150,000.  plans  to  carry  on  a  general  busi- 
ness in  parts  of  machines  and  hardAvare. 

The  Niagara  Peninsula  Music  Dealers'  Association 
at  a  recent  meeting  held  in  Welland  proposed  to  build 
a  structure  o!i  the  local  exhibition  grounds  to  house 
musical  instruments. 

The  prices  of  records  have  been  again  advanced  in 
England.  "Not  A^ery  much,  but  sufficient  to  make  it 
necessary  to  transfer  the  increase  to  the  customer,  the 
proposition  so  far  as  the  dealer  is  concerned  remaining 
as  it  stood  before."  according  to  the  London  Talking 
Machine  Ncavs. 

The  use  of  phonographs  in  Toronto  public  schools 
for  illustrative  purposes  is  recommended  by  the  Board 
of  Inspectors"~TT)  the  Management  Committee.  They 
should  be  used  in  connection  Avith  the  regular  Avork  of 
the  schools,  say  the  inspectors,  but  the  records  should 
be  carefully  chosen,  and  approved  by  the  board  before 
beirfg  used. 

An  important  meeting  Avas  held  recently  at  the  Tor- 
onto offices  of  the  General  Phonograph  Corporation. 
The  manufacturing  heads  of  the  firm's  newly  accpiired 
factory  at  Kitchener — Messrs.  Arthur  B.  Pollock, 
James  Pollock,  A.  H.  Welker  and  E.  W.  Clement — Avere 
present  conferring  Avith  C.  J.  Pott,  the  manager  for 
Canada,  on  details  concerned  Avith  business  extension 
production  xjuestions.  Mr.  Pott  reports  that  the  addi- 
tion to  the  Kitchener  plant  is  progressing  rapidly  and 
that  they  have  closed  some  large  contracts  Avithin  the 
past  fcAv  days. 


A  BEAUTIFUL  CATALOGUE. 

A  catalogue  that  stands  in  a  class  by.  itself  is  that 
just  published  by  The  McLagan  Furnitrure  Co.,  Ltd.,  of 
Stratford,  Out.,  illustrating  and  describing  the  Mc- 
Lagan Phonograph.  As  the  catalogue  says,  the  Mc- 
Lagan Phonograph  "speaks  for  itself,"  and  the  cata- 
logue certainly  speaks  Avell  for  the  company's  line  of 
phonographs. 

It  is  a  booklet  of  32  pages  and  cover,  printed  in 
sepia.  The  only  other  color  is  a  gold  panel  on  the 
cover.  Inside,  the  catalogi;e  is  Avell  printed,  the 
illustrations  and  letterpress  being  very  fine.  Devoted 
especially  to  period  lines,  the  catalogue  giA'es  attention 
to  the  various  designs  and  gives  also  comprehensiA-e 
conception  of  the  Avhole  McLagan  line  of  phonographs, 
Avhich  are  built  with  the  same  cai'eful  attention  to  de- 
tail that  has  made  McLagan  furniture  famous  in 
Canada. 

The  McLagan  is  a  modern  phonograph,  built  to  give 
lasting  and  ever-increasing  pleasure.  It  is  an  artistic 
musical  instrument,  and  reproduces  every  make  of  disc 
record  perfectly.  It  carries  the  McLagan  guarantee  of 
what  every  purchaser  has  a  right  to  expect.  Toward 
the  end  the  catalogue  has  a  section  dcA-oted  to  the 
mechanism  of  the  McLagan  phonograph,  Avhich  should 
be  interesting  to  those  Avho  are  looking  for  the  last 
Avord  in  phonographs. 
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CHRISTMAS  DRIVE  THROUGH  ADVERTISING 
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Ways  and  means  of  making  Xmas  publicity  show  a  profit — Things  to  avoid— Make  ads.  practical 
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IN  talking  successfully  througli  the  media  of  type,  you 
must  know  what  points  of  your  proposition  will  be 
the  quickest  to  impress  your  prospect,  and  then 
drive  home  these  points,  being  sure  to  talk  from 
the  outside  in,  and  speaking  the  language  of  the  people 
you  hope  to  reach.  Make  your  ads.  easy  to  read  and 
hard  to  forget. 

Never  make  the  mistake  of  knocking  your  competi- 
tor, for  too  often  every  knock  will  prove  a  boost.  The 
less  anyone  talks  about  him  the  less  he  is  known.  The 
very  fact  that  you  find  fault  with  his  goods  or  methods 
shows  that  they  have  attracted  your  attention,  and 
that  you  are  more  or  less  "hit."  Tell  the  virtues  of 
your  own  products,  but  carefully  avoid  any  mention  of 
your  competitor's. 

Your  advertisements  must  be  of  real  and  practical 
value.  Do  not  try  to  make  them  "newsy"  and  make 
them  short,  snappy  and  absolutely  to  the  point..  Just 
look  over  the  papers  or  magazines  yourself  and  see 
what  kind  of  advertisements  most  strongly  appeal  to 
you.  Surely  it  is  not  the  one  that  is  filled  with  verbal 
extravagance  and  with  confusing  borders  and  illustra- 
tions, but  the  one  Avhich  is  simple,  sincere  and  tells  a 
story  in  a  few  words.  You  are  only  average  in  this  re- 
gard, and  your  advertisements  will  appeal  to  others 
upon  the  same  basis. 

Tell  your  prospects  something  interesting,  offer 
them,  for  a  story  that  is  sincerely  told  carries  convic- 
tion with  it.  Advertising  of  the  proper  kind  is  that 
which  carries  with  it  conviction.  Advertising  of  the 
proper  kind  is  that  which  causes  people  to  know  and 
remember  what  you  offer  and  to  act  in  the  matter  of 
purchase.  It  is  something  like  fishing,  angling  for 
business.  If  your  bait  is  good  and  well  placed,  and 
you  have  dropped  your  hook  and  line  at  the  right  spot 


you  are  sure  to  get  "bites,"  and  if  you  handle  these 
"in(|uiries"  correctly  the  sale  will  be  yours. 

Big  sales  lost  are  like  stories  of  the  big  fish  which  got 
away.  It  is  only  the  ones  that'  are  in  the  boat  that 
count.  First  you  must  have  an  article  of  merit. 
Advertising  a  second  grade  house  paint  at  a 
first  grade  price  will  kill  all  future  sales.  Second,  you 
must  have  confidence  in  the  merit  of  the  goods  offered, 
for  if  you  have  no  confidence  in  them  you  certainly  can 
not  be  expected  to  Avrite  or  talk  in  such  a  way  as  to  win 
confidence  of  those  to  whom  you  wish  to  sell,  and  third- 
you  must  have  enthusiasm.  Enthusiasm  is  really  the 
steam  that  drives  the  sales  engine. 

After  this  you  must  be  persistent.  Here  to-day  and 
gone  to-morrow  leaves  an  unsteady  impression.  It 
gives  an  idea  of  insecurity.  If  you  advertise  only  once 
or  twice  a  week,  always  have  these  ads.  appear  on  the 
same  days,  and  if  possible  of  the  same  space  and  in  the 
same  position,  so  that  they  may  be  more  effective. 
People  get  in  the  habit  of  looking  for  them,  and  do  not 
let  your  interest  stop  when  a  customer  has  once  bought 
your  goods.  Show  him  that  you  still  value  his  trade. 
Make  him  a  permanent  customer,  not  transient. 

Advertising  can  also  be  made  to  have  a  great  educa- 
tional value.  Educate  the  people  in  your  territory  to 
know  your  store,  by  name,  and  to  know  the  articles 
you  offer,  by  brand  name.  When  they  once  buy  the 
enamel  you  carry  and  are  absolutely  satisfied  with  its 
work  on  the  job,  they  will  invariably  want  more  of  the 
same  brand  when  again  in  the  market.  They  will  come 
back  and  ask  for  it  by  name.  They  will  know  exactly 
what  they  want,  and  call  for  it  and  feel  a  certain  sense 
of  satisfaction  on  having  this  acquaintance  with  so  good 
an  article. 

Give  these  ads.  a  Christmas  look,  and  an  illustration 
or  two  will  prove  a  big  help  as  a  business  getter. 
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No.  408K— From  a  parlor 
suite  by  The  Ellis  Furniture 
Company,  Ltd,  Ingersoll,  Ont. 
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GOOD  ADVERTISING  INCREASES  TRADE. 

Does  my  business,  as  it  is  now  being  conducted, 
show  progress,  or  is  it  just  moving  along  Avith- 
out  making ,  my  competitors  "sit  iip  and  take  no- 
tice"? Am  I  accomplishing  anything  or  getting  any- 
where ?  Will  my  business  at  the  close  of  the  year  show 
any  growth?  These  are  questions  which  are  certain 
to  arise  in  the  mind  of  every  business  man.  The 
answers  to  them  Avill  measure  the  difference  between 
the  progressive  business  man  and  the  unprogressive^ — • 
th'^  man  who  advertises  constantly  and  the  man  who 
does  not.  This  is  no  haphazard  statement.  It  is  back- 
ed up  by  the  most  eminent  authorities. 

The  great  Macaulay  realized  the  tremendous  value 
of  advertising  when  he  said,  "Advertising  is  to  busi- 
ness what  steam  is  to  machinery."  William  Ewart 
Gladstone,  the  great  British  statesman,  held  the  same 
opinion  in  a  statement  which  he  made  shortly  before 
his  death.  "Publicity,"  he  said,  "is  an  enormous  pow- 
er in  business,  and  nothing  can  make  money  without 
it,  save  a  mint."  Lord  Roseberry,  when  premier  of 
England,  stated  to  his  cabinet  on  one  occasion  that  ad- 
vertising was  the  advance  agent  of  prosperity,  and  that 
it  was  imquestionably  the  most  wonderful  modern  com- 
mercial agency.  Horace  Greeley  once  remarked  that 
to  neglect  to  advertise  was  like  resolving  never  to 
travel  by  steam  or  to  communicate  by  telegraph.  John 
Wanamaker,  one  of  the  greatest  advertisers  in  the 
world,  says.  "It  is  impossible  to  build  a  large  business 
to-daj^  without  publicity."  These  are  the  opinions  of 
men  who  knew  and  know  Avhereof  they  spoke  and 
speak,  who  have  proved  their  assertions  to  be  abso- 
luteb'  correct  and  who  did  not  and  do  not  fear  contra- 
diction. 

Advertising  is  the  greatest  factor  in  commercial  pro- 
gress. It  tells  things  that  even  the  best  salesman  for- 
gets to  mention.  It  introduces  the  goods  as  well  as  the 
salesman.  It  insures  for  the  salesman  a  hearing  when 
he  reaches  the  prospective  customer.  It  brings  orders 
when  the  salesman  is  not  on  the  ground.  It  supports 
the  salesman  in  his  statements  to  the  customer.  It  ce- 
ments the  friendship  between  the  seller  and  the  buyer. 
It  creates  respect  for  the  firm  as  well  as  for  the  firm's 
representative. 

The  successful  advertiser,  however,  is  the  one  who 
sticks,  who  does  not  expect  great  things  at  the  start, 
who  keeps  everlastingly  at  it  and  who  does  not  curtail 
his  advertising  when  business  is  good  nor  cut  it  down 
when  business  is  bad.  The  human  mind  is  like  a  fer- 
tile field.  Sow  the  seed,  keep  watering  it  and  it  will 
take  root  and  grow.  In  due  time  the  harvest  comes, 
but  it  cannot  be  expected  a  few  days  or  weeks  after  the 
seed  has  been  soAvn.  With  advertising  as  with  every- 
thing else,  the  sticker  is  the  winner. 

Is  it  any  wonder  that  the  public  likes  to  purchase 
goods  that  are  advertised  and  bear  a  trade-mark?  The 
trade-mark  is  not  simply  a  device  of  the  manufacturer 
to  help  the  purchaser  buy  his  goods;  it  is  also  the 
manufacturer's  guarantee  of  the  quality  of  his  goods. 


CHRISTMAS  ADVERTISING  HELPS. 

Advertise — Do  it  more  abundantly  now  than  at  any 
other  time.  This  is  the  spending  season — bring  these 
spenders  to  your  store.    Advertise  in  the  newspapers. 

B.y  all  means,  do  not  neglect  to  put  two  or  three 
package  enclosure  slips  in  every  package  you  wrap, 
people  read  all  these  enclosures  at  this  season  in  their 
search  for  gift  suggestions — this  is  advertising  that 
pays  big  right  now,  as  well  as  at  all  times. 


DECALOGUE  FOR  MERCHANTS  AND  SALESMEN. 

I.  Thou  shalt  not  wait  for  something  to  turn  up,  but 
thou  shalt  pull  off  thy  coat  and  go  to  work,  that  thou 
mayest  prosper  in  thy  affairs. 

II.  Thou  shalt  not  be  content  to  go  about  thy  busi- 
ness looking  like  a  loafer  for  thou  shouldst  know  that 
thy  personal  appearance  is  better  than  a  letter  of  rec- 
ommendation. 

III.  Thou  shalt  not  try  to  mate  excuses,  nor  shalt 
thou  say  to  those  who  chide  the,  "I  didn't  think." 

IV.  Thou  shalt  not  wait  to  be  told  what  thou  .shalt 
do,  nor  in  what  manner  thou  shalt  do  it.  for  thus  may 
thy  days  be  long  in  the  job  which  fortune  hath  given 
thee. 

V.  Thou  shalt  not  fail  to  maintain  thine  own  in- 
tegrity, nor  shalt  thou  be  guilty  of  anything  that  will 
lessen  the  good  respect  for  thyself. 

VI.  Thou  shalt  not  covet  the  other  fellow's  job,  nor 
his  salary,  nor  the  position  that  he  hath  gained  by  his 
own  hard  labor. 

VII.  Thou  shalt  not  fail  to  live  within  thy  income, 
nor  shalt  thou  contract  any  debts  Avhen  thou  canst  not 
see  the  way  clear  to  pay  them. 

VTTT.  Thou  shalt  not  be  afraid  to  blow  thine  own 
horn,  for  he  who  so  faileth  to  blow  his  own  horn  at  the 
proper  occasion  findeth  nobody  standing  ready  to  blow 
it  for  him. 

IX.  Thou  shalt  not  hesitate  to  say  "No"  when  thou 
meanest  "No"  nor  shalt  thou  fail  to  remember  that 
there  are  times  when  it  is  unsafe  to  bind  thyself  to 
hasty  judgment. 

X.  Thou  shalt  give  every  man  a  square  deal.  This 
is  the  last  great  commandment,  and  there  is  no  other 
like  unto  it.  Upon  this  commandment  hangs  all  the  law 
and  the  profits  of  the  business  world. — Graham  Hood. 


MANAGING  THE  SALESMEN. 

The  hardes*:  task  a  man  can  be  set  to  pei'form  is  to 
tell  other  people  how  to  do  a  thing,  when  he  does  not 
know  how  to  do  it  himself.  A  man  who  is  set  to  man- 
age a  sales  department  should  himself  have  had  a  sell- 
ing experience.  Usually  they  have  been  all  through  the 
mill,  and  that  is  why  so  many  of  them  reach  success. 
The  best  of  them  keep  a  close  watch  cr;  what  the  sales- 
men are  doing  in  the  field,  some  insisting  upon  daily 
reports.  An  account  is  kept  for  each  route  traveled  by 
each  salesman,  and  the  manager  can  tell  at  a  glance 
which  routes  are  paying  best. 


AN  OPPORTUNITY  AND  NECESSITY 

Some  one,  somewhere,  at  sometime,  gave  voice  to  the 
assertion  that  when  business  is  good  advertising  is  an 
opportunity,  whereas  when  business  is  dull  advertising 
is  a  necessity.  There  are  no  correspondingly  small 
number  of  words  which  so  accurately  sum  up  the 
fundamentals  of  modern  merchandising.  That  adver- 
tising is  a  cogent  force  in  retailing  at  present  is  com- 
ing to  be  more  and  more  understood  by  every  alert 
merchant.  The  result  is  that  ncAvspapers  are  finding 
it  increasingly  easier  to  interest  their  local  business 
men  in  printed  salesmanship.  The  gospel  is  spreading. 
More  thought  is  being  given  to  good  and  bad  copy.  Re- 
tailers are  studying  the  advertisements  of  city  depart- 
mont  stores,  m.ail  order  houses,  and  other  like  mer- 
chandising concerns  with  the  thought  of  improving 
the  finality  of  the  copy  which  they  use. 
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CONFIDENCE  IMPORTANT  as  BUSINESS  ASSET 
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Looking  into  the  future-truth-in-advertising  movement— Paper  read  at  New  Orleans  convention 
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THE  growing-  importance  of  confidence  as  a  business 
asset  is  the  basis  upon  Avhicii  it  is  safe  to  predict 
that  the  truth-in-advertising  movement  is  not  yet 
out  of  swaddling  clothes.  And  this  condition  justifies 
us  in  an  attempt  to  look  into  the  future  of  the  move- 
ment. 

In  fact  we  are  compelled  to  consider  future  possibil- 
ities if  we  are  true  to  the  responsibility  for  service 
which  we  have  assumed.  Not  that  the  Associated  Ad- 
vertising Club  has  set  itself  up  as  the  custodian  of 
truth,  but  rather  that  we  must  serve  where  we  are  best 
fitted.  And  as  the  recognized  representative  of  organ- 
ized advertising  we  are  the  logical  force  upon  w^hich 
should  rest  the  responsibility  for  making  advertising 
efficient. 

Advertising  as  a  Business  Force. 

It  is  not  necessary  here  in  this  convention  to  call  at- 
tention to  the  rapid  growth  of  advertising  as  a  business 
force.  But  in  order  to  view  in  prospect,  the  possibil- 
ities of.  the  truth-movement,  Ave  must  have  in  mind  the 
fact  that  advertising  is  no  longer  regarded  as  merely  a 
necessary  evil,  but  that  the  business  world  now  accepts 
advertising  as  essential  to  large  growth  and  permanent 
success. 

What  advertising  has  attained  is  in  some  degree  indi- 
cative of  what  it  may  yet  accomplish.  Yet  I  venture  to 
say  that  the  Avildest  dreams  of  the  most  pronounced 
idealist  in  this  convention  to-day,  would  seem  far  from 
visionary  if  compared  with  actual  position  of  advertis- 
ing in  the  business  world  ten  years  fi'om  to-day. 

Advertising  is  Service  to  Mankind. 

Advei'tising  is  education,  ft  Avill  become  the  most 
I)otent  medium  for  the  dissemination  of  authorized  in- 
formation in  all  lines  of  activity.  Advertising  Avill  be 
the  means  of  carrying  out  that  greatest  of  all  sales 
messages — "Take  the  Gospel  into  the  uttermost  parts 
of  the  Avorld."  Advei-tising  Avill  duplicate  the  pulpit's 
influence  a  million-fold  in  preaching  the  doctrine  of 
neighborliness.  Advertising  Avill  teach  the  worker  to 
be  worthy  of  his  hire  and  it  will  inspire  the  employer 
to  pay  a  fair  Avage  for  a  fair  day's  work.  Advertising 
Avill  disseminate  the  knoAvledge  that  the  fundamental 
factor  in  industry  is  the  amount  of  production  obtained 
per  unit  of  labor  or  effort. 

Advertising  has  been  used  largely  as  a  means  to  in- 
crease the  sale  of  mercha)idise.  It  Avill  always  have  an 
important  place  in  the  disti'ibution  system.  Rut  the 
future  holds  in  store  for  advertising,  greater  oppor- 
tunities for  service  to  mankind  than  have  yet  been 
thought  of. 

What  these  ncAv  lines  of  service  may  be.  are  not  ap- 
pai'ent  to  ns  to-day.  15ut  a  realization  of  the  fact  that 
ncAV  and  uiuliseovered  o[)portunities  await  those  of  us 
Avho  are  engaged  in  the  business  of  advertising,  mr-tkes 
it  necessary  that  Ave  be  prej)ared  and  ecpiipped  for  these 
developments  Avhenever  and  Avherever  they  come. 

Only  Truthful  Advertising  is  Efficient. 

The  truth  iiiovonent  is  essential  to  the  maximum  suc- 
cess of  advertising.    Oidy  efficient  advertising  can  suc- 
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ceed  permanently  and  only  strictly  truthful  advertising 
is  efficient.  We  still  have  those  to  fight  Avho  deliberate- 
ly seek  to  use  adA^ertising  illegitimately  but  the  larger 
and  more  dangerous  element  is  that  minority  of  busi- 
ness men  Avho  have  not  yet  learned  that  honesty  is  the 
only  policy.  There  is  no  such  thing  as  a  white  lie, 
especially  in  advertising.  A  statement  is  either  true  or 
untrue. 

Our  movement  therefore  must  set  for  its  objective, 
the  carrying  of  our  message  to  all  people  everyAvhere. 
Not  until  every  man,  woman  and  child  has  learned  to 
be  truthful  and  to  re(|uire  those  Avith  whom  they  come 
in  contact  to  be  truthful,  Avill  our  movement  have  suc- 
ceeded. Impossible  idealism?  No.  merely  applied  com- 
mon sense. 

Only  Honesty  Builds  Permanently. 

We  Avill  all  agree  that  only  right  survives  and  that 
only  honesty  builds  permanently.  With  that  as  the 
basis,  intelligent  reasoning  carries  us  to  the  point  where 
this  fundamental  truth  must  be  universally  accepted 
and  practiced.  What  is  true,  must  be  believed  by  all, 
jiot  by  a  fcAv. 

Wl)ile  our  especial  concprn  is  foi'  the  application  of 
truth  to  advertising,  Ave  can  not  be  technical.  The 
advertisement  is  merely  the  reflection  of  the  advertiser. 
His  business  policy  must  be  honest  or  his  advertising 
can  not  be  truthful.  And  the  business  policy  is  formu- 
lated by  the  individual.  So  our  message  must  ultimate- 
ly reach  all  individuals  and  convert  all  individuals. 


THE  GIFT  CERTIFICATE  PLAN. 

People  Avho  may  Avish  to  give  furniture  to  their 
friends  as  Christmas  gifts  are  often  in  a  quandary  as 
to  Avhat  goods  to  select.  The  dealer  can  offer  valuable 
suggestions  in  this  regard  but  a  better  plan  is  for  the 
person  to  merely  purchase  an  order  for  the  recipient  en- 
titling them  to  goods  to  a  certain  value  at  the  store. 
This  makes  it  bet<:er  for  the  recipient  who  does  not  re- 
ceive unneeded  articles  Avhile  it  relieves  the  giver  of 
the  trouble  of  making  a  selection. 


GIVE  ATTENTION  TO  STOCK 

THE  clerk  should  give  a  good  deal  of  attention  to 
stock  so  as  to  prevent  running  short  of  au.y  lines. 
It  is  vexing  to  a  clerk  to  have  to  frequentl.v 
tell  customers  that  the  store  is  out  of  certain  goods, 
not  to  mention  anything  of  the  anno.yance  to  cus- 
tomers and  the  resulting  bad  imipression  of  the  store. 

The  clerk  is  in  close  touch  with  stock  and  in  a 
position  to  keep  even  closer  tab  on  it  than  the  boss, 
and  be  should  make  it  a  point  to  jot  down  a  note  re- 
garding any  line  that  is  needed  or  running  low.  It 
is  also  a  good  plan  to  glance  quickly  over  stock  at 
froqu?nt  intervals  to  find  out  just  how  the  various 
lines  stand.  It  does  not  take  much  time  and  will 
serve  to  prevent  running  out  of  goods.  It  is  bad 
business  to  be  continuously  telling  customers  that 
yon   :irc  "just  out." 
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KNOBS  of  NEWS 
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H.  Cohen  is  opening  a  furniture  store  at  Guelph. 

The  Queen  Upholstery  and  Mattress  Co.,  Toronto,  has 
been  reorganized. 

W.  IJ.  Heath  is  building  a  new  furniture  store  at 
Wallaceburg,  Out. 

J.  Auguste,  Desrosiers,  furniture  dealer,  Montreal, 
has  been  registered. 

The  Alaska  Bedding  Co.  are  planning  the  erection  of 
a  factory  at  Halifax. 

J.  F.  IMcFarlane  has  remodelled  his  furniture  store 
at  Shannonville,  Out. 

Hardware  and  Furnitui'e  Supply  Co.,  Ltd.,  has  been 
registered  at  Creston,  B.C. 

The  Dominion  House  Furnishing  Co.'s  store  at  Ham- 
ilton was  damaged  by  fire  recently. 

C  McCullough  has  sold  his  furniture  business  at 
Trenton,  Ont.,  to  Adams  &  Brintneli. 

The  Voice-O-Phone  Co.  and  American  Phonograph 
Co.,  have  been  registered  at  Toronto. 

Canadian  Linoleums  &  Oilcloths,  Ltd.,  are  plamiing 
the  erection  of  a  factory  at  Montreal. 

A  Mystic  Shrine  Club  has  been  formed  at  Stratford. 
Chas.  Farquharson  was  elected  president. 

Williams  &  Cann.  recently  incorporated  as  a  furni- 
ture firm  at  Powmanville,  Ont..  are  remodelling  their 
store. 

The  Furniture  Maiuifaeturers  Association  of  Ontario 
have  appointed  a  labor  committee  and  a  tariff  com- 
mittee. 

Mr.  Greenwood,  of  Greenwood  &  Viviar,  a  few  days 
ago,  fell  backward  in  his  otifice  chair,  spraining  his 
wrist  and  breaking  two  ribs. 

The  Eaton  Co.'s  "Santa  Clans"  parade  to  open  their 
Christmas  selling  season  was  as  elaborate  as  the  circus 
parade  of  any  three-ring  show. 

Canadian  Linoleums  &  Oilcloths,  Ltd.,  has  been  in- 
corporated Avith  a  capital  of  $1,000,000  and  head  office 
at  Montreal,  to  manufacture  and  deal  in  all  manner  of 
linoleums  and  oilcloths. 

Thatcher  &  Prouse.  furniture  and  liardware  dealers 
at  Neville.  Sask..  have  dissolved,  Percy  Prouse  taking. 
OA'er  the  business  and  W.  Thatcher  purchasing  a  hard- 
ware business  at  Limerick,  Sask. 

J.  Livinter,  for  the  past  three  and  a  half  years  at 
1169  Bloor  Street  West,  Toronto,  contemolates  erect- 
ing a  new  80  ft.  addition  to  his  store  in  the  spring.  The 
present  store  is  double  the  size  of  the  store  originally 
opened.  1      '  ' 

The  Broderick  Furnitui-e  Co.,  IITS  Bloor  Street  W.. 
Toronto,  expect  to  move  into  their  new  store  at  1190 
Bloor  Sti-eet  at  the  commencement  of  the  year.  The 
new  store  has  a  85  ft.  fi'ontage  by  a  depth  of  95  feet, 
and  has  two  flooi-s  and  basement. 


CASH  BUSINESS  GROWING  IN  OWEN  SOUND. 

By  W.  A.  SCHAPER. 

Owen  Sound  is  one  of  the  few  towns  where  a  ^I'reat 
number  of  the  retail  dealers  are  doing,  to  their 
benefit,  a  ea.sb  business.   Some  time  ago  the  retail  mer- 


chants got  together  and  made  up  their  minds  that  they 
would  all  do  a  strictly  cash  busine.ss  though  at  the  pres- 
ent time  some  of  them  are  doing  an  accommodation 
business.  Others  are  working  on  the  deposit  basis, 
but  the  greater  part  of  them  are  sticking  to  a  straight 
cash  basis. 

Several  merchants,  who  are  working  on  an  accom- 
modation basis  would  be  in  favor  of  running  a  strictly 
cash  if  the  others  would  do  the  same.  All  it  would  need 
would  be  a  worker  to  get  the  merchants  to  start  the 
thing  rolling  along  to  the  benefit  of  all  concerned. 


WESTERN  ONTARIO  TOWNS   WORKING  GEN- 
ERAL DELIVERY  SYSTEMS  TO  ADVANTAGE. 

By  W.  A.  SCILAFER. 

I  find  that  a  great  number  of  towns  in  Western  On- 
tario, including  Strathroy,  Watford,  Kincardine,  Port 
Elgin,  Paisley,  etc.,  are  working  a  general  delivery  sy.s- 
tem  to  their  advantage.  In  most  of  these  all  the  mer- 
chants, irrespective  of  their  lines,  are  working  it  to 
advantage.  Merchants  in  some  places  get  the  delivery 
service  as  low  as  three  cents  an  order  on  an  average. 
Li  other  places  I  find  that  it  might  run  as  high  as  six 
cents  on-  the  average,  but  never  any  higher.  Of  course 
this  service  gives  four  deliveries  each  way  per  day  with 
the  cost  running  in  some  places  as  low  as  six  dollars 
per  week.  It  sure  is  a  great  stunt  when  they  can  get 
their  service  cheap.  Who  can  hire  help  at  that  rate,  not 
to  speak  of  horse,  Avagon,  wear  and  tear,  etc.  The  gen- 
eral public  get  to  knoAV  that  they  only  have  deliveries 
at  certain  times,  so  therefore  they  get  their  orders  in 
in  good  time. 

Strathroy  Sei^ce. 

R.  Crandon  runs  the  merchants'  despatch  here,  using 
three  Avagons  and  employing  two  men  besides  himself, 
and  giving  the  merchants  four  deliveries  daily  Avith 
five  on  Saturda.v.  They  pay  from  seven  dollars  to  nine 
fifty  a  week.  He  had  on  the  average  150  orders  per 
trip;  that  is  roughly  fifty  for  each  Avagon.  All  the  mer- 
chants are  satisfied  Avith  this  service ;  it  also  pleases  the 
general  public. 


LLOYD  WICKER  LOOM  TO  BE  MANUFACTURED  IN 
CANADA. 

Canadian  rights  to  the  Lloyd  Loom,  the  only  machine  invented 
which  weaves  wickers  for  baby  carriages,  furniture  or  baskets, 
were  sold  recently  by  the  inventor,  Marshall  B.  Lloyd,  to  a 
group  of  American  capitalists.  J.  W.  "Wells  and  F.  A.  Spies, 
millionaire  lumbermen  of  Menominee,  Mich.,  who  are  interested 
in  the  deal,  intimated  the  plant  would  be  located  at  "Winnipeg, 
Toronto,  Montreal  or  Hamilton. 

Neither  Mr.  Lloyd  nor  the  ]iurchasers  would  .sive  out  the 
price  paid,  but  it  is  said  to  run  into  six  figures.  Last  summer 
Mr.  Lloyd  refused  $1,000,000  for  American  rights  after  Aus- 
tralia paid  $250,000  to  use  the  loom  for  employment  of  crippled 
warriors.  Since  then  a  million  dollar  corporation  organized 
here  and  the  largest  baby  carriage  factory  in  the  world  is  near 
completion. 

The  development  of  Mr.  Lloyd  from  a  poor  fish  peddler  to 
a  wealthy  inventor  is  more  like  an  Arabian  Night  story  than 
modern  facts.  Sixty  years  ago  he  was  born  in  St.  Paul,  Minn., 
but  spent  his  boyhood  at  Meaford,  Ontario.  Family  needs  com- 
pelled him  to  quit  school  and  work,  his  first  .iob  consisting  of 
selling  fish  from  a  wheelbarrow.  "While  young  his  inventive 
mind  created  several  articles,  among  them  being  a  clothes  ham- 
per, one  of  which  he  traded  to  a  farmer  for  a  side  of  bacon. 
Forty  years  later  Mr.  Lloyd  visited  the  farm  and  found  it  still 
busy. 

Mr.  Lloyd  was  a  farm  hand;  sold  iewelry  on  Toronto  streets, 
yelling  his  wares  from  a  soap  box  platform;  waiter  in  a  hotel; 
factory  hand;  small  manufacturer  and  finally  head  of  one  of  the 
largest  ba;by  carriage  plants  in  the  world. 
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Some  helpful  suggestions  for  making  window  attractive  and  forceful — Matter  of  backgrounds 


THE  subject  of  window  dressing  as  applied  to  retail 
furniture  business,  is  one  which  must  be  consid- 
ered from  two  points  of  view.  First — the  general 
importance  of  well  displaj^'ed  windows.  Secondly — 
the  significance  of  each  window  as  an  intrinsic  part  of 
the  store,  its  methods  and  its  special  lines  of  business, 
and  also,  from  the  structural  conditions  of  the  individ- 
ual window  itself.  Bearing  in  mind  this  distinction,  we 
must,  therefore,  in  order  to  formulate  rules  that  will 
be  of  general  use  and  adaptability,  eliminate  many  de- 
tail problems  Avhieh  must  be  solved  by  the  individual 
window  dresser.  So  the  reader  is  re([uested  to  consider 
tlie  following  suggestions,  as  being  based  upon  the  re- 
.sults  of  actual  experience,  and  at  the  same  time  use  his 
own  discretion  in  changing  or  adapting  them  to  suit  his 
particular  case. 

Window  dressing,  like  every  other  means  of  aggres- 
sive furniture  selling,  must  be  done  systematically; 
such  system  as  is  suited  to  the  particular  store  where  it 
i.s  used.  Among  the  many  things  which  go  to  make  up 
a  successful  salesmaking  Avindow  display  and  which  are 
adaptable  to  the  conditions  of  any  store,  I  find  the  fol- 
lowing five  rules : 

1st. — Keep  the  windows  bright  and  clean  This 
statement  seems  almost  needless,  yet  it  is  a  fact  that 
there  are  too  many  stores  in  which  this  first  law  of 
cleanliness  is  ignored.  Possibly  these  are  the  stores 
which  reflect  the  characteristics  of  the  owmer.  I  hope 
not,  but  unfortunately  the  suggestion  is  all  too  obvious. 

2nd. — Change  the  displays,  ordinarily,  every  week. 
Some  special  displays  may  be  good  for  two  weeks,  but 
no  longer.  This  frequent  changing  is  not  such  a  seri- 
ous proposition  as  at  first  appears. 

-'^rd. — Feature  but  one  line  at  a  time.  While  adher- 
ing to  this  as  a  general  rule,  it  is  sometimes  desirable  to 
consider  groups  of  furniture  lines  as  sneeial  units. 

4th. — TLse  plenty  of  price  cards.  Have  these  cards 
plain,  yet  attractive  in  style.  A  card  covered  with 
ornate  lettering — or  worse,  with  garish,  unpleasant 
colors — affects  the  eye  disagreeably,  or  makes  the 
marking  or  lettering  difficult  to  read. 

5th. — U.se  color.  Under  this  item  I  consider  the 
colors  preferable  to  use  for  various  goods.  Generally 
speaking.  Avhere  color  is  introduced  apart  from  the 
nnitcrial  of  the  article  itself,  extremely  efi'ective  back- 
around  can  be  produced  by  the  use  of  old  gold  draping. 
While  T  have  roughly  outlined  here  the  color  con- 
ditions which  disnlay  furniture  to  advantage,  the  in- 
telligent window  dresser  will  find  many  other  combina- 
tions, some  of  which  may  be  much  more  eff'ective. 

Leaving  aside  cut  and  dried  I'ul^s,  there  are  several 
intei-esting  points  in  connection  wi^^h  window  displays, 
upon  which  T  want  to  comment:  The  selling  window, 
and  hence  the  paying  one  to  the  merchant  and  the  one 
which  it  is  ahvays  desirable  to  nroduce,  is  the  window 
which  is  dressed  with  the  goods  he  has  to  sell.  It  has 
been  mv  experience  that  novelty  windows  draw  the 
crowds  but  do  jiot  sell  tho  goods,  and  that  the  cost  of 


a  novelty  window  is  usually  considerably  more  than  the 
cost  of  a  window  in  which  goods  for  sale  are  displayed. 
My  experience  is  planning  and  outlining  window  dis- 
plays previous  to  active  work  upon  the  window  itself, 
does  not  make  m^e  a  confirmed  follower  of  such  a 
method.  Usually,  changes  and  re-arrangement,s  are 
forced  upon  the  window  dresser  when  he  begins  to 
distribute  his  various  articles  of  hardware  in  the  space 
allotted  to  him.  Still,  it  is  extremely  important  that 
a  definite  idea  of  the  display  for  an  et¥eet  be  formulated 
before  a  stroke  of  work  be  done  in  actual  manipula- 
tion of  the  goods ;  and  there  should  always  be  in  the 
window  dresser's  mind  a  mental  picture  or  image  of  the 
finished  effect  he  desires  to  produce. 

The  average  window  display  should  not  occupy  a 
trimmer  and  his  helper  more  than  three  or  four  hours 
at  the  most.  Of  course  there  is  always  the  personal 
equation  to  be  considered  in  regard  to  the  speed  with 
which  different  men  work  and  also  one  has  to  consider 
the  elaborateness  of  some  displays,  Avhich  undoubtedly 
take  more  time  to  arrange. 

Never  have  I  put  in  a  window,  in  my  long  career 
at  the  game  (and  this  covers  a  period  of  fifteen  years 
as  active  worker  or  superintendent  of  window  dress- 
ing), which  has  not  in  ninety  cases  out  of  one  hundred 
produced  quick  and  pajdng  results.  What  better  en- 
dorsement can  I  give  of  the  value  of  window  dressing 
to  the  retail  merchant?  A  curious  circumstance  has 
often  been  noticed  with  regard  to  our  especially  attrac- 
tive displays.  These  displays  have  brought  people  in 
the  store  for  the  goods  long  after  that  special  dis- 
play was  removed  from  the  window.  This  seems  re- 
markable, considering  the  usually  transient  nature  of 
such  impressions  upon  the  buying  public. 

In  summing  up,  T  believe  that  window  dressing  to- 
day is  a  fine  art  which,  if  properly  pursued,  Avill  bring 
the  biggest  cash  results  per  expenditures  of  any  line  of 
advertising  a  merchant  can  do.  Furniture  is  in  itself 
esneeially  attractive  when  well  displayed,  and  if  well 
displayed  is  nine-tenths  sold.  Positively,  it  is  up  to  the 
progressive  dealer  who  needs  more  and  quick  cash 
.sales  to  give  direct,  forceful  and  immediate  attention 
1o  his  window  displays.  There  is  no  longer  any  ques- 
tion of  experiment,  the  value  of  the  furniture  dealer's 
windoAv  can  be  expressed  in  actual  hard  cash  returns. 

Seasonable  Touches 

Taking  into  consideration  the  particular  time  of  the 
year,  what  may  be  termed  "seasonal  touches"  should 
not  be  overlooked.  In  spring  and  summer  we  should 
employ  flowers — real  or  artificial ;  in  autumn,  leaves  in 
the  glorious  colors  that  they  come  in  then;  in  Avinter, 
white  snow. 

What  could  be  more  effective  in  winter,  for  instance, 
than  cotton  over  which  has  been  sprinkled  boric  acid 
spangles  broken  up  flne  to  simulate  snow?  And  sup- 
pose that  we  scatter  about  on  our  snow  a  few  pine  cones 
and  small  bits  of  leafless  oak  twigs — won't  we  have  a 
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winter  scene  indeed?  This  cotton-boric-acid  snow 
doesn't  look  bad  hanging  from  the  tops  of  panels  or  the 
eaves  of  a  miniature  house,  either,  it  all  helps. 

It  isn't  just  the  plain  panel  itself  that  makes  a  win- 
dow of  the  panel  variety.  .It's  the  altogether;  the 
draperies  above,  the  display  on  the  floor,  and  the  deli- 
cate touches  here  and  there. 

A  pile  of  lumber  isn 't  a  house ;  a  bolt  of  silk  a  ball- 
room dress.  

WINDOW  DISPLAY  DEALER'S  BIGGEST  ASSET. 

Perhaps  tlie  biggest  asset  of  a  dealer  is  the  window 
display,  which  by  no  means  is  utilized  to  the  maximum 
efficiency  at  this  time.  Facilities  have  not  been  provid- 
ed to  make  the  proper  display,  except  in  a  few  special- 
ized lines.  More  important  than  an  extra  5  or  10  per 
cent,  discount  is  an  attractive  window  display.  Urge 
manufacturers  to  give  you  the  facilities  to  display  your 
appliances  and  materials,  and  utilize  your  window  dis- 
play. Follow  the  experiences  of  the  best  merchants 
in  your  community — the  department  store.  And  bear 
in  mind  that  the  selection  of  the  most  desirable  loca- 
tion in  the  community  is  the  occasion  for  window  dis- 
play. A  good  store,  in  a  good  location,  is  of  no  value 
without  an  attractive  window  display.  That  is  the  big- 
gest asset  that  you  possess  once  you  have  established 
your  location,  and  yon  should  utilize  it  to  its  maximum 
efficiency. — W.  L.  GoodAvin. 


MOVING  WINDOW  DISPLAY. 

Universal  Lighting  &  Fixture  Company,  Queen  and 
Broadview,  Toronto,  have  had  several  moving  window 
displays  arranged  by  Mr.  Car  thy.  These  have  drawn 
considerable  attention  and  resulted  in  good  business. 
One  was  a  large  flashlight  about  9  ft  x  1  ft.,  which 
flashed  on  and  off  at  intervals.  The  flashlight  was  hung 
in  the  centre  of  the  window  and  displayed  in  the  win- 
dow was  an  attractive  variety  of  regular  flashlights. 
This  window  brought  many  sales  for  flashlights. 

A  recent  window  was  that  of  an  electric  washing 
machine  and  Avringer  in  operation.  The  outfit  Avas 
placed  in  the  middle  of  window  and  on  each  were  at- 
tractive showeards  pointing  out  the  advantages  of  the 
machine  on  display. 


WASHING  MADE  EASY. 

Fleming  Bros.,  1036  St.  Clair  Ave.  West,  Toronto, 
recently  had  a  novel  demonstration  of  a  water-power 
washing  machine  in  their  window.  With  the  lid  lifted 
and  the  machine  in  action  a  rope  attachment  running 
around  the  agitator  and  over  two  pulleys  in  the  ceiling 
(one  on  either  side)  the  ends  were  tied  to  pails.  The 
action  of  the  washer  drew  the  pails  up  and  down  alter- 
nately making  a  good  live  window  picture,  and  showing 
by  contrast  how  turning  the  tap  and  setting  in  motion 
a  washing  machine  saved  the  carrying  of  many  pails 
of  Avater  on  wash  day. 


ATTENTION,  WINDOW  DRESSERS 

Within  the  next  fcAv  weeks  new  and  unusual  selling 
plans,  effective  window  display  and  elaborate  and  at- 
tractive store  decorations  will  be- introduced  by  hard- 
ware dealers  in  every  part  of  Canada.  Many  individ- 
ual methods  Avill  be  used  to  attract  the  Christmas  shon- 
per.  There's  a  photosrrapher  m  your  town.  Enlist  his 
services  some  sunshiny  morning  during  a  lull  in  the 
holiday  preparations,  and  secure  for  future  referenr-e 
— and  for  reproduction  in  Canadian  Furniture  World 
— the  featiire  that  is  most  effective  in  your  holiday 
merchandising. 


CANADA  BUSIER  THAN  U.S. 

Tooting  one's  own  horn,  as  they  say,  is  not  exactly  a 
creditable  performance,  and  yet  there  is  a  certain  fact 
in  connection  with  this  Canada  of  ours  over  which  Can- 
adians might  justly  become  jubilant. 

It  is  that,  with  but  one-fifteenth  the  population  of 
the  United  States,  the  Dominion  does  one-fifth  the 
amount  of  trade.  This  statement  is  based  on  official 
flgui-es  just  published  showing  the  total  of  American 
trade  for  the  year  ending  August  31.  The  comparison 
is  made  on  the  assumption  that  there  are  about  eight 
million  people  in  Canada  and  120  million  in  the  United 
States. 

The  report  shows  that  the  American's  exports  for  the 
year  totalled  ^1^7,415.000.000.  Canada's  .$1,233,000,000.  a 
proportion  of  one-sixth.  Their  imports  Avere  $3,233,- 
000,000,  ours  .$870,000,000,  a  proportion  of  one-fourth. 
Their  total  trade  was  $10,648,000,000,  ours  $^,103,000,- 
000,  a  proportion  of  one-fifth. 

The  inference  to  be  draAAm  from  this  is  that  Canada  is 
a  busier  and  more  prosperous  country  than  the  United 
States,  and  that  it  must  continue  to  be  so.  Canadians 
can  ensure  this  by  making  the  Victory  Loan,  1919,  an 
overAvhelming  success.  If  it  is.  Canada  Avill  continue  to 
forge  ahead:  if  Canadians  fail  in  their  duty  they  can 
expect  nothing  but  reduced  trade,  unemployment  and 
general  depression. 


CANADA'S  AGRICULTURAL  NEEDS. 

The  New  York  Herald  on  Sunday,  December  7th,  will 
publish  in  its  magazine  section  an  article  on:  "Can-' 
ada's  Need  of  Agricultural  Producers."  This  article 
Avill  show  hoAV  the  farming  provinces  of  the  Dominion 
are  encouraging  returned  soldiers  and  immigrants  to 
settle  on  their  lands  and  hoAV.  Canada  is  looking  to 
the  United  States,  in  particular,  to  satisfy  the  Western 
demajid  for  "farmers  and  men." 

This  article  Avill  quote  in  this  connection  the  ooinion 
of  Col.  J.  S.  Dennis.  Chief  Commi.ssioner  of  the  Coloniz- 
ation and  Development  Department  of  the  Canadian 
Pacific  Railroad  and  former  Deputy  Minister  of  Public 
Works  in  the  Dominion.  It  Avill  also  shoAV  Canada's 
fears  of  the  agricultural  rivalry  and  the  attraction  to 
immigrants  of  a  stablized  Siberia,  AA'hieh  may,  Avith  the 
coming  up  of  its  vast  resources,  become  the  colonization 
centre  of  the  world. 


A  TRUSTWORTHY  PUBLICATION. 

It  is  a  good  thing  to  have  a  publication  in  the  house 
that  you  can  trust.  You  never  have  to  think  AA-hether 
you  can  safely  leave  The  Youth's  Companion  on  the 
table.  When  you  begin  a  Companion  story  ynu  knoAV 
you  are  not  bound  on  a  slumming  expedition.  You  are 
being  led  up  into  the  sunshine  of  the  everlasting  hills. 
The  folks  in  The  Companion  stories  are  everyday  folks. 
They  are  like  your  OAvn  toAvnspeople :  stumbling,  fall- 
ing, picking  themselves  up,  trying  Avith  some  defeats 
and  some  ditflcnlties  to  attain  to  their  his'h  ideals. 

1920  Avill  be  a  year  of  great  stories  for  Youth's  Com- 
panion readers.  There  are  more  than  250  of  them  in 
the  year.  One  of  the  eisrht  great  serials  will  be  Capt. 
Theodore  G.  Roberts's  glorious  story  of  Canadian  pat- 
I'iotism  and  valor,  Sons  of  Liberty. 

New  subscribers  for  1920  v-ill  receive :  1.  The  Youth's 
Companion — 52  issues  in  1920:  2.  All  remaining  AA'eekly 
1919  issues;  3,  The  Cnmnanion  Home  Calendar  for  1920. 
All  the  above  only  $2.50  everyAvhere  in  Canada  and  the 
United  States.  The  Youth's  Companion,  887  Common- 
Avealth  Ave.,  Boston,  Mass. 
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MANUFACTURERS    DEALERS  CO-OPERATE 

iiiii|iiiiii!iiiiiiiiiiiiiiiiiii:iiiiiiiiiiiiiii'i:ii'iiiiM'ii>iiiiiiiiiiiiiii!iNiiiniiiiiiiiiiiiiii^   iiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  nil  II 

Plan  of  Hoover  Vacuum  Cleaner  Co.,  suggests  how  manufacturers  and  dealers  could  increase  sales 
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To  acquaint  the  entire  Hoover  sales  organization 
with  factory  methods  and  service  plans,  a  sales  school 
under  the  direction  of  Earl  C.  Marine  has  recently  been 
established  at  the  company's  headquarters,  North  Can 
ton,  0. 

Before  joining  the  Hoover  company,  Mr.  Marine  was 
associated  Avith  R.  D.  Jackson,  one  of  the  founders  of 
the  National  Cash  Register  school  for  salesmen.  He 
also  had  been  active  in  conducting  four  other  sales 
schools  and  has  had  20  years  of  practical  selling  ex- 
perience. 

According  to  Mr.  Marine,  the  purpose  of  the  Hoover 
sales  school  is  to  focus  all  experience  of  the  Hoover 
sales  organization  both  in  the  field  and  at  the  faetor^^, 
and  to  pass  this  information  on  in  usable  form  to  the 
students  in  attendance. 

The  course  embraces  all  phases  of  the  Hoover  pro- 
position from  a  thorough  study  of  the  mechanics  of  the 
four  Hoover  suction  sweeper  models,  to  their  sale 
through  the  dealer  and  the  rendering  of  proper  service 
to  the  buyer.  As  part  of  the  course,  each  man  is  requir- 
ed to  be  able  to  dismantle  and  assemble  a  complete  ma- 
chine. 

•  Two  large  rooms  at  the  Hoover  plant,  where  the  first 
Hoover  suction  sweepers  were  manufactured,  have  been 
set  aside  for  the  class  rooms  of  the  new  sales  school. 
The  front  room  contains  tables  and  large  easy  arm 
chairs  to  be  used  during  lecture  periods.  The  rear  room 
is  a  laboratory  in  which  are  placed  benches  with  motor 
blocks  and  other  necessary  equipment  for  use  during 
the  study  of  the  mechanical  makeup  and  functioning 
of  the  machine. 

The  faculty  is  composed  of  the  heads  of  various  de- 
partments, including  ofifice  and  factory.  These  officials 
have  prepared  and  present  in  a  direct  way  the  import- 
ant facts  concerning  their  departments,  especially  as 
they  relate  to  the  success  of  the  marketing  of  the  pro- 
duct. 

While  in  attendance  at  the  North  Canton  school,  the 
students  live  at  the  Hoover  Inn,  formerly  an  old  hotel 
building  Avhich  has  been  taken  over  by  the  company, 
repaired  and  refurnished.  The  men  live  in  dormitor;/ 
style  and  enjoy  good  home  cooking  three  times  a  day. 
The  Hoover  Inn  is  eriuipped  with  baths  and  lavatories 
and  a  large  airy  sitting  room.  Meals  are  served  in 
cafeteria  stj-le.  During  the  course  students  are  requir- 
ed to  pass  a  daily  quiz  covering  each  day's  work.  Tn 
order  to  do  this  suceessfullv,  they  are  furnished  with 
note  books  of  the  loose  leaf  order,which  book  becomes  a 
permanent  record  of  the  work  done  at  the  school. 

Tn  his  talks  to  the  men,  Mr.  Marine  uses  as  a  basis, 
"Salesmanship  and  Personal  Efficiency,"  bv  Knox.  Mr. 
Knox,  an  old  National  Cash  Register  man,  gives  in 
graphic  style  the  fundamentals  for  selling  success. 

Four  distinct  types  of  classes  are  being  promoted  at 
the  Hoover  school.  First,  a  one-week  course  for  dis- 
trict managers.  Already  three  ,=:uch  schools  have  be-en 
conducted.  District  managers  •who  have  attended  one 
session  and  managers  who  have  not  attended  any  of  the 


sessions  find  all  of  the  programs  to  contain  sales  in- 
formation of  real  help. 

There  are  two  schools  for  resale  men.  The  first  con- 
sists of  a  two  weeks'  course,  during  which  time  all  de- 
partments of  the  school  are  given  equal  emphasis.  This 
is  the  foundation  for  selling  success  and  has  been  prov- 
ed hy  the  actual  selling  experience  of  the  students  in 
attendance.  Already  three  of  these  schools  have  been 
conducted. 

A  second  resale  school  of  one  week  is  started  from 
time  to  time  and  deals  with  the  more  important  fea- 
tures taken  up  in  the  regular  school.  These  are  now 
fully  developed  and  certain  merchandising  material  is 
presented  that  could  not  be  given  during  the  previoiTS 
two  weeks'  session.  Only  students  who  have  complet- 
ed one  of  the  regular  two  weeks'  sessions  are  eligible 
for  enrollment  in  this  post-graduate  course. 

A  fourth  school  is  soon  to  start,  which  will  continue 
for  one  Aveek.  This  is  to  be  entirely  devoted  to  dealers 
and  dealers'  salesmen.  Its  purpose  is  to  assist  the  deal- 
er in  successfully  marketing  the  Hoover  product  and  to 
bring  to  his  attention  the  definite,  concrete  things  that 
are  being  done  to  increase  business  by  dealers  all  over 
the  country.  In  other  words,  this  class  is  a  clearing 
house  for  new  sales  ideas  that  have  achieved  success  in 
actual  demonstrations.  Certain  periods  will  be  devoted 
to  the  mechanical  construction  of  the  machine,  but  this 
will  be  only  incidental  to  the  merchandising  plans  fhat 
Avill  be  given. 

The  company  has  found  it  impossible  to  set  up  a 
definite  program  several  months  in  advance.  Two  or 
three  schools  are  launched,  promoted  and  put  across  be- 
fore definite  arrangements  are  made  for  succeeding 
schools.  Organizations  of  the  Hoover  sales  school  is 
part  of  the  plan  for  doubling  Hoover  production  during 
the  coming  year.  H.  W.  Hoover,  general  manager  of 
the  plant,  states  that  the  company's  sales  during  1919 
Avill  eclipse  by  100  per  cent,  all  sales  records  of  previ- 
ous years. 
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I    High-Grade  CHESTERFIELDS  | 

i  Re-Upholstering  to  the  Trade 

i  SPECIAL    ORDER  WORK 


Life  Long  Furniture  Co., 


Ingersoll,  Ont. 
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;    Kobeilson  oocket  Head  Wood  e 

i  Write  us  for  free  Screw    assures   efficiency.    Used  i 

I               demonstration  by   nearly   all    leading  furniture  | 

I  manufacturers,  etc.  = 

P.  L.  Roberts 3n  Manufacturing  Co.,  Limited  | 

[  MILTON    -    ONTARIO  | 
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FIVE  CAUSES  OF  LOSSES  IN  STORES 

Under  the  above  head,  a  chart  was  prepared  by  the 
National  Cash  Register  Company  to  help  merchants  in 
discovering  and  remedying  weak  spots  in  their  system. 
The  five  causes  with  five  details  in  connection  with 
each,  follow : 

Indilference  of  Clerks 

1.  Lack  of  individual  records — employer  does  not 
know  the  earning  power  of  each  clerk. 

2.  Lack  of  example  on  the  part  of  the  employer — 
employees  quickly  imitate  his  faults. 

3.  Lack  of  incentive — no  records  by  Avhich  a  fair 
quota  for  each  employee  may  be  determined. 

4.  Low  wages — employer  has  no  records  on  which  to 
base  the  true  worth  of  the  employee. 

5.  Lack  of  good  store  system — discourages  a  good 
employee. 

Dishonesty  of  Clerks 

1.  No  absolute  control  of  cash — temptation  is 
offered. 

2.  Example  set  by  the  employer — careless  not  to  re- 
cord every  transaction,  even  though  it  is  personal. 

3.  Lack  of  printed  record  for  every  store  transaction 
— written  record  can  be  changed. 

4.  Collusion  of  employees — no  records  by  which  such 
a  practice  may  be  stopped. 

5.  Charges  purposely  forgotten. 

Poor  Methods 

1.  Employer  attends  to  too  much  detail— no  time  left 
for  planning. 

2.  Lack  of  proper  records — this  causes  disputes  with 
customers. 


3.  Inefficient  employees — no  effort  is  made  by  em- 
ployer to  train  his  clerks. 

4.  No  absolute  check  on  cash. 

5.  Lack  of  organization. 

Dissatisfied  Customers 

1.  Disputes  with  clerks  about  over-charges,  improper 
credits,  and  exchanges. 

2.  Errors  in  posting — customers  have  no  printed 
proof  with  which  to  check  their  accounts. 

3.  Indift'erent  clerks. 

4.  Slow  service. 

5.  Failure  to  receive  Avhat  every  customer  is  right- 
fully entitled  to — a  printed  receipt. 

Proprietor's  Attitude 

1.  Indifference — the  spirit  of  the  leader  reflects 
throughout  the  entire  organization. 

2.  Failure  to  keep  abreast  of  the  times. 

3.  Unwillingness  to  see  salesmen — a  salesman  can 
furnish  valuable  information  about  the  other  stores 
and  merchants. 

4.  Too  slow  to  adopt  new  methods. 

5.  Lack  of  originality — does  not  have  the  time  to 
think  out  new  methods. 


HIS  SOURCE  OF  INFORMATION. 

An  attorney  was  examining  a  witness  and  chanced  to 
ask  him  about  the  character  of  the  dead  man  who  figur- 
ed in  the  case,  to  which  the  witness  replied: 

"He  was  a  man  without  blam-f^,  beloved  and  respect- 
ed by  all,  pure  in  all  his  thoughts  and — " 

"How  did  you  learn  that'?"  demanded  the  judge. 

"I  read  it  on  his  tombstone,''  was  the  disconcerting 
reply. 


FOR  THE  GOOD  OF  THE  PEOPLE. 

A  great  wave  of  civic  pride  is  sweeping  over  many 
portions  of  the  country,  which  offers  to  those  willing  to 
put  their  shoulders  to  the  wheel,  a  A^aluable  invest- 
ment. In  a  town  of  some  size  are  two  large  stores,  one 
a  department  store,  the  other  .just  a  general  retail 
store.  The  owner  of  the  latter  is  an  ardent  board  of 
trade  worker,  with  his  hand  always  ready  to  put  in  his 
pocket  and  his  voice  alwa.vs  raisL^d  in  sincere  enthus- 
iasm for  the  good  of  his  native  town.  The  owners  of 
the  department  store,  on  the  contrary,  live  in  another 
town  some  distance  away,  in  no  Avay  assist  the  work 
of  the  board  of  trade,  and  it  is  even  a  by-word  that 
they  only  ride  in  their  automobile  because  the  street 
cars  are  owned  by  the  city.  Inasmuch  as  that  city  fur- 
nishes the  people  that  contribute  to  the  Avealth  of  these 
gentlemen,  it  exhibits  a  feeling  that  is  not  appreciated 
by  the  citizens,  and  it  is  surprising  to  find  how  much 
business  has  transplanted  itself  to  the  first  mentioned 
store.  Take  an  interest  in  the  affairs  of  your  city,  be  a 
public-spirited  citizen  in  the  most  sincere  sense,  and  you 
will  soon  see  the  return.  But  don't  do  it  for  that  pur- 
pose only.  A  hypocrite  never  succeeds  in  anything.- — 
Southern  Furniture  Journal. 


THOROUGHNESS. 

There  is  an  old  saying  that  "genius  is  the  transcend- 
ent capacity  for  taking  trouble" — a  saying  not  true  if 
it  merely  means  doggedl.v  working  mechanically 
through  the  daily  routine  of  life's  duties,  but  most  true 
if  it  means  H)  the  ability  to  picture  before-hand  all 


those  details  which  are  essential  to  the  siiecess  of  the 
project  at  which  we  aim,  and,  added  to  that  (2),  the 
force  of  character  determining  us  to  carry  out  all  these 
details  to  reach  the  end  in  view. 

That  is  true  thoroughness — which  is  only  the  Saxon 
word  for  penetration — the  ability  to  foresee  and  to  act 
on  our  foresight.  There  is  a  story  of  the  mighty  hun- 
ter, who,  when  asked  how  he  managed  to  accomplish 
seemingly  most  impossible  leaps,  replied:  "I  throw 
my  heart  over,  and  my  horse  follows."  There  was  a 
subtle  underlying  truth  there ;  he  was  able  to  picture 
beforehand,  and  his  will  was  such  that  he  made  his 
picture  a  fact. — 'H.  B.  Gray. 


THINGS  TO  AVOID 

A  good  mav.y  stores  have  tried  to  handle  a  house  fur- 
nishing department  with  apparently  no  degree  of  siic- 
cess.  Investigation  of  some  of  these  has  revealed  some 
very  peculiar  conditions.  For  example,  we  have  often 
heard  the  remark  on  going  into  such  a  store,  "we  are 
not  doing  very  much  in  this  line."  No  wonder  that 
the  department  store  gets  the  business.  There  courtesy, 
attentiveness  and  store  salesmanship  are  practiced 
every  hour,  but  with  a  reception  such  as  the  above 
quoted  remark  indicates,  one  siirely  is  not  tempted  to 
make  any  endeavor  to  find  the  article  she  is  seeking.  So 
often  a  hardware  store  or  its  house  furnishing  depart- 
ment is  referred  to  as  a  junk  shop,  in  jest,  but  with 
more  truth  than  is  realized.  These  are  the  things  to  be 
avoided.  Have  the  goods,  let  the  people  know  about 
them,  keep  the  stock  full,  clean  neatly  arranged  and  in 
attractive  form. — Trade  Extension. 
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MOTOR  DELIVERY  THE  PROPER  METHOD 
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Gives  the  service  ;  Helps  extend  trade  ;  Lessens  overhead — Comparsion  between  horse  and  motor 
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AUTOMOBILE  delivery  is  just  as  important  a  fea- 
ture for  the  small  furniture  dealer,  in  fact  for 
any  store  proprietor,  if  it  will  save  liim  money, 
as  for  the  large  dealers,  who  are  already  using  it  ex- 
tensivel}',  of  course  considered  in  proportion  to  the 
volume  of  business. 

There  is  no  reason  why  the  small  dealer  cannot  save 
time  and  money,  and  ^ive  better  service,  by  using  motor 
cars,  if  bis  business  is  larg-e  enough.  Tbe  motor  car 
can  displace  two  horse  Avagons,  or  more,  and  expense 
being  equal,  there  .still  would  be  a  saving  of  time  and  a 
riuiekness  of  service  that  cannot  be  accomplished  by 
the  horse  wagon. 

Tbe  farther  the  business  of  a  dealer  extends  into  the 
outmost  limits  of  a  town  nnd  into  the  suburban  dis- 
trict, the  more  feasible  it  is  to  bave  an  automobile  for 
delivery  use.s.  or  more  than  one. 

A  dealer  who  bas  three  single  borse  deliveries,  for 
instance,  feels  that  really  be  bas  not  enough  trade  to 
make  tl>e  three  wagons  necessary,  yet  to  cover  the 
ground  he  finds  it  is  required  that  he  have  at  least  tAvo 
wagons,  and  also  one  emergency  outfit.  An  automobile 
truck  probably  could  do  the  work  of  all  three  wagons, 
but  an  automobile  is  not  eating  hay  and  feed  Avbile  it 
is  not  working.  It  uses  fuel  and  oil  only  wben  it  is 
running.   An  expense  saving  is  shoAvn  here. 

Helps  Extend  Business. 

Another  feature  of  truck  delivery  is  that  it  enables  the 
dealer  to  extend  his  business.  The  motor  car  annihil- 
ates distance  and  cuts  down  time.  It  is  practically  as 
easy  to  go  another  mile  farther  out  delivering  to  cus- 
tomers as  not.  With  the  horse  team  the  limitations  as 
to  distance  and  time  are  rigorous.  Then  the  store  that 
gives  the  best  service  gets  the  business.  In  competition 
motor  deliveries  may  be  considered  absolutely  neces- 
sary. Wben  the  dealer  bas  the  business  exclusively  the 
automobile  is  advisable. 

Having  decided  iipon  an  automobile  for  store  use  the 
next  thing  is  to  get  'the  car.  It  should  be  as  "fool 
proof"  as  po.ssible,  that  is,  it  should  be  simply  built  and 
easily  operated — a  car  with  as  fcAv  intricate  parts  as 
possible,  with  a  power  plant  that  will  stand  up  well  un- 
der heavy  knocks. 

Generally  speaking,  the  car  should  be  of  a  make 
whose  manufacturers  are  reliable,  from  a  factory  that 
lu'oinises  to  continue  in  business.  A  car  from  a  fly-by- 
night  factory  is  worse  than  useless.  Parts  cannot  be  re- 
placed when  wear  begins  to  s'bow,  and  at  that  the 
original  car  would  soon  show  signs  of  disintegration. 
A  substantial  commercial  car  from  a  substantial  manu- 
facturing firm  is  the  thing. 

The  reason  foi'  this  is  that  a  maker's  responsiblity, 
to-day,  if  he  is  a  substantial  business  man  or  firm,  does 
not  stop  when  the  purchaser  has  the  car  delivered  to 
his  garage.  Again  the  output  of  a  factory  governs  the 
price  to  some  extent,  so  that  the  manufacturer  who 
turns  out  in  considerable  (|uantities  is  likely  to  show 
the  best  prices,  and  in  all  probabilities  cfjually  as  good 
stability  of  car  as  the  small  manufacturer  without 
special  standing.   


Needed  in  Co-operative  Delivery. 

Where  co-operative  delivery  systems  are  the  vogue 
the  motor  car  is  indispensable.  Wagons  fail  to  fill  the 
bill  as  Avell.  It  may  be  easily  figured  by  the  same  token 
that  automobiles  will  do  better  for  the  store  keeper 
who  maintains  a  private  delivery  system. 

For  smaller  deliveries  the  motorcycle  with  side  car 
and  even  the  bicycle  have  been  found  expense  savers. 
Baskets  are  fitted  to  the  bicycle  that  will  carry  a  large 
(luantity  of  merchandise.  The  limit  to  wbat  the  motor- 
cycle can  transport  is  a  long  one.    Then  again : 

The  commercial  car  will  not  run  away  while  the 
driver  is  delivering  inside. 

The  automobile  truck  is  not  bothered  by  flies,  stands 
without  tieing,  does  not  run  awaj^  from  fright,  does  not 
take  pneumonia  in  cold  Aveather,  does  not  have  colic, 
heaves,  string  halt  nor  blindness. 

The  motor  delivery  car  if  carefully  handled  is  not  so 
expensive  or  as  hard  to  take  care  of  as  tlie  horse.  If 
the  machine  is  examined  every  day  before  the  start 
out  is  made,  driven  conscientiously  and  Avitb  care  its 
expense  per  mile  is  small.  It  consumes  only  gasoline 
and  cylinder  oil  and  little  of  that  to  the  mile  if  the  right 
kind  of  a  car  scientifically  built  is  used. 

Various  experts  AA'bo  haA^e  tried  the  motor  delivery 
system  uphold  its  feasibility  and  comparative  inexpen- 
siveness,  provided  tbe  right  sort  of  an  investment  is 
made  in  the  first  place  and  if  the  car  is  handled  right 
after  it  has  been  put  in  service. 

Good  Advertising. 

With  a  good  motor  car  delivery  the  furniture  dealer 
for  instance,  bas  a  good  advertising  point.  He  can 
advertise  quick  delivery,  early  delivery,  and  delivery 
on  exact  time  schedules,  so  that  a  customer  may  know 
just  Avhen  he  is  to  get  his  goods. 


DONT'S  FOR  FIRE  PREVENTION. 

Don't  allow  children  to  play  with  matches. 

Don't  throw  aAvay  lighted  matche?.  cigars  or  cigar- 
ettes; after  u-^ing  it  make  it  a  habit  to  break  the  match 
in  two. 

Don't  go  i}ito  dark  closets,  bedrooms  or  cellars,  using 
matches  or  candles  to  light  your  way, 

Don't  use  kerosene  or  gasoline  in  lighting  fires  to 
quicken  a  sIoav  fire — it  may  result  in  death. 

Don't  use  gasoline  or  benzine  to  clean  clothing  near 
an  open  flame  light  or  fire. 

Don't  fill  ary  lamp  or  stove  Avith  gasoline,  or  coal  oil 
Avhile  they  a'T-  lighted.  Keep  the  burners  of  all  lamps 
and  stoves  thoroughly  clean.  Fill  them  during  the  day 
time. 

Don't  put  .^.shes  in  wooden  boxes  or  barrels.  Keep 
ashes  aAvay  from  boards.  Hot  ashes  Avill  take  fire  by 
themselves,  a-",  fre(|uently  they  have  small  bits  of  coal 
mixed  in  Avith  them. 

Don't  accunuilatc  I'ubbisb  in  premises,  cellars  or 
workshops,  and  don't  deposit  such  materials  in  boxes 
or  ban-els  unless  it  is  to  be  removed  at  once:  while 
av/aiting  removal,  keep  such  material  in  covered  metal 
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I     FOR  THE  FACTORY  | 

I  Safely-first  Pointers  for  Employees  | 

I         Furnished  by  Furniture  and  Casket  Manufacturers  Association  | 
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1.  Treat  your  shopmates  with  courtesy  and  work  in 
harmony  with  them. 

2.  Aeciuire  habits  of  caution  for  your  own  protection 
and  for  that  of  your  shopmates. 

3.  Use  g'enera]  tools  with  c.-ire  and  return  them  in  as 
good  condition  as  when  taken. 

4.  Avoid  wearing  loose  fitting  clothing  and  jewelry 
or  gloves,  in  the  hand  especially,  around  machine 
tools. 

5.  Before  throwing  in  power,  always  look  the  ma- 
chine over  carefully  and  be  certain  every  part  is  in 
working  order. 

6.  Adjustments  and  oiling  should  be  avoided  when  a 
machine  is  running. 

7.  Whenever  possible,  start  a  machme  by  hand  to  be 
sure  all  moving  parts  are  free. 

8.  When  in  doubt  concerning  your  work  or  the  oper- 
ation of  any  machine,  ask  your  foreman. 

9.  When  operating  a  machine,  give  the  work  your  un- 
divided attention.  It  may  save  spoiling  a  job,  if  not 
more  serious  damage. 

10.  When  taking  charge  of  any  equipment,  examine 
it  carefully  and  report  any  breaks  or  defects,  otherwise 
you  will  be  held  responsible. 

IT  Never  fool  with  a  machine  and  avoid  scuffling 
with  shopmates  during  working  hours. 

12.  Do  not  leave  material,  tools  or  work  lying  on  the 
floor  where  anyone  might  stumble  over  them,  nor  in 
overhead  trestles  or  platforms  where  they  might  fall 
or  be  jarred  off. 

13.  It  is  extremelj''  dangerous  to  set  cutting  tools  in 
a  moving  machine. 

14.  Do  not  lounge  on  a  moving  machine  and  keep  a 
respectible  distance  from  all  moving  parts,  especially 
gears  and  cutters. 

15.  When  through  work,  clean  the  bench,  vise  or  ma- 
chine with  brush  and  waste,  and  see  that  all  small  tools 
are  ret^lrned  and  cheeked. 

16.  Before  throwing  in  an  aiTtomatic  feed,  be  sure 
the  stops  are  set  so  that  no  damage  will  be  done  either 
to  the  work  or  machine  by  its  use. 

17.  Form  the  habit  of  never  standing  in  line  with 
swiftly  revolving  parts,  such  as  emery  wheels,  pulleys, 
etc. 

18.  Practice  economy  in  use  of  oil,  waste,  emery,  files 
and  other  supplies,  as  careless  waste  of  these  causes 
enormous  losses  in  many  shops. 

19.  When  working  around  a  dangerous  machine,  be 
sure  good  footing  is  provided  and  never  remove  guards 
or  safety  devices  unless  absolutely  necessary  in  order 
to  do  the  work. 

20.  Never  leave  waste  or  rags  where  they  might  ig- 
nite or  cause  fire. 

21.  Grind  over  lapping  edges  of  ehi"sels,  drifts, 
punches,  set  hammers,  etc. 

22.  Never  pound  or  hammer  a  file. 

23.  Form  careful  habits  and  cultivate  a  thoughtful 
and  deliberate  frame  of  mind  when  aboiat  your  work. 

24.  An  orderly  exit  of  employees  at  noon  and  end  of 
the  day  is  important,  e-specially  when  it  is  necessary  to 
descend  .staircases, 


25.  The  wearing  of  long  coats  by  workmen  will  be 
discouraged.  Aprons  not  ragged  and  fastened  with 
strings  that  will  not  break  easily  under  .strain  are  bet- 
ter. 

26.  Never  attempt  to  stop  a  machine  by  grabbing  the 
belt. 

27.  When  replacing  a  belt,  stop  a  machine  dead  or 
reduce  speed  less  than  one-half. 

28.  In  replacing  belts,  adjust  them  on  the  driven  pul- 
ley first. 

29.  When  handling  a  belt  between  two  overhead  pul- 
leys, never  place  the  ladder  between  the  shafts  nor  rest 
it  against  a  revolving  shaft. 

30.  Do  not  bo  ashamed  to  shift  belts  with  a  stick  in- 
stead of  the  hand,  and  for  overhead  work,  always  use  a 
stick  reaching  nearly  to  the  floor. 

31.  If  you  will  shift  a  belt  by  hand,  use  the  palm 
Avith  thumb  and  fingers  extended  and  look  out  for 
metal  splicings. 

32.  Never  reach  across  the  revolving  oiler  to  regulate 
the  oil  feed. 

33.  Be  sure  stops  are  set  and  that  everything  will  run 
clear  during  the  entire  cut  before  throwing  in  feeds. 

34.  Never  leave  a  machine  with  the  automatic  feed 
on. 

35.  Shut  off  power  before  throwing  in  back  gears. 
3i6.  It  is  dangerous  to  wear  finger  rings   while  at 

work,  especiallj'  those  handling  boxes,  or  who  work  on 
drill  presses  and  milling  machines. 

37.  Do  not  step  on  or  off  the  elevator  while  it  is  in 
motion. 

38.  Don't  obstruct  fire  doors. 

39.  Don't  pour  gasoline  into  the  cuspidors. 

40.  Don't  put  rags,  waste,  paper  or  wood  in  the  heat- 
ing system. 

41.  Be  careful  about  lighted  and  unlighted  matches. 

42.  Hang  up  oil-soaked  clothing  so  that  air  will  get 
to  them. 

43.  Don't  clean  machinery  with  gasoline. 

44.  Don't  play  with  fire-fighting  apparatus. 

45.  Put  all  oil -soaked  rags  in  waste  can.  That's  the 
place  for  them. 

46.  An  efficient  workman  thinks  before  he  acts.  Are 
you  efficient? 


PAY  DAY  IS  THE  ONLY  THING  TO  WORRY 
ABOUT 

Don't  try  to  please  cranky  eustomere ;  they  might 
come  back  and  buy  something  in  the  future.  Don't 
associate  with  sales  people  -wSio  know  more  than  you 
do;  it  might  enable  you  to  learn  something  worth 
while — what's  the  use.  Don't  try  to  be  on  time; 
the  boss  won't  appreciate  it  anyway,  and  it  might 
mean  waiting  on  an  extra  customer  or  two.  Don't 
try  to  please  customers;  if  you  do  that  they  will  only 
come  back  and  ask  for  you,  and  this  would  mean  a 
lot  of  bother.  Don't  sympathize  with  the  firm;  they 
are  rich  and  have  not  a  worry  in  the  world.  Don't 
give  out  information  to  their  employees;  you  must 
monopolize  all  knowledge,  besides  it  might  lead  to 
your  advancement,  and  that  would  mean  greater 
responsibility  for  you — duck  it.  Don't  show  the  mer- 
chandise the  customer  calls  for;  tantalize  her  by  offer- 
ing just  the  opposite;  she  may  get  peeved  and  walk 
out.  This  hint  is  a  work  saver.  Never  give  the 
customer  the  size  she  calls  for;  just  guess  at  it;  she 
won't  know  the  difference  anyway.     Service?  bah! 
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PHONOLA  (Organola) 

This  "Wonder  Instpument"  (as  it  deservedly  has  been  called)  is  fast  displacing  the  ordinary 
phonograph  and  will  eventually  be  in  the  home  of  every  lover  of  good  music. 

In  cabinet  design  it  has  few  equals.  In  accessories  and  musical  sound  reproduction  it  is  in  a  class 
by  itself.  Its  superiority  in  tone  is  so  marked  and  true  to  production  that  musicians  proclaim  it  has 
no  equal. 

Upon  request  we  will  mail  you  a  pamphlet  giving  a  full  description  of  this  instrument,  also  a 
lithograph  folder  in  Ave  colors  showing  the  different  designs  of  Phonolas  we  manufacture. 

The  Phonola  Company  of  Canada,  Limited 

Elmira  and  Kitchener,  Ontario,  Canada 
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The  Standard  Vault 

THE  MAXWELL 


Manufactured  Exclusively  of  Copper  Bearing  Steel 

This  material  is  now  acknowledged  quite  generally  to  be  the  most  rust- 
resistant  steel  or  iron  available  for  the  manufacture  of  steel  vaults. 

Its  Superiority 

authoritatively  proven  by  recent  comparative  tests,  has  been  acknowledged 
by  the  many  manufacturers  who  have  adopted  it. 

We  were  among  the  first.  Many  others  will  follow. 

We  Are  Pleased  to  Announce 

that  all  our  goods  are  now  constructed  exclusively  of  this  material,  and 
that  recent  reductions  in  the  cost  of  same  will  enable  us  to  do  this  with- 
out any  advance  over  our  regular  list.    Write  your  dealer  for-prices. 

As  we  have  been  using  Copper  Bearing  Steel  for  the  past  five  years  in 
our  vjell-knoTDn  and  justly  celebrated  Copper  Alloy  Vault,  we  are  now 
in  a  position  to  use  it  exclusively. 

We  are  offering  it  in  our  Regular  Aluminum  and  Gold  Finish  at  our 
regular  list  price.  If  desired  in  the  Copper  Bronze  Finish  with  White 
Enamel  Interior,  there  will  be  an  extra  charge  of  three  dollars  for  the 
adult  sizes.    Carried  in  stock  by  all  leading  jobbers.    Write  for  prices. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,   ONEIDA,  N.Y. 
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Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 


EARLY  DAYS  of  the  PROFESSION  IN  ONTARIO 


Reminiscences  of  the  old  Ontario  Undertakers  Ass'n— Biographies  and  portraits  of  early  presidents 
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CANADIAN  Furniture  World  and  The  Undertaker 
is  indebted  to  Mr.  J.  B.  Mclntyre,  of  St.  Cath- 
arines, for  the  loan  of  a  copy  of  The  Casket  of 
June  1,  1892,  when  that  paper  was  published  at  Roch- 
ester, N.Y.,  and  when  that  city  was  somewhat  of  a 
centre  from  which  radiated  much  of  the  progressive 
thought  and  practice  in  embalming  and  in  general  fun- 
eral directing. 

Our  readers,  no  doubt,  will  be  glad  to  read  these 
reminiscences  and  to  know  something  about  the  pion- 
eers of  Ontario,  who  labored  and  toiled  that  we  who 
come  after  might  have  a  higher  standing  in  the  com- 
munity and  in  our  own  time  follow  their  example  by 
striving  to  reach  higher 
levels.  But  here  is  the  story 
of  the  old  Ontario  Under- 
takers' Association,  as  told 
by  the  late  W.  II.  Hoyle,  M. 
P.P.,  who  was  its  secretary: 

In  presenting  the  readers 
of  The  Casket  with  the  photo 
engravings  of  the  past  and 
present  presidents  of  the  On- 
tario Undertakers'  Associa- 
tion, it  m;iy  be  interesting  to 
the  inenibors  of  that  organ- 
ization, and  the  profession 
generally,  to  briefly  i-eview 
its  past  achievements  in  be- 
half of  the  Canadian  funeral 
director,  and  point  out  the 
present  conditions  of  the  so- 
cifty  as  an  institution  for 
securing,  by  united  effort,  a 
higlier  standai'd  of  efficiency 
from  those  who  are  actively 
engaged  in  the  profession. 

The  formation  of  the  asso- 
ciation occurred  in  the  city 
of  Toronto,  on  July  3rd, 
1884,  in  the  parlors  of  the 
late  lamented  J.  Young,  who 
became  its  first  treasurer.  J. 
B.  Mclntyre,  of  Rt.  CJatha- 
rines,  was  the  first  president 
ajid  he  presided  over  the 
deliberations  of  the  associa- 
tion for  three  annual  ses- 
sions in  succession,  with  his 
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characteristic  ability.  During  his  regime  the  new-born 
zeal  of  the  society,  in  its  anxiety  to  elevate  the  standard 
of  its  members  and  promote  their  financial  welfare, 
formed  alliances  with  manufacturers  and  passed  by- 
laws for  its  governance  which  created  a  public  sus- 
picion that  monopoly,  rather  than  education,  was  the 
leading  feature  of  this  new  organization.  Unscrupulous 
parties,  who  were  unable  to  gain  admission  into  its 
ranks,  fostered  this  idea  for  their  selfish  ends  and  freely 
advertised  that  they  were  the  "reform  undertakers," 
whose  mission  was  solely  for  the  purpose  of  relieving 
the  public  from  the  baneful  effects  of  a  gigantic  com- 
bine.   When  J.  Ferguson,  of  London,   ascended  the 

throne  (as  second  president) 
the  outlook  Avas  very  sipxally, 
yet  the  sturdy  seamen  who 
had  embarked  for  the  port 
of  Progress,  on  the  associa- 
tion ship,  continued  true  to 
their  respective  posts  and 
encountered  the  gale  of  mis- 
representation in  a  most 
courageous  manner. 

Mr.  M.  Robertson,  of  Sea- 
forth,  succeeded  as  third 
president,  and  during  his  ad- 
nu7iistration  the  Provincial 
Board  of  Health  took  cog- 
nizance of  the  sanitary  edu- 
cation that  was  imparted  by 
the  association,  and  its  sec- 
letary  came  forward  and 
aided  the  work  with  admir- 
able lectures  bearing  on  this 
important  branch  of  our 
work.  When  Mr.  T.  Gibbard, 
of  Napnnee,  became  fourth 
pi-esideiit,  the  report  of  the 
l)arliaiiientarv  committee  on 
Ciiiindian  combines  included 
this  association  and  jjassed 
some  very  severe  strictures 
upon  us  wliich  were  freely 
copipfl  by  the  press  and 
acted  with  cyclonic  power 
against  some  of  our  promin- 
ent nu'uibers  in  their  respec- 
tive localities.  Some  of  the 
fai]it-hearted  members  took 
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affright  at  this  unexpected  bolt  from  a  comparatively 
blue  sky  and  have  not  yet  mustered  up  sufficient  cour- 
age to  brave  the  storm.  A  deputation  went  to  OttaAva 
and  combatted  the  conel^^sions  of  the  committee,  which 
were  based  on  false  evidence  submitted  to  them,  and 
succeeded  in  obtaining  regrets  that  more  time  and 
fuller  inquiry  had  not  been  provided  for  the  association 
to  make  its  reply  to  the  accusations  before  their  report 
was  sent  to  the  House  of  Commons.  Here  was  a  golden 
opportunity  for  our  opponents  to  appeal  to  the  public 
for  patronage  and  to  assist  them  in  crushing  out  the 
association,  for  the  first  consideration  of  a  knave  is  how 
to  help  himself  and  the  second  how  to  do  it  with  an  ap- 
pearance of  helping  you. 

Mr.  J.  L.  Bradshaw.  of  Stratford,  became  fifth  presi- 
dent, and  the  movement  to  secure  legislation  began  un- 
der his  term  of  office,  backed  by  the  influence  of  the 
Provincial  Board  of  Health.  The  by-laws  were  also  re- 
vised and  examinations  for  the  diplomas  of  the  associa- 
tion began  to  take  a  firm  hold  on  the  minds  of  the  mem 
bership.  Under  Mr.  F.  W.  Turner,  of  Toronto,  as  sixth 
president,  the  great  fight  for  legal  recognition  was 
held,  and  although  we  sustained  defeat,  yet  the  chang- 
ed attitude  of  the  press  towards  us  as  an  association, 
and  the  opportunity  it  gave  us  to  expose  the  fallacies 
and  misrepresentations  of  our  opponents,  more  than 
compensated  us  for  the  trouble  and  expense  connected 
with  our  efforts  in  that  direction.  Mr.  D.  Belle^hem, 
of  Peterboro,  is  acting  president,  and  with  the  new  re- 
vision of  by-laws  passed  last  September,  removing  every 
vestige  of  language  that  could  be  construed  as  favoring 
monopoly  or  combine,  the  association  has  emerged  into 
a  higher  plane  of  thought  and  action,  and  the  party  who 
has  now  the  temerity  to  misrepresent' our  work  will  find 
that  the  example  of  the  Hamilton  defamer,  and  the 
prompt  action  of  our  members  in  that  city  to  suppress 
false  advertisements  reflecting  on  the  character  of  the 
association,  a  profitable  study  in  that  respeet.  Our 
legislative  committee,  during  the  recent  session  of  the 
Legislative  Assembly,  worked  very  hard  to  press  for- 
ward the  act  submitted  to  the  consideration  of  the 
Hon.  Mr.  Ross,  Minister  of  Education,  and  endorsed 
by  him  in  so  far  as  his  personal  support  was  concerned, 
and  it  was  only  on  advice  of  our  solicitor,  Mr.  Dewart, 
of  Toronto,  they  concluded  to  lay  the  matter  over  for 
another  session. 

An  effort  is  being  made  to  establisb  a  mortuary  fund 
in  connection  with  our  work.  So  far  only  sixty  mem- 
bers have  tendered  their  names,  but  at  our  next  con- 
vention when  the  by-laws  for  its  governance  are  dis- 
cussed and  fully  explained  it  is  hoped  that  more  will 
participate  in  its  objects. 

The  special  committee  that  was  appointed  to  estab- 
lish a  College  of  Embalming  in  Toronto,  have  succeeded 
beyond  their  most  sanguine  expectations,  as  was  shown 
by  the  full  report  appearing  in  your  March  issue.  The 
committee  have  concluded  to  open  the  school  early  in 
July,  if  fifteen  or  twenty  members  will  forward  their 
names  to  the  seeretary  prior  to  the  30th  of  June.  The 
fees,  will  largely  depend  upon  the  patronage  that  is  be- 
stowed upon  this  important  work,  for  therein  lies  the 
future  success  of  associated  effort,  and  unless  we  fully 
realize  that  knowledge  and  proficiency  are  the  keys  to 
unlock  the  future  advancement  of  our  profession,  it  will 
be  futile  to  seek  legislative  recognition  on  our  behalf. 

W.  H.  HOYLE. 

Cannington,  Ont.,  May  35th,  1892. 


YOUR  HELP  WANTED, 

HERE  are  two  motions  which  were  put  through  at 
the  recent  C.E.A.  convention.  It  suggests  the 
thought  that  the  Association's  work  is  continu- 
ous. Mr.  Jackson  will  be  expected  to  bring  in  a  report 
at  next  year's  Convention  on  this^  ^mportant  matter. 
What  are  you,  Mr.  Reader,  doing  to  help  Mr.  Jackson  in 
forwarding  this  matter  he  had  in  ftand?  If  you  have 
any  helpful  suggestion  to  offer  both  Mr.  Jackson  and 
the  editor  of  The  Furniture  World  -vt^ill  be  glad  to  hear 
from  you. 

Here  are  the  motions : — 

Motion. — Carried  at  Canadian  Embalraers'  Associa- 
tion Convention  on  Sept.  2nd,  1919. — That  this  associa- 
tion go  on  record  as  believing  that  it  would  be  in  the 
best  interests  of  this  association,  the  funeral  directors 
and  the  people  of  the  Province  of  Ontario,  if  our  On- 
tario Embalmers'  and  Undertakers'  Act  were  so 
amended,  so  that  no  one  be  permitted  to  practice  em- 
balming unless  he  has  first  obtained  a  licen.se,  and  in 
communities  where  there  is  a  licensed  embalmer  avail- 
able no  other  person  may  conduct  a  funeral  or  remove 
a  dead  human  body  from  one  place  to  another.  This, 
however,  does  not  apply  to  the  Police,  Coroners,  the 
War  and  Navy  Departments,  or  to  the  Medical  Profes- 
sion, where  a  cadaver  is  required  for  medical  educa- 
tion. 

Moved  by  Mr.  A.  A.  Jackson,  Sudbury ;  seconded  by 
C.  G.  Smith,  Barrie. 

Motion,  which  was  carried  at  Canadian  Embalmers' 
Association  convention  on  Sept.  22nd,  1919. — That  in 
view  of  the  fact  that  this  Association  is  desirous  of 
obtaining  more  advanced  embalming  legislation,  re- 
garding the  disposition  of  dead  human  bodies  in  a  sani- 
tary manner,  that  a  legislative  committee  be  appointed 
to  look  into  the  matter  and  report  to  this  convention. 
Mr.  A.  A.  Jackson,  of  Sudbury,  to  be  Chairman  and  to 
appoint  his  own  committee. 

Moved  b.y  F.  W.  Mathews,  of  Toronto;  seconded  by 
F.  F.  Morrison,  of  Bowmanville. 


RETURNED  SOLDIER  WON  GRIP. 

In  the  report  of  the  games  and  the  prizes  won  at  the 
Island  picnic  on  September  3rd  last  we  neglected  to 
mention  the  drawing  contest,  which  was  one  of  the 
largest  events  of  the  day,  second  only  to  the  ball  game 
in  poi:)ularity.  The  oversight  was  partly  due  to  the 
fact  that  the  event  was  also  left  off  the  program.  This 
contest  consisted  of  what  is  known  each  year  as  the 
"Champion  Grand  Prize"  and  upon  this  occasion  the 
prize  was  a  one  hundred  dollar  grip  and  set  of  instru- 
ments. 

It  is  customary  for  a  disinterested  person  to  draw 
numbers  out  of  a  hat  up  to  that  w^hich  is  emblematic  of 
the  anniversary  of  the  C.E.A.  convention.  This  year 
the  thirty-sixth  number  drawn  was  held  by  W.  L.  Ryn- 
dress,  Essex,  Ont,  a  student  Avho  had  but  recently  re- 
turned fi-om  France,  just  passed  his  examination  and 
was  robbed  of  $30  the  day  before  at  the  "Ex." 

It  looks  as  though  the  "dubious"  will  have  to  take 
their  hats  off  to  Dr.  Ferguson  this  year.  The  grip 
couldn't  have  gone  into  more  worthy  hands,  and  we 
congratulate  Mr.  Ryndress  in  his  good  fortune  as  well 
as  "Doc."  for  smiling  at  being  left  of  the  list  of  prize 
donors. 
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GREETINGS 

That  this  Christmas  shall 
be  to  our  many  friends  and 
customers  the  merriest  in 
their  experience,  and  the 
New  Year  be  rich  in  plenty, 
unbounded  in  prosperity 
and  real  true  happiness,  is 
our  wish  for  you. 

Dominion  Manufacturers,  Limited 

Successors  to 

National  Casket  Company  ...  Toronto,  Ont. 
The  Globe  Casket  Co.,  Limited  -  -  London,  Ont. 
Girard  &  Godin,  Limited  -  -  Three  Rivers,  Que. 
The  Semmfns  &  Evel  Casket  Co.,  Limited  -  Hamilton,  Ont. 
Christie  Bros.  &  Co.,  Limited  -  Amherst,  N.S. 

The  Semmens  &  Evel  Casket  Co.,  Limited,  Winnipeg,  Man. 
The  D.  W.  Th  >mpson  Co..  Limited  -  Toronto,  Ont. 
Girard  &  Godin,  Limited  -  Montreal,  Que. 

Vancouver  Casket  Company     -       -        Vancouver,  B.C. 
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SEASON^S 
GREETINGS 


SERVICE 
QUALITY 


We  greet  you  A  Happy  New  Year,  and  we  also 
greet  you  with  a  new  design  casket  handle  which 
IS  pleasing  to  the  eye,  acceptable  to  the  purse, 
and  suitable  for  many  design  caskets.  We  have 
other  new  design  handles  which  our  salesmen  will 
be  pleased  to  quote  you. 


AHRACTIVE  NEW  HARDWARE 

Manufactured  by 

Dominion  Manufacturers,  Limited 

Head  Office  and  Showrooms: 
109  Niagara  Street     -      Toronto,  Canada 
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A  NEW  FUNERAL  HOME  AT  TORONTO 


iiiiiiiiiMiMiMiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiMiniiiiiiiniiiiiiiiiiiiiniiiKiiiiiiiiMiiii^ 

Washington  &  Johnston's  new  quarters — East  end  funeral  directors'  modern  parlors  described 
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By  W.  A.  SCHAFER. 


WASHINGTON  and  Johnston  have  moved  their 
undertaking  parlors  at  Toronto  from  the  prem- 
ises occupied  at  the  corner  of  Broadview  and 
Queen,  where  they  have  their  furniture  store,  to  717 
Queen  Street,  just  a  few  doors  east  of  Broadview, 
where  they  now  have  an  up-to-date  establishment. 

The  first  appearance  of  their  new  parlors,  on  being 
approached  from  the  street,  are  just  that  much  differ- 
ent that  it  causes  one  to  stop  and  look.  At  night  a 
large  electric  sign  lets  one  at  a  distance  know  who  is 
situated  at  that  address.  A  small  electric  advertising 
lamp  in  the  window  also  lets  one  know  that  Washing-, 
ton  and  Johnston  are  on  the  job  in  the  way  of  ambu- 
lance service,  etc. 

On  entering  the  parlors  from  the  street  through  the 
east  door  one  passes  through  a  hallway  softly  cai'peted, 
and  moderately  lighted  until  one  comes  to  the  office, 
where  a  young  lady  inquires  your  business.  Then  you 
pass  into  a  tastily  furnished  consulting  room.  If  you 
have  a  few  minutes  to  spare  your  eyes  rove  around  to 
see  a  gas  grate  burning,  a  couple  of  cosy  chairs  conveni- 
ently placed,  and  you  feel  certain  that  you  are  going 
to  get  suited  in  all  respects.  Then  after  waiting  a 
short  while  you  wonder  what  is  in  the  room  to  the 
I'ight ;  maybe  you  get  curious,  and  perhaps  steal  a 


glimpse.  Possibly  you  wait  until  one  of  the  firm  takes 
you  in  to  give  you  a  glimpse. 

You  see  a  very  home-like  room  arranged  with  great 
care — rugs  on  the  floor  itself  of  polished  hardwood, 
(Jliesterfields  and  club  chairs.  The  room  has  a  tasty 
arrangement  of  j^tiano  lamps,  ferns  and  other  potted 
plants.  The  color  scheme  throughout  is  of  mauve, 
both  in  furniture  and  wall  trimmings,  with  suitable 
lighting  effects.  The  firm  allows  persons  to  use  this 
chapel  who  do  not  feel  that  they  wish  to  have  the  cere- 
mony at  home. 

A  private  entrance  lets  any  person  wishing  to  use  the 
chapel  in  from  the  street  at  the  right  hand  side  of  the 
building.  Or  possibly  one  is  taken  into  the  sample- 
rooms,  where  is  a  large  assortment  of  caskets  of  all 
sizes  and  prices  to  meet  one's  requirements,  arranged 
not  only  with  same  great  care  to  make  one  feel  at  his 
ease,  but  also  from  a  business  standpoint  to  bring  out 
the  special  features  in  the  caskets  displayed.  The  cas- 
kets are  arranged  from  a  central  aisle  and  are  display- 
ed on  stands  where  they  show  to  advantage.  This  dis- 
play or  showroom  is  well  lighted  and  is  decorated  with 
palms. 

A  Avell  stocked  garage  greets  the  careful  observer 
who  goes  on  a  tour  of  inspection  where  an  up-to-date 


The  modern  funeral  parlors  of  Washington  &  Johnston. 
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equipment  of  eight  motor  ears — hearses,  ambulances 
and  service  cars — greet  one,  with  full  equipment  for 
repair  and  upkeep.  The  garage  can  be  entered  from 
Queen  Street  or  from  Broadview  Avenue,  thereby  elim- 
inating the  necessity  of  backing  and  turning;  also  this 
means  a  great  saving  of  time  in  ambulance  calls.  Per- 
sonall\',  I  saw  the  ambulance  get  away  in  about  two 
minutes  from  the  time  the  office  girl  answered  the 
phone  until  the  amBulanee  was  on  its  way  out  the  lane 
with  two  attendants. 

Washington  and  Johnston  also  have  their  own  lining 
and  trimming  room  for  casket  work,  at  the  rear  of  the 
garage.  The  basement  with  concrete  floor  contains  an 
up-to-date  morgue  with  the  latest  equipment  and  in- 
struments. The  surplus  stock  rooms  are  also  here. 
Messrs.  Washington  and  Johnston  try  to  give  the  best, 
most  up-to-date  service  at  their  parlors  at  the  smallest 
cost  to  the' patron.  This  is  the  keynote  and  slogan  of 
their  business. 


DR.  FERGUSON'S  MOTHER  DEAD. 

Dr.  C.  W.  Ferguson,  of  the  Champion  Chemical  Co., 
,was  recently  called  to  the  bedside  of  his  mother,  near 
Kansas  City,  who  expired  November  11th.  Mrs.  Fergu- 
son was  an  artist  of  wide  reputation,  doing  oil,  pastel 
and  china  painting.  She  has  painted  the  portraits  of 
many  notables  and  prominent  men,  her  latest  that  of 
Colonel  Theodore  Roosevelt.  For  the  past  thirty  years 
Mrs.  Fei'guson  has  been  known  as  one  of  the  foremost 
teachers  of  china  decorating  in  America,  and  up  until 
within  five  weeks  before  her  death,  operated  her  own 
kiln,  having  burned  thousands  of  pieces  which  were 
painted  by  herself,  her  students,  also  other  teachers  and 
their  pupils.  Her  paintings  of  portraits,  landscape, 
scenery  and  china  left  in  her  home  would  probably  be 
underestimated,  says  a  noted  artist,  if  valued  fit  $100,- 
000. 

Mrs.  Ferguson  was  an  active  club  woman  and  headed 


three  welfare  associations.  She  claimed  she  never  had 
a  worry  over  her  family — that  the  only  worry  she  ever 
really  let  prey  upon  her  was  when  she  broke  her  right 
arm  a  few  weeks  ago,  it  purturbed  her  only  in  the 
thought  that  she  would  not  be  able  to  do  her  Christmas 
present  painting. 

The  editor  and  readers  of  Canadian  Furniture,  as 
well  as  many  personal  friends  throughout  Canada,  will 
learn  with  regret  the  loss  sustained  by  Dr.  Ferguson 
in  the  demise  of  his  mother,  and  extend  to  him  their 
sympathy. 

H.IMIMIIIIIlM;:flllllMIIIIMIMIIIIIMIIMIIIIMIIIMIJIItll;;iMI|inMIIIIII|P|IIIIIIIIMIIIMIIIIIHnilMirilirilll»IMIIIIIIIIIMinillllllMIII^ 

Professional  Notes  j 
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E.  MeadoM's  has  enlarged  and  remodelled  his  funeral 
parlors  at  Woodstock,  Ont. 

Chas.  Dean  has  bought  the  undertaking  business  of 
E.  E.  Sponenburg,  of  St.  Thomas. 

M.  S.  Bedford  has  taken  an  interest  in  Mack  Paul's 
undertaking  business  at  Woodstock,  Ont.  The  firm  will 
hereafter  be  known  as  Paul  and  Bedford. 

Harry  Ellis,  535  College  Street.  Toronto,  has  his  son. 
Capt.  A.  H.  Ellis  (Bert),  of  the  oTth  Wildes  Rifles 
Frontier  Force  of  India,  visiting  him  on  a  six  months 
furlough. 

Turner  &  Porter.  751  Queen  Street  West,  Toronto, 
have  a  new  motor  casket  wagon.  The  carving  on  the 
ear  was  done  by  hand,  and  the  wagon  is  built  on  a 
Dodge  chassis. 

Fred  W.  Matthews,  on  his  recent  trip  across  the  line, 
made  the  rounds  of  a  number  of  manufacturing  estab- 
lishments. He  came  back  full  of  new  ideas  and  brought 
also  a  few  sample  caskets  and  some  new  funeral  parlor 
furniture. 


L'MIIIIIIIIIIIIIIIIIIIIIIIIIII 


IIIIIIIIIIIIIIIIIIIIIMIIIIII!! 
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The  latest  addition  to  Washington  &  .Johnston's  motor  equipment  of  eight  cars,  all  tokl — heirses,  ambulances,  first  call 

cars,  casket  wagons,  etc. 
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Western  Professional  News 


From  OUT  own  correspondent 


J.  A.  McCoppen,  Edmonton,  Alta.,  has  recently  add- 
ed a  new  limousine  to  his  motor  equipment. 

Frank  L.  Thomson,  Victoria,  B.C.,  has  recently  fin- 
ished his  new  edifice  known  as  the  Thomson  Funeral 
Home,  which  occupies  a  corner  lot  lOOxlOO  ft.  The 
building  is  painted  white,  made  of  frame  and  designed 
to  fulfill  the  colonial  type,  with  covered  verandah  ex- 
tending to  the  street.  This  is  something  new  and  be- 
ing residential  is,  instead  of  an  objection,  an  added 
attraction  and  a  credit  to  the  community. 

Mrs.  J.  A.  Reid,  of  Bant¥,  Alta.,  has  not  been  enjoying 
the  best  of  health  this  fall.  And  Ave  understand  that 
Mr.  Reid  will  soon  take  her  to  Calgary  for  an  opera- 
tion, Mdiich  it  seems  is  necessary.  This  is  the  second 
operation  Mrs.  Reid  has  had  in  three  years  during 
which  time  she  has  never  been  real  strong.  Their  many 
friends  extend  very  best  wishes  and  hope  that  soon  Mrs. 
Reid  will  be  well  and  (juite  herself  again. 

D.  J.  Jenkins,  Nanaimo,  B.C.,  has  recently  added  a 
new  motor  hearse  and  a  Chevrolet  touring  car  to  his 
motor  equipment.  The  roads  are  beautiful  in  this  part 
of  B.C.,  having  a  hard,  well-built  base  covered 
with  crushed  rock  or  ehatz,  and  passable  the 
entire  winter,  so  that  the  motor  can  be  used 
continually.  An  uninterrupted  drive  of  ,  this 
beautiful  description  runs  the  entire  length  of 
Vancouver  Island.  The  writer  had  the  pleasure  of 
driving  from  Victoria  to  Nanaimo,  some  80  miles 
through  the  most  scenic  mountains,  which  ever  looked 
down  into  a  valley  of  water  called  a  river.  And  while 
the  curves  are  thrillingly  close  to  the  precipice  edges 
in  places,  the  road  is  so  smooth  and  the  texture  so 
plyable  and  fitting  to  the  driver's  admiration^it  isn't 
a  case  of  how  fast  can  you  drive?  It's  another  way 
around,  How  fast  will  she  run?  The  apple  of  Eden 
would  be  a  small  temptation  alongside  of  that  road. 
Which  in  comparison  to  our  little  drive  from  Toronto  to 
Hamilton,  looks  like  the  golden  pavement  to  the  pearly 
gates  overlooking  a  little  "Cow  path"  from  the  house 
to  the  barn  in  Ontario.  Where  we  might  add  that  most 
of  the  Westerners  came  from. 

Wainwright  and  Jackson,  Strathcona,  Alta.,  Avho  were 
burned  out  a  few  months  ago,  have  just  finished  their 
new  funeral  home.  The  front  of  their  building  is  very 
much  like  a  well  designed  residence  of  the  large  roomy 
type.  A  drive  leads  to  one  side  and  back  to  the  rear 
where  they  have  one  of  the  most  complete  garages  in 
the  business  west  of  the  Great  Lakes.  The  latter  is 
cement  structure  built  to  be  very  comfortable  even 
though  the  thermometer  registers  50  below  zero,  which 
has  happened  in  those  parts.  And  the  gar- 
age will  hold  about  ten  cars  which  are  backed 
into  their  respective  places  off  of  a  turn-table  Avhieh 
stands  in  the  centre  of  the  building — and  is  one  of  the 
handiest  additions  that  could  be  installed  anywhere. 
Their  motors  are  mostly  of  the  Dodge  Brothers  make, 
each  conveyance  being  of  a  lightweight  type  and  very 
serviceable.  A.  E.  Young,  Saskatoon,  Sask.,  recently 
sold  out  his  u))dertaki)ig  business,  most  of  his  stock 
.•roiiig  to  two  other  firms  in  that  city.  Mr.  Young  has 
two  sons  recently  returned  from  overseas.  Both  with 
the  engineers,  one  a  major  and  the  other  a  captain, 
which  speaks  well  for  the  boys,  because  they  are  both 


(piite  young  (two  ways).  In  reply  to  our  inquiry 
whether  Mr.  Young  would  again  enter  into  the  under- 
taking, he  said,  "Not  if  T  can  help  it.  The  boys  don't 
like  the  work.  Both  have  contractors  and  builders  edu- 
cation, and  intend  to  return  to  their  vocation.  So  I 
think  I  will  open  up  a  large  lumber  yard  including 
builders'  materials  and  all  accessories.  I  will  at  least 
get  the  boys  business,  which  will  help  them  and  myself 
also.  AncI  when  they  are  not  busy  biiilding  they  can 
help  run  my  yard."  As  an  undertaker,  Mr.  Young  was 
Avell  liked,  and  while  a  great  many  do  not  wish  to  lose 
him  in  that  line,  we  wish  Mr.  Young  well,  and  hope 
that  he  and  the  boys  will  know  nothing  short  of  suc- 
cess, and  that  they  will  have  a  Avorld  of  that. 

W.  A.  EdAvards  &  Co.,  Saskatoon,  Sask.,  purchased 
the  motor  equipment  of  A.  E.  Young,  including  a  Pack- 


Thompson's  funeral  home  at  Victoria,  B.C. 

ard  ambulance.  This  gives  Mr.  EdAvards  a  most  com- 
plete line  of  rolling  stock,  in  fact  more  than  he  cares 
to  continue  Avith,  in  addition  to  his  OAvn  former  well- 
stocked  etiuipment.  We  might,  in  assistance  to  Mr.  Ed- 
wards and  any  parties  in  need  of  motor  equipment,  say 
that  the  latter  Avould  do  Avell  to  get  into  correspondence 
with  the  EdAvards  Co.,  about  motors. 


EMBALMING  SCHOOL  AT  BROCKVILLE. 

A.  W.  Burtch,  well-knoAvn  as  a  regular  yearly  dele- 
gate to  the  CE.A.  conventions,  is  starting  a  school  of 
embalming  at  11  Victoria  Ave.,  Brockville,  Ont.  Mr. 
Burtch  is  a  graduate  of  the  Renouard  College  of  Em- 
balming, New  York  City,  and  besides  has  had  15  years' 
experience  as  a  practical  embalmer  here  in  Ontario.  He 
should,  therefore,  be  well  fitted  to  demonstrate  and 
teach  the  latest  and  most  modern  methods  of  embalm- 
ing, anatomy  and  sanitation. 

^MiMii:inii::!:iin!iiiii:iinii!i!iMii:iiiii  III  iMiiiiiiiniiHiiiiiiiiiiiMi  III  linn::  iiiiiiiiniiininiiiiiiiiiiiiiiiiiiiiiiiiin 


CANICULA 


EMBALMING 
FLUID 


1  That  velvety-fiow  fluid  that  is  different;  | 

f  does  not  burn  or  shrivel  the  arteries,  | 

1  allowing  the  operator  to  inject  as  often  | 

as  he  likes  and  obtain  that  desired  effect.  | 

I   CANICULA  CHEMICAL  COMPANY  | 

I    366  Bathurst  Street       -        TORONTO,  CANADA  | 
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ELEMENTS  of  EMBALMING 

A  ReoieW  Course  of  instruction  for  readers  of 
Canadian  Furniture  World  and  The  Undertaker 

By  Howard  S.  Eckels,  Ph.  G. 
ARTICLE  XIV 


THE  FOUR  SIGNS. 

FAULTY  embalming  causes  far  more  trouble  than 
faulty  embalming  fluid.  As  we  go  about  our  work 
day  after  day,  we  find  ourselves  developing  a 
disposition  to  assume  that  everything  is  right  until  it 
proves  to  be  wrong.  Then  we  have  that  old  standard 
excuse  to  fall  back  upon — the  fluid  was  bad.  Assuming 
that  all  is  right  until  it  proves  to  be  Avrong,  is  a  danger- 
ous practice  for  any  embalmer.  Far  better  assume  that 
it  is  wrong  until  it  proves  itself  to  be  right. 

The  proof  is  easy  to  obtain  because  we  have  four 
signs  of  embalming  upon  which  we  can  rely.    The  in- 
jection of  the  fluid  should  not  be  stopped  until — 
Sign  1 — The  surface  of  the  body  becomes  dry ; 
Sign  2 — The  flesh  becomes  firm 

Sign  3 — A  mottle  caused  by  tJ  .e  fluid  spreads  over 
the  body; 

Sign  4— Fluid  escapes  with  the  blood  through  the 
draining  tube. 

Here  "are  the  fundamental  rules  for  procedure  in  nor- 
mal cases. 

Insert  the  Genung-Eckels  draining  tube  in  the  axil- 
lary vein ;  allow  blood  to  pass  out  until  the  color  of  the 
body  is  lifelike  and  natural,  injecting  fluid  through  an 
artei'y,  prefprably  the  axillary.  It  is  a  good  plan  for 
the  l)eginner  to  inject  toward  the  hand  enough  fluid 


W.  S.  Yule,  Swift  Current:  A.  B.  Gardiner, 
Winnipeg,  and  Fred.  W.  Matthews,  Tor- 
onto, listening  to  the  sad  sea 
waves  at  Atlantic  City. 

to  cause  the  arm  to  become  firm  and  dry  and  otherwise 
show  all  of  the  Four  Signs.  Then  inject  the  fluid 
through  the  same  artery  tow^ard  the  trunk  of  the  body, 
not  faster  than  one  (juart  in  ten  minutes,  until  the 
Four  Signs  appear  there. 

Remove  the  draining  tube  when  the  first  three  signs 
appear  over  the  body  up  to  the  neek  and  ears,  provided 


the  color  is  normal.  If  the  color  is  still  too  dark,  allow 
blood  to  continue  to  pass  out  of  the  draining  tube  until 
the  exposed  parts  of  the  body  are  life-like  in  color.  Then 
remove  the  draining  tube  and  ligate  the  vein.  Stop 
injecting  fluid  only  when  the  fourth  sign  appears. 

Leave  the  arterial  tube  in  the  arterj^  directed  to- 
ward the  body  until  you  can  examine  the  body,  say, 
ten  hours  after  the  first  injeotion.  Remove  the  arterial 
tube  directed  toward  the  arm  at  the  same  time  j'ou  re- 
move the  draining  tube  at  the  completion  of  the  first 
injection,  ligating  the  artery  when  you  remove  it.  After 
approximately  10  hours,  examine  the  body.  If  it  is  dry 
all  over  the  surface,  and  a  firmness  of  tissue  is  every- 
where apparent,  it  will  not  need  any  more  fluid  for 
preservation  for,  say,  one  week.  Should  any  parts  of 
the  body  be  soft  and  damp,  inject  enoiigh  fluid  to 
cause  those  parts  to  become  dry  and  firm.  When  all 
parts  of  the  body  are  dry  and  firm,  remove  the  arterial 
tube. 

Should  you  be  called  upon  to  hold  the  body  longer 
than  one  week,  I  would  advise  a  second  injection  of 
fluid  at  from  ten  to  twenty  hours  after  the  first  injec- 
tion. This  I  would  do.  no  matter  what  the  condition  of 
the  body. 

After  the  entire  body  is  dry  and  firm — and  not  until 
then — use  a  hollow  needle  in  all  the  cavities,  if  you 
feel  that  this  is  absolutely  necessary,  removing  gases 
or  any  secretions  from  them  and  injecting  them  with 
fluid.  It  will  be  found  unnecessary,  however,  in  most 
cases.  The  amount  of  fluid  needed  to  produce  the  Four 
Signs  will  vary  from  one  cpiart  to  fifty  poimds  of  body 
weight  to  one  quart  to  fifteen  pounds  of  body  weight. 

Rule  Two  will  be  called  into  requisition  in  all  eases 
where  purging  from  the  lungs  or  from  the  .stomach  is 
caused  by  fermentation  of  the  secretions  contained 
therein  or  from  leakages  of  the  embalming  fluid  into 
those  cavities,  or  from  the  secretions  and  leakages  of 
fluid  in  the  stomach  or  alimentary  canal,  forced  from 
thence  hy  gases. 

This  purging  may  be  stopped  by  producing  pressure 
of  the  cavities  (the  thoracic  or  abdominal  cavity),  so  as 
to  drive  the  secretions,  gases  or  fluids  into  the  throat, 
and  from  there  they  may  always  be  aspirated  into  a 
bottle. 

When  such  purging  occurs,  aspirate  through  an 
Eckels  nasal  tube.  This  can  be  bent  into  siieh  shape 
that  it  may  in  all  cases  be  inserted  into  the  throat 
through  the  nostrils,  the  embalmer  manipulates  the 
epiglottis  bv  pressing  it  first  to  the  right  and  then  to 
the  left. 

This  treatment  will  ahvays  allow  the  secretions  and 
gases  which  have  been  forced  up  from  the  alimentary 
canal  or  bronchial  tubes,  to  pass  into  the  throat  and 
from  thence,  they  may  easily  be  aspirated. 

This  latter  result  is  best  produced  by  elevatin?  the 
foot  of  the  embalming  board  or  coiich,  while  pressure 
is  applied  to  the  body  as  above  described. 

This  method  is  by  far  better  than  the  old  trocar 
method,  because  by  using  it,  no  rupture  of  the  sv.s- 
temic  circulation  can  occur,  thoxigh  all  can  be  accom- 
plished in  this  way  that  could  possibly  be  accomplished 
by  the  use  of  the  hollow  needle  or  trocar. 

When  bodies  purge  after  the  four  signs  of  Rule  One 
appear,  there  is  no  objection  (excepting  in  cases  when 
long  time  preservation  is  desired)  shoiild  the  embalm- 
er desire  to  use  the  hollow  needle.  Even  here,  however, 
it  is  not  desirable,  the  removal  of  secretions  and  gases 
by  pressure  of  the  cavities  being  miich  to  be  preferred 

THE  END. 
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I  Prof.  Renouard  at  i 
I  C.  E.  A.  Convention  I 
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I WOULD  indeed  be  lacking  in  gratitude  if  T  did  not 
first  acknowledge  my  deep  appreciation  of  being 
honored  by  an  invitation  to  be  again  with  you. 
Therefore,  my  first  duty  in  the  observations  which  I  am 
about  to  address  to  your  association,  is  to  make  my 
personal  acknowledgments  on  the  occasion  which  has 
brought  me  to  this  meeting. 

Again  I  come  before  your  meeting  with  the  express 
purpose  of  addressing  you  as  friends,  and  if  my  pres- 
ence at  this  meeting  will  further  contribute  to  your 
scientific  deliberations,  it  will  be  a  great  pleasure  to 
me.  ;  1 

In  appearing  before  you  to-day,  I  am  fully  conscious 
that  you  represent  a  seientifie  body  of  men  and  women 
who  are  present  at  this  meeting  to  advance  themselves 
in  their  calling.  -       I  '     i  '  i 

During  the  sessions  of  your  meetings  if  I  make  any 
remarks  that  seein  personal,  I  hope  you  will  acceot 
them  in  a  figurative  sense,  as  I  am  going  to  be  candid 
and  explain  the  truth  based  upon  scientific  research 
work  carried  on  in  the  laboratories  of  the  school  in  New 
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York.  Our  work  is  based  upon  scientific  branches  of 
study,  and  the  work  of  any  scientific  association  is 
based  upon  technical  research  work.  When  I  refer  to 
research  work,  I  speak  of  results  obtained  through  ap- 
plying certain  scientific  technique  and  obtaining 
definite  results. 

Our  M'ork  in  this  world  is  of  the  greatest  value  when 
we  receive  the  approbation  of  those  for  whom  we  labor. 
To  be  regarded  favorably  by  those  who  have  ohtained 
diiStinction  bids  us  hope  we,  too,  may  be  also  distin- 
guished in  our  calling.  As  we  advance  in  life,  we  learn 
and  aj)preciate  the  limits  of  our  abilities,  and  our  ex- 
pectations for  the  future  shrink  to  modest  dimensions. 
The  question  that  presents  itself  is  not  Avhat  we  shall 
do,  but  what  we  have  done.  We  call  ourselves  to  ac- 
count for  the  time  and  talents  which  we  have  used  or 
misused,  ami  then  it  is  that  the  good  opinion  of  those 
who  are  to  I'ollow  us  becomes  peculiarly  agreeable. 


In  looking  over  those  assembled  here  this  morning,  I 
see  the  faces  of  many  pioneers  in  our  profession,  which 
causes  me  to  think  of  the  past  Avhen  they  were  not 
privileged  to  enjoy  the  luxurious  facilities  now  offer- 
ed for  a  thorough  education.*  I  recall  when  the  schools 
gave  a  three  days  session,  and  if  a  man  could  raise  an 
artery  he  thought  himself  master  of  all  that  should  be 
known.  I  can  recall  the  time  when  many  of  our  older 
members  were  educated  in  the  rear  of  an  undertaker's 
shop  by  the  late  Prof.  Auguste  Renouard,  and  I  be- 
lieve this  Avas  the  first  attempt  to  educate  men  in  em- 
balming and  sanitation.  The  first  traveling  schools 
were  conducted  by  the  late  Prof.  J.  H.  Clark,  who  did  a 
great  amount  of  good  for  the  elevation  of  the  profes- 
sion, and  for  whom  a  memorial  is  now  in  progress  of 
formation  and  which  you  all  should  take  an  active  par 
in,  as  he  was  known  to  many  of  you.  I  recall  the  time 
when  coffins  were  all  that  was  on  the  market,  and  when 
the  cloth-covered  casket  first  made  its  appearance,  it 
was  received  with  horror,  due  to  its  somber  appear- 
ance, in  contrast  with  the  gayly  decorated  coffins  then 
in  vogue. 

But  it  may  be  advisable  to  remark  at  this  time  that 
the  bodies  looked  more  natural  after  being  injected 
with  arsenical  solutions  than  they  do  to-day  with  the 
formaldehyde  preparations  used.  The  remains  were 
flexible  and  natural  in  color,  and  as  for  the  use  of  paint 
and  powder,  there  was  no  occasion  for  using  it.  But  to- 
day, with  our  formaldehyde  preparaflons,  it  seems  to 
be  the  height  of  artistic  attainment  to  paint  and  pow- 
der the  features  of  the  dead  so  they  cannot  be  seen 
through  its  thick  coating.  We  had  to  discard  these 
ancient  preparatiojis  containing  mineral  salts  and 
acidis  because  of  the  ease  with  which  they  could  be 
employed  to  commit  murder,  so  that  to-day  we  use 
what  are  termed  non-poisonous  preparations,  that  is, 


IF  YOU  USE  IT- YOU  KNOW 

Caranac  Laboratory 

Peterborough      -      Ontario     -  Canada 


74 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  December,  1919 


preparations  that  do  not  contain,  arsenic  mercury,  sil- 
ver, lead,  zinc,  copper,  antimony,  or  any  of  the  poison- 
ous alkaloids.  It  required  much  time  and  energy  to 
train  embalmers  to  use  formaldehyde  as  they  objected 
to  the  ]-igidity,  a]id  now  it  seems  that  many  are  not  satis- 
tied  unless  the  remains  are  as  hard  as  a  cement  floor, 
and  as  the  color  imparted  to  the  tissues,  by  a  large  per- 
centage of  formaldehyde  preparations  is  objection- 
able, even  to  the  embalmer,  he  is  compelled  to  paint  and 
powder  the  face  to  make  the  remains  look  human.  I 
am  glad  to  note  a  change  that  is  taking  place  among 
the  better  class  of  embalmers,  namely  that  of  employ- 
ing pi'eparations  that  preserve  the  natural  color  of  the 
tissues  without  imparting  objectionable  rigidity. 

It  may  be  well  at  this  time  to  dwell  upon  the  basic 
principles  of  embalming,  or  as  it  may  be  more  properly 
termed,  "the  sanitary  preservation  of  the  human 
dead."'  and  in  order  to  do  this  we  must  take  into  con- 
sideration that  mysterious  influence  known  as  life.  No 
seieiitist  has  been  able  to  properly  define  life,  but  it 
may  be  pointed  out  that  life  is  a  chemical  process. 
Moreover,  experiments  have  demonstrated  that  the  pro- 
cess of  growing  old  involves  certain  definite  chemical 
changes,  just  as  death  also  involves  chemical  changes. 
Life  may  be  briefly  described  as  a  chemical  cycle.  Old 
age  and  its  symptoms  are  either  the  result  of  the  ex- 
haustion of  certain  chemicals  in  the  body  or  more  prob- 
ably the  culmination  of  the  gradual  piling  up  of  cer- 
tain chemical  su\)stances  in  the  body.  After  that  mys- 
terious activity  has  ceased  to  exert  its  influence  upon 
us,  another  state  follews,  known  as  death.  I  cannot 
enlarge  upon  this  condition  for  you  are  all  familiar 
with  it,  as  it  is  a  part  of  your  daily  routine  to  come  in 
contact  with  the  cells  after  they  have  ceased  to  func- 
tion. 

Our  work  is  based  upon  truly  scientific  li)ies,  for 
we. are  always  dealing  with  the  laws  of  nature  which 
is  mysterious\  kind  and  exacting,  and  if  we  desire  to  be 
successful  in  our  work,  it  is  absolutely  necessary  that 
we  understand  the  laws  of  nature  and  be  just  as  exact- 
ing in  our  work  of  preservation  as  nature  is  in  her 
exacting  process  of  destruction  after  death.  Nature 
is  most  economical  in  using  her  forces,  as  I  \yill  attempt 
to  prove  to  you  this  morning.  We  cannot  live  without 
breathing  air.  and  this  air  contains  a  certain  amount  of 
moisture,  and  a  certain  degree  of  heat,  so  as  to  prolong 
life  under  normal  conditions,  hence,  heat,  air  and 
moisture  are  very  necessary  for  life.  After  death  has 
taken  place  these  same  elements  act  upon  the  dead 
cells  in  another  manner,  that  is,  of  a  process  of  des- 
truction so  as  to  return  them  to  their  original  elements, 
thereby  giving  back  to  nature  what  we  were  permitted 
to  use  as  long"  as  life  was  present.  In  this  manner  na- 
ture has  conserved  the  elements  of  the  earth  for  cen- 
turies, so  that  through  the  process  of  putrefaction  and 
decomposition  we  are  permitted  to  use  over  and  over 
the  same  elements. 

This  is  nature's  way  of  disposing  of  all  dead  organic 
and  inorganic  substances,  so  we  are  really  fighting 
nature's  method  of  disriosing  of  all  suhstances  that 
would  imperil  life  if  allowed  to  remain  undisturbed 
above  ground.  It  must,  therefore,  be.  plain  to  you  why 
putrefaction  is  so  necessary  to  our  welfare,  and  the  pro- 
duction of  a  continuous  supply  of  food.  Our  work  con- 
sists in  fighting  nature  Avith  as  much  exactitude  as  she 
u?:es  in  her  efforts  of  destruction.  To  thwart  nature  in 
her  destructive  process,  A»'e  employ  certain  techniaue 
and  chemicals  that  will  efFectivelv  overcome  these  in- 
fluences, namely,  heat,  air  and  moisture,  in  their  action 
upon  that  collection  of  cells  that  rpprosent  the  human 
body.   The  application  of  certain  chemical  solutions  to 


these  cells  alters  them  to  such  an  extent  that  the  in- 
fluence of  heat,  air  and  moisture  is  rendered  void.  We 
call  this  preservation.  If  this  alteration  is  not  accom- 
plished, the  collection  of  cells  undergo  certain  chemi- 
cal changes  that  we  designate  as  putrefaction,  decom- 
posiiioii,  decay,  etc.  You  may  wonder  why  I  am  select- 
ing this  particular  topic  to  illustrate  the  point  I  desire 
to  emphasize,  but  many  of  you  go  through  life  without 
realizing  the  importance  ot  the  influences  that  surround 
you,  buc  when  we  are  called, to  thAvart  the.se  same  in- 
fluences in  the  dead  body,  you  are  suddenly  brought  to 
a  full  realization  of  the  exacting  manner  in  which  na- 
ture operates  to  return  the  elements  of  our  bodies  into 
that  great  laboratory  known  as  the  earth. 

Addressing  you  as  a  scientific  body  of  men,  you 
should  lully  appreciate  the  nature  of  your  work,  which 
may  be  classified  as  scientific  techniijue  opposing  the 
laws  of  nature,  so  as  to  prevent  decomposition,  preserve 
the  natural  color  of  the  tissues,  flexibility  of  the  body 
and  the  characteristics  of  life.  Through  advanced  re- 
search work  we  are  now  enabled  to  preserve  the  natur- 
al flexibility  of  the  body,  the  soft  pink  color  of  the  tis- 
sues, as  well  as  sterilize  the  entire  body,  regardless  of 
the  cause  of  death.  It  is  for  this  reason  that  you  have 
laws  which  demand  certain  qualifications  of  those  who 
seek  to  enter  your  profession.  We  should  not  rest  con- 
tent b.y  merely  being  the  jjossessor  of  a  diploma  or 
provincial  license,  but  should  endeavor  to  elevate  our- 
selves above  these  evidences  of  qualification,  and  give 
to  those  who  employ  us  the  best  we  possess  as  a  result 
of  professional  training. 

To  be  scientific,  exacthig  and  proficient,  you  must 
comply  with  the  laws  that  govern  our  universe.  It  is 
gratifying  to  know  that  .your  association  stands  for 
scientific  education,  and  devotes  such  a  large  part  of  its 
time  to  the  discussion  of  subjects  that  will  benefit  its 
members.  It  is  most  gratifying  that  you  always  pro- 
vide dead  bodies  for  demonstration  purposes,  thereby 
benefiting  the  members  who  live  in  small  towns,  as  well 
as  those  located  in  large  cities.  This  is  one  of  the  im- 
portant features  of  association  work  overlooked  in 
man.y  of  our  states.  Many  associations  fill  their  pro- 
grams with  lectures  and  demonstrations  that  are  use- 
less and  confusing,  and  not  based  upon  scientific  lines ; 
Avhich  is  a  detriment  to  the  as-sociation  and  misleading 
to  its  members  who  look  to  their  association  for  reliable 
instruction  and  information. 

So  man.v  confusing  methods  are  advocated  that  em- 
balmers are  bewildered,  and  I  assure  you  it  is  gratifv- 
ing  to  have  bodies  for  demonstration  where  scientific 
facts  can  be  proven  in  your  presence.  We  want  facts, 
not  theories,  as  .vour  daily  practice  will  demand,  there- 
fore we  must  present  conditions  and  prove  them  on  the 
dead  bod.y  so  ,vou  can  successfully  employ  them  in  the 
performance  of  your  duties.  You  have  no  doubt 
heard  many  lecturers  on  embalming  make  great  claims 
which  your  daily  practice  taught  you  were  only  empt.v 
words  used  for  some  ulterior  purpose.  T  recognize 
many  in  this  audience  as  old  friends  who  T  have  had 
the  honor  of  instructing  in  the  past,  and  T  am  very 
proud  of  yon  for  the  great  shoAving  a'ou  have  made  in 
A'our  scientific  Avork  since  graduation,  and  hope  you 
Avill  always  stand  for  the  inculcations  that  scientific 
truths  conve.y.  If  you  will  act  in  the  same  manner  re- 
garding the  principles  upon  AA'hich  this  association 
rests.  T  feel  certain  your  association  Avill  feel  proud  of 
you. 

You  are  to  be  congratulated  for  having  such  active 
officers,  and  your  secretary.  Mr.  MattheAvs  has  proven 
his  Avorth  as  an  energetic  Avorker  for  the  benefit  of  the 
members  of  the  Canadian  Embalmers'  Association. 
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ONTARIO 

Bobcaygeon — 

Byng,  G.  C.  ' 

Bowmanville,  Ont. — 

Morris  &  Son,  L.  'Phone  10. 

Brantford — 

Thorpe  Bros. 
Funeral  Directors. 
Successors  to  H.  S.  Peirce. 

Both  phones,  200. 

Burks  Falls — 

Hilliar,  Joseph-    Box  213. 

Dungannon  — 

Sproul,  William 

Elmira — 

Drei'singer,  Chris. 

Hamilton — 

Blachford  &  Sons. 

57  King  Street  West 
Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J-  H-  &  Co., 
19-21  John  St.  N. 


Ingersoll — 

Mclntyres. 
P.  W.  Keeler,  proprietor 

Kingston — 

Corbett,  S.  S- 

Reid,  Jas-,  254  Princess  St. 

London — 

Ferguson 's  Sons,  John 
174  to  180  King  St. 

Mundell,  J.  A.     Phone  126. 
150  Mississagia  St 

Oshawa — 

Luke  Burial  Co. 

Schomherg — 

F.  Skinner. 

St.  Catharines — 

Grobb  Bros. 

144-146  St.  Paul  St- 

St.  Thomas — 

William,  P.  E-,  &  Sons,  519 
Talbot  St. 


Stirling — 

Ralph,  Jas.       Phone  102. 


Stratford — 

Greenwood  &  Vivian,  Ltd. 

88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 

Toronto — 

Cobbledick,  N.  B. 

1508  Danforth  Ave.,  and 

2068  Queen  St.  E. 
Auto    equipment    for  all 

branches  of  service. 
Phone  Beach  73. 

J.  A-  Humphrey  &  Son, 
463  Ohuroh  St. 


Washington,  Fleury  Burial 
Co.,  685  Queen  St.  E. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 


Wallaceburg — 

Cousins,  Burlington  &  Saint 

Welland — 

J.  J.  Patterson  &  Sons. 
Sutherland,  G.  W- 


Woodstock — 
Mack,  Paul. 

Whitby— 

Nicholson  &  Seldon. 

QUEBEC 

Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 

Tuttle  Bros.,  164  Lutz  St. 

MANITOBA 

Brandon — 

Campbell   &  'Oampbell. 

Dauphin — 

Farrell,  A.  F. 

Winnipeg — 

Glark-Leiatherdale  Co.,  Ltd. 
232  Kennedy  St- 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — 
Broadfoot  Bros. 


W.  N.  Knechtel, 
1202  Yonge  St. 
Motor  equipment  for  all 

branches  of  service. 
Motor  ambulance. 
Phone  North  4400. 


MY  REPUTA  TION  is  under  the  Cork  of  Every  Bottle  of 

RE-CONCENTRATED  DIOXIN  2z:^::}'^s!^U'°'"''"' 


THE  FIRST  THOUGHT 

Is  that  I  stake  the  reputation  which  I  have 
been  struggling  to  obtain  during  the  past 
twenty-six  years  on  the  perfection  and  sat- 
isfaction-giving qualities  of  my  latest  pro- 
duct, RE-Concentrated  Dioxin,  the  Per- 
oxide of  Hydrogen  Fluid. 


THE  SECOND  THOUGHT 

Is  that  I,  being  one  of  the  inventors  and 
the  patentee  of  the  Eckels-Genung  Axiliary 
Method,  used  by  more  than  12,000  em 
balrcers  in  the  United  States  and  Canada, 
would  not  do  this  did  I  not  know  it  to  be 
the  best  and  most  modern  fluid  made. 


THE  THIRD  THOUGHT 

Is  that  I  would  not  dare  to  offer  to  Pay 
Freight  Both  Ways  and  to  make  no  charge 
for  fluid  used  in  tests  if  I  was  not  sure 
that  Dioxin  would  give  satisfaction  far 
beyond  that  possible  with  any  other  fluid 
known  to  science. 


These  are  Broad  Statements,  but  they  are  borne  out  by  the  experience  of  thousands  of  high-class  embalmers  who  have 
compared  the  Cosmetic  Effects  and  Preserving  Properties  of  DIOXIN— the  Peroxide  Fluid — with  those  of  other  fluids. 


One  sixteen-ounce  bottle  EE-Concentrated  Dioxin  will  make 
a  gallon  of  Peroxide  of  Hydrogen  Embalming  Fluid  of  standard 
strength  for  arterial  embalming,  or  it  will  make  one-half  gallon 
of  extra  strength  Formaldehyde  Fluid  for  bad  cases  or  for  cavity 
work 

The  quantity  of  water  you  add  determines  whether  it  shall 
be  a  Formaldehyde  Fluid  or  whether  Peroxide  of  Hydrogen  shall 
predominate. 

RE-Concentrated  Dioxin,  therefore,  aside  from  being  the  only 
"pint-to-the-gallon"  fluid  ever  manufactured  and  the  most  econo- 
mical fluid  ever  placed  on  the  market  by  a  responsible  chemist,  is 
really  two  fluids  in  one. 

DOUBLE  DISINFECTING  BASE. 

This  is  because  RE-Concentrated  Dioxin  has  a  double  disin- 
fecting base.  One  of  these  bases  of  Formochloral,  a  purified  form 
of  Formaldehyde  in  which  the  Formaldehyde  is  robbed  of  its 
gratest  disadvantages  while  retaining  all  of  its  virtues.  The 
other  base  is  a  substance  which  combines  with  the  water  you  add 
in  the  right  proportion  which  makes  it  a  Peroxide  of  Hydrogen 
Fluid. 

Peroxide  of  Hydrogen  is  composed  of  two  parts  of  Hydrogen 
and  two  parts  of  Oxygen.  Its  chemical  symbol  is  H2  02.  Water 
is  two  parts  of  Hydrogen  and  one  part  of  Oxygen.  Its  symbol  is 
H20.    The  chemicals  in  RE-Concentrated  Dioxin  combine  with  the 


water  you  add  and  supply  to  the  water  the  extra  atom  of  Oxygen 
needed  to  transform  it  all  into  the  kind  of  Peroxide  of  Hydrogen 
which  makes  the  Best  Embalming  Fluid  ever  discovered. 

RE-Concentrated  Dioxin,  containing  as  it  does  and  in  an  ex- 
tremely concentrated  form  enough  disinfecting  and  preserving  chem- 
icals to  make  one  gallon  of  fluid,  is  the  strongest  and  most  power- 
ful fluid  in  the  world  to-day,  yet  it  combines  with  its  Titanic 
strength  the  marvellous  softness  and  delicacy  which  it  is  so  de- 
sirable to  use  on  delicate  complexions  or  those  in  which  the  very 
highest  degree  of  cosmetic  effect  is  desired.  It  is  two  fluids  in  one 
bottle.  This  leaves  you  in  a  position  to  make  the  choice  at  the 
moment  of  embalming. 

There  are  times  when  you  want  a  strong  fluid.  In  RE-Con- 
centrated Dioxin  you  have  it. 

There  are  times  when  you  desire  a  soft,  mild  and  delicate  fluid. 
In  RE-Concentrated  Dioxin  you  have  it. 

By  its  use  a  large  proportion  of  blood  can  be  withdrawn  and 
especially  in  dropsy  and  jaundice  cases  its  effects  are  magical. 
Dioxin  is  good  in  all  cases,  but  it  is  marvellous  on  the  very  class  of 
bodies  where  other  fluids  are  weakest. 

SEND  FOR  A  TRIAL  SHIPMENT. 

Order  a  shipment  of  RE-Concentrated  Dioxin- 
use  it  on  your  next  important  case. 


-TO-DAY— and 


H.  S.  ECKELS  &  COMPANY,  221  Fern  Avenue,  Toronto,  Ontario,  Canada 
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Index  to  Advertisers 


Art  Furniture  Co. 


33 


H 


Hartshorn,  G.  H. 
Hourd  &   Co.    .  .  . 


21 
16 


Ontario  Spring  Bed  &  Mattress  Co..  26 
Owen  Sound  Chair  Co   17 


Bearer  Furniture  Co   33 

Bemister,    H.   A   17 

Brandt,   F.   C   21 

Brautford    Willow    Works    26 


Imperial  Rattan  Co. 
Irish,  G.  L  


Peppier  Bros.,  Ltd   27 

,  .     10       Phcnola   Co.,   The    63 

.o.b.c.       I'hillips  Mfg.  Co  .•   35A 


Canadian  Feather  and  Mattress  Co.  .  17 

Canicula    Company.    Limited    71 

Can.  Rattan  Chair  Co   24 

Caranac    Laboratory    73 

Champion  C'hemical  Co  i.b.c. 

CoUeran   Spring  Bed  Co   31 

Coombe,   F.  E   34 


Dominion  Manufacturers   67-68 


Ecklcs.  H.  S.  &  Co   75 

Egyptian  Chemical  Co   76 

Ellis  Furniture  Co   3,5A 

Elrnira   Furniture  Co.    31 


Farquharson.   Gifford  Co. 


Gendron  Mfg.  Co  i.f.c. 

Globe-Wernicke  Co.,  Ltd    11 

Grand  Rapids  Exhibition    15 


Kindel  Bed  Co   6-7 

Kiietcbel  Furnitun>  Co   29 

Knetchel  Kitchen  Kabinet  Co   28 


Life  Long 
Lluvd  Mfg 


Furniture  Co. 
Co  


M 


59 
19 


Malcolm   Furniture   Co.,    Andrew    .  .  23 

Manufacturers  Exhibition  Bldg   20 

Marshall  Sanitary  Bedding  Co  i.f.c. 

Maxwell   Mfg.  Co   64 

Matthews   Bros   16 

McLagan  Furniture  Co.,  Ltd  4-5 

Meaford   Mfg.  Co   14 

Morlock    Bros   30 


N 

National  Table  ^o.,  Ltd   17 

N.  A.  Furniture /Co   17 

North  Americaii  Bent  Chair  Co.    .  .  30 


Q 

Quality   Mattress   Co   32 


Robertson  &  Co.,  P.  L. 


59 


16 


Shafer  &  Co.,  D.  L  

Sidway  Mercantile  Co   22 

Standard  Bedding  Co   34 

Steele   &   Co..   .las   17 

Stratford  Bed  Co   12 

Stratford    Chair   Co   8 

Stratford   Mfg.   Cc   10 


Vietoriayille  Furniture  Co   25 


W 

Walter  &   Co.,   B   16 

War  Purchasing  Commission    18 

Waterloo  Furniture  Co   32 
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The  Original 
Patented 
Concentrated 
Fluid 


Patented  Formula 
Strongest  and  Best 


Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 
ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  other*  for  their  Formnla 


Special  Canadian  Agent* 

National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 
London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  River*,  Que. 
JAS.  S.  ELLIOTT  &  SON 
Preicott,  Ont. 
CHRISTIE  BROS. 
Amher*t,  N.S. 


Larger  Bottle*  (ilted  np  with  water  = 


I  Egyptian  Chemical  Co.  Boston,  u.s.a  | 
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For  Sale 
Wanted 


llliniininiMIMIMIIIIIIIIIIIIIMIIIIIIMIMMllMMIMIIIIIMIIIIIIIIIIIIIIIIIlie: 

TERMS  OF  INSERTION  1 

50    cents  per   insEition   up   to  = 

twenty-five  words.  Each  additional  = 

word  twocents.  If  Bex  is  required  = 

5  cents  extra  to  cover  postage, etc.  = 

Cash  must  accompany  each  order  = 

— no  accounts  booked.  = 

lllillli.ll'lillllMiMIMIiMIIII  :i:lllli:ilMr>i;illllll.;:iMIIII'IIMinillllll!MIII.MIIIII,r 

FOR  SALE — Cadillac  Touring  Car;  mefhanically  perfect. 
Chassis  wouM  be  very  suitable  for  hearse  or  ambulauce.  Can 
sell  cheap  on  account  of  top  being  in  poor  condition.  Box 
40  Canadian  Furniture  World,  Toronto. 

SCHOOL  OF  EMBALMING  will  be  conducted  in  Brockville 
during  the  month  of  .January,  1920.  Special  instruction  given 
to  anyone  wauting  to  write  the  Government  examination.  For 
jiarticulars  apph'  to  A|  W.  Burteh,  11  Victoria  Ave.,  Brock- 
ville, Ont. 

FOR  SALE — Furniture  and  Undertaking  Business  in  town  of 
8,000.  Ill  health  reason  for  selling.  This  is  a  splendid  busi- 
ness and  can  be  bought  right.  Ap])ly  575  Dovereourt  Road, 
Toronto.  '         '  '  X-D 

FOR  SALE — Good  Furniture  and  Undertaking  Business  in  vil- 
lage; a  good  country  trade.  No  opposition  within  ten  miles. 
Ill-heHlth  reason  for  selling.  Apply  Box  41  Canadian  Furni- 
ture World,  Toronto. 


RELIABLE  Furniture  Buyer  with  ten  years'  experience,  desires 

making  a  change  about  January  1st,  1920,  or  sooner;  capable 
of  taking  full  charge.  At  present  employed  with  one  of  the 
largest  furniture  stores  in  Canada.  Can  furnish  best  of  ref- 
erences.   Box  37  Furniture  World. 

WANTED — A  cheaji  Hearse  for  bad  roads;  must  be  light 
weight.    Ap])lY  .loseph  Senn,  Hagers^ille,  Ont. 

WANTED — Automobile  Hearse;  must  be  first-class  conditior. : 
not  necessarily  high  priced  when  new.  Photos  and  lowest  cash 
price.   Apply  Box  —  Canadian  Furniture  World,  Toronto. 
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IDdter  fromi^our  FdUCel 

and  Champion 

11  Mdke  the  highest  qudliti^  and 

most  economical  embalming  fluid. 


CRAmPlOn  IS  UTIEQUALED  as  a  pre- 
serpatiue  in  the  most  extreme  cases,  and 
produces  that  much  desired  life-like 
appearance  that  means  prestige  for  the 
Undertaker. 

CRAmPlOTl  IPILL  PROTECq*  your  rep- 
utation and  saue  needless  u;orri|. 

ORDER  A  CASE  TO-D^lj^ 

Chdmpion  Chemicdl  Co., 

Dr.  Q.  IP.  FERQUSOn,  Canadian  Hlanager, 
38  Leuty  Jive.,  Keu?  Beach,  Toronto. 

Canadian  Manufacturing  Plant,  lUlNDSOR 


A\  Vears  '\r\  Busmess- Mearss- SakisFied  Embalmers! 


G.L.  IRISH 

499  QUEEN  ST.  WEST  TORONTO,  ONTARIO 


MANUFACTURER  and  IMPORTER 


Good  assortment  always  on  hand 
for  immediate  shipment 


G.  L.  IRISH 


499  QUEEN  STREET  WEST 
TORONTO      :  ONTARIO 


